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When it comes to tough SUVs, one family has the right DNA. Reason why the largest selling 
SUVs across the world are Built Ford Tough. And the Ford Endeavour inherits these traits. 
A don’t-mess-with-me look. The widest set of tyres. And an awesome 4.9 meter length. With a 
safety cage design and dual airbags, the Ford Endeavour is your ultimate protection device. 


A comforting thought as you revel inside choosing to slip in your favourite movie for entertainment. 





$ ford ENDEAVOUR 


lable in 4x4 and 4x2 
55/58. Saluja Ford : 5012121, 5083322 / 3311. + CHENNAI. Chennai Fo 
» MUMBAI Shakti Ford : 28755510-13. Shaman Ford : 56641 
55319189. - VADODARA: Amin Ford : 2253239/59 


1-43. Metro Ford 5594254, 5592203/05 * CHANDIGARH: Bhagat Ford : 5078354 
Kairali Ford | 2559650. 2551310 * DHIANA: Bhagat Ford | 2651012-14. 5013646-51 
alera Ford |. 4011515/31392-! 5 SECUNDERABAD: Sundaram Ford : 27536216, 27544121 
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Rs. 12.9 lakhs onwards. « 2.5 L Turbo Diesel engine; Max Power:110PS@3500 rpm, Max Torque: 274Nm@2000 rpm * 7 sea 
* Driver & front passenger airbags * 4 wheel ABS with Electronic Brake-force Distribution e Alloy wheels with 265/70 R15 tyres e Ava 

7 \NGAI 6 Cauvery Ford : 6321 
Pearl Ford | K 
! Planet Ford 


AVAILABLE AT: AGRA: Prem Ford : 2158509/2520427. » AHMEDABAD: Niki Ford : 6927401-5. 30911610-12 Oceanic Ford 
* JAIPUR: K.S. Ford 11419 I7AR 





MPL Ford : 24337520-23. - COIMBATORE Rajshree Ford : 2579182, 2579213 23748: 
Wasen Ford : 25290275-81. * NEW DELHI: Harpreet Ford (Moti Nagar): 25153650-53 179572-74 South City Ford 51679901-04 T 
In-car entertainment system iS not part of standard eq iipment. Price ment , m Nev Gi! 
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What if you're onto something big, but aren't big vet? Start w ith SAP" solutions for small and midsize companies. Solutions 


designed to fit any size business—and any size budget. And because they're built with expansion in mind, they won t just 


help you grow, they will grow with you. Visit sap.com ideas, because we have a few big ideas of our own. 


E-mail info.india@sap.com OR CALL OUR TOLL FREE NUMBER 1600 445959. 
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While most laptops aspire to a faster chip, more RAM and 


the almost human range of Samsung Note PCs aspire to a better way ol cani play? 


Powered by the all new Wi-Fi special Intel Centrino "^ processor, 


our BN BR Samsung Note PCs share the human desire 


to stay on top of things, no matter where we are. 
Surfing the net, sending email, taking printouts, 


and digital convergence with cameras, MP3 players, and televisions is a way of life for us. 


Now if anyone has a problem with that, well... we are a bit uncommon. 
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For product enquiries, please email us at ramanjeet@samsungindia com 
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Wi-Fi powered by Inte! Centrino™ | Fingerprint Recognition Security | Superslim design 
Models available are Samsung Q20, X10, X05, X05 Ultra, P30, P30 Ultra and V30. 


Intel, Intei Centrino, Intel Inside, the Intel Centrino logo, the Intel Inside logo and Pentium are trademarks or registered 
trademarks of Intel Corporation or its subsidiaries in the United States and other countries. 
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From The Editor 


WO MILLION AND SOME—THE NUMBER OF NEW 

jobs we've estimated will be generated in the 

next two years—may not seem like much if you 
juxtapose it alongside the current level of unemployment 
(27 million) or even the fact that every year 9 million en- 
ter the country’s job market. But at a time when macro- 
economists of every hue fear that India’s economy 
could be on the brink of jobless growth, I think it’s a 
good idea to look at the silver lining. Like everyone else, 
I agree that unemployment is one of the biggest and most 
critical problems that India faces. Yet, as our estimates 
in this issue's cover story will demonstrate, jobs are 
being created. In huge numbers. Yes, a large proportion 
of the 2.2 million jobs that we're talking about will be in 
‘new’ sectors. Think IT services, BPO, telecommunications, 
and retail. Even financial services, 
drug research, hotels and health- 
care. Associate Editor Brian 
Carvalho, assisted by BT's corre- 
spondents across the country, re- 
searched not only a swathe of in- 
dustries but dug deeper and spoke 
to companies, HR specialists, con- 
sultants and head-hunters, for a 
story (Job Mania, Page 42) that 
tells you how and why white-col- 
lar India will see a hiring spree in the next couple of 
years. And for those of you who are keen to join the 
party, on Page 46, we even have a quiz to help you see 
whether you can. Take it. 

The other big story we're all excited about at office 
these days is one that's going to unfold in the next few 
months. But we're going to be party poopers and spill 
the beans right away. I’m sure discerning readers 
haven't missed the clue we've supplied on the cover. 
Yes, Pm talking about Murdoch vs. Ambani vs. Chandra. 
I’m not going to spoil the fun further by revealing 
any more details, so to see how an epic tripartite battle 
is brewing you'll have to read Deputy Editor R. 
Sukumar's story on Page 52. Let me just say this: you 
read it in BT first! 

Last December, we introduced the BT Specials, a 
year-round series of exclusive surveys, top-of-the-pop 
lists and special projects that come with every issue of 
the magazine. As this issue's special, we bring you 
India's Most Investor Friendly Companies. Chief Analyst 
Narendra Nathan spearheaded this special to bring 
you the favourites of investors—India Inc.'s stars who 
rewarded their shareholders the most. Besides crunch- 
ing the numbers and ranking the top 75 investor 
friendly companies, we've profiled the top 25 to show 
just how they rewarded their investors. 
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403T SyncMaster 241MP SyncMaster 193T SyncMaster 172S SyncMaster 153V 
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Itimedia Monitor +TV Monitor Monitor 38cms (15") Monitor 
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Premium 42cms (17") Monitor 
So advanced, even buttons 
are antiquated. It's hands-free 
display makes it as impressive 
on the outside as it is inside 








Vol. 13, No. 5, March 14, 2004 


EDITORIAL 


12 India's Power Shift 


TRENDS 


13 African Safari 
A host of factors has generated a frenzied rush 
to make the most of a largely unexplored but 
potentially rewarding market: Africa. 


14 But It's Still Dark Out There 
Africa also offers some unsavoury ingredients 
that businessmen need to be wary of. 


15 The Mind Of The Minister 
HRD Minister Murli Manohar Joshi has drawn 
ire for his policies. Some lesser-known facts. 


16 The Smile Returns 
The once-gone-bust business of R&D services 
outsourcing is back with a bang. 


18 After IT, What? 
Life sciences, actually. And Chandrababu 
Naidu's Hyderabad looks set to win this race. 


24 The BT 50 Index 
26 Go Goa, To Manufacture 


Motherboard manufacturer D-Link leverages 
Goa as a manufacturing base. 


28 Politics, Yes, Lok Sabha, No 
Most businessmen-politicians prefer the Rajya 
Sabha route to Parliament. 


30 Super Dealmaker 
Sterling's Chinakannan Sivasankaran is at it 
again: making winning deals out of nothing. 


31 Money Game 
The forthcoming India-Pakistan cricket series 
will fetch a bounty for many. 


31 Truly Shining 
India's power consumption has gone up, and so 
has its capacity. The lowdown. 


34 Taxing Affair 
With lawyers up in arms, the National Tax 
Tribunal comes a cropper, for now at least. 


36 And Now, The Real Thing 
Dress rehearsals (with scooters) over, Honda 
Motor prepares to plunge into motorcycles. 


40 Design Or Happenstance? 
An advertisement by BSE on rogue Z-category 
stock raises eyebrows. 
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BT SPECIAL 


7e India's Most Investor 
Friendly Companies 


The first-ever compilation of companies 
that investors love and respect. We profile _ 
the top 20. 
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52 Murdoch Vs Ambani Vs Chandra 


How India's most powerful 
corporate group, one of the 
world's most powerful media 
barons, and a homegrown 
entertainment conglo are making 
quiet moves for a slice of the 42- 
million households, Rs 7,000- ^ 
crore Indian cable market. 

Only, it doesn't stop at cable. 


58 A Whole New Spin 


The death of quotas 
starting 2005 could boost 
India’s textile and garment 
v exports from $14 billion 
Vardhaman’s S.P. Oswal to $50 billion by 2010. 


64 Gasping For Growth 


Amidst record agricultural 
growth and a booming 
economy, Hindustan Lever 
posts yet another year of 
near-flat sales growth. Will 
2004 be any different? 


70 60 Minutes 


What's common to Teddy 
Roosevelt, Richard Nixon, 
and Calvin Coolidge? They 
were Presidents of America, 
and they were also 
customers of New York Life. 
BT meets up with Gary 
Benanav, the CEO of 


international operations. 











HLL's M.S. Banga 


NY Life's Gary Benanav 


94 BT Roundtable 


Four of India’s top retailers 
and a consultant discuss 
issues concerning the 
organised retail industry in 
India in a roundtable 
discussion with BT. 


Retail pioneers 





154 India’s Young Super Performers 
Introducing an all-new award to recognise India’s 
bright young minds. 
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Q *Navratnas' and *mini- 


M D ratnas', the top PSUs were 
called once. Six of them 
are hawking their shares. 
Interested? 


100 End Of Isolation 
Want shares of Coca-Cola or Microsoft? 
Access to Fidelity Fund? You can get it sitting 
right here in India. Should you? 
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Presenting another edition of the monthly 
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MF scorecard. How has January been? 
A BT-Mutualfundsindia.com report. 


122 Street Eruption 
After a heady year for 
stocks, Dalal Street has 
turned raucous again. 
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132 OfKancheepuram Silks 
And Karpagambal Idlis 
Cognizant Technology Solutions 
approaches each of its 
acquisitions—it has made four to 
date—scientifically. Then, there 
are the adventitious aids, like 
the silks and the idlis, which help 
the company’s integration process. 


134 The Age of irrationality 


BOOKEND 


138 Labs That Matter Most 


Two thoughtful books. One on lab-testing 
the free market, and another on India’s 
democracy experiment. 
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142 Leap Of Faith 


The only Indian athlete to 
have ever won a medal in a 
global meet and, arguably, the 
first professional athlete in the 
country, Anju Bobby George 
is eyeing the gold at Athens. 


146 The First Bentley 
146 New Wine, Old Bottle 
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C. Venkataramana, and 
leading VC Vinod Khosla. 
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By Rangnath Salgame 
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Q&A: Donald Stewart 


1. Go to “Write messages” on your mobile 
phone. 


2. Type "BTTIP" on the message screen. 
3. Send the message tothe number "2424". 
4. You will receive the ล เล 
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TO RECEIVE BT'S TIP OF THE DAY | TO ANSWER THE BT-ON-THE-MOVE QUESTION 
Will Indo-Pak cricket affect the stockmarket? 


1. Go to “Write messages” on your mobile phone. 
2. Type "BTPOLL Y" for Yes. 

Type "BTPOLL N" for No. 

3. Send the message to the number "2424". 


Readers can also partici in the at 
www.business-today.com Js ล 








He is Chairman and CEO, Sun Life Financial. A 138- 
year-old firm with $14.6 billion in assets, it is Canada’s 
largest financial services company. And he’s been at the 
helm during one of its most difficult phases. He spoke 
to BT Online on the insurance business, acquisitions and 
corporate governance. For excerpts, log on. 
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New Nokia 7600. The shape of things to come. 


Once in a while, something unique comes along, that breaks the mould and redefines the way things 
should look. The Nokia 7600 does just that. But its radical design will not only complement your creative 
and unconventional spirit, it will also take you to the threshold of a new age in mobile technology 
Powered by 3 Generation Technology!, the Nokia 7600 expands current network capabilities, delivers 
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faster downloads’, richer browsing? and on-demand video streaming’. It also has an integrated camera, NOKIA 
video recorder, and music player, all melded together into a single, stylish communication tool. 7 600 
Itil reshape the way you live. 
Q Digital Camera and Video Recorder (O 65k Colour Screen (ๆ MP3/AAC Music Player 
: E www.nokia.co.in 

0 29 MB Dynamic Memory Q Bluetooth* & IR connectivity (©) xHTML? for Rich Browsing Experience 
L 3" Generation Technology on WCDMA Network, Also compatible with GSM 900/1800. 2 GPRS, WAP HSCSD, EDGE xHTML, email, data transfer speeds and other mobile services are network operator and content service provide 
dependent. MMS-related services are dependent on the network as well as on the compatibility of the devices used and the content formats supported. MMS, emall, WAP browsing and other related features เก Our products operati 
using TCP/IP technology and thus will only be available if supported by network operator, Please check with your local network provider 3. Multislot HSCSO and GPRS are needed for audio / video streaming. network/service provide 
dependeat. 4. Bluetooth is อ registered trademark of Bluetooth SIG, Inc. Devices need to support Bluetooth wireless technology. Interoperability between the phone and other products with Bluetooth wireless technology & nol 
guaranteed and depends on compatibility. For more information on the compatibility of the phone with other products that support Bluetooth wireless technology. please check with the manufacturer 

9628 555 555" Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. Nokia India Warranty 

“~~ ~~~ lis applicable only for phones imported by Nokia India Pvt. Ltd. email us at: nokia.ebag@nokia.com 


#To call from a mobile phone, check with your service provider. Care line available in Ahmedabad, Bangalore, Chennai, Delhi, Hyderabod, Konpur, Kolkata, Mumbal, Pune. 
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Way 10 Go 

Apropos your cover story 
Hardware’s Rs 75,000 Crore 
Opportunity (BT, February 29, 
2004), it is beyond doubt that the 
hardware. industry in 
India has enormous scope 
for growth since we are 
still at a nascent stage in 
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finance minister tries to strengthen 
the feel-good factor via the Budget, 
the huge fiscal deficit remains a 
cause for concern. One wonders 
how the next government will deal 
with it, control inflation, and at the 
same time cope with the pressure 
created by the sops that the minister 
has doled out so generously. 

D.B.N. MURTHY, through e-mail 


l a HIDI diosa dec bag Open Up 
Rg; | Waa RTUNITY Apropos your Trends item Clear 
จ LE Or Not (BT, February 29, 2004), it 
^ "ile. Thought software was big? is surprising that soft drink manu- 
$ JK PAPER LTD. "Werth ts 16.000 crore over ihe Heel พ จร พิ ห ร facturers are exempted from the 
h Creating lasting impressions statutory requirement of printing 
T the ingredients of their products 
the use of technologies that are 2004), the argument that so far no อ ท the bottles. The concerned au- 
taken for granted in the more adv- 1M student has complained about thority should now make it com- 
anced countries. The industry's the high fee demanded by the IIMs — pulsory for soft drink manufacturers 
i growth, in turn, will improve oppo- because the returns are higher is to disclose the ingredients to the 
rtunities for tech-driven growth in akin to the logic of a father dem- consumers at large. 
the country. If promoted in right anding dowry because he has spent MADHU AGRAWAL, through e-mail 
` earnest, the hardware industry may a fortune on his son’s education. 
È even produce a success story similar While everyone has taken a pas- Corrigendum 
e to that of the software and IT ena- — sionate stance on this, no one has In the cover story Hardware's Rs 
T bled services industries. really gone to the core of the issue: 75,000 Crore Opportunity (BT, 
SIDDHARTHA RAJ GUHA, through e-mail ไจ the reputation of the IIMs at stake? February 29, 2004), S. Narendran, 
SAURABH SINHA, through e-mail General Manager (Marketing), TVS 
This refers to your cover story Electronics was wrongly referred 
Hardware's Rs 75,000 Crore Misplaced Hopes to as Narendra Pani, vp (Business 
Opportunity (BT, February 29, Apropos The Populist Reformer (BT, Development), TVS Electronics. 
2004). While the recent years have February 29, 2004), even as the The error is regretted. 
seen the proliferation of pcs, lap- 
) tops and other such gizmos, they HOW TO CONTACT BUSINESS TODAY 
. have remained largely restricted to CC wRTETO: 7 
/ urban Indian homes. It is upto the ว ก กา ม ขน Shh Foor, E1 animan E Extension, 
d hardware wave to bring these prod- 95. e-mail: e-mail: letters.b : 
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India's Power Shift 


HAT MAKES FOR POWER? FROM A CURSORY 

glance at The Power List 2004 of ‘The 

High And Mighty' published in India Today 
dated March 1, 2004, the answer would be busi- 
ness. Of the 50 names featured, as many as 19 peo- 
ple—counting the Ambani brothers as two—are de- 
scribed as industrialists, businessmen, bankers or 
business executives. The number doesn’t sound awfully 
domineering, but when you consider that eight of the 
top 10 are in business (Bal Thackeray and Amitabh 
Bachchan being the two exceptions), it sure adds up 
to a powerpack of breathtaking proportions. 

The rankings, subjectively composed by India 
Today, are a depiction of those who wield influence 
in India beyond their vocation and even field of 
activity. That anyone engaged in busi- 
ness should be so close to being 
thought of as ‘His Highness’ by the 
multitudes, might shock some read- 
ers. But like it or not, it represents a 
kind of power shift that has been 
underway for some time now. 

The economy is opening up, did 
we hear you say? 

Yes, that transition has played an 
obvious role in empowering India 
Inc. The policy framework has 
changed for statism to make way for 
private initiative. Long hobbled by a 
labyrinth of regulations in the name of 
the greater common good, businesses 
found themselves free (or freer, more 
accurately) in the 1990s to pursue their 
self-interest with gusto. 

Yet, that is only part of the story. 
For it is not corporations that we’re talk- 
ing about here, but individuals. ‘Big 
Brothers’ Mukesh and Anil Ambani of 
Reliance are on top of The Power List 
2004. Second placed is “The Titan’ Ratan 
Tata of the Tata group. And then N.R. 
Narayana Murthy of Infosys, the ‘Soft 
Power’ man. There are many other familiar 
names as you scroll down. 

Even after accounting for the country’s 
almost atavistic propensity to crown indi- 
viduals with power instead of institution- 
alised organisations, Indian corporate 
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leaders have more power than their corporate desig- 
nations would suggest. Their wealth apart, lack of 
genuine shareholder democracy is the most obvious 
reason, with all its accountability implications. If 
owners of a mere handful of shares tend not to ask 
managements too many questions, it’s for good reason. 
The shareholding patterns make little space for threats 
to the incumbents’ power, and it is the government 
anyway that indirectly remains the single largest 
holder of shares in India Inc. 

Any ‘Highness’, you could safely assume, is 
status quoist at least in relation to his own power. 
But with dynamism so critical to growth, it would 
still be important to know what the ‘High And 
Mighty’ make of the status quo. How much change, 
for example, would they endorse? In which di- 
rection and at what pace? To what extent do they 
agree with Alvin Toffler's take on power per se— 
that it's fast becoming a function of knowledge 
more than violence or money? 

The expanse and diversity of the businesses that the 
list’s most powerful straddle—be it oil or software—is 
another issue of interest. Let's not forget, unlike most 
other mortals, these are globally ambitious people. 
Many of their businesses involve being engaged 
with global dynamics (oil and currency price 

fluctuations, for a start), and this factor 
alone would necessitate, one may imag- 
ine, wide-angled thinking. This, realistically, 
could engender a sense of powerlessness 
in a bigger context. Even vulnerability. 
Could exporting and acquiring their way to 
global scale get them global influence? So 
far, there have been few signs of this. 
Software, India's most exciting export story, 
is a mere part of the outsourcing phenome- 
non—with work being passed along to save 
on cost. Indian exporters aren't exactly 
shaking up the software market with pro- 
prietary product breakthroughs, nor are 
they in any position to set usage standards 
(even as China, with its huge domestic 
market, gains standard-setting clout). 
To go back to Toffler, though, knowle- 
dge can change plenty of things. And those 
who walk the knowledge walk have 
long argued that self-interest must al- 
ways be enlightened self-interest. 
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Africa has the potential to become to India what vast tracts of South 
East Asia have become to China: an easy market. sY ASHISH GUPTA 


HE DARK CONTINENT HAS A NUMERICAL 

silver lining as far as India is concerned: 

the country's trade with Africa has increased 

from $893 million (Rs 2,300 crore at then 

prevailing exchange rates) in 1991-92 to 

$4.75 billion (Rs 21,389 crore) in the first 11 months of 

2003-04, a CAGR of 14 per cent in dollar terms and an im- 

pressive 20.42 per cent in rupees. In the same period, 

Indian exports to Africa have grown from $435 million 
(Rs 1,121 crore) to $2.2 billion (Rs 9,900 crore). 

Given the oil-rich status of the continent, it is 

natural for companies such as India's state-owned 

exploration and production behemoth Oil and Natural 

Gas Corporation (ONGC) to have a presence there. 

What is surprising, however, is the diversity of other 

Indian companies that do (a sampling can be seen in 


the map on this page). Software services giant Infosys 
and banking software company i-flex have interests in 
Africa. As do pharmaceutical companies Ranbaxy 
Laboratories, Dr. Reddy's Labs, and Cipla, truck 
makers Ashok Leyland and Tata Motors, telco Bharat 
Sanchar Nigam Limited, telecom equipment manu- 
facturer Midas Technologies, engineering company 
L&T and a clutch of other worthies. *Africa, driven 
by Egypt and South Africa," is going to be an im- 
portant market for us," says R. Seshasayee, Managing 
Director, Ashok Leyland. 

One reason for this is historical. Parts of Africa are 
populated by people of Indian origin, a legacy ol 
the days when the British shipped Indian labourers, 
particularly from the southern part of the country, to 
work in plantations in the continent. Then, there 
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are the descendants of traders from, typically, western 
India. Ergo, Indians and by extension, Indian com- 
panies are acceptable to Africans. 

Another reason, and one of fairly recent vintage is 
strategic. The Government of India is keen to sell 
Africa as the next big export destination for Indian 
companies. That isn't out of choice. The US is in- 
creasingly focussing its energies on building what it 
terms ‘Free Trade Areas of the Americas’, a com- 
mon market from Canada to Patagonia through 
Central and South America. The European Union is 
extending its influence to eastern Europe. And mem- 
bers of the Association of South East Asian Nations 
(ASEAN) are content to do business largely among 
themselves. With multilateralism coming to ล halt af- 
ter the Cancun fiasco, India had to perforce look at 
countries that are neither swayed by the US or the EU, 
nor harbour fears of being swamped by a ‘big brother 
the way India’s immediate neighbours, the con- 
stituents of the South Asian Association of Regional 





Cooperation (SAARC) do. And the country isn't above 
paying to trade with Africa. India's Exim Bank, for in- 
stance, plans to open a $1.5 billion (Rs 6,900 crore) 
line of credit for African countries wishing to import 
HIV medication. Expectedly, Indian pharma companies 
are the big gainers. Exports to Africa have almost dou- 
bled from Rs 894.5 crore in 1999-2000 to Rs 1,571.1 
crore in 2002-03. Ranbaxy has two subsidiaries on the 
continent and Dr. Reddy's is floating one. 

The third reason for the renewal of interest in 
Africa is India Inc.’s new found competitiveness. And 
the African markets, as one exporter puts it, "are 
low hanging fruits." That could explain the lure of 
Africa for India Inc., for the continent may never 
acquire the status of the US (trade with India in 
2002-03: $15.3 billion) or the EU ($24.1 billion). The 
Dark Continent has its own traps for Indians and 
Indian companies, but that's another story. 
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HEART OF DARKNESS 


surviving Africa 


FRICA HAS CHANGED SINCE JOSEPH CONRAD WROTE HIS 

epic about human greed. However, parts of the 
continent remain dark and dangerous, particu- 
larly for businessmen. The recent murder of exporter 
and promoter of Lord Krishna Bank, Ashwani Puri 
in Luanda, Angola, is a case in point. 

Will this murder deter Indian businessmen 
from going to Africa? Unlikely, says Y.K. Modi, 
President of the Federation of Indian Chambers of 
Commerce and Industry (Ficci), who believes that 
while Puri's tragic death highlights the risk of 
doing business in Africa, it should not detract 
from the opportunity. “It is very sad to lose a 
colleague, (Puri was a member of Ficci’s National 





Executive), but there are huge opportunities in 
Africa,” he says. “Throughout the continent, Indian 
products are recognised as being value-for-money, 
from medicines to trucks to low-value items.” 
Navtej Sarna, the spokesperson for India’s Ministry 
of External Affairs (MEA), says the advice MEA doles 
out to businessmen is "get in touch with the 
Indian embassy or consulate no matter where 
you go". Sarna would like to see businessmen res- 
earch the countries they are visiting "because 
some African states have just emerged from civil 
strife". Modi proffers three simple rules: study 
the antecedents of business partners, understand 
the economic and political situation in the coun- 
try, and travel in groups. And, if we may add a 
fourth, stay away from juju men. 

KUSHAN MITRA 


- The Cabinet Of Dr Joshi 


Just what does India’s Minister for Human Resource Development believe in? 


R MURLI MANOHAR JOSHI, ONCE PART OF THE 
triumvirate that made up the leadership of the 
Bharatiya Janata Party, is no longer spoken of in the 
same breath (or sentence) as the other two, Prime 
Minister Atal Bihari Vajpayee and 
Deputy Prime Minister L.K. 
Advani. Attribute that to his 
more-nationalistic-than-nation- 
alistic stance in a party that is go- 
ing to polls on a platform that 
owes its existence to free market 
economics. For those interested 
in understanding the mind 
of the man, here is a ran- 
dom collection of not-so- 
well-known facts from the 
public domain that this 
correspondent thinks is 
highly revealing. 
m The website of the Dep- 
artment of Education, 
which falls under Joshi's 
ministry, opens with the 
image of a gurukul, a 
Brahmin imparting 
knowledge to his stu- 
dents in the traditional 
Indian way. 
m The minister has 
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Growth Pangs 


Renee INFOCOMM HAS 6.3 MILLION SUBSCRIBERS, ALL OF THEM FOR ITS POST-PAID 
service. That's higher than the number of ‘post-paid’ customers of all other mobile | 
telcos put together. Reason: price-led promotions, such as the Monsoon Hungama | 
scheme, which attracted a million customers in 10 days. Expectedly, several customers 
gave fake addresses and walked away with the phones. “We had a higher default rate / 
the subsequent month," admits a Reliance spokesperson, "but this is now below the 
industry average of 2 per cent." An executive at a rival telco insists the actual fig- 
ure could be "even 30 per cent". The only consolation: "We would have had the 

same default rate had we rolled out as fast as Reliance," he adds. ก 


aggressively sold the cause of Sanskrit. Delhi’s 
Jawaharlal Nehru University, for instance, boasts an 
autonomous Centre of Sanskrit Study that could 
have easily been part of the University’s School 
for Indian Languages. This centre has more faculty 
than the centre for Hindi (sorry, we do not have de- 
tails of the student faculty ratio, but can give you 
those for the 1iMs; will that do?). And the expen- 
diture on Sanskrit education in his department’s 
budget has increased steadily to Rs 12.47 crore in 
2003-04. Much of it has been used. 
m Joshi has introduced a programme on Purobitya, 
the art of becoming a priest, in some universities, 
พ More liberals than you know existed have ac- 
cused the minister of trying to rewrite history from 
his point of view in text books. This correspondent 
doesn’t have a view on that, but the budget for 
promoting new text books has increased from Rs 
10.91 crore in 1999-2000 to Rs 21.40 crore in 
2003-04. 
พ Numbers indicate that Joshi isn’t particularly both- 
ered about reaching out to talented children in rural 
areas. His ministry spent just Rs 1.95 crore out of an 
allocation of Rs 9.55 crore in 2002-03, under the 
head ` national scholarship scheme and scholar- 
ships for talented children from rural areas’. This year, 
the ministry has used Rs 2.23 crore out of an allo- 
cation of Rs 10.18 crore. 


SUPRIYA SHRINATE 
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Tech Services Boom Again 


With telcos outsourcing R&D, tech services blooms. 


N THE BOOM YEARS OF 1999 AND 
2000, companies like Wipro 
and HCL Technologies that had 
a presence in R&D services 
(where you build the innards 
of products like servers and tele- 
com switches) were considered 
Ir services brahmins. That ins- 
pired the entry of a handful of 
start-ups in the space such as 
Sasken and Mindtree, but the 
boom was quickly followed by 
a bust. Guess what? Tech's 
R&D Services business is boom- 
ing again, and unlike in the enterprise business, there is no global com- 
petition except for the in-house R&D departments of telecom companies. 
Nasscom is projecting that R&D outsourcing to India will be a $11-bil- 
lion business by 2008 (up from an earlier estimate of $8 billion or Rs 
36,800 crore). Hughes Software, whose customers are mainly telecom 
infrastructure companies, will grow 69 per cent as on March 2004. The 
$23-million (Rs 105.8 crore) Sasken, a large player in the fast growing 
wireless market, is projecting growth upwards of 40 per cent. Mindtree, 
which is likely to close this year at $28 million (Rs 128.8 crore), has 
one-third of its business com- 
ing from R&D services and is E 
expecting a 90 per cent 
growth. Even giant Wipro, 
which employs 6,500 engi- 
neers in R&D services, has 
seen a 30 per cent growth in 
the first nine months. 

Most of the companies 
that BT spoke to expect 
growth to be sustained. 
About 60 per cent of the 
outsourcing to India comes 
from the 10 tier-one tele- 
com customers ($10 billion-plus revenue), but “we have now 
identified 250 more tier-two customers who are not outsourcing yet,” 
says Manoranjan Mahopatra, the coo of Hughes Software. Besides, 
companies like Wipro are looking at new areas such as main- 
taining and upgrading telecom switches for customers, and offering 
customer support for complex products. Others like HCL Tech are 
looking at leveraging their skills in chip design and embedded 
software to tap new customers in industries as varied as automo- 
bile and petrochemicals. This may just be the revival tech firms need 
to make their outsourcing case stronger. 
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Wipro's Azim H. Premji: IT's back! 
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HCL's Shiv Nadar: And how! 
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Microchip's Steve Sanghi: 
Saying no to fabs 


Q&A 


"India Isnt 
Ready For A Fab" 


E 1990, WHEN STEVE SANGHI TOOK 
over as President of Microchip 
Technology, it was a little-known 
company with a market cap of $82 
million. Today, it is the No. 1 player 
in the 8-bit micro-controller market 
with a market cap of $6 billion 
(that's a bit), and Sanghi is its CEO 
and Chairman. BT's Venkatesha 
Babu spoke to Sanghi. Excerpts 
from the interview: 


Will you set up a fab in India? 
India is not ready for a fab, and the 
entire domestic market is not even a 
third of our sales in China. But it is 
a growing market we want to tap. 


How about chip design? 

We have been operating an India 
design centre for the past three 
years. Three chips that have been 
designed entirely by the Indian 
centre are being sold by us inter- 
nationally. We are looking at grow- 
ing the centre from a 28-member 
operation to a 35-member one. 


What else? 
We are interested in expanding the 
Indian market for micro controllers. 
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India's Pharma Capital 


Why Naidu's Cyberabad is the centre of gravity of the life-sciences biz. 


VER SINCE HE TOOK OVER AS 
Chief Minister of Andhra 
Pradesh (Hyderabad, say his critics) 
in 1995, Nara Chandrababu Naidu 
has sought to sell, laptop and pow- 
erpoint presentation in tow, his 
capital city as an alternative to 
Bangalore as a destination for IT 
companies, Indian and multina- 
tional. He has had some success: 
Microsoft put down its only devel- 
opment centre in India at Hydera- 
bad's Hitec City and Oracle has a 
large development centre in the 
city. Still, the race to be a destination 
of choice for 11 companies is com- 
petitive, Bangalore has a start that's 
difficult to combat, and Hyderabad 
isn't even the only alternative; 
Chennai and Delhi-satellites 
Gurgaon and Noida could 
well enjoy an edge over 
Naidu's seat of power. 
The CM would have 
had better luck sell- 
ing Hyderabad as the 
pharmaceutical, even life 
sciences capital of India— 
as he has increasingly been do- 
ing. The facts are in his favour: 
Hyderabad is really the centre of 
gravity of the life sciences business 
in the country. 

Dr. Reddy's Laboratories (DRL), 
Aurobindo Pharma, and Shantha 
Biotechnics are all based in the city. 
As are mid-sized players like Neu- 
land Labs and hot start-ups like 
Matrix Labs and Divi's Labs. Then, 
there are bleeding-edge research 
facilities such as Centre for Cellular 
and Molecular Biology, Indian 
Institute of Chemical Technology, 
and Centre for DNA Fingerprinting 
and Diagnostics. "Hyderabad has 
excellent manpower in chemistry," 
says Jyoti Jaipuria, Head of 
Research (India), DSP Merrill 
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Lynch. “The availability of man- 
power has spurred entrepreneurial 
instincts (and catalysed the creation) 
of several pharma companies.” 

Much of the city’s life-sciences 
industry owes its existence to the 
state-run, now dormant (that def- 
initely sounds better than sick) 
Indian Drugs and Pharmaceuticals 
Limited (DPL). Many of Hydera- 
bad’s pharma entrepreneurs, inclu- 
ding the best known of them all, 
Dr Kallam Anji Reddy of DRL 
started their careers at IDPL. “IDPL 
spawned many start-ups and 
helped the (pharma) industry grow 
in Hyderabad,” says Venkat Jasti, 
President, Bulk Drugs Manu- 
facturers Association. The num- 
bers bear that out. Today, com- 
panies based in Hyderabad account 
for a third of the Rs 9,200-crore 
($2 billion) revenues of the Indian 
pharma sector. By 2010, says Jasti, 
the corresponding numbers will 
be $8-9 billion (Rs 36,800 crore-Rs 
41,400 crore) and $25 billion (Rs 
1,15,000 crore). 

Andhra Pradesh’s state Industries 
Secretary B.P. Acharya insists there 


Just another lab@Hyderabad: India's life-sciences hub 





are good reasons why this should 
happen. The first is a proposed 
Institute of Life Sciences, a John 
Hopkins Institute-style centre that is 
to be built in association with com- 
panies such as DRL and Novartis. 
The second is the Rs 150-crore ini- 
tiative to build a 100-acre National 
Primate Breeding & Research Cen- 
tre that is being developed by Indian 
Council of Medical Research (ICMR) 
with assistance from US' National 
Institute of Health. This will help 
companies conduct clinical trials 
and toxicology tests on primates. 
All this, explains Sarath Naru, 
the Founder of Ventureast, a ven- 
ture capital firm, and the Managing 
Director of Andhra Pradesh Ind- 
ustrial Development Corporation 
Venture Capital Limited, adds up to 
a happening life-sciences ecology. 
“Hyderabad offers both a basic eco- 
system for pharma manufacturing 
and the ability to move up the value 
chain and build 1P, and has, there- 
fore, moved beyond just an ideal 
choice for start-ups.” And you 
thought it was only about IT. 
E. KUMAR SHARMA 
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abolish puckers and folds, by sporting perfect taped seams. 

Pure, wninkle-free, enduring white from Louis Philippe 
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by Saurabh Singh 





...Rajiv Kaul of Microsoft 
India launched a Hindi 
version of MS Office... 







Uday Kotak of Kotak Bank planned 
to open branches abroad... 


...Verghese Kurien of Amul 
tied up with Wal-Mart to tap 
US markets... 


4 and Azim Premji of Wipro sought more 
land in Chennai to expand operations. 
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SF-8200 (1984): Analog copier that 
was highly evaluated by top industry 


analysts including What to Buy, Z-20 (1 : World's then- 2 
Datapro and Buyers Laboratory Inc. Sis i raid 7 
analog copier b 
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offices across the world continue to choose Sharp. A popular reason 
is that, we are always one of the first to develop state-of-the-art 
4 printing, copying and document management solutions. 
To check out the future, look into a Sharp. 





Professional-looking finishing 
including saddle stitch and 
punch hole 








Auto audit of 
printer & FA ง 


AR-M450/350: Multifunctional document systems that won “Best of the 
f Best” award from Business Equipment Research & Test Laboratory 


SHARP CORPORATION, JAPAN — 
ล ไป Systems (India) Limited _ Y 
»e Number: 1600 444 321 (Delhi, Chandigarh, Lucknow Lucknow, Mumbai, Pune, Bangalore, Chennai, Hyderabad, Kolkatta) New Delhi: 9810537787, 9811605310. Lucknow: * 
9415350858. Chandigarh: 9814091114. Jaipur: 9829047966. Nagpur: 9422110491. Mumbai: 9821144441, 9820557450. Pune: 9422012927, 9822414151. 
Ahmedabad / Baroda: 9825461374. Kolkatta: 9831151730, 9831249945, Guwahati: 9864016580. Bangalore: 9845542826, 9845544598. Chennai: 9840250882. 
9444181539. Tamilnadu (except Chennai): 9842277899. Hyderabad: 32337026, 56889108. Kochi: 9847422161. e-mail: atul @ global.sharp.co.jp 
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That we are taking new steps isn't 
That we are discovering a new direction, is 


We're bringing you a concept in retailing not known 
before. We're not stocking products that claim to 
accentuate your style when they do not. We're not selling 
the regular expected range as ‘variety’. Instead, we're c 
getting you the most incredible styles through - an 
innovative chain of exclusive retail showrooms T 
called ‘Revolutions’. 

Located at prime fashion 

these outlets will be set in a tr 

With A/C comfort, the glitter of 

convenience of assured parking E hot 
these outlets will showcase the splendid range of Liberty - 
footwear and the best of fashion accessories. In designs. 
diverse enough to suit individual tastes. Needless to say, 
walking into a ‘Revolutions’ store will definitely be a 2 
unique experience. Í 


www libertyindiaduccom 


Revolutions stores opening shortly at; 
inorbit (Malad, MUMBAI è Spencer Plaza (CHENNAD 
Forum (KOLKATA) e Prasad Mall (HYDERABAD). e DLF Mega Mall (GUR 
CR2 {Narman Point, MUMBA 


18 more Revolutions stores will oper soon across the cox 
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PINAKI PAUL 


Has India Tipped? 


If the economy has become fashionable overseas, it has little to do with governance. 


YEAR AGO AROUND THIS TIME, THE SENSEX, WAS BELOW 

3,000 levels, the general elections were a speck on 
a fogged up horizon, and “India Shining" was not yet 
a gleam in a spin doctor's eye. From May onwards, 
things suddenly started to happen: Foreign investors 
took to Indian equity like ducks to water, inter- 
national economists and analysts began touting the 
Indian economy as the most happening after China— 
and yes, as election D-day drew closer, India Shining, 
and Dr Feelgood were born. 

If India has suddenly crossed that crucial threshold 
and put up its flag on the elite island of economic 
pre-eminence, it would be too simplistic to heap the 
credit on good governance and prudent policy—as 
is being made out to be. Let's now bring into play Tbe 
Tipping Point (2000), Malcolm Gladwell's bestseller on 
“How Little Things Can Make a Big Difference". The 
premise of this tome is that an emerging trend is a bit 
like an epidemic, and it spreads just like viruses do. Such 
a trend is characterised by its contagiousness, the fact 
that little causes can have big effects, and that change 
happens not gradually but at one dramatic moment. 
When all that happens, that trend reaches *The Tipping 
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Point”, or has “tipped”, according to Gladwell. 

Considering the rather sensational turnaround in 
global perceptions of the Indian economy over the 
past year, it is difficult not to find similar characteristics 
in the India Shining trend. The India interest is certainly 
contagious; there was no big bang hope or hype pre- 
ceding it—no huge “cause” to result in such a “big ef- 
fect”. Crucially, the “change” didn't happen gradually 
but at that one *dramatic moment" when, for instance, 
the Sensex began the spurt all the way towards 6,000. 

A small example provided by Gladwell will probably 
help illustrate this better. Between 1994 and early 
1995, Hush Puppies, the all-American suede shoes, were 
all but dead, and Wolverine, the company making 
them, was thinking of phasing them out. Until two ex- 
ecutives were told that the classic shoes 
had become hip in the clubs and bars of 
downtown Manhattan. By the fall of 
1995, Hush Puppies were back in 
demand, leaving the company, which 
had dismissed them as *out of 
fashion", baffled. What happened? As Gladwell des- 
cribes: *Those first few kids weren't deliberately trying 
to promote Hush Puppies. They were wearing them pre- 
cisely because no one else would wear them... No 
one was trying to make Hush Puppies a trend. Yet, 
somehow that's exactly what happened. The shoes 
passed a certain point in popularity and they tipped." 

Just as in the case of Hush Puppies, where the com- 
pany had little to do with the smart turnaround, those in 
charge of the Indian economy aren't necessarily the 
wise men worthy of the acclaim for its resplendent 
glory. Gladwell credits three types of people for making 
an embryonic trend an uncontrolled epidemic: The 
“Connectors, the Mavens, and the Salesmen”. The con- 
nectors are the guys in the loop, in the Indian context per- 
haps the bankers with the international network spread- 
ing the good word. The Mavens (the economists and an- 
alysts) are those soaking in the knowledge and data 
provided by the Connectors, And then there are the sales- 
men, the persuaders (the foreign brokers perhaps) who 
coax their clients to put their money where the Maven’s 
mouth is. If all three come together you have an epidemic 
of raging proportions that’s difficult to control. 

India has crossed the Tipping Point. And as long as 
the connectors, mavens and salesmen are on the job, there 
will be little sign of immunity to this epidemic. 

BRIAN CARVALHO 














Hyper-Efficient. 


Hyper-Threading Technology from Intel. 
Getting more done faster can only 
4 be good for business. And the 
` Intel’ Pentium’ 4 Processor with 
HT Technology is engineered to do 
exactly that. Because it can help your PC 
achieve up to 25% higher performance 
when running two applications at once*— intel ge 
efficiency that pays off fast. For details, N 
visit intel.com/in/HT 
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D Is For D-Link 


A chance visit to Goa unveils another in-India electronics manufacturing story. 


HIS IS THE OTHER SIDE OF GOA, 

All thoughts of sorpotel, feni, 
and sunny beaches recede to the 
background. Before me is the Verna 
Electronic City, as blue-blooded a 
manufacturing cluster as you are 
likely to find anywhere in the coun- 
try. Siemens, Titan, Hoechst, and 
IFB are already present here and 
Dr. Reddy's is to join this august 
club soon. My destination is to one 
of the three factories of D-Link 
India in Goa. Here, the Indian sub- 
sidiary of multinational D-Link 
Corporation manufactures net- 
working and communication equip- 
ment and, through a joint venture 
with Taiwan's Gigabyte Techno- 
logy, motherboards. [ am here at the 
factory to understand, up-close- 
and-personal, all about SMT assem- 
bly. Minus the jargon, Surface 
Mount Technology is an automated 
system to mount miniature com- 
ponents on to circuit boards that 
you are likely to encounter inside 
your computers and modems. 

The showpiece of the factory 
has to be the chip shooter. This 
spews chips on to the motherboard 
at a tremendous rate. A typical mot- 
herboard has 900 components and 
once they have been placed, they are 
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D-Link's Naik: Hardware manufacturing has a future in Goa 


soldered. The output of the 3.6- 
minute process is a fresh, warm, 
and fulfilled motherboard. D-Link 
boasts seven such lines that roll out 
motherboards and internal and ex- 
ternal modems, and Local Area 
Network and network interface 
cards. At an adjoining factory (also 
belonging to D-Link), optic fibre 
cable, essentially used in long-dis- 
tance communication, is being mod- 
ified for use in a Local Office 
Environment. This variation was 
designed in-house and as the 
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company's Chairman and Managing 
Director K.R. Naik puts it, “When 
we design products, our gross mar- 
gins are almost double (over 40 per 
cent) what they usually are." Could 
Goa rival Pondicherry as a desti- 
nation for hardware manufactur- 
ers? Naik's experience would 
seem to suggest so. “It is an ac- 
cessible government," he says. 
“You can knock on the door and 
walk in if you have an issue." 
Right now, he has none. 
VANDANA GOMBAR 
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Cash is Out! 
_ All it takes is Visa Debit. 
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VISA อ ๑ ณ เ อ ม ส 


All it takes. 


Visa Debit Cards are issued by the following banks: Andhra Bank, Bank of Baroda, Bank of India, Bank of Rajasthan, Canara Bank, Corporation Bank, Dena Bank, Federal ' 
Trust Bank, HDFC Bank, HSBC, ICICI Bank, IDB! Bank, Indusind Bank, Karur Vysya Bank, Kotak Mahindra Bank, Standard Chartered Bank, Syndicate Be 
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Naveen Jindal (L) and Ramesh Gelli: Nursing political ambitions 


Businessmen In Khadi 


Most plutocrats continue to avoid the Lok Sabha. 


IN JINDAL, THE VICE CHAIRMAN OF JINDAL STEEL AND POWER, AND 
the man who famously fought for the right of ordinary Indians to 
hoist the tricolour in their homes and offices, and Ramesh Gelli, the 


founder of Global Trust Bank trying to make a comeback to public life af- | 


ter being tainted in l'affaire Ketan Parekh, have one thing in common. Both 
are reported to be interested in contesting the Lok Sabha elections, although 
the protagonists themselves are rather reticent about their plans. *Things 
are not yet decided," says Jindal. *There is pressure on me from friends 


will make," says Gelli. Still, if the two decide to take the Lok Sabha route 
to India's Parliament, it'll be a change from the existing position of 
India Inc.'s denizens. Jamnalal Bajaj won the parliamentary election 
from Wardha thrice, but descendant Rahul Bajaj's response sums this up 
best: he says he isn't out of his mind *to enter politics at the age of 65". 
However, the Armani or khadi clad industrialist is a common sight in the 


Rajya Sabha, India’s upper house, to enter which fat wallets and polit- | 


ical support are all that is needed. Vijay Mallya, Jay Panda, Lalit Suri, and 
Rajkumar Dhoot are all Rajya Sabha MPs. Not too many businessmen 
have tried the Lok Sabha for size, and those that have—think O.P. Jindal, 
Parvez Damania, Naval Tata, K.K. Birla—didn’t enjoy the electoral exp- 
erience. The nation, as one businessman-turned-Rajya Sabha MP puts it, 
“is best served” by the presence of his ilk in the upper house. 

SUPRIYA SHRINATE & E. KUMAR SHARMA 


GOOD NEWS 


The 8.9 Per Cent Solution 


เพ India records a whooping 8.9 per cent growth in gross domestic 


product in the third quarter. 











3 e _ As mentioned in the 
to join politics, but I need to make it clear to myself what difference that | 





CURIOSITY | 


Rs 20,000 
Shoes 


What is it? 

A shoe that is part of Reebok’s 
Classic Diamond Footwear 
Collection. 


Does it have a name? 4 


| Yes. Italia Lug Hi. 


What is its selling point? 
“It is an all black leather lace- 


| up with high-cut silhouette that 


embraces the Formula 1 
appeal,” says Subhinder Singh 
Prem, Managing Director, 


Reebok. 


Is it hand-crafted? 
Negative. 


How much does it cost? 







headline, 
Rs 20,000 


Are all shoes in 
the collection 
similarly priced? 
No. Prices range 
from Rs 10,000 to 

Rs 20,000. 

What justifies this price? 

India Shining, or as Prem puts 

it, “Indians are getting younger 

and celebrating their choice.” 1 


AMANPREET SINGH 





m in what is perceived to be a slap in the face of the do-not-offshore-to- | 
India brigade, PeopleSoft announces that it will hire 1,000 more software pros in India ง 


by the end of the year. 


เพ Global economic confidence is at a 10-year high, according to a survey by the Paris-based 
International Chamber of Commerce and the Munich-based economic research institute, IFO. 


ASHISH GUPTA 
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— — Both are designed to draw attention. 
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sadly, one demands extra attention from your cheque book too. 





To know which 
compare maintenance bills. YOt See the difference supe 


SKF has invested its resources to create extreme 
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better bearings for a better performance, not to mention. lower 


SKF the global lear เท quality bearings. Reducing costs, improving 
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FOR AUTHORISED SOURCES OF GENUINE BEARINGS CONTACT US AT SKF BEARINGS INDIA LTD.: Bangalore: Tel.: 783 2155: Chennai 


Tel.: 2852 2359 / 2471/3559: Coimbatore: Tel.: 221 0867 / 6652; Kolkata: Tel.: 2248 8731 / 8732 / 7787: Mumbai: Tel : 5633 7777 New Delhi 
Tel.: 2362 5138 / 5398/5973; Pune: Tel.: 411 2500. Visit us at www.skfindia.com 
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HINAKANNAN ‘SIVA’ SIVASAN- 

karan, now in his mid-to-late 
forties has, over the years, acquired 
a reputation as someone who has an 
eye on the main chance. The man 
makes the headlines regularly with 
his outrageous offers: in 1995, he 
wrote to Enron offering to take 
over DPC. He is a constant fixture on 
the corporate pages of financial 
dailies with announcements of new 
businesses, of which some flourish, 
others languish, and still others rem- 
ain stillborn. Thus, he has, at various 
times, been involved in a television 
venture with Rupert Murdoch and 
Rathikant Basu, floated a Direct- 
To-Home business in association 
with Zee, and promoted count- 
less companies such as Fresh and 
Honest Café Ltd. And, as his re- 
cent hush-hush deal with seven 
worthies of the Nadar commu- 
nity to sell his 33 per cent stake in 
Tamilnad Mercantile Bank (TMB) 
for Rs 130 crore shows, Siva 
knows how to come out on top 
of a deal, any deal. 

For those who came in late, Siva 
is supposed to have—no one knows 
for sure—invested around Rs 100 
crore when he first acquired a 67 
per cent stake in TMB from the 
Brothers Ruia, who run Essar, in 


Master Arbitrageur 
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Sterling’s Siva: An eye on the 
main chance 
the mid-1990s, although one ver- 
sion of the story puts the holding in 
the bank as a sort of quid pro quo 
for the Delhi cellular licence that 
Siva’s Sterling Cellular sold to Essar. 
The Nadar Mahajana Bank Share 
Investors’ Forum (NMBSIF) set out 
to retrieve the shares from Siva. 
India’s central banker, Reserve 
Bank of India refused to acknowl- 
edge the transfer of shares to Siva- 
sankaran, but that didn’t come in 
the way of both parties pressing 
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for a deal. Siva wanted Rs 220 
crore; the Nadars could raise only 
Rs 81 crore, and Siva sold 34 per 
cent of the equity for this amount. 
Now, several years later, the deal 
has closed, and the man finds him- 
self with Rs 211 crore, a mere Rs 9 
crore less than the Rs 220 crore he 
had initially demanded. 

The TMB deal comes on the 
back of another that Siva struck 
with the Tata-VSNL combine to 
sell out his broadband business 
Dishnet psi. (2002-03 revenues of 
Rs 180 crore) for Rs 309 crore. 
With these deals, Siva’s only busi- 
ness of note in India is Aircel, a 

company that provides cellular 

telephony services in Tamil Nadu 

and Chennai (it bought out 

Vodafone and RPG Cellular for 
some Rs 250 crore in cash for the 
metro licence). 

That’s likely to change. 
Sivasankaran’s next big bet is non- 
wireless data transmission, and he 
is supposed to have written to the 
government offering to pay Rs 
500 crore for 450 Mhz of spec- 
trum. Is he serious? The usually 
eloquent Siva didn’t wish to com- 
ment, but then, the man likes to 
keep people guessing. 

NITYA VARADARAJAN 
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FIELD-DAY 


India-Pakistan 


Cricket= Money 


That’s the latest mathematical equa- 
tion doing the rounds. And not with- 
out reason. Here's why. 


How much revenues are riding on the 
series? 
Rs 200 crore. 


Who is the title sponsor? 
Samsung, and the company has 
paid a reported Rs 15 crore; LG 
and Hero Honda, the associate 


. sponsors, Rs 8 crore each. 


So, what does that make the series? 
"Among bilateral series, this 
will be the biggest," says Ravi 
Krishnan, Managing Director, 
IMG (South Asia), which 
helped Samsung bag the title 
sponsorship. 


What are the television advertising 
rates like? 

Between Rs 400,000 to Rs 
450,000 for 10 seconds. And Ten 
Sports is hoping to make a killing. 
Why, even Prasar Bharti, which 
has the radio rights, hopes to earn 
a net Rs 3 crore to 

Rs 3.5 crore. 


ROSHNI JAYAKAR 
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How Real Is The Boom? 


All about power and the economy. 
6,35,065 


2003-04 IS WHEN 
IT TAKES OFF 


P IS ONE OF THOSE 
things that lends itself to 
economic manipulation enough 
to delight a roomful of mathe- 
matically inclined macro-econ- 
omists. For instance, there's one 
equation that links the growth 
rate of a country's gross domes- 
tic product to that of its power 
generation capacity or power 
consumption trends or both. 
Those inclined to question 
China's numbers—and there's 
no shortage of such folks—have 
used this equation to their adv- 
antage. Then, there's the other 
equation that links the quan- 
tity of power lost during trans- 
mission and distribution to the 
size of the parallel economy (or 







5,45,983 





black economy as this is referred 
to in India). So, how does India 

: ว 1998- 1999- 2000- 2001- 2002- 2004 
perform: 1999 2000 2001 2002 2003 2005 


Between March 1998 and 
January 2003 (the last date for 
which figures are available), India's installed capacity grew from 
89,166 MW to 1,07,533.7 Mw. And power demand (see 2003-04 Is 
When It Takes Off) has increased consistently. Much of this increase 
has come on the back of higher domestic consumption—a sign of inc- 
reased electrification and higher consumption by households. That 
doesn't mean industrial consumption has flagged (although its per- 
centage share of overall consumption has decreased), says R.V. 
Shahi, Secretary, Ministry of Power. He claims industry has become 
more efficient in its usage of power. “The gap between peak and night 
consumption pattern is high, which is indicative of vigorous production 
and commercial activities," says Rakesh Aggarwal, CEO, BSES Delhi. 
And power industry execs expect a further surge in demand, primarily 
from India's booming services sector, in 2004-05. Numerical estimates 
corroborate that. In the two years between 2000-01 and 2002-03. 
power demand increased 7.6 per cent; in the two years between 2002- 
03 and 2004-05, it is expected to increase by over 16 per cent. 
India shining? Sure looks like it. 


Figures are power demand in million units 


SUPRIYA SHRINATI 


PRIORITY BANKING FROM UTI BANK. 
BECAUSE YOU ARE USED TO THE BETTER THINGS IN EIFE. 
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State-owned To Self-owned’? 


National Buildings Construction Corporation shows the way. 


ANUARY 2003: THE GOVERN- 

ment of India puts public 
sector company National 
Buildings Construction Corpo- 
ration (NBCC) on the block. 
Employees of the company 
aren’t happy. They approach 
their financial advisor Gautam 
Vashist of Escorts Securities. 
He suggests they look for a 
private equity fund that will 
bid for the psu along with the 
employees’ forum. “At that 
time, CDC had bought a stake in Punjab Tractors and 
Warburg Pincus had evinced interest in Engineers 
India," explains Vashist. Now, a year later, Citicorp 
International Finance and NBCC's employees forum 
have done just that. Not that the psu hasn't found 
takers: Twelve other companies, including Tata Housing 
have expressed their interest to acquire NBCC. There's 


THEY'RE STEALING 
THE ONLY FREE TIME 
I HAVE DURING 

THE DAY! 





Delhi Metro’s Seelampur station: NBCC-made 


nothing fundamentally wrong 
with the company apart from 
the fact that it needs some 
financial restructuring. The 
employees are convinced that 
they know what is best for 
their company and, as evi- 
dent in the bid, have backed 
that sentiment with cold cash 
(well, almost). Next step: 
Citicorp will have to sub- 
mit its bid. That, though, 
would depend on the lee- 
way it is allowed by the government. The million-dol- 
lar question: would NBCC still remain a preferred 
vendor for government projects, albeit for a fixed per- 
iod? No one knows, but if this deal goes through 
India’s much maligned public sector execs would 
have acquired a new image. 
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VIDYA VISWANATHAN 


THE SO-CALLED 
“WORKING LUNCH” 





THEY GIVE US SOME 
LOUSY SANDWICHES 
AND EXPECT US TO 
WORK DURING 


LUNCH! BAH! 


WHY DOESN'T 


THIS BOTHER 
YOu? ; AND GO TO LUNCH 


AFTER THE MEETING. 
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I PLAN TO EAT 
THEIR SANDWICHES 


I...I CAN ACTUALLY 
FEEL THE WIND 
BENEATH MY WINGS! 
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Because we offer a solution to suit every need. 


We know what you want. Solutions to suit your varied needs. Which is why , we have added new 
and innovative ideas to our portfolio. Because, each one of you is special to us. 
No wonder 4 crore customers have chosen to trust us. 
Understanding our customers with a fresh perspective has brought us even closer to you. 


P OVER 71 YEARS OF SERVICE * OVER 80% IN ] 


APPROVED SECURITIES * 4 CRORI E» จ -> - 
CUSTOMERS * OVER RS 6500 CRORE He E — E^) y ; dam À ซ์ - Wy ) GEF) GY ) Gr , ง , O2 
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REPRESENTATIVES * OVER 180 OUTLETS | 


The Peerless General Finance ๕ Investment Company Limited, Peerless Bhawan. 3 Esplanade East. k Ikata 700 069 
Phone: 033 22483247, 22483001, 22203740, 22436758. Fax: 033 22485197 E-mail 


peerless@cal3 vsnl.net.in Website 
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Honda Spreads Its Wings 


After scooters, the Japanese four-stroke maestro is readying motorbikes. 


fi bes YEAR WILL SEE THE ENTRY OF YET ANOTHER 
player into the Indian motorcycle market. But 
this will be a player unlike any other. This will be the 
entry of the world’s largest two-wheeler manufac- 
turer, Honda. Wait a minute, doesn’t Honda already 
have a JV with the Munjals of Hero Group? Yes, it does, 
but this entrant is wholly Honda-owned. 

As a company, Honda Motor Scooters India (HMSI) 
will not be a new entrant. It has been rehearsing its en- 
try into the motorcycle market by understanding the 
scooter market. With three products available on the 
market, Activa, Dio and Eterno, HMSI has done the im- 
possible: it has halted the slide in the segment. In 
April-December 2003, the scooter market stood at 
660,000 units, a climb of 10,000 units over the same 
period last year. All this growth has been fuelled by 
HMSI, whose market-leading share is at a third of the seg- 
ment thus knocking Bajaj Auto off even this pedestal. 

HMSI Director (Sales and Marketing), Kenjiro 
Iguchi refused to tell BT anything about the up- 
coming new motorcycle. *I have not even told my 
dealers, how can I tell the press?” he asks. But peo- 
ple in the know say that the product will be a 125cc 
motorcycle in the Rs 40,000 price-band, which 
would put it firmly in the meat of the market. 

Honda is very clear why it is entering this seg- 
ment. The two-wheeler market has had an average 
growth rate of 22 per cent from 3.8 million units in 
1996-97 to 5.1 million units in 2002-03. However, 
the share of motorcycles in this market has grown 
from 30 per cent to over 75 per cent in the same pe- 
riod of time. *We expect the overall two-wheeler 
market to continue to grow”, says Iguchi. 

He also believes that HMSI will be able to replicate 
its scooter success in the motorcycle segment. 
“Honda works on the philosophy of *market-in", 
which is based on understanding the customer's re- 
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He broke the political ice 
between traditional 
enemies, and now Prime 


Minister A.B. Vajpayee 

has done cricketing fans the world 

over a huge favour by backing the 
Indian cricket team's tour of Pakistan. 
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HMSI's Kenjiro Iguchi: Ready to bike it 


quirements and designing a product around those re- 
quirements,” Iguchi says. HMSI did extensive customer 
research before it launched the scooters, and is do- 
ing the same for the motorcycle. 
The bottomline: Rivals had better keep an eye on 
their rear view mirror. 
KUSHAN MITRA 


3 No, the outspoken and upright 
1 Union Minister isn't getting a C 
. for criticising the head-in-sand 
Comptroller and Auditor 
General. Rather, Arun Shourie 
gets a C for apologising to the 
CAG for his warranted criticism. 
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PRIORITY BANKING FROM UTI BANK. 
BECAUSE YOU ARE USED TO THE BETTER THINGS IN LIFE. 


If you like being fussed over; if you like being the center of attention; if you like being treated specially - 


then you'll surely love UTI Bank's Priority Banking. With a host of exclusive facilities, it's not banking. It's pampering. 


* YOUR VERY OWN RELATIONSHIP MANAGER *free CASH & CHEQUE PICK UP & DROP” 
* INVITATIONS TO EXCLUSIVE EVENTS * free MONTHLY STATEMENT OF ACCOUNTS & PASSBOOK UPDATE 
* personalised FINANCIAL PLANNING SERVICES » exclusive PRIORITY BANKING DEBIT CARD 
- FREE USAGE AT ANY VISA ATM *SHOPPING, DINING & TRAVEL PRIVILEGES 
* WITHDRAW UP TO RS. 50,000/- A DAY FROM ATMS * priority assist - UP TO 999 UTILITY SERVICES 
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Pentamedia’s Chandrasekharan: Sleight of hana 


They Do It With Mirrors 


Pentamedia goes for a make-over. 


J 


| AEHOW APT THAT ONE OF THE COMPANII 
that will be discussed in this composition Is 
called Mayajaal, Tamil for illusion. For that's what 
shareholders in Pentamedia Graphics—some 
66.78 per cent of the company's equity is with re 
tail investors—have found returns, illusory. [hree 
vears ago, the stock of the company that everyone 
admits pioneered animation in India was trading al 
Rs 500-levels; today, it trades at Rs 7.40. The 
company has five 3-D animation motion pics to Its 
credit and orders for several more, but tales Of MIS 
management abound 

Pentamedia’s decline began with its acquisition 
s in 2000—Media Dreams for Rs 


50 crore, Mayajaa/, for Rs 65 crore, and Aris 


of three companii 


Srikanth Sports for Rs 60 crore—by issuing 6.6 per 
cent of its equity at Rs 490 a share. Last August 
the company acquired Intelevision, which runs 


children's channel Splash, through a stock swap 


valued at Rs 15 crore. Nothing has helpec 


Now. Chairman and ceo V. Chandraseknaran 
is restructuring the company in an effort to revive 
its fortunes. Pentamedia Graphics is to become 
3 pure-play marketing, distribution, and infra- 
structure company that leases out its anima 
tion facilities All the production companies are 
| come under the Mayajaal umbrella 
NumTV. a web-based entertainment 
whose digital assets are to be transferred to 
Mayajaal of Pentamedia and 

Chandrasekharan 
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NTI Blues 


The legal profession stymies the FM. 


NO [I AGAIN, THE INDIAN LEGAI 
community has scuttled à 
reform to keep its own selfish 
interests alive. First, it blocked 
the entry of foreign law firms. 
Now, it has obtained two stay 
orders on the formation of a 
National Tax Tribunal (NTT). 
The finance ministry recom- 
mended the creation of the 
NTT, comprising 15 benches , 
that would hear cases related to 





direct taxes and 10, that would FM Jaswant Singh: 
do indirect ones, with an eye on Whither National! 
speeding up the resolution of Tax Tribunal 
the 28,000 tax cases pending in 
various high courts. The amount involved? Rs 46,000 
crore. And the tribunal would have made it unnecessary 
for the Supreme Court to reconcile the varying judge- 
ments of various high courts on similar cases. The legal 
fraternity didn't like the move one bit. After all, the 
tribunal's members could be lawyers, chartered ac- 
countants, even bureaucrats from the Central Board 
of Direct Taxes. As a tax consultant with a leading 
multinational consultant firm points out, “The set- 
ting up of the tribunal would have hit out at very mo- 
nopoly of this profession and done away with the ex- 
clusive preserve of the lawyers as far as tax issues are 
concerned." That's been nixed for now. 

ASHISH GUPTA 


|; EARLY FEBRUARY, INDIABULLS.COM, ONE OF INDIAS 
leading online stock broking firms, made a pitch 
to raise $10.5 million to a group of visiting Silicon 
Valley venture capitalists. The company had a lot go- 
ing for it: a base of 27,000 active customers, very 
low customer acquisition costs (Rs 700 per cus- 
tomer), and a Rs 35-crore profit before tax on rev- 
enues of Rs 67 crore last year. Two weeks later, the 
visiting vcs lost out to a San Francisco-based fund 
Farallon Capital, which picked up 15 per cent 
stake in Indiabulls.com for Rs 53 crore ($11 million). 
"Some of the Valley vcs had followed up with us, but 
frankly speaking, we didn't even get back to them," 
says Gagan Banga, Chief Marketing Officer. That was 
a sell order that got executed fast. 


SAHAD P.V. 
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success icons 


Shravan Shroff, Fame Adlabs Multiplex 


He’s turning ว ก 5 


www.dubmodowel.com 


Me Dowell's Siger ature 





Shravan Shroff's story t ; like a winning 


Melboi 













at Greater Union เท Irne where he is studyine management 


Scene 2. He's setting up Shringar Cinemas. Scene 3. He's running Mumbai 


most talked about multiplex, ind planning Ind is most happening multi lé แย 
* 
chain. And, as far as he's concerned, this is just the curtain raise! The ^ sign of success 


McDou ell’s Signature TECUMTILTOS SUC essful new am entrepreneur sano created u'ealtth t hang ie nies of ous 
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Sundram Fasteners' Suresh Krishna: Going global 


"Dutsourcing Of Auto 
Parts Is For Real 


OR YEARS, NOW SURESH KRISHNA OF SUNDRAM 

Fasteners has been one of General Motors’ 
best suppliers. The future, however, could see 
his Chennai-based company, which already has 
plants in the UK, China, and Malaysia, emerge as 
India’s first auto-components MNC. BT’s R. 
Sridharan buttonboled Krishna at a recent TPM 
seminar in Delhi. Excerpts: 


There's a lot of talk about India becoming a global 
supplier of auto components. Do you buy that? 


Outsourcing of components is for real. | 
have been saying it for the last four-five years, 
and I now think the trend will grow. It's an eco- 
nomic compulsion. 


Can all suppliers aspire to a global supplier status? 

I have my doubts. If you are a Rs 50-crore company 
with good quality and a buyer does give you, say, 
a $50-million (Rs 230 crore) order, a whole lot of 
issues will crop up: You need money, and if you are 
family-owned, you'll have to dilute your stake, at 
which point some family members may baulk. 
Also, a single product recall can wipe you out. 
It's a big risk. You have to be a successful player in 
India before you can go global. 


Do you foresee consolidation? 

It's possible that suppliers who do not have the 
money will align with bigger players (in a similar deal, 
Sundram Fasteners bought Autolec). Basically, you 
require a different mindset to be a global player. 
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Sniff Sniff 


hme in ew Crushed 


time in six 


years, world Coffee production has dropped 
_ —— dramatically. 
ก ก = as Crop Year World Production’ 
2000-01 112.32 

than the de- 

2001-02 109.47 
mand. Against ^ 7992-03 119.73 
an estimated 7993-04 101.50 
demand of เล wah unig 


110 million 
bags, supply will be 103 million bags. The 
culprit: Brazil, where production last year plunged 
to 28.46 million bags versus 48.48 million 
bags the previous year mainly due to 
inclement weather. 

That's warming the cockles of coffee pro- 
ducers around the world, but especially India. 
Coffee growers have seen prices of their bean dip 
to a 10-year low in 2001, and not recover sig- 
nificantly enough thereafter. In fact, a small 
uptick may be underway. Price of coffee in the 
wholesale market has moved up from around Rs 
43/kg eight months ago to Rs 51/kg currently. 

India has more than 3.5 lakh hectares of land 
under coffee and produces approximately 3 
lakh metric tonnes of it every year. A whopping - 
80 per cent of coffee grown is exported, fetching 
$300 million. The industry is also a big employer, 
with six lakh workers directly employed on its 
rolls. But "a combination of glut in coffee supply, 
unfavourable weather conditions, and poor pro- 
ductivity had brought the Indian coffee industry 
to the edge of ruin," says Lakshmi Venkata- 
chalam, Chairperson of the Coffee Board. 

So, the drop in production comes as a wel- 
come break. Yet, planters may be ill advised to 
read too much into it. There's an overhang of 34 
million coffee bags (each of 60 kg) that may 
stunt price rise. "It is too soon for coffee growers 
to start celebrating," says Harish Bijoor, former 
marketing honcho at Tata Coffee and now a 
consultant. That means what the industry needs 
to do is to get its act together. 

VENKATESHA BABU 
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๑ Higher cover e Smooth return e Liquidity and Flexibility 








พ Partial withdrawal facility as per one's choice. 
Term of your choice thus making it flexible. 

- พ On death : 250 times of monthly premium is payable + 
return of premiums* + loyalty addition*. 
On maturity : Sum assured + loyalty addition*. 
Term rider and Accident Benefit options for additional risk cover. 
Auto cover. 
Premium starts from Rs.250 * per month 





Our development officers and agents will be pleased to 
call on you for further details. 


ay Life Insurance Corporation of Jndia 


riat Trust-thy name is LIC. 





LIC/45/03-04 


Please visit us at: www.licindia.com Insurance is the subject matter of solicitation 
|  * Conditions apply. 
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bt trends 


/ is for Conspiracy 


BSE has made a complete mess of handling the 7 group shares. | ร it by design? 


CO FEBRUARY 6, THE BOMBAY STOCK EXCHANGE'S 
(BSE) Investor Protection Fund put out a six- 
page advertisement in a pink daily listing 2,873 
scrips that were part of the exchange's Z-group, ad- 
vising investors to “take due care before trading in 
such companies". Instituted in 1996, the Z cate- 
gory is BSE’s hall of rogue stock, which have run 
afoul of the stock exchange in terms of non-com- 
pliance with listing agreement, investor complaints, 
poor trading, or simply are junk. So, you may think 
that the BsE was doing investors a favour by warning 
against the notorious category. But here's the in- 
teresting bit: The following day, a Saturday, it put out 
another advertisement referring to the previous day's 
list and said, *The list also inadvertently contained, 
due to technical reasons, the names of companies that 
are not currently in the Z category. The list of such 
companies will be published with suitable clarification 
soon." When BT went to press, no such advertise- 
ment had been released. Yes, the exchange did come 
out with an advertisement on February 14, but it was 
to urge Valentine-smitten lovers to gift a BSE train- 
ing programme to their beloved. 

To be sure, the mistake did not rock the market, 
but given that Z stocks have traditionally been the 
hunting ground of unscrupulous brokers, somebody 
making money on the whole episode cannot be 
ruled out. At any rate, experts say, the listing smacked 
of incompetence. Rajnikant Patel, COO, BSE, admits as 
much: “Rather than listing the shares according to the 
scrip code, we should have listed it according to 
the company name, and that would have kept the few 
Z group scrips otherwise traded in A, B1 and B2 
groups, out of this list.” Says Dina Mehta, MD, 
ACM Intermediaries: *The list was lousy and full of 
errors, and hardly readable as it wasn't listed al- 
phabetically. BSE ought to be more careful." 

Out of the 5,533 companies listed on BSE, a 
whopping 2,789 belong to the Z group. These are 
thinly traded and prone to price manipulation. 
Most of these stocks got listed in the early 1990s, 
when the listing norms were less stringent and du- 
bious promoters raised money from the market. 
Prithvi Haldea of Prime Database estimates that 
these scrips may have raised over Rs 1,000 crore 
from the market through IPOs. For instance, during 
1994-1996, 3,492 companies had approached the 
market and had raised Rs 1,693 crore. Most of 
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Bombay Stock Exchange: Can't get a handle on Z 


these companies like Maruti Syntex, Cupid 
Condoms, Crazy Infotech now form a part of the Z 
group. Explains Ambreesh Baliga, Vice President, 
Karvy Stock Broking: “ไท such companies promot- 
ers have made their money and today they are not 
bothered about the small investors." Adds Parag 
Parikh, Chairman, Parag Parikh Financial Advisory 
Services: *The system has allowed these compa- 
nies to raise money from gullible investors, but it 
doesn't have any mechanism to bring them to book. 
Besides, by delisting and suspending these com- 
panies, the authorities are just trying to wash off 
their hands." 
That means the Z group clean-up must start by ad- 
dressing BSE's own level of competence. 
DIPAYAN BAISHYA 


INY/AASOD HSAWN 





Sometimes you don't see Crompton Greaves you only hear us. 


Every day of the week, every week of the year, for the last 67 years Crompton 
Greaves has touched our lives in more ways than one. Somewhere it helps 
pump water. Somewhere it lights up your home or office or your street. 
Somewhere it regulates trains. Somewhere it fans you pleasantly. Somewhere 
its critical equipments run the core industry. Somewhere it helps our economy 
grow by exporting worldwide. Somewhere or the other Crompton Greaves 
provides a solution. 





Toc} Crompton 


| | Greaves 
EVERYDAY SOLUTIONS 


Webside : http://www.cglonline.com 


(โท พ Transformers ๑ Switchgear « Power Quality e Motors & Alternators ๑ Telecom « Fans e Pumps « Lights & Luminaires 
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BY BRIAN CARVALHO 
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น FEW MONTHS, 

Reliance Infocomm 

will roll out its enter- 
ai e prise broadband service 
which, bv the vear-end, will 
have made its way into 
hundreds of Indian cities. To 
lay the network, operate and 
maintain it, Relance will need 
to hire some 5,000 people. 
Simultaneously, the Ambanis 
will open 2,000 Reliance 
WebWorld Express shops 
across the country, Each shop 
will be manned by at least 
five people. Including 
part-timers, the company 
estimates these shops will cre- 
ate employment for 25,000. 

If the Reliance group is 
known for its penchant for size 
and scale, amply manifested in 
its world-class petrochemical 
plants and refinery—as well as 
Reliance Infocomm’s 6.3 
million customer base (at last 
count)—the Ambanis are now 
on the verge of setting a 
benchmark for the sheer num- 
ber of jobs they will create. Try 
this for size: Over the next two- 
three vears, Reliance Infocomm 
will hire some 42,000 people, 
and will provide indirect 
employment to another 4-5 
lakh, Other than recruitments 
on the network and the 
WebWorld Express fronts, the 
Infocomm project will hire 
thousands for ther Netway 
services (multimedia broad- 
band), soon-to-be-launched 
PCO booths and call centres; 
besides the existing 5,000-scater, 
Reliance is now planning a 
voice and data centre that will 
deploy 10,000 executives, 

Lest vou think its only the 
Ambanis (who for good meas- 
ure are also on a hiring spree in 
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LIKE RETAIL, THERE IS ALSO QUITE A LOT OF 


ORGANIC GROWTH TAKING PLACE IN JOB-CREATION" 


SONAL AGRAWAL, | tor/ Accor 


their oil and gas and power businesses) who are rec- 
ruiting big-time, take a walk across India’s domestic cor- 
porate landscape—and you might just get poached! The 
hiring may not be across industry, but rather in select 
sunrise sectors—largely services, like retail, financial 
services, IT and rr-enabled services, and heathcare. 
Whilst the sheer volume of jobs will be generated, 
directly and indirectly, in such sectors, niche spaces like 
pharma and auto research, high-end BPO (Business 
Process Outsourcing) or knowledge management, and 
even oil & gas exploration, will call for qualitative, spe- 
cialised hiring, of PhDs, scientists, geo-physicists, and 
economists. According to BT estimates—arrived at 
after talking to scores of headhunters and industry 
executives—at least 2.2 million jobs will be created in 
India’s private sector over the next two years. "There's 
real job creation taking place in the private sector," avers 
Arun Tadanki, President & Managing Director (Asia), 
Monster.com, a global jobs portal. 





It's Open Season 


Here's a quick run through who needs how many: Tata 


Teleservices, which currently has an employee base of : 
5.500 across six states, will create 20,000 jobs for its 11 : 


new telecom circles by March 2005. Enough of tele- 
com, let's move on to IT services: Headhunters reveal 
in 2004 Infosys, Wipro and Tcs (Tata Consultancy 
Services) will rope in between 6,000 and 8,000 people 
each, Satyam another 4,000-5,000 and Accenture ano- 
ther 3,000-5,000 (most of these companies were 
unwilling to comment on future recruitments). In rr-en- 


COMPANY 


SHIVAY BHANDARI 





abled services, Convergys India will soon hit the 
10,000-mark, up from the current 7,200, and by end- 
2005 it would have touched 20,000. Another BPO, 
Daksh, will move from 6,000 to 10,000 by end-2004, 
with the Manila centre getting ramped up to 1,000 


NUMBERS 


Reliance Infocomm 42 000 semi-directly, and 4-5 lakh indirectly in two-three years 
Tata Teleservices 20,000 by March 2005, 10,000 directly and 10,000 outsourced 


Pantaloon 
Bl | Shoppers’ Stop 


Infosys 
TCS 


Yes, the job market's booming— Accenture 


at least some key segments. 
Office Tiger 


Essar group 


Nicholas Piramal 200 scientists in two years 
* A Stanchart subsidiary Figures are company and industry estimates 
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7,000 in two years 
3,000 till 2007 
-6,000-8,000 in one year 
6,000-8,000 in one year 
7,000-8,000 in one year 
3,000-5,000 in one year 


IHE 2,000 in two years 


1,500 in 2004 
1,500 in 2004-05 


soon. Unsurprisingly, then, head- 
hunters like E. Balaji, General 
Manager (Staffing Solutions) at the 
Chennai-based Ma Foi 
Management Consultants, expect 
up to 1.6 lakh TTES jobs to be gen- 
erated in 2004 (others say it could 
go up to 2 lakh), and another 1 
lakh recruitments to take place in 
the IT services area. 

It gets even better when you 
step into the retail space. According 
to a study by Images Retail, a 
Delhi-based retail and fashion con- 
sultancy, by 2005 the retail business 
will have recruited 5 lakh trained 
hands directly, and another 8-10 
times that number indirectly in the 
related supply chains. That's why 
companies like Pantaloon are talk- 
ing about adding 7,000 personnel 
in two years. Shoppers' Stop plans 
to hire 3,000 till 2007. Don't also 
forget petroleum marketing where 
Reliance and the Essar group will 
between them put up roughly 
10,000 diesel and petrol vending 
pumps across the length and breath 
of the company in the next two 
years. Each pump will roughly 
employ 10 people—indirectly, as 
many of these pumps will be fran- 
chisees—thereby creating all of 1 
lakh jobs. Perhaps that's why a re- 
juvenated Essar group is talking 
of hiring some 1,500 people in 
2004-05, 850 from Indian and 
MNC core sector companies, and 
some 625-650 at the entry-level 
(basically technical and manage- 
ment trainees). 

Then there's the red-hot bank- 
ing and finance sector, where the 
insurance sector itself should create 
20,000 more jobs this year. And as 
banks get more aggressive on the 
retail front, they will have to hire at 
least 30,000-40,000 executives. 
Meantime, healthcare profession- 
als like doctors, nurses and radiol- 
ogists will continue to be absorbed 
overseas, largely by the US. 
According to a study by 
Monster.com, the shortfall of 


HUNTING 





"J T ALL BEGAN IN THE CLOSING YEARS OF THE LAST MILLENNIUM. AS INDIAN IT COMPANIES 
แ expanded their global presence, they started recruiting foreign nationals and 


placing people of Indian origin in their operations overseas. Infosys, Wipro, 
Satyam Computers were among the forerunners in the race. Of course, TCS, 
thanks to its global delivery centres established over decades, was a pioneer 
in the field. Today, even a mid-sized rr company like the Rs 89-crore 
Nucleus Software, which focusses on the banking and financial sector, has a 
presence in Singapore, Japan, US, UK, and Australia. Says Mita Brahma, Head 





(0 อ ต ต ไธ ve Nucleus Software: “Currently, we have about 200 people over- 


seas and it is expected to grow to 300 by 2004-05." 
The second wave belongs to the pharma majors like Dr. Reddy's and 


Ranbaxy who are going global to attack the generics market and put added 
thrust on research to bring out their own molecules. Today, Ranbaxy's 


manpower is nearly 8,700. And around 1,800 are placed overseas. The off- 
shore Ranbaxians have grown by 40 per cent in the last three years. Dr Reddy's 
too has been hiring aggressively in North America, China, and Russia. 

The manufacturing sector too is not far behind. Asian Paints, for instance, 
has 1,350 employees overseas spread over 23 countries out of which 
1,300 are locals and 50 Indians. “In auto components," says A.K. Taneja, 
Senior Executive Director, Shriram Pistons and Rings, "there are several 
technologies that are coming to the country for the first time such as engine 
management systems and components with embedded software, and at the 
moment, there is a scarcity of expertise available for these technologies 
within the country....so Indian firms are scouting overseas for people with such 
knowledge domains along with expanding their operations abroad." 

In November last, Bharat Forge acquired CDP, Germany's second-largest 
forging company. From zilch, the company has today an overseas workforce 
(largely Germans), of around 800. Expands Amit Kalyani, vP-cro, Bharat Forge: 
“It’s part of a long-term strategy to be present physically in Europe, North 
America, and China and the recruitment will definitely go up." 

MOINAK MITRA 


Amit Kalyani, VP (CTO), Bharat Forge: Hiring for overseas ops 
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HOW EMPLOYABLE ARE YOU 


Yes, the job market's booming—at least some key segments of it—but 
do you deserve the big breaks up for grabs? Take this test to find out: 


1.The skill you value most in yourself is 
A: Reliability 

B: Self-motivation 

c: Adaptability to change 

D: Keeping the boss happy. 


ย มอ ม อ 0 


2. The best testimony of your use of this skill is 


A: You've never broken a deadline for 
two years in a row now 

B: You were singularly responsible for cutting 
costs by 3 per cent in your division 

C: Over the past seven years you have worked 


across three functions Q 
D: You make it a point to buy your boss five 
single malts at least once a fortnight Q 


3. The last time you took a look at your CV was: 


A: A month ago, to ensure it carries all 
your advancements 


B: You keep trying to work on the way it's 
written and presented in your spare time 


c: Thanks for reminding me, | have to 
add the latest degree l've bagged 


D: CV, duh, but | don't like trucks 


D 0B UU 


4. The degrees you have collected are: 
A: All in related fields 


B: | have three of them, but one is in 
an unrelated field 


c: One degree is good enough for me 
D: Degree, huh—didn't Bill Gates drop out? 


L 


a 


5.What according to you is a reasonable 
amount of promotions for the number of 
years put in by you? 

A: Four promotions in six years 


B: Four in eight 


C: Two in six 

D: Sob, sob 
4 33-40 
| 27-32 


Ooco 


Below 27 


rn 





6. The last time you stepped out for 
a job interview: 

A: You took a relook at your wardrobe and 
grooming as soon as you received the 
date of the interview 

B: Didn't worry too much because you're 
immaculately turned out every day, anyways 

c: Were confident about your dress, but a bit 
worried about that paunch 

p: Felt inadequate because you were 
overweight and poorly groomed 


D-S6--D UU 





7.At the interview, you were able to 
communicate what you could offer 
your prospective employers: 

A: Very articulately, not just by speaking 
but also with your written material 

B: Were all prepared with your spiel, and 
you think they bought it 

C: You spoke a lot, but they didn't 


D: The interviewer seemed so bored there's 
no way you would work for him 


บ "DU  U 


8. As a manager you believe: 
A: In team work, and that your team members 

are genuine assets to your company Q 
B: Yes, team members are important, 

but not as much as you are 


C: You have to humour my team, because 
let's face it, you need them 


p: Team, bah! you could do all this single-handed ว 








“ORGANISED RETAIL IS A HIGHLY MANPOWER-INTENSIVE INDUSTRY, 


AND IT WILL GENERATE PLENTY OF EMPLOYMENT, 
INCLUDING ACROSS VARIOUS FUNCTIONS OF THE SUPPLY CHAIN” 


E 


Pd 


A 


healthcare professionals in the US by 2005 will be 
even larger than the deficit of 4 lakh rr professionals that 
country experienced in 2000. Other than the US, de- 
mand for healthcare professionals will also come from 
the UK, Australia and New Zealand. Meantime, a 
host of India companies setting up overseas bases, in sec- 
tors ranging from IT services to BPO to automobiles to 
pharmaceuticals, are hiring abroad in sizeable numbers 
(See Hunting Global Heads). 


Have Degree, Will Get Job 

Phew. It's boom time all right—for industry, for head- 
hunters and, of course, for the employable masses out 
there. Record growth rates being posted by companies 
coupled with burgeoning consumer demand are mak- 
ing companies more eager to hire. At the same time, 
newer sectors like retail, BPO (both the plain vanilla type 
and the high-end stuff) and even fledglings like event 
management will call for the largest numbers. “Whilst 
the big volumes will come from the new sector, the 
good news is also that there's some organic growth in 
job creation taking place," points out Sonal Agrawal, 
Director, Accord Group (India). 

A word of caution, though: The private sector may 
be hiring, but as Tadanki of Monster.com explains, 
these companies constitute just 2 per cent of India's to- 
tal workforce, estimated at around 400 million. Some 6 
per cent of these jobs are in the government sector, an- 
other 60 per cent are self-employed people, and the rest 
are employed in the agricultural sector. The message here 
is clear: Have degree, will get job in sunrise sector. 

The best part about the current boom is that it will 
provide jobs for both the masses as well as those with 
specialised degrees. For the 2.1 million graduates who 
pass out of India's non-engineering colleges, as well as 
the three lakh post-graduates and three lakh engineer- 
ing degree and diploma holders, there's plenty of light 
at the end of the tunnel. For the graduates, the call cen- 
tre and organised retail sectors will provide thousands 
of opportunities. “Organised retail is a highly man- 
power-intensive industry, and it will generate plenty of 
employment, including across various functions of the 
supply chain," says Harminder P. Sahni, Principal & 
Associate Director, KSA Technopak, a retail consultant. 
So if organised retail in India will be employing 50,000 
people a year for the next five years, it's just following 
the global trend: In the US for instance, a whopping 10 


million are employed in retail, and even in markets 
like Malaysia and Thailand, where the share of organ- 
ised retail is 40-50 per cent, one million and 1.6 million, 
respectively, are employed in this sector. 

It won't take India too long to reach those levels, 
what with some 250 malls expected to be set up all over 
the country. “This industry will over time become one 
of the largest employers in the economy," says Vijay 
Kashyap, Vice President (Human Resources), Shoppers’ 
Stop. Experts say 5,000 people to man a single mall is 
a reasonable thumb rule, with one person per 100 
feet. Of course, if you also consider the unorganised reta- 
il sector—which also needs to employ people, right?— 
the job-generating potential is tremendous. Already, 
according to KSA Technopak, Indian organised and 
unorganised retail employs a mind-boggling 38 million. 

So whilst the quantitative plain vanilla jobs will be 
generated by sectors like call centres and retail, there's 
a simultaneous demand—though not in millions—for 
highly qualified specialists in areas like knowledge 
management, IT consulting, 11 product development, 
auto and pharma research, and oil and gas exploration. 
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"THERE AREN'T ENOUGH MEDICINAL CHEMISTS IN INDIA. 
SO WE'RE HIRING THEM FROM ABROAD. 
SO THERE'S ACTUALLY A REVERSE BRAIN DRAIN HAPPENING” 





A. PRABHAKAR RAO 


SWATI PIRAMAL/ Hi 


“For people with qualitative skills, the salary differential 
at the entry level is huge—up to Rs 3.5 lakh as against 
Rs 1.5 lakh for plain vanilla jobs,” points out Sridhar 
Ganesan, consultant at HR firm Watson Wyatt. 
Headhunters point out that it is MNC offshoring deve- 
lopment centres of firms like Goldman Sachs, 
Accenture, Macromedia, and Adobe that are look- 
ing to hire such highly-skilled personnel. What is in 
their favour is that since they’re cost centres, their 
salaries are typically 30-35 per cent higher than their 
local counterparts. High-end BPO firms like OfficeTiger, 
for instance, which offers backend research for the top 
seven global investment banks, are also hiring in 
droves. Currently employing 1,500 people, Joseph 
Sigelman, Co Founder, OfficeTiger, plans to hire 
another 1,500 in the course of the year. “We expect the 
business momentum to continue.” 

The research-driven pharma sector too is witnessing 


plenty of job-creation of the top-notch variety—of 


not just scientists, and PhDs in medicinal chemistry, but 
also of quality legal professionals and those with dual 
degrees in patent law and chemistry to tackle the nu- 
ances of litigation in the highly-competitive generics 
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markets of the US. Dr Swati Piramal, Head of Strategic 
Alliances, Nicholas Piramal, which is setting up a 2.5 
lakh sq. feet research centre in suburban Mumbai, 
plans to double the number of scientists to 400 in 
two years. For good measure, she's also hiring personnel 
(many from abroad) for legal, quality assurance, and 
doctors with MBAs, and will also take the company’s 
fieldforce—which is the largest in India today—to 
3,500 from 2,900 in two years. Glenn Saldanha, 
Managing Director, Glenmark Pharma, another res- 
earch-driven firm, is also building a scientific pool 
with expertise in chemistry, biology, analytics, and 
formulation development. *We will hire at least 100 a 
year for the next couple of years, and this pool will be 
a mix of masters, PhDs, post-doctorates and guys 
who've studied abroad." The pioneer of them all, Dr 
Reddy's, which has pool of 1,050 scientists, added all 
of 389 in the scientific stream last year. 

Of course, such no-holds-barred demand for such 
quality personnel isn't easy to meet. Dr Piramal doesn't 
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“THE ITES SECTOR WILL G ENE RATE UP TO 1.6 LAKH JOBS THIS YEAR, AND IT 
ANOTHER 1 LAKH. ORGANISED RETAIL, TELECOM, AND INSURANCE 
ARE THE OTHER SECTORS WHERE JOBS WILL BE GENERATED ON A LARGE SCALE" 
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WITH THE INSURANCE SECTOR GENERATING SOME 


20,000 JOBS AND THE RETAIL SPACE ANOTHER 30,000-40,000" 


ARUN TADANKI 


mince her words when she says there’s a “war on for tal- 
ent. There is a great shortage of scientists. India pro- 
duces many, but few are specialised. For instance, 
there aren't enough medicinal chemists, so we're hiring 
them from abroad, along with patent attorneys, and 
people with expertise in toxicology, where India is 
weak. So there’s actually a reverse brain drain hap- 
pening,” she adds. Money for scientists isn’t the prime 
motivator, and what matters more is the quality of in- 
frastructure and resources, as well as the creative free- 
dom promoters are willing to provide them. How im- 
portant they’re in an organisation is evident from the 
Chief Scientific Officer’s position at Nicholas—he’s on 
a par with the company’s Chief Operating Officer. 


It Isn't Just The Metros 

In the meanwhile, the mass employers have to deal with 
a slightly different problem—that of attrition. With so 
many call centres and so many malls, marts, and hyper- 
markets mushrooming, call centre and mall jocks are 
only too willing to jump jobs for better prospects. 
Sahni of KSA Technopak points out that the high em- 
ployee turnover rate in the retail industry is an area of 
concern. Surprise, surprise, many of them are headed 
for the call centre industry. The solution according to 
Sahni: “Salaries need to come up at par with other sec- 
tors (read: BPO).” The hotel industry too is facing its own 
share of retention problems. “We are being heavily 
poached by international chains,” says Bernard Martyris, 
Senior Vice President (Human Resources), the Taj 
group of hotels. That's one reason he needs to hire 100 
management trainees a year, in addition to the 100-120 
recruited every time a new property is set up. 

That's like music to the ears of the sea of youth that's 
being employed in these industries. After all, there's 
scarcely a better retention strategy than higher pay-pack- 
ets. What's more, the hiring isn't happening any more 
just in the main metros, but as call centres and malls 
move deeper into Chennai, Pune, Hyderabad, and 
Kolkata, and even tier-II cities like Trivandrum, 
Coimbatore, Guwahati, and Jamshedpur, employment 
will begin to be created in these regions too. "For the 
last two years, most of the recruitment happened in the 
big cities. Now, thanks to organised retail moving 
into lesser urban market, job-creation in tier-I cities will 
grow this year," says Balaji of Ma Foi Management 
Consultants. And as the likes of Reliance Infocomm and 
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Tata Teleservices take their network deeper into the 
Indian hinterlands the recruitment spree can only get 
broader based. 

To conclude, an interesting nugget and a note of cau- 
tion. First the nugget: The North East Tourism 
Department has apparently created a pool of 300 
bright youngsters, and presented this database to retai- 
lers planning to expand in that region. 

Now for the caveat: unemployment continues to be 
one of India's biggest problems. The creation of a 
mere 2.2 million jobs over the next two years in a 
country of a billion-plus is, whichever way you look at 
it, inadequate. Macro-economists fear that India is 
at the threshold of a period of jobless growth. Does this 
magazine concur? Not quite. If the economy continues 
to grow at the rate at which it did in the October- 
December quarter (8.9 per cent) over the next two to 
three years, things could change. And the creation 
of new jobs won't happen at an incremental rate, but 
at an exponential one. That’s a big if. Œ 

ADDITIONAL REPORTING BY VENKATESHA 
BABU, NITYA VARADARAJAN, PRIYA SRINIVASAN, 
ASHISH GUPTA, DIPAYAN BAISHYA, E. KUMAR 
SHARMA, AND AMANPREET SINGH 
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v HOW INDIA'S MOST POWERFUL CORPORATE GROUP ONE OF THE 

D WORLD'S MOST POWERFUL MEDIA BARONS, AND A HOMEGROWN 

- ENTERTAINMENT CONGLO ARE MAKING QUIET MOVES FOR A SLICE OF 
า THE 42-MILLION HOUSEHOLDS, RS 7,000-CRORE INDIAN CABLE 
MARKET. ONLY, IT DOESN'T STOP AT CABLE. sy r. suxumar 
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T 9.30 P.M. ON OCTOBER 1, 2003, 
Jawahar Goel, the younger brother 
of Zee Telefilms’ founder Subhash 
Chandra, and the head of the 
group’s distribution business, finally 
received the clearance for which he 
had waited 17 months. The gover- 
nment had finally issued Zee subsidiary ASC, a licence to of- 
fer DTH (Direct To Home) satellite television services. Less than 
24 hours later, on October 2, a national holiday in India to 
celebrate the birth anniversary of Mahatma Gandhi, the 
company launched its DTH play, Dish TV. 

Around the same time on a spring night a little over four 
months later, Goel narrates the story to this correspondent 
making little effort to hide the pride in his voice. He is 
standing in a room roughly the size of a basketball court; there 
are empty server racks, tall wooden giant-pigeonhole stands 
for screens; and the flooring has been removed in places, expo- 
sing wires and wires and wires. Goel walks around the 
room at a rapid clip, jabbing his finger excitedly in the air as 
he explains how the room will look when it is finished. 
The room is the nerve-centre of the second phase of Zee’s 
DTH plans, which will see the company increase the number 
of channels on offer to customers from the existing 48 to 
120. And it is easy to imagine how it will look when done; 
it is a larger replica of one, a floor above, from where the 
company manages its 48-channel offering. In these four 
months, Dish TV has signed up some 75,000 subscribers; it 
hopes to end 2004 with 1.5 million. 

A week before the events described above, and 1,461 
kilometres away, in Mumbai, a busload of Silicon Valley 
venture capitalists, mostly of Indian origin, are received by a 
clutch of winsome female executives in striking blue-and-green 
saris—these are the corporate colours of Reliance Infocomm— 
at Dhirubhai Ambani Knowledge City, the 140-acre new 
centre of gravity of the Reliance Empire in New Bombay. All 
VCs are given high-end LG phones and Reliance Infocomm 
connections for their use while they are in the country. Then 
it’s demo-time: first, the vcs are shown how to view music 
videos on the phone; then, how they can play a movie or song 
they want on a television through Reliance’s broadband 
gateway. A little later, while addressing the vcs, Reliance 
Chairman Mukesh Ambani says, “We are planning a 
broadband home revolution in 2004-05.” 


TO PROMOTE HIS BSKYB 
DTH SERVICE IN THE UK 
AND IRELAND, MURDOCH 
GAVE AWAY SET-TOP 
UNITS FREE. TODAY, 
BSKYB BOASTS A 30 

PER CENT SHARE OF THE 
MARKET. COULD HE DO A 
REPEAT HERE? CERTAINLY 


RUPERT MURDOCH 





bt eyeballs 


JAWAHAR GOEL 


GOEL IS HOPING TO CATER 
TO "CABLE-DRY" AND 
"CABLE-FRUSTRATED" 
AREAS WITH HIS DTH 

SERVICE . THE ESTIMATED 
SIZE OF THE MARKET: SOME 
40 MILLION HOUSEHOLDS 


This is triple play, as Reliance 


execs term it, the cohabitation of 


voice, data, and streaming audio 
and video on one network. 
Tentatively named Netway, this is 
broadband on steroids. A sampling: 
160 television channels, music and 
video on demand, information serv- 
ices, super-fast net access, personal 
video recorder, voice over internet 
protocol (voip) telephony, the 
works. Reliance is reported to be 
testing out this service in its mam- 
moth refining facility at Jamnagar, 
and in Mumbai-suburb Nerul. 
“Mukesh Ambani has never hid- 
den the fact that he thinks there is 
an opportunity for a company like 
Reliance in India’s highly frag- 
mented cable market,” says the CEO 


of a multinational equipment man- 
ufacturer that supplies to Reliance. 
Reliance itself refused to comment 
on the issue. As did the Tata Group 
and Star TV, which, together, con- 
stitute the third interested party in 
this emerging fight for last-mile 
ownership. In late January, the Tata 
Group and Star TV subsidiary Space 
TV entered into a 80:20 joint ven- 
ture to offer DTH services. 

With aggressive plays by three 
such entities (see Who's Got What?) 
the 42-million-household, Rs 7,000- 
crore cable television market is set for 
an interesting ride in 2004. And it 
will likely be one that India’s 40,000 
cablewallahs and 12 multi service 
operators (large companies provid- 
ing cable television services through 


INTERVIEW WITH PRADIP BAIJAL 


“The Cable Industry Is Totally Indisciplined And Distorted. i 


“bility of 


THE TELECOM REGULATOR NOW 
. has the additional responsi- 
policing the cable indus- 
try. His take: India's 42. million 
household, 40,000 cable operator, 


and 12 multi system operators 
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(MSO) market “is totally indisci- 
lined. and distorted". 


Should cate rates be regulated? 
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“There are no formal rates even 
within a colony.” 


Is there a plan to have more than 
one cable operator per area to boost 
competition? 

“More than one operator may not 
be viable. Competition will be 
from wireless (DTH) and broad- 
band ultimately.” 
to take up the unpleasant task of 


“Someone has | 





SHOME BASI 


cable operators) will not enjoy. 


The Point of Inflection 
The strange thing about the point of 
inflection—mathematically, the 
point อ ท ล curve when it changes from 
concave to convex or vice versa—is 
that most people know nothing 
about it until it has passed them 
by. This year, 2004, could well 
mark the point of inflection in the 
evolution of the Indian cable indu- 
stry. At last count, the country boas- 
ted 42 million cable households, 
roughly 210 million customers, or 
420 million eyeballs. That's a bit, 
and credit for it should go to the 
anarchic nature of the market and the 
complete absence of regulations. 

In the early 1990s, cable was 


tariff regulation until competi- 
tion—from direct-to-home (DTH) 
| and broadband —takes over." 


Do you draw lessons from the 
telecommunications sector for broad- 
cast regulation? 

“We started with tariff regulation - 
and competition has ensured that it 
is all under forbearance (market 
determined) now.” 


the next big thing for countless 
small entrepreneurs. By the late 
1990s, a handful of Msos had seized 
effective control of most networks, 
but the lawlessness continued unaba- 
ted. In the absence of any regulation, 
broadcasters could refuse to allow 
some MSOs access to their channels. 

Still, while the number of cable 
households continued to grow, not 
one of the three groups involved was 
happy. Customers had no say in the 
channels they could access; cable 
operators and MSOs complained 
constantly about having their arms 
twisted by broadcasters; and the 
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broadcasters themselves alleged that 
cable operators consistently under- 
reported the number of viewers for 
their pay-channels. 

The government got into the 
act in the 2000s and tried to regu- 
late the sector using the Conditional 
Access System (CAS) route—essen- 
tially set-top boxes with a card to 
unscramble pay channels that 
would, at one shot, allow customers 
to choose what they want to see 
and ensure that broadcasters were 
paid (for pay channels) for every 
viewer. However, unable to work 
out details related to pricing and 
the choice of free channels across 
regions the government has passed 
the buck to telecom regulator Pradip 
Baijal (see “The Cable Industry is 


Can a regulator mandate that all 
DTH operators carry each others 
channels? 

“If I mandate it, ] will have to fix 
rates also. There has to be a 
distinction between commercial 
issues and regulatory issues.” 


Is the tight integration between the 
broadcasters, MSOs and local cable 


operators a cause for concern? 


"There are serious monopoly 
issues there." 


Do you see telcos foraying into the 


MUKESH AMBANI 


CHAIRMAN/ RELIANCE INDUSTRIES 


RELIANCE S NETWAY 

A BROADBAND HOME 
GATEWAY, COULD BE 

ITS FIRST STEP TO 
EFFECTIVELY OWN THE 
CUSTOMER AND OFFER HER 
A BOUQUET OF SERVICES 


Totally Indisciplined and Distorted”). 
[he man who brought a modicum 
of sanity to India's messy telecom 
munications scenario is vet to unveti 
his recommendations, but based on 
his track record as a regulator, the 
will likely foster competition, pro 
vide for interconnect agreements 
between broadcasters and MSOs and 
DTH service providers (Star and 
Sony, for instance, are yet to sign an 
agreement with Dish TV), and allow 
tree-market dynamics to do the rest 
That’s good for the customers. And 
it's also good for companies lik 


Zee. Reliance. and Star. 


A Question of Co-existence 
The Msos are confident that DTH 
and TV over broadband or 


cable space? 
"It will not be one-way only. Cable 
companies may enter telephony." 


Are you looking at convergence- 
based regulation? 

“Unification of telecom licences 
IS a first step to convergence.” 


Are you drawing upon lessons from 
the rest of the world for cable 
regulation? 

“India is the last country to 
cable regulation. I am studying 


ao 


experiences of other countries." 


VANDANA GOMBAR 


WHO'S GOT WHAT 
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Reliance 


Wallets 
crore in telecom-plus- 
broadband foray 


As the telecom 


Lobbying Leverage 


experience Shows, can | 


get what it wants 


Reach 6 million telephone 


subscribers 


Broadband is the 
mother lode 


Synergies 


(Internet Protocol) TV as some refer 
to it, will not affect them. “The ini- 
tial capital expenditure in DTH is 
much higher," says K. Jayaraman, 
CEO, Hathaway Cable & Datacom, 
ล MSO in which Star TV holds a 26 
per cent stake. “Our higher pene- 
tration in the last mile will make it 
difficult for DTH to make any head- 
way." Amit Nag, the CEO of RPG 
Netcom, Kolkata's largest MSO is 
equally sanguine. *I do not fore- 
see any challenge to cable in the 
next couple of years," he says. “I 
cannot see the mass market moving 
to the more expensive DTH plat- 
form." Hathaway's post-Cas offering 
involves a start-up deposit of be- 
tween Rs 499 and Rs 999, and 
monthly subscription fee starting 
as low as Rs 40. RPG Netcom's 
Nag says its subscription fee and 
rental for the set-top box could be 
as low as Rs 300 a month. 

Messrs Nag and Jayaraman are 
right. DTH is expensive. The Dish 
TV offering involves a start-up cost 
of around Rs 7,500 (for dish, recei- 
ver, and decoder) and a monthly 
subscription fee of Rs 110 for 48 cha- 
nnels, excluding the Star and Sony 
bouquets. Five exclusive movie 
channels can be had for an additio- 
nal Rs 110. “It is reasonable to assu- 
me that Zee plus Sony plus Star 
will cost Rs 400-500 a month," says 
Mrinal Chatterjee, Director, Akash 
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Has invested Rs 25,000 | 





4. 


Zee 


Not as rich as the 
other two, but no 
minnow either 


* $» 


Star-Tata | 


Both partners are | 
financial heavy- 
weights 





No stranger to 
lobbying; first to 
obtain DTH licence 


The Tata Group 
knows how to play 
the game; Star is 
already a master 


1.5 million telephone | 7 million cable 


subscribers for Tata; households for 
Star is #1 channel | Siticable 

VSNL is ideally Logical cable . 
poised to enter to DTH progression 
DTH business 


Sutra, a Kolkata-based cable company. 
Still, the prospects for DTH and 
Tv-on-broadband are brighter than 
cable execs make them out to be. 
Dish TV, says Goel, is looking to 
serve customers in “cable-dry” and 
“cable-frustrated areas”—places 
where cable hasn’t penetrated or 
where the quality of service is 
poor—not “cable rich areas”. If, as 
Shashikanth, Director, ICE Net- 
work, one of Bangalore’s largest 
MSOs, says, “DTH will not take off in 
a major way unless somebody seeds 
the market by giving dishes free,” 
then someone surely will. That's 
exactly what Rupert Murdoch did 
for the BSkyB DTH service in the 
UK and Ireland: he gave away set- 
top boxes. Today, BskyB boasts 7.2 
million subscribers. And Reliance 
Infocomm’s broadband offering is 
likely to be priced as competitively 
as its Reliance IndiaMobile mobile 
telephony service. Indeed, the com- 
pany's Netway may well be the beg- 
inning of its campaign to own the 
customer; everything else, banking 
services, e-shopping, and the like 
will follow. Remember, Mukesh 
Ambani is watching you. 
ADDITIONAL REPORTING BY 
VANDANA GOMBAR AND SAHAD P.V. 
IN NEW DELHI, ARNAB MITRA IN 
KOLKATA, DIPAYAN BAISHYA IN 
MUMBAI AND VENKATESHA BABU 
IN BANGALORE 





HE STAR-TATA JV AND ZEE ARE TAKING 
the DTH route. To receive broad- 
cast signals direct-to-home, sub- 
scribers need a dish antenna, a de- 
coder or set-top box, and a viewing 
card. The dish is typically 60 cen- 
timetres in diameter. The cost of 
antennae is directly related to size, 
and some companies have figured 
out that they can cut both by choos- 
ing to broadcast from foreign satel- 
lites (as opposed to Indian ones 
and this is a function of the orbit) al- 
though India's อา ห policy says the 
use of Indian satellites is "preferred". 
The set-top box unscrambles the 
channels the customer opts for and 
the smart card is something akin 
to a siM card in a mobile phone. 
The total cost: around Rs 7,500 
plus the monthly subscription fee. 
Reliance is taking the broadband 
route. Digitised entertainment con- 
tent will ride the company's fibre 
backbone and be delivered to homes 
through last-mile copper lines. The 
likely market could be new apart- 
ment blocks in the suburbs that, 
more often than not, boast fibre 
that reaches up to the kerb. Telcos 
will invest in last-mile connectivity. 
The equipment is already available: 
DSL Access Multiplexers or DSLAMS 
that can simultaneously stream 
video, voice, and data at speeds 
around 20-24 Mbps. Newspaper 
reports suggested that Reliance had 
placed an order with US-based UT 
Starcom, a company that sells DSLAMS, 
but both companies have since de- 
clined to comment on the deal. Still, 

the technology is out there, 
VANDANA GOMBAR 


Direct to home: Way of the future 
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RECOMMENDED BY HYUNDAI, 


OPEL, CHEVROLET... AND YOUR WIFE. 


Leading car brands like Hyundai, Opel, Chevrolet recommend the use of fuel treated with 
detergent additives. This helps to prevent deposit formation in the engine and the Emission Control 
System to perform better. Power is a specially-designed fuel with additives which has got a top rating 
by an internationally accredited lab in Germany. Power reduces intake valve deposits to less than 
3 mg/valve making your engine as good as new. This will result in better performance, easier 
acceleration and lower maintenance cost. Your wife, however, will love Power because it increases 
mileage. Don't all these signs now point towards the nearest Club HP outlet? 


Dove! 


PETROL WITH ENERGY BOOSTERS 
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The death of quotas starting 
2005 could boost India's 
textile and garment exports 
from $14 billion to $50 
billion by 2010. sv เร ห แร ห cura 


S FAR AS INDIA'S RETAIL GALAS GO, 
there's nothing to beat KSA Techno- 
pak's annual summit. Hundreds of 
retailers, merchandisers, mall devel- 
opers, and manufacturers descend 
on Delhi to schmooze, catch a bit of 
industry trends, but mostly look for 
deals to strike. And this year, the three-day razzle-daz- 
zle outdid itself, at least on one count: About a billion 
dollars (Rs 4,600 crore) worth of sourcing contracts 
were sewn up. The dealmakers? Wal-Mart, which 
placed orders worth $500 million; compatriot J.C. 
Penny Company, which doled out contracts worth 
$300 million, and French retail giant Carrefour, 
which also tied up $100 million of supplies. What's 
common to the three deals? All of them were for 
sourcing textiles and garments from the country. 

To be sure, textiles and garments have been one 
of India's biggest export items. In fact, last year, they 
raked in $14 billion (Rs 67,200 crore). But as the 
three deals indicate, a whole new chapter may be 
opening up in the industry's story. It's even possible 
to put a date to the event: January 1, 2005. Just the 
day before, the 10-year-old Agreement on Textile 
and Clothing (ATC) would have expired, marking the 
death of a quota regime that has decided how much 
of the stuff countries could sell to each other under 
the WTO norms. (Actually, the ATC was the WTO’s at- 
tempt to correct an aberration called Multi-Fibre 
Agreement that allowed countries to negotiate quo- 
tas bilaterally—a system not in keeping with the 
WTO’s principle of free trade.) 

Is the death of quotas a big deal for a country 
like India? It is. The existence of quotas meant that 
low-cost countries like India, China, Pakistan and 
Indonesia could not increase their exports to highly lu- 
crative markets such as the US and the EU. With 
quotas gone, buyers in those markets are not bound to 
buy from countries that are not competitive suppliers 
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CLAWING BACK UP 


After a small drop, exports to the US and EU are rising. 
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of textiles and garments. They will be 
free to buy more—like the three retailers 
did at the summit mid-February—from others, say, 
China and India. Agrees Sanjay Lalbhai, Managing 
Director, Arvind Mills, which already supplies to big 
brands like Tommy Hilfiger, Klopman and Phillips- 
Van Heusen: “The opportunities will be immense 
when the global markets open up.” 

Industry consultants KSA Technopak even have 
numbers for the expected opportunities. Textile ex- 
ports, they say, could jump from $14 billion to as 
much as $50 billion by 2010. In terms of world 
share, that could mean a rise of about 2 percentage 
points to 5.6 per cent. Exports of garments and 
made-ups (bed sheets and towels), which account 
for more than half of the current exports, are also ex- 
pected to soar to $20 billion. Says Dinesh Hinduja, 
Executive Director, Gokaldas Exports, India’s sin- 


» S.P. Oswal, CMD, Vardhaman Spinning and 
General Mills: He is doubling fibre nigkine 
capacity inmaticipation 


gle-largest exporter of apparel: "When the quotas go 


a lot of production from countries like Sri Lanka 
and Bangladesh could move to India." 

Not just our neighbours, but Mexico, Caribbean 
and central American countries too could lose out to 
India and China. Here's why: the two most populous 
countries not only produce their own cotton, but 
make everything in between, including varns, fab 
rics, and garments. In contrast, their competitors—b« 
it Vietnam or Bangladesh—import raw materials and 
use their cheap labour to produce finished garments. 
Once manufacturers elsewhere ramp up production. 
cost of raw materials will go up for these countries 
Says O.P. Lohia, Managing Director, Indo Rama 
Synthetics: “Most of the least des eloped countries hav 
frittered away their 10-year advantage by not build 
ing up enough manufacturing base.” 

In the new free regime, contends S.P. Oswal, 





e The ability to produce all kinds of yarns and 
fabrics, including silk and cotton 


e The presence of integrated companies that make 
everything from yarns to garments—an integration 
buyers will want 


@ Availability of a large number of skilled manpower, 
which is also cost competitive 


e A desire among buyers in western countries to 
develop India as an alternative source to China 


e improvements in infrastructure and regulations, 
besides low real rate of interest, make investments 
less risky 


...And Against It 


e A lack of strong linkages between raw material 
supplier and the apparel manufacturer 


e Countries that are part of other trading blocks like 
NAFTA will continue to enjoy zero duty 


e Most garment exporters are still small and hence 
do not have economies of scale 


e An appreciating rupee could make exports costlier 
and thus prove a stumbling block in gaining 
marketshare 


e Duty structure on man-made fibre is still high 
compared to other countries, besides which 
transaction costs are high 


Chairman and Managing Director, Vardhaman 
Spinning and General Mills, buyers are likely to 
prefer suppliers who are present in all parts of the tex- 
tile chain—from yarn to finished products. “You 
have to be a one-stop shop to interest buyers," says 
Oswal. Such players are present mainly in India and 
China. Already some of the orders are coming back 
to India. For instance, Hinduja's Gokaldas Exports 
used to manufacture around 9 lakh shirts a month as 
recently as three years ago. But because of the quo- 
tas, the number was cut back to around 2 lakh a 
month. Now, however, the exporter is gearing up to 
crank up the production. 

In fact, so are the others. Raymond Ltd, for in- 


D, RAYMOND 


"In the aftermath of SARS and bird flu, 
buyers will be derisking their business 
by placing a lot of orders in India" 
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stance, is planning a Rs 200-crore expansion that 
will up denim production at its Yavatmal facility in 
Maharashtra from 20 million metres per annum 
(mmpa) to 30 mmpa, set up a new suit and formal 
trousers facility in Bangalore, besides adding a denim 
wear line in the same location. Says Gautam Singhania, 
Managing Director, Raymond: *We are moving up the 
value chain to offer an integrated service to our cus- 
tomers—from fabric to design to apparel." 

Indo Rama is pumping in a whopping Rs 900 
crore to double polyester fibre capacity to 6 lakh 
tonnes per annum at its Botiburi (Maharashtra) plant. 
Lohia's calculation: Since cotton production has re- 
mained more or less constant and the production of vis- 
cose is dogged by environmental concerns, polyester 
will likely drive the export boom. Oswal's Vardhaman 
is doubling fibre making capacity to 50 million metres 
per annum and adding spindles at a cost of Rs 260 
crore. Similarly, Arvind Mills, which was slammed by 
a slump in the world denim market, will begin com- 
mercial production at a brand new shirt factory in 
the Garden City, doubling output to 4.8 million gar- 
ments per annum. Its denim jeans unit in Mauritius 
started in 2003 with a capacity of about a million gar- 
ments, but is already thinking of doubling that number. 
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DINESH HINDUJA, EXECUTIVE DIRECTOR, GOKALDAS EXPORTS 


“When the quotas go, a lot of the production that is happening in countries 
like Sri Lanka and Bangladesh could end up moving to India" 


Survival of the Fittest 

While it's clear that India will be one of the big 
beneficiaries of the quota-free regime, it's equally 
clear that not all Indian exporters will benefit. Take 
GAP, for example. Until three years ago, it used 
to buy from about 300 suppliers in the country. 
Today, that number has shrunk to 80. This is a 
trend (which actually bears out what the others 
have been saying) that will accelerate in the days to 
come. Therefore, to retain buyers like GAP, suppliers 
will have to scale up not just their capacities but skill 
levels. Says Hinduja of Gokaldas: “I see the death of 
single-factory units and merchant exporters, unless 
they find some niche." 

That apart, China may spoil India's party. For ex- 
ample, in 22 categories where quotas were dismantled 
in 2002, China has gone on to capture a staggering 80 
per cent of the world market. Indian exporters, on the 
other hand, have not been able to make much of an im- 
pact. For China, the argument goes, it may take less to 
swamp the newly opened markets, considering that at 
$60 billion, its exports are approximately four times 
that of India. Besides, there are only a handful of 
vertically-integrated players in India, and therefore the 
benefits may be limited. Says Darshan Mehta, CEO, 
Anagram Stockbroking: “In the post-quota world, it 
will not be a country play but a company play.” 

Then, there’s the hot button of jobs that some 
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countries, mainly the US and those in the European 
Union, will likely hit. According to a study done by the 
American Textile Manufacturers Institute, Washington, 
D.C., more than 6.3 lakh textile jobs could be lost in 
the US and 1,300 plants could shutter over the next 
three years due to the shift of manufacture to countries 
like China and India. If that becomes a political issue, 
like it has in the case of outsourcing of rr-enabled serv- 
ices, non-quantitative barriers such as minimum wage, 
working conditions, and child labour etc. may be 
erected against imports into the US. 

Yet, there may be a silver-lining—a couple, actually. For 
one, China will continue to attract selective quota re- 
strictions till 2008 because of its late entry into the WTO. 
Even if China continues to offer a compelling case, sup- 
pliers may want to develop India as an alternate source, 
not just to weaken China’s leverage, but also to ensure flex- 
ibility. Says Raymond’s Singhania: “After realising their 
folly of putting all their goods in one basket in the after- 
math of SARS and the bird flu, buyers will be derisking their 
business by placing a lot of the orders in India.” Also, pri- 
vate companies will continue to go to countries where they 
get the best deal, politically correct or not. 

If infrastructure improves and transaction costs 
come down further, India may get on to an even 
stronger footing. Then, billion dollar deals will pretty 
much be par for the course. 

ADDITIONAL REPORTING BY VENKATESHA BABU 
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World's 
Friendliest 
Cabin Staff 





You cannot create the world's friendliest cabin crew. 
They have to be born that way. 


~ จ ๆ: 


' The secret is in the land. Surrounded by sea. Warm right through 
-the year. Which is just apt to describe the people of Sri Lanka 

. aswell. You would probably not get a warmer welcome returning 
m your own home after an age. Imagine picking the friendliest 
‘people from among the friendliest people in the world! Well, 
they are the people who serve you on board SriLankan Airlines. | 
| Bornand bred in true warmth, sworn to hospitality. 





You're our world 


SriLankan Airlines 
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888: soaps still sluggish 
That' S à big worry, given that 
they contribute over 40 
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mu Power brands grow by 

WNEO.5 per cent in 2003 
But there are concerns on 

- growth potential of some key 

brands here 


p Personal products grow 
E15 per cent in 2003 
Eroding pricing power here 

- could hurt operating margins 
and net profit in the future 





mu Good monsoons may 
239 raise rural income 
Incremental demand for 
FMCGs remains low as distri- 

-< bution-led gains are almost over 
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spre ARE LIKE A 


boat, moving 

. against the tide," 
laments a rather 
| | sombre Man- 
vinder Singh (Vindi) Banga, 
Chairman of Rs 10,138-crore 
Hindustan Lever Limited (HLL), the 
country’s largest fast moving con- 
sumer goods (FMCG) company, 
while announcing a meager 4.3 per 
cent growth in sales for 2003, its 


‘best in three years. The tide he is re- 


ferring tois the slowdown in the 
Rs 40,000-crore FMCG sector over 
the past two years that caught the 
country's most street-savvy mar- 
keter on the wrong foot. *After 
the initial hiccups, things are in 
place and HLL has started mov- 
ing against the current." 

For a growth-starved behemoth 
that once clocked a scorching com- 
pounded annual growth rate (CAGR) 
of 26 per cent-plus from 1993 right 
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seems to reflect the growth jinx 
that has haunted it for more than . 


12 quarters now. For, justabout no 


one seems to share Banga’s conviction 
on the company’s growth 
prospects—as yet. 

The company’s stock price fell 
nearly 10 per cent on the Bombay 
Stock Exchange in the week it an- 
nounced its 2003 results. And such 
is the dismay among analysts on 
the company’s sales growth figures 
that they routinely expect bad news. 
“As expected, this year’s results 
were (again) disappointing,” says 
Nirjhar Handa, FMCG analyst with 
Parag Parikh Financial Advisory 
Services. ^ oo | 

“Our strategy of focussing on 
power brands has paid off and put 
us on a path of growth,” says a 
nonplussed Banga. True, the 30- 
odd power brands have grown 6.5 
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M.S. BANGA ‘AFTER THE INITIAL HICCUPS, THINGS ARE IN PLACE AND HLL HAS $ 


per cent in 2003, contributing 
86 per cent of the company’s 
sales. More efficiency has been 
wrung out from the supply 
chain, and sale of non-core, 
and often loss-making, busi 
nesses—such as Dalda, seeds, 
specialty chemicals, animal 
feeds, and mushrooms—has 
kept the profits ticking. 

HLL today is more focussed 
on branded FMCG business 
which contributed to 93 per cent 
of its sales in 2003 as against 

74 per cent three years ago. The 
company, according to Banga, 
may start looking for acquisi 
tions all over again and get into 
new segments such as the water 
business and exit non-core and 
loss-making businesses such 
leather and starch. The moot 
question, however, is whether 
the company has enough growth 
drivers, both in sales and profits? 


Getting Squeezed 
The 4.3 per cent sales growth for 
2003 has been entirely volume 
driven with a relatively small 
part of it coming from price inci 
ease. Net profit before exceptio- 
nal items rose by a mere 4.2 per 
cent, and after providing for ex 
penses, the growth in bottom 
line was negligible (Rs 1,771.8 
crore). For the quarter ended 
December 2003, net sales hav: 
shown a drop of almost 2 per 
cent—Rs 2,583 crore versus Rs 
2,634 crore for December 2002. 
"The only growing segment 
within HLL is that of Home and 
Personal Care (HPC). All other 
segments have recorded a flat 
to negative growth," says Rajee 
Lodha, FMcG analyst with 
Pranav Securities "And 
here, the volume growth cam 


at the expense of margins, which 





STARTED MOVING AGAINST THE 


CHAIRMAN/ HLL CURRENT. OUR FOCUS ON POWER BRANDS HAS PAID OFF AND PUT US ON A PATH OF GROWTH 





MARCH i | i ` 65 


>? ส สะ = DD - 


bt strategy 


HLL IS STUCK IN A RUT... 


Its sales have been near flat... 
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declined by 160 basis points in 
December 2003.” 

The company had lowered the 
prices of shampoo and toothpaste 
products in 2003 in order to push 
volumes. Ominous signs of eroding 
pricing power even in categories 
where the company is able to hold 
on to its marketshare will only 
mean that its higher-than-high 
operating profit margins and 
net profit will remain under 
severe pressure. Reason: the 
pincer attack of nimbler, low- 
priced brands such as 
CavinKare, Kanpur Deter- 
gents, Anchor Health or Paras 
Pharmaceutical on the one 
hand and a born-again, more 
efficient big competition from 
the likes of Colgate-Palmolive, 
Procter & Gamble (P&G), 
Godrej, Agro Tech and 
Marico Industries. “We are 
very happy with the strong 
volume growth in sachets. 
They are very profitable,” de- 
fends D. Sundaram, Director 
(Finance), HLL. 

The complacency may be 
misplaced. “While competi- 
tive pressures from the lower 
end regional players have 
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stabilised, there is a re-emergence 
of stronger players such as P&G, 
Tata Tea and Colgate,” says 
Nikhil Vora, FMCG analyst with 
Mumbai-based brokerage house 
SSKI. P&G, for instance, has un- 
dercut HLL in detergents and 
shampoos, starting a price war in 
the category, forcing HLL to cut 



























...has ensured a record net profit 
last quarter 
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prices by nearly 20 per cent. And 
this when P&G has a mere 5 per 
cent marketshare. 

The largest segment at HLL, 
soaps and detergents, which con- 
tributes over 40 per cent of sales, 
saw not growth but a 0.13 per cent 
drop in sales in 2003. Beverages, al- 
most 12 per cent of sales, dropped 
nearly 4 per cent. Even the 
much-touted processed foods 
saw a slump in 2003, although 
after the sale of Dalda, rev- 
enues from continuing busi- 
ness in foods saw an increase 
of 18.47 per cent. 

There are signs that the 
company may drop prices of 
its key detergent and tea 
brands to regain volumes. 
And even make price cuts to 
larger packs in personal care, 
such as shampoos. Once 
again, Banga’s oft-repeated 
strategy of playing the game 


^ the HLL way—driving growth 


and bringing floundering 
businesses back on track 
through technology-led in- 
novations and enterprise- 
wide synergies and not at the 
cost of profitability—will be 
tested to the hilt. 


D. SUNDARAM “WE HAVE INVESTED HUGELY IN THE QUALITY OF OUR BRANDS THROUGH INNOVATION 





WE ARE VERY HAPPY WITH THE STRONG VOLUME GROWTH IN SACHETS” 
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It's easy to find a recommendation 
for Merlin Gerin. 


Just ask the world. 


Merlin Gerin forged an intemational reputation in 1920 
with its core competencies in the main areas of 
electrical distribution. Since then its range of innovative 
end-to-end solutions in low and medium voltage 
applications have continuously improved safety and 
comfort for all consumers. Being a generation ahead, 


these products are now a benchmark for 
the industry. 

Today Schneider Electric, the world leader in 
electrical distribution and industrial automation, 
continues to innovate with the Merlin Gerin range 


of high technology products. 


a brand o 
ia f Merlin Gerin 
Electric 


The products featured here are Masterpact, Compact, Merlin Gerin MCB, Merlin Gerin RCCB and Ringmaster. 
Schneider Electric India Pvt. Ltd. 
Corporate Office: A-29, Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110044. Phone: 011-51590000 
For more information, visit us at www.schneider-electric.co in 
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...AND GETTING OUT WILL BE AN UPHILL TASK 


Eroding pricing power in key categories... 


Sales Growth — PBIT Growth 
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Great Expectations 

“We are on the path of sustainable 
growth," asserts Banga. His rea- 
soning: growth in power brands, 
which has doubled from 3.2 per 
cent in 2002 to 6.5 per cent in 
2003, looks strong; in foods, 
power brands have grown by 9 


per cent after declining in 2002; 


: the prospect of higher disposable 
- income aided by strong economic 


"growth augurs well, particularly 


_ the impending rural demand pick- 
up; and new growth drivers in wa- 
ter and re-launched brands will fi- 


nally push the growth envelope 


for the company. 

Many analysts, however, con- 
demn the company to a future of 
slow top-line growth, if at all, even 
after the market upturn. "Absence 
of new growth engines will start 
hurting HLL over the longer term, 
as incremental consumer demand 
for FMCGs remains low,” adds Vora 
of SSKI. Analysts reason that none 
of its five existing new businesses in 
- either confectionery, herbal foray 

with Lever Ayush, e-tailing with 
Sangam Direct, self-help groups 
in Shakti or the year-old direct 
selling endeavour with Hindustan 
Lever Network is likely to con- 
tribute in any significant manner to 
either the topline or the bottom- 
line, either this year or next. Banga, 
however, expects Lever Network 
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and Ayush to join the club of 
power brands this year, with Lever 
Network, currently at 2.5 lakh 
consultants, almost doubling this 
year. Since there are very few Rs 
1,000 crore-plus new businesses 
to be created overnight, HLL’s im- 
pending foray into the Rs 1,200- 
crore packaged water market as- 
sumes criticality. 

Though no one at HLL will say as 
much, the company is probably 


HLL is banking 
heavily on an- 
impending pick-up 
in rural demand. 
It has revamped its 
sales organisation 
for penetration 


expecting the growth swing to boost 
its existing bread-and-butter cate- 
gories, “We have invested hugely in 
the quality of our brands through 
innovation," says Sundaram. For 
instance, last year HLL re-launched 
Surf Excel, Lux and Brooke Bond. 
The re-launch process will continue 
with other brands this year too. 
*Going forward, we are focussing 
on driving topline growth for our 
power brands in HPC and foods,” says 


Banga. The company has lined up a 


แอ ส ก ร urgent shoring up of key brands... and more success stories such as... 


2003 2002 
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slew of new launches in processed 
foods this year. 

HLL is also banking heavily on 
an impending pick-up in rural de- 
mand. It has revamped its sales org- 
anisation for deeper penetration 
in rural areas. The company has 
brought all markets with population 
of below 50,000 under one exclu- 
sive sales force, and re-distribution 
stockists in these markets under 
the charge of dedicated rural mar- 
ket managers. Part of the rural 
growth is being targeted through 
Project Shakti—HLw’s self-help 
groups in villages with population 


of less than 2,000, HLL will scale up - £ = 


this project in order to cover one 
lakh villages and 100 million rural 
consumers by next year. 

For all the Lever-skeptics, it is 
surprising to find analysts who still 
believe in the HLL story—apart 
from Lever itself, of course, Handa 
of Parag Parikh is one of them. 
“This year should be much better 
and it is expected to show a double- 
digit bottomline growth,” he says. 
Adds Harish Zaveri, FMCG analyst 
with Edelweiss Capital, “We beli- 
eve that HLL will grow revenues at 
9 per cent in 2004 on the back of 
growth in personal wash and det- 
ergents.” The backdrop of a strong 
8.5 per cent economic growth may 
be HLL’s best chance of timing the 
tide in its favour. m 
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CHAIRMAN & CEO, 


NEW YORK LIFE 
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VER SINCE NEW YORK LIFE 
International entered tbe 
life insurance market in 
India in 1999, its Chair- 
man and CEO, Gary G. 
Benanav, 57, bas been a regular visi- 
tor to the country. In fact, be bas at- 


tended every single board meeting of 


the joint venture company, Max 
Netw York Life. In an interview to 
BT's Sahad P.V. and Ashish 
Gupta, the industry veteran of 30 
years, spoke about India opportu- 
nities, competition, and product 
innovation. Excerpts: 


Private insurance companies have been 
around in India for more than three years. 
What has been your experience till now? 
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The market has reacted pretty much 
the way we thought it would. You 
had a number of players entering 
the market almost simultaneously as 
the government fired the gun like in 
the Oklahoma land rush. Each com- 
pany came in with different strate- 
gies, different products and different 
geographic purposes. The result 
was that the entire market expan- 
ded. There was a big concern that 
Life Insurance Corporation of India 
(LIC) would suddenly lose all its 
businesses. It’s true that LIC’s mar- 
ketshare has moved from 100 per 
cent to something smaller than that. 
But the total market as well as LIC’s 
business has grown. Also, there have 
been tremendous benefits for con- 
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sumers in India because they have 
more choices, which they didn’t 
have before. Even LIC, because of 
the competitive pressures, has res- 
ponded in a way it wouldn’t have 
otherwise. It has upgraded services, 
product offerings and relationships. 
The market has grown precisely 
the way we have expected. 


Max New York Life is not among the 
top three private players. Could you 
explain that? 

One reason is that everybody meas- 
ures (size) differently. For instance, 
selling single premium products is 
different from selling regular pre- 
mium products with a lot of pro- 
tection. If you measure sales based 


just On premium, then you may get 
a disconnect between strategy and 
positioning. Our strategy around 
the world has been to sell whole 
life protection products with recur- 
ring premiums. One doesn’t get the 
actual picture if high single premium 
and whole life products are clubbed 
together. But if you measure the sum 
assured, which is a better reflection 
of our strategy, then we are in the 
top quartile. We have a long-term 
Strategy and not short-term one. 
We didn’t get into the market with 
the idea of quickly becoming the 
number one in sales and end up 
with sales that don’t match with 
what we are planning to do. We 
support the long-term financial 


requirements of customers not the 
short-term. Sure there is a place foi 
short term products in the market. 
jut that's not our strategy. 


How easy or difficult has it been for you 
to design products for the Indian market 
which is used to one-size-fit-all offerings? 
Indian consumers in many areas 
outside of insurance have demon 
strated that they are very discerning, 
Market segmentation applies here 
too as much as in any other country. 
They are not happy with one-size 
fits-all strategy. But it's not that 
hard to design for companies like 
ours. We have experience in all 
parts of the world and have the act- 
ual ability to design products. This 
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other in the world. 


Is India similar to other developing 
countries like Mexico? 
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You have been taking on LIC for the 
past three years. How surmountable 
or insurmountable is its challenge? 
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better and better over time. If we 
thought the (Indian) market is of a 
fixed size, then we would not have 
ventured into this marketplace. 
Because the dominance of Lic and 
their own built-in advantages will 
mean this will not be a successful 
market. I truly believe this market 
has a tremendous growth poten- 
tial. The fact that Lic had 100 per 
cent market to begin with did not 
daunt me. 116 will always be the 
major competitor in the market- 
place. Frankly, Lic for a long, long 
time will be the number one in mar- 
ketshare no matter how you meas- 
ure it. But thankfully, this is a huge 
market. Let me give you an example 
of the US market. We have a 7 or 8 
per cent marketshare in the US. We 
are number one in that market. 
With such a market share we have a 
huge business. Similarly in India, if 
somebody in time gets to a 4 or 5 or 
a 6 per cent market share he will 
have a very healthy and successful 
business. We are betting on the 
Indian economy. It will continue 
to grow at a strong rate. Then, a sin- 
gle-digit market share will be very 
attractive in India. 


LIC's marketshare is currently 90 per 
cent. How do you expect that to play 
out in the coming years? 

When I first came here people 
asked me exactly the same ques- 
tion. Then I said I guarantee that it 
would not be 100 per cent 
(laughs). That was a very easy pre- 
diction. Now you are asking a lit- 
tle harder question. But I guarantee 
that it will not be 90 per cent. 
Foreign players and all private 
companies will grow faster than 
LIC, which means LIC’s market share 
will go down. We need to distin- 
guish between shrinking market 
share and the absolute size of the 
business. LIC's absolute level of 
business will grow, but that of the 
others will grow faster. So I would 
expect (LIC’s marketshare) to re- 
duce beyond the level of today, 


72 BUSINESS TODAY MARCH 14 2004 


but exactly where will it go is very 
difficult to predict. 


Your portfolio lacks in pension plans 
unlike other private players like HDFC 
Standard Life or ICICI Prudential... 

Our priority is putting in place ล 
high quality distribution system, 
after which we will move on to 
other products and distribution sys- 
tems such as bancassurance, corpo- 
rate agents and so on. One of the les- 
sons that | have learnt is if you try to 
do 10 things at the same time you 
tend to do all badly. The strategy is 
to do one or two things at a time 
and make sure you get them right. If 
this were a market that were highly 
developed or saturated then you 
couldn't really do that. Pension mar- 
ket in India is in an early stage. It's 





"If we thought the 
Indian market 1s 
of a fixed size, 
then we would not 
have ventured into 
this marketplace" 


got huge growth potential especially 
as regulations are set to change. We 
are a quality-value player. When we 
go into pension we will be on the 
same quality and value plane. 


You said you are a quality player. But 
some private players are very pushy and 
sell aggressively. In that scenario how do 
you expect the market to play out? 

I have seen similar markets and there 
are always both companies and cus- 
tomers who go towards the less ex- 
pensive, quick-sell products. There 
will always be a segment of the mar- 
ket that goes after that. They may 
make a lot of sales, but the persis- 
tency of those sales will be far lower 
than that of ours. We sell to quality 
customers and have a higher per- 
sistency rate, which means a high ra- 
tio of renewal of premium. You will 
see many companies making huge 
sales but have very low persistency. 
[t is not in the best long-term in- 
terests of the customers. Somebody 
who doesn't care about five years 
from now may not come to us. 


Why haven't you gone in for unit-linked 
products? Isn't that the more profitable 
business route? 

It’s a wrong perception. Those who 
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sell unit-linked products—where 
you pass on the risk to customers— 
are competing with the mutual fund 
industry. Our belief is that that role 
is being performed by mutual fund 
industry, which is already over 
crowded. The other is traditional 
products, where you put the risk 
on your balance sheet. That's true 
life insurance business. That's pro- 
tection-oriented products. 


In the context of falling interest rates 
in India, what is your outlook on 
guaranteed returns especially when 
Indians are used to it? 

Falling interest rates will have an 
impact on the returns the clients 
receive. [ know many customers 
will be disappointed. There is a rea- 
son why it's happening. The Indian 
economy is stabilising. The kind of 
interest rates people were looking 
for earlier reflected a high-risk econ- 
omy. It means if I am an investor, 
you have to pay me a lot of money 
to take the risk. But as the economy 
develops, it becomes more predic- 
table, larger-based and the real rates 
of return shrink. The real rates of 
return in unstable countries are a 
huge 10-14 per cent, while in the 
developed and stable countries they 
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are much smaller, 3-4 per cent. And 
as India moves towards that logic, 
the real rates shrink. 


Are you saying that the era of guaran- 
teed returns is over? 

Guaranteed returns will be there, 
but expecting a return of 9-10 per 
cent or even 8 per cent is very unr- 
ealistic in these times. Guaranteed 
returns will come down as the econ- 
omy goes through the kinds of 
changes I talked about. 


Why did you pull out of Indonesia? 

We were doing very well in Indone- 
sia. We pulled out because we did 
not agree with our partner on the 
strategy for the company. We reac- 
hed a point where we had to buy 
our partner out or sell out to our 
partner. It's not a partnership that 
made sense in the long run and we 
had clearly different strategies on 
what to do with that market. And 
it’s more a question of partner rela- 
tionship issue and the strategy for 
the company. It was not that we 
did not like Indonesia, where we 
were around for more than 10 years. 
Our partner bought our shares out. 


What is your view on the 26 per cent 


"Guaranteed 
returns will be 
there, but expecting 
9-10 per cent 
or even 8 per cent 
Is very unrealistic" 





foreign equity cap in insurance? 

| don't understand the difference 
between 26 per cent and 49 per 
cent equity limit. It's actually detri- 
mental to India to keep it at 26 per 
cent. At 49 per cent, you have more 
capital coming to India. Why would 
you not encourage more foreign 
investment into the country, par- 
ticularly when you give foreign 
investors not one thing more than 
what he has at the 26 per cent eq- 
uity? We would ideally like to see 
the number (equity ratio) going to 
50:50. It's the appropriate way to 
structure a joint venture deal. 


Are you happy with your partner Max? 
When we decided to enter India 
the very first criterion was to pick a 
partner who would live with the 
concept of a 50:50 joint venture. 
Especially, when we got only 26 
per cent. Based on Max's track 
record, their reputation as a partner 
in other JVs, we knew that they un- 
derstood the concept of a true Jv. To 
this day, I can tell you that we have 
never regretted. Every time any issue 
came up we have resolved them 
very amicably and very smoothly. 


How does India figure in your busi- 
ness in Asia? Taiwan is now one of 
your largest markets... 

Within the next five years, the big 
question is which will be the largest 
market—India or China. | win no mat- 
ter which one becomes No. 1 
(laughs). Obviously, in time India 
and China will become the dominant 
markets in our Asian portfolio. 
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to turn flyers into high-flyers. 


Presenting tbe Indian Airlines American Express Gold Card. 


The new Indian Airlines American Express Gold Card offers you 
the most rewarding way to fly. Consider this: 


> Pay 25% less on Business Class and 10% less on Economy Class 
tickets purchased on the Card - every time. 


> Enjoy two free upgrades to Business Class the moment you get 
your Card, and every year on renewal. 


> Get a free Business Class return ticket on any Indian Airlines 
domestic or international sector every ume you bill Rs. 1.00.0000 
worth of Indian Airlines tickets to your C ard 


» Convert everyday purchases on your Card into air-miles - three 
limes faster.’ 


To fly high, call 96220 96220. 
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HIS IS THE SIXTH 
special featured in 
this magazine 
since the section 
was launched in December 2003. 
And, surprise, surprise—as you can 
gather, this really, er, surprised us— 
there’s some degree of overlap. For in- 
stance, five of the companies on this 
list count among our 20 Compa- 
nies To Watch In 2004 and two, 
among our Fastest Growing 
Companies. Clearly, two of our un- 
aired assumptions—one, about compa- 
nies that could do well in the future not ex- 
actly rewarding investors at this point in time, 
and two, about fast growth not really translating into 
immediate rewards for the shareholder—now sound hor- 
ribly fallacious. The good news: if our listings indeed be a 
sure-fire route to wealth, it might make sense to revisit 
them. Sorry, we have no extra copies of old issues. 
NARENDRA NATHAN 
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in India’s booming motor 
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cycle s mat kt [ and 
flagging scooters one. Ii 
day, post a product-led stra 
egy orchestrated by joint 
MD Rajivranjan Bajaj, ti 
company is #2 in the m 
torcycles market with a LJ 
per cent share. And apart 
from taking on leader Hero 
Honda, it wants to go global. 
And happy investors—thi 
company S average diy Cie nd 
over the past three vears is 
120 per cent—know the en 
tire story. “Bajaj gives 
information on the indus 
try and briefs us regularh 
says Kalpesh Parekh, an an 
alyst at Mumbai broker ipi 
ASK Ravmond lames. Ihat 


isn t an empty claim: Baia 





: Auto is among the few 
Venu Srinivasan/CEO: Enjoying the spoils of victory : companies that give out 
: product-wise reven 
break-ups. It has helped 
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Rajivranjan Bajaj/Joint MD: 


rverything add 


o» A TWO-WHEELER MANUFACTURER THAT MOST PEOPLE HAD 
written off (share price in September 2001: Rs 65) to India's most in- 
vestor-friendly company (its share price touched Rs 1,100-levels in late 
2003, and the company opted for a 10-for-1 stock split to enhance liq- 
uidity), TVS Motor has come a long way in a short time. Attribute that to 
Victor, the company's best-selling, indigenously developed four-stroke mo- 
torcycle. TVS was quick to share the gains with its shareholders: in 
2000-01, it declared a dividend of 70 per cent and in subsequent vears this 
figure rose to 90 per cent and 120 per cent. And although the company's 
profits for the three months ended December 31, 2003, saw a slight dip 
as compared to the corresponding period in 2003 (largely because of 
declining sales of the oldest motorcycle in its portfolio, Max), analysts 
see no cause for concern. TVS will launch eight new two-wheelers, in- 
cluding six motorcycles over the next 15 months and is eyeing man- 
ufacturing options in Indonesia and the Philippines. "We believe the 
CEO is only the managing trustee of the shareholders,” says Venu 
Srinivasan, CMD, TVS Motor. Well, this trustee has delivered. 

NITYA VARADARAJAN 





Fruits Of Integration 





.S. RAMACHANDRAN IS ON A HIGH. THE 59-YEAR-OLD 
CMD of Indian oil Corporation (10C) has just seen his 
company grow its net profit for the three months ended 
December 31, 2003, by 209 per cent (as compared to the 
corresponding period of 2002) to a whopping Rs 2,403 
crore. Much of this has come on the back of improved gross 
refining margins, up from Rs 134 per tonne เท 2002 to 
Rs 182 in 2003. However, it is his forays into exploration 
(lOc recently acquired a 35 per cent stake in Premier Oils 
Cachar Block in Assam) and into ventures in Sri Lanka and 
Mauritius that is making investors in India's largest com- 
mercial enterprise happy (sales: Rs 1,19,848 crore in 2002- 
03). *By entering into exploration and by making forays 
abroad, 10C is clearly derisking its business from the volatil- = 





ity in oil prices that affects refining margins,” says Sandeep ^ YINEPIREROTERIEETATIS 
Biswas, Senior Manager, Accenture Consulting. That itis. < EE | 
ASHISH GUPTA 


Truly Black 





NY COMPANY THAT ANNOUNCES AN INTERIM DIVIDEND 

of 140 per cent for the year and revenues for the 
three months ended December 31, 2003, of Rs 7,354 
crore belongs in this list. Most readers probably know all 
there is to about Oil and Natural Gas Corporation (ONGC), 
courtesy the company’s high-decibel advertising blitz in 
the run-up to its IPO. Here is an encapsulation: the com- 24255 ๓ 99 ง 51 
pany accounts for 84 per cent of India’s annual pro- 2 1 - 
duction of oil and gas; its wholly-owned subsidiary PEZAR 
ONGC Videsh is involved in exploring oil in Sudan, 43 ร 3 sag 
Vietnam, Russia, Myanmar, and Angola; it is investing Rs 
3,700 crore in deepwater oil exploration over the next 
five years; and Chairman Subir Raha hopes to trans- 
form the state-owned behemoth into a $100 billion 
(Rs 4,600 crore) integrated oil and gas major over the next 
tive years. Then, as Sanjay Kaul, Principal Consultant 
(Oil & Gas Group), PricewaterhouseCoopers, points out, 
“Better technology will reduce the costs of crude and gas 
production, but the import price parity at which crude will 
be sold provides a handsome premium.” It shows. < 

ASHISH GUPTA 
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Your whole organization has gone through a 


E implementation schedule. At the end of it, 


+ 


you discover that you are ready for the business 
environment that existed two or three years ago! 
All this after you have already spent crores. You are 
also told that extensive changes are hard to 
implement and largely unwarranted. 


Now imagine the alternative. You visualize the 
Enterprise Solution that translates your strategic 
objectives into action. You actually see how your 
solution works even before we begin to implement 
it. And keep refining it till you are completely 
Satisfied. Even after implementation, making 
modifications is a breeze. On any scale. Whether 
you need to respond to new business demands. 
Or to counter competition. 


Hard to believe? Ramco Systems has already 
implemented several such Enterprise Solutions 
for customers around the world, On its 
revolutionary software platform called 
VirtualWorks, Ramco Systems builds and 


Is your Enterprise Solution 
getting implemented very close 
to its expiry date? 


assembles comprehensive solutions. To meet the 
unique needs of your business. And adapts and 
modifies the solution as your business evolves 
What's more, you are free to choose just about any 
technology available. Without worrying about 
getting tied down to it. 

this in 


We deliver all remarkably short 


time-frames. Best of all, without an expiry date 


To find out more call: 1600 44 2345 or 


e-mail: info@rsi.ramco.com 
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Brian Tempest/CEO-designate: Not all in the family for this one 
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J wieso LOVE GROWTH. AND OF THAT, LIC | mM | a 
Housing Finance has plenty. Over the last ——- -— E e 
five years, it has grown its disbursements by 27 ร ร STET. ต hee 
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per cent year on year, and despite the burgeon- MES 








ing base, there's plenty of head room. Says Sunil 
Shah, Mb, HDFC Securities: “The company ts 
well focussed and, therefore, should grow at 25 
per cent CAGR for the next two years." Besides, 
as the interest cost of the funds it borrows from 
parent LIC comes down, LIC Housing's margins 
should improve further. Meanwhile, Additional 
Chief Executive D. Krishnan is responding to 
the industry's fierce competition by restructur- 
ing. He's splitting the company's 115 offices 
into back offices (20) and marketing offices 
(95). To increase recovery, he has appointed | ว 
special recovery officers—150 of them. *Itisa m 
novel way of managing defaults," says Krishnan. [5 
All investor-friendly ideas are welcome. D. Kri 
NARENDRA NATHAN { Restructut 
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What's Life Without 


A Royal Challenge! 
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I JAMMU & KASHMIR BANK (JXK 
Bank) did not enjoy a special 
status (it’s a banker to the state 
government and Reserve Bank 
of India’s official agency in the 
state), would it still be a stock- 
market darling? Perhaps. Its NPA 
as a percentage of total advances 
is a bare 1 per cent, it’s got a fin- 
ger in the insurance pie (with Met- 
Life), and it is spreading out to 
other parts of the country. Rec- 
ently, the bank, whose April- 
December profits jumped 31 per 
cent to Rs 308 crore, roped in 
PricewaterhouseCoopers to for- 
mulate a business plan, including 
issues such as succession plan- 
ning and HR. “We want to be a 
leading player in the sector,” says 
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Pervez Ahmed, Company 
Secretary. 

Going by its stock price, up 
450 per cent to Rs 500 in the 


M.Y. Khan/Chairman: It's not all happenstance 


Banker Of Choice 






last 12 months, its 50,000 share- 
holders do seem to think that it 
stands a fair chance. 

KUSHAN MITRA 





W HEN GAIL SAYS “GAS AND BEYOND” IT ACTUALLY 
means it. Till a couple of years ago, it was 
just a gas transmission company. Today, headed by 
CMD Prashanto Banerjee, it’s an integrated player 
present in every point of the value chain—from ex- 


ploration and production to marketing of natural 
gas. The market has rewarded GAIL’s transforma- 
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tion by bumping its valuation up from Rs 5,328 
crore in December 2001 to Rs 19,175 crore currently. 
While its earnings last year were an impressive Rs 
1,639 crore, it could rise even further, considering 
that gas prices are still marked down by the gov- 
ernment to 40 per cent of international prices. 
ASHISH GUPTA 


A j [KTP 2 d 
L'A ATS B -è A . 
F. "as EE SC, I w 

-— MIN IU 

r | - "E A n 
W ar: เจ d ร B a: 4, T 9 ^ 
Y ใช อ ่ อม ๕ จ Tod ur. 

ss i 


+ 
TATI 
* 








Good 


-— House Of 
rut |. (๕ ๒ ๐ 
rs : 

เห MANAGEMENT FOCUS IS ON A 

l| ensuring value creation for all 3 Aded by 1 





its stakeholders,” Says Keki Mistry, and run 
Managing Director, HDFC. Coming board, 
trom anybody else, it would have been : ally evoked 
a mere platitude. šut this is HDFC. For : trust among 115 ret 
generations, investors have come to vestors, / | 
trust the housing finance major un the battles fo 
der Deepak Parekh, and before that his more recently fou 
uncle H.D. Parekh. “HDFC is excellent : the A.V. Birla grou 
in terms of balance sheet disclosures,” the cement busines 
notes ligar Shah, Head of Research. : our Managing Dit 
K.R. Choksey Securities. Unlike ร ๐ ท า 6 (A.M. Nail Ri 
other companies, HDFC has had an : to have even a singl: 
investor grievance cell for the past 1 1 : eved investoi 
years, and currently boasts of a dozen Shankar, the com) 
staff, four of whom are qualified com- : Compliance Offi 
Deepak Parekh/Chairman: pany secretaries, : current fiscal h 
Business, the clean way SHILPA NAYAK ceedingly good fot 
: At Rs 253 crore, it: 
month net profit 1 
= per cent. But wi 
eel AISO the Rs 17,500 cr 
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A.M. Naik/MD 


ik DELHI-BASED O.P. JINDAL GROUP COMPANY 
would have you, the investor, know that 
you aren't merely riding a wave—the steel boom, 
that is. Rather, the stock is up three times since 
2001 to Rs 600 despite a 2:1 split because of the 
company’s professional strength. (Its CEO Vikrant 
Gujral is an industry veteran of 40 years.) We'll 
know if that’s a stretch when the next steel down- 
turn comes along, but for the moment it seems 
Jindal Steel & Power can do no wrong. Says 
Sushil Maroo, Vice President (Corporate 
Finance): “Our dividends have kept rising over 
the past few years, and the rationale behind 
the split was to get the retail investor back 
into our fold and not make the scrip too unaf- 
fordable." Adds Naveen Jindal, Executive vc 
and MD of the company: "It's about doing the 
small things right." Apparently, that also adds 
up to a better big picture. 

KUSHAN MITRA 


Naveen Jindal/Executive VC 
and MD: God of smal! things 











A.K. Purwar/Chairman: Big Daddy 





( ionem Y. INVESTORS 
would steer clear of banks 


that have high NpAs. And Bank of 
India (Bor) has Rs 2,000 crore of 


them, which is nearly 5 per cent 
of its total advances. So why do 
investors still love Bol? For one, it 
has been paying out handsome 
dividends over the last three 
years. For example, last year it 
paid out 30 per cent and this 
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[Hvem MONTH, THE DEPUTY 
Managing Director and CFO 
of State Bank of India (SBI) re- 
ceive a status report on investor 
grievances. But that’s not really 
the reason why the banking be- 
hemoth figures on our list. 
Rather, it’s because India’s biggest 
bank is getting bigger and better 
still. For instance, aggressive loan 
recovery has lowered its NPA as a 
percentage of total advances to 
2.88 from 4.50 in March 2003, 
and it is tapping retail business to 
grow faster. Also, spi has a long 
list of subsidiaries and associates 
that are actually doing well and 
that, says the bank's Chairman 
A.K. Purwar, *is adding value". 
Although sBi's stock price has in- 
creased 93 per cent in the last 
12 months, analysts feel it is still 
undervalued, given its dominant 
position in an economy that is 
surging. That means SBI investors 
can expect better returns in the 
days ahead. 

NARENDRA NATHAN 


year it has returned 20 per cent 
already. “Bank of India continues 
to be a good dividend yield 
play,” notes Vinit Sambre, 
Analyst, IL&FS Investmart India. 
More importantly, it is also one 
of the lowest valued banks in the 
market today because of its high 
NPA levels. But its Chairman and 
Managing Director, M. Venugo- 
palan, has a clear plan. For 








— OR A COMPANY THAT 
doesn’t get traded 
much on the bourses (sim- 
ply because the TVS family 
along with the foreign JV 
partner owns a huge 80 per 
cent of the equity) 
Sundaram-Clayton is a sur- 
prise entrant. Then, again, 
it's not so surprising. The 
brake actuation systems and 
castings maker is sister com- 
pany of our list topper, TVS 
Motors, and is managed by 
the same anchored-in-good- 
old-values CEO, Venu 
Srinivasan. Despite the auto 
downturn of the late 90s, 
Sundaram-Clayton has 
steadily grown and even won 
two prestigious awards for 
quality: The Deming Prize 
and the Japan Quality Medal. 
Small wonder, then, that its 
share price has soared from 
Rs 100 in 2001, to Rs 601 
currently. Says its Executive 
Director, H. Lakshmanan: 
“We don't just focus on 
numbers, but overall corpo- 
rate values." It shows. 
NITYA VARADARAJAN 


The Promise Of Clean Up 
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starters, he has brought in better 
credit appraisal and monitoring 
systems to prevent fresh 
NPAs. And to recover the bad 
loans already on the books, he’s 
looking to the new Securitisation 
Act. “We plan to halve our 
NPAs by the end of next fiscal,” 
says Venugopalan. Investors 
are watching. 

NARENDRA NATHAN 








From Business Strategy Development to High End Market Data Analytics 
From Market Research to Power Brand Consulting 
From Corporate Identity Consulting to Winning Public Relations 
From Social Sector Consulting to Effective Corporate Films & Communication 
From Event Management to Stupendous Direct Selling 


we do it all because we realise (hat 
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Our no nonsense consulting solutions have been adopted by world class organisations like 


AMERICAN EXPRESS, GE, McKINSEY & Co., PWC, UNITED NATIONS, NESTLE, SONY, SAMSUNG, COKE, 
AMWAY, PEPSI, ELECTROLUX, CITIBANK, STANDARD CHARTERED, ABN AMRO, GUCCI, MONT BLANC, NIKE, ABB, ICICI, 
HUTCH, INFOSYS, WIPRO, IOC, BEL, GAIL, RELIANCE, HINDUSTAN LEVERS, COLGATE PALMOLIVE, ASIAN PAINTS 
and many many many many more... 
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Contact Prol A. Sandeep at +919810255060; or Prof. Naveen Chamoli at +919820046145 
HPM Tower, B-27, Qutab Institutional Area, New Delhi - 110 016; HPM Tower, Junction of 320d Road and S. V.Road, Bandra {Wh Mumbai 
www.planmanconsulting.com; www,arindamchaudhuri.com; WWW. .groovyjobs.com S 
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RECTIFICA DO Series 


Floor Tiles 395 X 395 mm 


oe 


Kajoria's latest series of floor tiles, The 
Rectificado, has been designed to create 
seamless floors with a high-gloss finish 
Available in several colours, patterns and 
textures, these tiles will help you create 
floor designs that you had only imagined 
before. 


PHONE FAX E-MAIL 
Indoor or outdoor, the Rectificado is NEW DELHI (011) 26946409-6Lines 26949544 newdelhi@kajariaceramics.com 
bound to not only change the way you AHMEDABAD (079) 6465515,6465516 6566669 ahm@kajariaceramics.com 
1661 at fi but อ ไธ 6 th look KOLKATA (033) 24763179/24763181 24748012 kol@kajariaceramics.com 
พ พ ณา ห มา แล ย ร นา ล พ ร ณะ CHENNAI (044) 28144324 28144323 chn@kajariaceramics.com 
at your whole habitat. MUMBAI (022) 28203506/07/08 28203509 mum@kajariaceramics.com 
COCHIN (0484) 2396433 2396433 coc@kajariaceramics.com 

i Company Showrooms : 

a plus KAJARIA PLUC LIMITED : *üngente ๑ Bareilly *Coimbatore * Goo 9 Horidwar * Hubli + Hydera! . . 

qe |i * Nogpur * Noida * Roipur * Varonasi * Vishokhapotnom 








India's only Ceramic 
tile Company with 


J-1/B-1 (Extn.), Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110 044 
visit us at http://www.kajariaceramics.com 


K Kay. 


For more information, visit us at : www.kajariaplus.com 
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Kajaria Ceramics Limited 


Mosaico Grey 


Eversest Beige 


Marmol! Bianco 


ltalia Beige 


Italia Blanco 
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S. Behuria/CMD: Profits boil over, and mindset changes too satisfactii 0n sury C . IE SCC red 6.6 out oF 


10. Last December. it conducted an 


๑ other such survey, and although the fig 
| OW ures are still being compiled, chances 


are it'll score better. Why? Business is 





looking good. Passenger car sales are 
clipping, commercial vehicle sales are 


VER SINCE OIL PRICES WERE DEREGULATED IN APRIL 2002, OIL also booming because of a revival in 
companies have been on a roll BPCL is one of them. That demand, and the company is making 
doesn't mean the company has not worked hard at shedding some big moves—ike its recent deal to 
its PSU baggage. "It's been our endeavour to optimise in- acquire Daewoo Heavy Commercial 
Vestor returns," Says Chairman S. Behuria. BPCL’s petrol stations Vehicles in Korea for Rs 465 crore. It 
were the first to sport convenience stores and market fuel as gives Tata Motors access to the Koreai 


branded products. International pricing of fuel has helped and Chinese markets, besides th« 
bump up its market value from Rs 5,754 crore three years ago Daewoo marque. *We communicat: 

to Rs 13,170 crore currently. Is that a slick show or what? our strategy to our shareholders," says 
SHILPA NAYAK Praveen Kadle, ED (Finance and Cor 

porate Affairs), Tata Motors. This time 

around, the shareholders are listening 
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MNC In The Making 
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AS AUTO COMPONENTS COMPANY THAT GIVES REGION-WISE BREAK 
up of its financial performance? That’s Bharat Forge for you. 
The new Bharat Forge, that is. Not too long ago, the Pune-based 
manufacturer of forgings was like any other family-managed com- 

pany in the industry. But over the last few years, it has taken on a 

totally different mindset. Says a Mumbai-based analyst: “Bharat 

^ Forge has become very open and transparent in the last couple of 
years.” Explains Amit Kalyani, the company's VP & CTO: “There’s 
nothing complicated about being investor friendly." As Chairman 

Baba Kalyani chases his dream of becoming the world's largest forg- 

ings maker by 2008, he will need his investors solidly behind 

him. For instance, he needs Rs 500 crore in investment to up ca- 

pacity and top revenues of Rs 2,000 
crore by 2008. Fortunately for him, 
when a company is growing so 
fast, its investor-friendly quo- 

tient goes up automatically. 

SWATI PRASAD 










Baba Kalyani/ 
Chairman/: Chasing 
p the top slot 
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INDIA'S MOST INVESTOR-FRIENDLY COMPANIES: 
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Mb — 
Indian Oil Corpn. | | 

Oil & Natural Gas Corpn. 564.86 | 18333 4200 | 04l 1450 — 

Ranbaxy Laboratories 16140 10833 50 | 003 | 1250 | 

LIC Housing Finance 58652 48.33 25 | 262 | 1000 

Jammu & Kashmir Bank 1017.64 | 5000 | 63 | 3925 | 350 1550 

GAIL (India) 405.53 | 5167 75 | 106 1350 | 1700 

Housing Development Finance Co. 13783 | 161.67 002 | 1200 | 1430 | 1296 
Jindal Steel & Power 58077 | 8167 J5 | 180 | 040 | 130 | O08 
Larsen & Toubro 169054 7000 . J5 | 003 | 1025 | 1790 | 1592 
State Bank of India 179.89 ^ 6500 | 0 | 566 | 1125 | 2770 | 2626 
Bank of India 35586 2333 75 | 002 875 | 1020 | 768 





| 050 — 1375 | -090 | :080 
3175 | 002 1550 | 1430 | 1268 
2250 | 001 | 1375 | 310 


51.67 
111.67 

41.67 
13.33 





Sundaram-Clayton 


553.40 
Bharat Petroleum Corpn. 270.73 3 
Bharat Forge 707.47 
Tata Motors 429.94 
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BSES 157.83 | 4233 | 

Saw Pipes 419.23 1667 | 60 29.00 0.03 10.00 | -10.70 
Bharat Electronics 72458 5333 | 172 28.50 0.23 650 | 3.60 
Ashok Leyland 57131 | 4500 26.25 166 — 1400 | 580 























































Indian Petrochemicals Corpn. 26049 — 2417 
Bank of Baroda 41463 4667 | 1.85 1325 7.10 
Graphite India 62705 | 2500 024 X 1050 | -270 
Kalyani Brakes 42484 | 5333 | 0.05 925 | .800 
Jubilant Organosys 2595.72 7500 1.85 17.50 | -450 
Ucal Fuel Systems 69372 | 5000 000 | 1375 | -12.00 
State Bank of Bikaner & Jaipur 545.14 4167 5.62 1425 | 130 
Syndicate Bank 29282 . 1300 2575 | 194 | 1075 | -270 
Polyplex Corporation 117384 2000 450 | 05 1075 | -630 
Federal Bank 41963 35.00 27.25 0.70 11.25 1.80 
Container Corpn. of India 293.76 92 33 2675 0.17 1075 -3.60 
Ashok Leyland Finance 249.32 | 46.67 26.00 | 0.68 1200 | 7.60 
Automotive Axles 797.06 3833 3825 | 087 | 1525 | -360 
Oriental Bank of Commerce 64211 | 3833 933 | 3325 | 258 17.25 | 050 
Grasim Industries 247.51 | 9000 124 25.25 008 | 1475 | 400 





Blue Star 350.81 70.00 107 3325 | 041 | 1300 | -810 | 
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Shasun Chemicals & Drugs 

Dredging Corpn. of India 

Eicher Motors 

Vesuvius India 
2 oli ig ite PA. 

Grindwell Norton 

Nava Bharat Ferro Allo 

Surat Electricity Co. 

Matrix Laboratories 

Alstom Projects India 

Indo Rama Synthetics (India) 

Coromandel Fertilisers 

FDC 
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-2.70 
1233.57 


BT | 59 | 1775 | -540 
| 1000 | 220. 
1500 | -400 



































































Pantaloon Retail (India) 1325 | -3.60 
Alfa Laval (India) | 1325 | 130 
Swaraj Mazda 16 2833 U6 | 1| 1775 | 49 
State Bank of Travancore 36.67 82 17 | 1425 | -040 
Garden Silk Mills 171 46 | 1625 | -940 


1833 | 
Hindustan Oil Exploration Co. | ป 0 
Shipping Corpn. Of India 67 | | 39. 96 | 1650 | L 

ujarat Mineral Devp. Corpn. 24.50 -1.20 
Aban Loyd Chiles Offshore 2467 | -410 
Sun Pharmaceutical Inds. | 










































Jindal Polyester 

National Aluminium Co. 1175 | -040 | 
Tata Investment Corpn. 10/5 | 140 
Lupin 925 | 090 
Gammon India 1625 | -310 
Century Enka 18.75 -9.40 
South Indian Bank 

ING Vysya Bank 

Sterling Biotech 

EID-Parry (India) 


Glenmark Pharmaceuticals 
Bharat Heavy Electricals 
J.B. Chemicals & Pharmaceuticals 
Man Industries (India) 
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I 10 MILLION CONSUMERS IN 
Mumbai spread over 384 sq 
km don't have to worry about 
outages, it’s part courtesy BSES. 
The Reliance group-owned 
power distribution company, 
which actually web casts its an- 
nual general meetings, has an 
impressive reliability rate of 
99.99 per cent and the least 
system loss figure of 11.60 per 
cent. Now as part of a group 
that spawned the equity cul- 
ture in India, BSES may get even 
more investor savvy. Says Anil 
Ambani, Chairman, BSES: 
“Investor friendliness is a core 
corporate value that we pur- 
sue in order to achieve our 
vision of (being) one of the 
most admired utility compa- 
nies in the world.” With 
power distribution just tak- 
ing off, BSES has the whole 
country to spread out to. 
SHILPA NAYAK 





Anil Ambani/Chairman: 
Raising the bar 
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Prithvi Raj Jindal/Chairman: Cashing in on the energy sector boom 


N THE PAST 12 MONTHS, WHILE THE SENSEX HAS RISEN SOME 80 
PER cent, P.R. Jindal’s Saw Pipes, an object of sympathy in the early 
90s, has zoomed three times faster (250 per cent). That's a function 
of the oil sector, Saw Pipes’ primary customer. New pipelines 
are being constructed in India, and a war-ravaged Iraq will also need 
to rebuild its pipelines. Jindal's next move: add water pipes to the 

portfolio to reduce reliance on the oil sector. 
KUSHAN MITRA 
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Y. Gopala Rao/Chairman and Managing Director: Can't go wrong with BEL 


pas A MONOPOLY, AT LEAST IN CERTAIN SEGMENTS, HELPS. JUST ASK 
Bharat Electronics Limited's (BEL) head honcho Y. Gopala Rao. 
The Psu, primary supplier of electronics to India’s armed forces, is sit- 
ting on an order book of Rs 6,000 crore. This fiscal, its nine-month 
sales grew 32 per cent to Rs 1,777 crore and net profits to Rs 193 
crore—a 52 per cent jump. While BEL’s civilian forays like manu- 
facture of electronic voting machines, PC motherboards (with Intel) 
and medical equipment (GE) haven't been as successful, it has man- 
aged to triple its turnover and grow net profit eight times over the last 
10 years. Says S. Subramanyam, MD, Ascent Securities: "BEL is a good 
long-term bet." Almost certainly, some investors will vouch for it. 

VENKATESHA BABU 


Stuff of Pipedream 
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B Ahmedabad ไพ Chennai @ Hyderabad = 8 Mumbai 
W Bangalore B Delhi เพ Kolkata B Pune 


Alchemist HR Consulting offers a wide range of HR solutions to the manufacturing and services sectors of Indian industry. 
Alchemist currently operates from eight locations in India — Ahmedabad, Bangalore, Chennai, Delhi, Hyderabad, Kolkata, 
Mumbai and Pune. Alchemist offers high quality HR services and solutions, drawing upon the vast knowledge and experience of 
its professional team of well-qualified practitioners and experts. Alchemist has unique strengths in ensuring timely and reliable 
delivery of solutions to our clients, best suited to their specific needs: 





HR CONSULTING TRAINING AND DEVELOPMENT 


Organisational Structure & Review ๑ Leadership and Team Building 

๑ Change Management 

๑ Self Awareness 

๑ Interpersonal Relations & Conflict Resolution 


๑ Manpower Planning 


๑ Human Resources Audit 


€ HR Systems & Policy Manuals ๑ Effective Communication 
๑ Compensation, Rewards & Benefits ๑ Time Management 
PLACEMENTS 


๑ Performance Management Systems 
@ Executive Selection 


๑ Data base recruitment 
๑ Industrial Relations Advisory Services ๑ Advertised recruitment 


€ Assessment Centres 
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๑ Personal Wealth & Tax Planning, € Turnkey recruitment services 


ALCHEMIST HR CONSULTING is committed to provide cutting edge 
HR services and enable organizations to strengthen and enrich human capital. 


Provi 


Alchemist HR Consulting Network 


AHMEDABAD : 901, 9th Floor, Sears Towers, Gulabi Tekra, Near Panchavati, Off C.G. Road, Ph: 079 30919676, 30919677; E mail: ahmd 8 alchemistindia.org; 
BANGALORE : Lakshmi Complex, No. 11, 1st Main Road, KEB Layout, Bannerghatta Main Road, Ph: 080 8783316, 6783317, 
E mail : bglr&alchemistindia.org; CHENNAI : 1-D, 1st Floor, Eldorado Building, 112, Nungambakkam High Road, Ph: 044 55295998; 
E mail : chennai @ alchemistindia.org; DELHI : Indra Prakash Building, Flat No. 504, 21, Barakhamba Road, Connaught Place, Ph: 011 51519496, 51519497, 
E mail : delhi@alchemistindia.org; HYDERABAD : 202, 2nd Floor, Olbee Centre, Rajbhavan Road, Somajiguda, Ph: 040 23435365, 23435366, 
Fax : 040 23435367; E mail : hyd@aichemistindia.org, info alchemistindia.org; KOLKATA : Vardhan Market, 2nd Floor, Block 204, 25 A, Camac Street, 
Ph: 033 22873970, 22874023, Fax : 033 23344136, E mail : kol@alchemistindia.org; MUMBAI : 1414, 14th Floor, Dalama! Towers, Nariman Point, 
Ph: 022 22021754, 22021759; E mail : mumbai alchemistindia.org; PUNE: D-535, 5th Floor, Clover Center, Moledina Road, Camp, Ph: 020 26129790, 
4014209; E mail: pune @ alchemistindia.org 


Website : www.alchemistindia.org 
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66 Watching the wildlife lounge or gambol.... 
my heart begins to swell. This is Africa. 
Wild, Free, Exotic, Beautiful, Abundant. 99 


Anita Pratap - Award winning journalist 
Also writer for India Today Travel Pius 


AW 


PUBLICATION 





ftravelPLUS 


ณ์ 
E o 





Watching a colony of seals basking in the sun at Cape Cross and 
other such Plus experiences. India's most stylish travel magazine. — i 
Inspiring. Informative. Essential. Every month for Rs. 50 only. 
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Retail at crossroads: Panelists at the BT roundtable (L to R) Kishore Biyani, Chief Knowledge Officer, Pantaloon 
Retail: H. Ramanathan, Director, Landmark Group; Arvind Singhal, Chairman, KSA Technopak; Vikram Bakshi, MD, 
McDonald's India; Raghu Pillai, President & CEO, RPG Enterprises 


“RETAILERS HAVE LEARNT FROM 


Their Mistakes" 


ORE THAN A DOZEN YEARS AFTER THE 
first of India's retail chains (Shoppers' 
Stop) launched itself from out of a de- 
funct movie theatre, organised retail 
has come a long way. Along the way, 
the industry has had to negotiate an extraordinarily long 
list of hurdles, including everything from poor quality 





of real estate to messy supply chains to even suspicious 
consumers. Some of the issues still exist, but with an esti- 
mated revenue of Rs 22,500 crore, organised retail may 
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have reached an inflexion point. Indeed, that did seem 
to be the dominant belief at the 6th KSA Retail Summit 
2004, held in New Delhi between February 11 and 13. 
To get a sense of the industry’s learnings and future 
strategies, Business Today brought together four top ret- 
ailers and a consultant. They were: Kishore Biyani, Chief 
Knowledge Officer, Pantaloon Retail; Raghu Pillai, 
President and Chief Executive, RPG Enterprises; 
H. Ramanathan, Director, Landmark Group (read 
Life Style); Vikram Bakshi, Managing Director, 


McDonald's India; and Arvind Singhal, Chairman, 
KSA Technopak. The roundtable was moderated by 
BT's R. Sridharan. Excerpts: 


BT: It’s been a long haul to profitability for Retail India. What 
have been the key learnings? 

H. Ramanathan: Every market is different, and you 
have to adjust to the needs of the consumer. You 
don’t make money sometimes in the initial years because 
you are putting your backend in place; you are not ope- 
rating it very cost effectively because there’s a lot of 
wastage in the system. These things you only figure out 
once you start operating the stores. India is not a low- 
cost country. If you want to give it the right service, the 
right ambience, the right store, the right product and sell 
it at the right price, you cannot operate cost effec- 
tively, unless you keep applying yourself again and 
again to see how to make it more cost effective. It 
takes two to four years before we really start looking at 
reasonable returns. 

Vikram Bakshi: Even in the developed countries, it has 
taken McDonald’s anywhere between eight and 10 
years to break even. So when we say long haul, some- 
how we seem to be forgetting that profits don’t come 
immediately. Profits come after you have put every- 
thing together and reached the consumer, and as you 
expand, you continue to look at her requirements 
and continue to match them. 

Kishore Biyani: In India, every location and every region 


"After the first three to four stores, 
lead time reduces dramatically ” 


RAGHU PILLAI 
PRESIDENT & CEO/ RPG ENTERPRISES 








is different. It always takes time to understand a par- 
ticular location or a particular market. | think the 
biggest mistake we make as a fashion retailer is in 
forecasting the demand for a new store, and to get that 
right takes a little while. 


BT: Has FoodWorld's experience been any different? 
Raghu Pillai: For us, it is all about store profit. Forget 
about the backend costs, forget about the regional and 
corporate overheads. To that extent our learning 
has been that after the first three to four stores, par- 
ticularly within the same cities, our ability to cut the 
lead time to store launch, to store profitability, to store 
level goes up dramatically. I believe we have got the 
scale today. I would personally be very disappointed 
if we did not make very reasonable profits at the 
company level next year. 


BT: Arvind, how much would you say the industry has 
matured over the last five years? 

Arvind Singhal: India has had so many restrictions and 
limitations over the last 10 years that some of this 
lack of profitability issue was more structural to India, 
not necessarily to the retail business. The (pioneering 
retailers) had to do almost everything to make the 
business work. But the good things is that they have 
already established a certain way of doing business, esta- 
blished some supply chain and back end. For new- 
comers, the task is relatively easy. Therefore, the real 


"Profits come after you put everything 
together and reach the consumer" 


VIKRAM BAKSHI 
MD/ MCDONALD'S INDIA 
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bt roundtable 


challenge and opportunity for the existing pioneers is 
how to scale up very rapidly. Otherwise they could lose 
the advantage that they have created. 


BT: If you look at it, we still don't have a truly national chain. 
Why aren't chains able to ramp up? Is the problem money, 
supply chain, or real estate? 

Pillai: Even today, 60 years after organised retailing 
emerged in the US, there is no national grocery chain. 
The fundamental issue in India from the grocery point 
of view is that organised retailing is still very nascent. It 
is seven to eight years old. So you need time. The 
size of the market is huge, extremely complex, there’s 
very little synergy as far as supply chain is concerned and 
| personally don't see a national chain in grocery with 
a significant market share even in the next 10 years. 
Singhal: | would like to make a 
point here. It is like a sign of 
your manhood to say 'Look, I 
am national or at least | am re- 
gional’. The good part about 
India is that the market is big 
even if you are a local player, not 
to mention, a regional player. 
Our data shows that when you 
look at food and grocery in 
Delhi alone, including the NCR, 
we have a market opportunity 
worth Rs 8,000 crore. Which 
retailer has captured the poten- 
tial of Delhi city alone, leave 
aside the west or north India? 
Biyani: | would rather experi- 
ment and get into four or five 
regions where we have the un- 
derstanding of the market and 
grow there, and simultaneously 





BT: Arvind, you’ve been saying that this year will mark 
organised retail's move into a higher trajectory of growth. What 
are the indications of that? 

Singhal: | see a couple of enabling conditions. Real est- 
ate has always been the single-biggest limiting factor 
to retail growth in India. Now, a lot of malls are 
going to come to the market sometime by the end of 
this year, but mostly starting in 2005. That will make 
space available at least in some cities. The second 
big change is that there are now enough success sto- 
ries—be it Giant, FoodWorld or Pantaloon. So, all of 
a sudden people who were saying that retailing ^an- 
not make money, are now saying that retailing can 
make a lot of money. Therefore, finance is also likely 
to become available along with that. 


BT: How is Life Style going to fund 
its expansion? Is it going to raise 
money from the stockmarket like 
Shoppers’ Stop or will it rely on in- 
ternal accruals? 

Ramanathan: Like Arvind was 
saying, people have seen what 
Life Style operations are like. 
Bankers have seen it, they have 
understood what it means. 
Initially, we grew our opera- 
tions through acquisitions of 
property, but now we are going 
to lease property. That has 
brought down our total capital 
requirement for expansion. 
Debt is going to be one of the 
factors, but we are also gener- 
ating surpluses now. Those int- 
ernal accruals are going to fund 
at least 50 per cent of our ex- 


"Ihe real challenge and opportunity for the existing pioneers is how to scale 
up very rapidly, otherwise they could lose the advantage they have created” 


ARVIND SINGHAL/ CHAIRMAN/ KSA TECHNOPAK 


look at newer locations where we have to go tomorrow. 


BT: Mr. Bakshi, how easy has it been for McDonald's to ramp 
up in the north of India? 

Bakshi: The worst thing that you can do to your brand 
is to rush head long into new territories without un- 
derstanding the consumer. Our own belief is that 
you should have the largest marketshare before you 
even decide to go to another market. While doing that 
you can continue to plant a few flags and see how that 
market reacts and ramp up when the time comes. 
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pansion in the next three years. And then we will 
have the other 50 per cent coming from borrowings. 
Biyani: When we started our retail business, every one 
rupee of capex used to give us one rupee of business. 
But now with that multi-format, every one rupee that 
we invest is giving us Rs 10 of topline. So we have come 
to a model wherein we have been able to generate cash 
flows to expand, besides debt is available, properties are 
available with developers who are willing to do a lot of 
capital cost for you. And there is equity that is now 
available. So to expand, to reach a certain level you 


“This year, every one rupee that we 
invest is giving us Rs 10 of topline” 


KISHORE BIYANI 
CHIEF KNOWLEDGE OFFICER/ PANTALOON RETAIL 


don’t need much equity capital. 


BT: Organised retail is pretty much a metro phenomenon. Are 
we going to see retailers going to smaller towns? 

Singhal: It’s wrong to say that organised retail is a 
metro phenomenon. Actually, a large amount of growth 
(in smaller towns) is because of (stand-alone) entities. 
Biyani: The last store we opened for Big Bazaar was in 
Nagpur and we are opening a store in Ahmedabad in 
the next seven days, we are opening stores in Nasik, 
Durgapur, Bhubaneshwar, Indore, and Ahmedabad. So 
there are a lot of smaller cities that we are going to. 


BT: There’s a lot of talk about retail not being opened up 
to FDI. But if that did happen, would a lot of you feel 
threatened? 

Ramanathan: | don’t think so. The foreign players com- 
ing in and the Indian players already here will have to 
compete. Wal-Mart, for instance, has not been very suc- 
cessful in some of its ventures outside the US. There has 
to be a learning curve for them. Indian retailers already 
have a head start and many of them will do very well 
along with the international retailers. Some of the for- 
eign retailers will also be successful in India. At the end 
of the day, it will be all the retailers working together. 
The market is quite big and the Indian retailers by 





"Every market is different, and you 
have to adjust to the consumer's needs" 


H. RAMANATHAN 
DIRECTOR/ LANDMARK GROUP 


that time would have gone into smaller metros. 


BT: Mr. Biyani, as an Indian promoter would you be worried 
if, say, Wal-Mart came in or would you welcome that? 
Biyani: | am not worned if they come in. Farlier we were 
worried about money not being available to us. The cost 
of capital has come down, properties are now available. 
We have learnt from our mistakes. Our learning on the 
localisation and Indianisation of India is far superior to 
that of any other retailer. But we are worried about the 
predatory pricing that they might resort to. They are 
huge corporations, they can even buy a country. 
Secondly, we are 12 million retailers in the country and 
everybody's interest should be protected. 


BT: Arvind, you have been saying that foreign retailers like 
Wal-Mart aren't exactly tugging at the leash to get into 
India. Why? Isn't India a big enough market? 

Singhal: India is a big market, but it is fragmented into 
one billion customers. Secondly, for many retailers, the 
market may not be as big as they would like it to be. 
When you look at a Tesco, Wal-Mart, Carrefour, they 
are multi-billion corporations. If you look at India 
from their perspective, the least the market should 
offer them is relatively easy opportunity of $4-5 billion. 
That they don't see happening as of now. @ 
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SIX RATNAS 


‘Navratnas’ and ‘mini-ratnas’, the top PSUs were called once. Six of 





WO OUT OF THREE AIN’T BAD,” SANG MEATLOAF 

once, setting a feel-good ratio that the Indian 

Disinvestment Ministry seems to be applying to 
the government's nine once-so-called Navratnas—iite- 
rally, ‘nine gems’. Six big public sector units 
(PSUs) are offering their shares for sale— 
though just two are actually Navratnas 
(four are mini-ratnas). The list: IPCL, 
ONGC, CMC, Dredging Corporation 
of India, IBP and GAIL, of which 
CMC and IPCL have already been 
privatised. But what unites them all 
is their ‘ratna’ honour (in mem- 
ory of the title given by India’s 
most successful Mughal to his most 
scintillating aides). 

All six are listed on the bourses, but 
offer for sale of shares will probably be at 
10-15 per cent discounts to current market 
prices. As investor-trader Rakesh Jhunjhunwala says, 
“The current valuations may not be extreme, but they are 
not cheap either.” Nobody can predict whether the 
prices will go up or down soon after the issues. So invest 
only if you have an investment horizon of a year or so. 

A longer term horizon would involve a risk, at 
least for some of these PSUs, on account of declining 
monopoly power, as Ashok Kumar, CEO, Lotus 
Strategic Consultants, warns. 


ies GAIL 


State-owned 
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E All figures are for 9 months ended Dec. 31, 2003 and except for EPS and PE, are in Rs crore 
^ As on February 12, 2004 *For 12 months ending March 31, 2003 
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CMC 
This end-to-end rr solutions provider is 51 per cent 
Tata-owned, post 2001. Once focused on government 
work, it is now leveraging its domain expertise and TCs’ 
brand appeal to go global. Domestic growth looks 
good too. The public offer is of the govern- 
ment's 26.25 per cent residual holding. 


Dredging Corp of India 
With 80 million cubic metres of 
capacity, it has an 89 per cent share 
of the 65 million cubic metre 
port dredging market in India 
thanks to favourable government 
guidelines. It will soon have to 
face global rivalry. The equity offer 
will take the government's holding 
down only from 98.5 to 78.56 per cent. 





GAIL 

This company transports 63 million standard cubic met- 
res per day (mmscmd) of natural gas, and has a pipeline 
network of 4,600 km. It also operates seven plants for 
LPG (capacity: over 1 million metric tonnes per annum) 
and a petrochem one for high-density polyethylene. 
Entry barriers are high, but deregulation of gas prices 
could hit it. After offloading 10 per cent equity, the 
government will still have 57.35 per cent control. 


=| CMC 


700 + Tata-owned 530.8 
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^ As on February 12, 2004 *For 12 months ending March 31, 2003 


FOR SALE 


them are hawking their shares. Interested? BY ROSHNI JAYAKAR 


IBP 

Promoted by 10c, which holds 53.6 per cent of it (the 
government holds 26 per cent), this is a petrol retailer 
doing annual volumes of 3.8 million tonnes (3.6 per 
cent of the domestic market)—with its 2,526 outlets. 
Competition is likely to stiffen, with Reliance, ONGC, 
Essar and others entering the field. The public holding 
will only rise to 46 per cent after the issue. 


IPCL 

Having acquired a 46-per cent stake in this integrated 
petrochem player in 2002, Reliance has snapped the 
company into shape. It makes polymers, fibres and fi- 
bres intermediates and chemicals, and according to U.R. 
Bhat, Director, J.P. Morgan, *...is poised to benefit from 
the forthcoming petrochemical upcycle." 


ONGC 

The country's largest player in upstream oil and gas, this 
84 per cent government-owned company is betting big 
on oil exploration. Says Dimant Shah, analyst, ASK 
Raymond James, “ONGC is reportedly sitting on sig- 
nificantly large oil discoveries." Also positive: its for- 
ward integration into petrol refining and distribution. 
After a 10-per cent equity offer, its public holding 
will rise to 13.88 per cent. A government 'gem' it 
would still be. But then, even a generous king would 
want to keep some of his shining story to himself. Il 


Dredging Corporation of India 





2003 2004 





IB Al figures are for 9 months ended Dec. 31, 2003 and except for EPS and PE, are in Rs crore 


^ As on February 12, 2004 *For 12 months ending March 31, 2003 


Six Ratnas For Sale 
End Of Isolation 
Roller Coaster Ride 
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E All figures are for 9 months ended Dec. 31, 2003 and except for EPS and PE, are in Rs crore 


^ As on February 12, 2004 *For 12 months ending March 31, 2003 
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Isolation 


Want shares of Coca-Cola or Microsoft? Access to Fidelity Fund? You can get it 
sitting right here in India. Should you? BY SHILPA NAYAK 


EFORE THE END OF HISTORY SHOWS ANY SIGN 

of arriving, the Reserve Bank of India (RBI) 

has lit a beacon for the end of isolation. 

Resident Indian investors will now be able to 

buy foreign assets. In specific terms, you 

will be allowed to remit up to $25,000 each, per cal- 

endar year, to any place in the world (okay, barring 

Bhutan, Nepal, Mauritius and Pakistan), without any dis- 

tinction made between the transaction being on the 'cur- 

rent’ or ‘capital’ account. The funds thus remitted 

would be free for use in the manner you see fit; you no 

longer need prior approval from the central bank to buy 

immovable property, shares, bonds, currencies or any 
other asset outside the country. 

“It’s a great step forward in introducing diversifi- 

cation opportunities to Indian investors who have 

thus far been limited to India alone,” says Alok Vajpeyi, 
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President, DSP Merrill Lynch Fund Managers. 
Indeed, it's a big move from a broader perspective as 
well. It integrates India with world financial markets, at 
least in some minor way, for one. No less importantly, 
it discourages the illegal flight of capital by offering an 
official channel. It also speaks of national confidence. 
The move wasn't a surprise, though, given how the 
country's tightfisted dollar policy has been changing in 
response to the rapidly growing forex reserves. In 
2003, the RBI announced a series of high-expense 
forex allowances. Another policy shift, and local in- 
vestors got access to shares of companies that had at 
least a 10-per cent stake in a business listed on Indian 
stock exchanges. Companies, that is, such as Unilever. 
But what about Coca-Cola, Microsoft and other unlisted 
standard-bearers of the globalisation story? 

Well, now you can buy those too—if the RBI scheme 
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is precisely what it sounds like. That’s the good part of 
a scheme that doesn’t nanny the dollars once they 
exit the country. You could simply plonk the money in 
a bank deposit in some tax haven, for instance, before 
you choose how exactly to invest it. The question is: 
should you start making overseas investments? 


Making Use Of It 

The immediate benefit that strikes an investment advis- 
or is the risk-diversification opportunity. Foreign assets 
make for a more diversified portfolio, says Nilesh 
Shah, Director and Chief Investment Officer (Fixed 
Income), Franklin Templeton. Just as it makes sense to 
invest in an assortment of shares, it 
makes sense to invest in an assort- 
ment of countries. It’s routine. 
Global investors avoid concentrat- 
ing their money in assets dependent 
on a single economy. That's also 
why people with enormous rupee 
wealth like to stash money 
abroad— just in case. 

As a beginner, you can take po- 
sitions in different currencies simply 
by holding bank deposits in them. 
In fact, ICICI Bank is already in 
the process of rolling out a retail 
global deposit product that parks 
your money in foreign currencies (a 
choice set, so far, of US dollar, - 
British pound, Euro, Swiss Franc 
and Australian dollar). The tenor 
choices range from a month to a 
year. If the rupee falls, you gain 
. even more than the regular interest 
payment (2.64 to 4.70 per cent, 
depending on the currency) in ret- 
urn. “This is a plain vanilla product 
to begin with," says Bhargava 
Dasgupta, Head (International 
Banking), ICICI Bank, *Going 
ahead, it would be a learning process 
for all of us. We'll roll out value 
added products in this category after 
detailed feedback and research on the investment and risk 
psyche of investors." The only other bank with a similar 
product available in India, so far, is Citibank. 


Mutual Opportunity 

Equity investing, of course, would be another major 
opportunity. Except that it would be a rare retail invest- 
or who could claim a good understanding of the game 
overseas. The fact is, global risks are poorly understood 
in India. Investors have always felt insulated from big 
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shocks such as the Asian crisis ud Russia default, and 
are unlikely to venture out without any hint of fear. 

Equity investors would need expertise, and the 
easiest access to this is through mutual funds. You 
may have to be patient, though. “We’d be looking at 
products in this category only after a while,” says 
Rushabh Sheth, Senior vp and Head (Equity Funds), 
Kotak Mutual Fund, “since we'd like to wait and see 
how the whole idea develops, including follow up 
changes in the regulations.” 

Caution is evident across the industry. Formulating 
the funds would mean matching what’s permissible with 
the actual needs of Indian investors. This sounds sim- 
ple in principle, but is not so in 
practice. Retail investor motiva- 
tions, for a start, could vary 
widely—from those who're think- 
ing in strict return terms, to those 
who simply want a safety stash. 
“We would like to introduce prod- 
ucts not in a hurry, but work out a 
strategy on the right side of law. 
We'll need to start the whole 
process with a lot of customer edu- 
cation,” says Templeton’s Shah. 


Globe Watch 

If you're looking at making direct 

oe global equity investments, ICICI 
. Bankis planning tie-ups with bro- 

|  kerages worldwide with whom you 

could hold an account. So if you 

dream of meeting Warren Buffet at 











being that $25, 000 1 is ‘nowhere e 
close to its last NYSE quote of - 
$92,000. The annual dollar ceiling 
could also pop that dream of own- 
ing a beachside cottage ón the 
Mediterranean. Or maybe the Gulf 
of Mexico. But if it's a US dollar 
investment you're planning, do not 
forget this particular currency's 
expected deep vis-a-vis other currencies. Why? 
You ought to know by now; to be a global investor, 
you have to bea globe watcher: E 

CORRIGENDUM | 

In Towards Safe Success in the Personal Finance section of the BT is- 
sue dated February 29, 2004, you may have found stock charts for six 
companies displaying prices for the trading day ended April 2, 2004. 
This reflects neither a desire nor an ability to predict the future. Nor 
is it a target price. It is an error, and tbe date. should. have read 
February 4, 2004. The oversight i is BAD and it deeply regretted 
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Presenting, another edition of the monthly MF scorecard. How has January 
been? Read on. A BT-Mutualfundsindia.com report. 


ANT QUICK BUCKS? GO FOR EQUITY. THAT'S 
the likely advice one would get from any 
investor who has experienced the thrill of a 


Bull Run. After January's experience, they may be 
less gung-ho. For they would've encountered ‘volatil- 
ity. That word sums up January, with special emphasis 
on PSU and technology scrips. 

Yet, Fils, used to volatility as a market characteristic, 
have held steady on Indian equity. Net Fil inflows for the 
month stood at Rs 3,177 crore. Mutual funds were also 
net buyers, having poured in well over Rs 900 crore. 
January also saw a tech IPO (Patni) after a long time. 


Index Wrap 


The BSE Sensex and Nifty lost 1.66 and 3.39 per cent, 
PORTFOLIO RESHUFFLES 
Major Sells 


Scrip Funds 

GAIL Birla, DSP Franklin 
ICICI Bank Franklin, Principal, Tata 
TISCO DSP Prudential, HDFC, Kotak 
IPCL Prudential, Tata, Birla 


$CI DSP Prudential, Tata 


For the month ended Jan. 31, 2004 


Tax Planning Schemes: Picks For 2004 





Scheme Return (%) 

Birla Equity Plan 143.22 
HDFC Tax Plan 2000-Growth 128.77 
HDFC Taxsaver Fund-Growth 112.49 
Prudential ICICI Taxplan-Growth 128.54 
Tata Tax Saving Fund 134.06 


Absolute retums for the year ended Jan. 31, 2004 


respectively, during the month. Amongst the sectoral 
indices, BSE IT took a big hit, losing over 10 per cent in 
January, followed by the CNx Midcap 200, losing 
close to 8 per cent. The BSE Bankex is the only sectoral 


Major Buys 


Scrip Funds 


Maruti Udyog Franklin, IL&FS, HSBC, Principal 
Franklin, HDFC, Reliance 


Satyam Computer 


Zee Telefilms Birla, Franklin, HDFC 
ITC HSBC, Franklin, Reliance 
ACC HSBC, Prudential, LIC 
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Top Five Equity Funds 


Scheme 


Absolute returns for the month ended Jan. 31, 2004 


Absolute retums for month ended Jan. 3L, 2004 
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Top Five Tax Planning Funds 


Scheme 





Absolute Returns (%) 





Absolute returns for the month ended Jan. 31. 2004 


Top Five Balanced Funds 


Scheme Absolute Returns (%) 








Absolute returns for the month ended Jan. 31, 2004 


index that saw appreciation. Globally, in contrast, the 
trend was upwards. Nasdaq and Dow Jones were up 
marginally by 2.80 and 0.61 per cent. But the Hang 
Seng, Strait Times, KOSPI and KLSE rose by 6.09, 4.79, 
4.66 and 3.31 per cent, respectively. 


MF Performances 

Most equity funds saw a fall in their NAVs. Funds with 
high midcap and tech exposure were losers (Sundaram 
Select Midcap and Franklin India Prima Fund). 
Diversified equity funds on an average lost 4 per cent. 


Among the trend-buckers, Sun F&C Resurgent India 


Equity Fund, with just 60 per cent of its corpus in equ- 
ities, gained on Maruti Udyog and Tata Power. Balanced 
funds had even more difficulty posting gains (of 27, only 
two did). Sun F&C Balanced Fund, the January topper, 
did well on its Tata Motors and spt bets. 

Among sectoral schemes, Reliance Banking Fund has 
emerged on top with absolute returns of 6.66 per 
cent, though it reduced its exposure to 581 from a 
mammoth 26 per cent in December to 10 per cent by 
the end of January. The fund also has a big exposure to 
ING Vysya Bank. Equity linked saving schemes, which 
typically see more action towards the end of financial 
year, have lost an average of 4 per cent—though some 
did post positive one-month returns. 


Et Tu Sensex? 
Has the Bull Run come to an end? Will the 1999- 
2000 episode be repeated? These are the common 
questions that are worrying investors at this junc- 
ture. The answer? Follow the basic principles of in- 

vestment. Invest for the long run, realign your asset al- 
Ng if required, and don't panic. B 
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Authorised Distributors : Auro Electro Power (P) Ltd., 4703-4, Block P. New Alipore. Kolkata - 700 053. Ph: 033-240083 | 2 | 03, Mobile: 98300 3. JR. Gotech 
Accumulators (P) Ltd., #24-112/1, IDA Uppal, RR District, Hyderabad. Ph: 040-27200189, Mobile: 98490 18989 / 98480 49336. Murphy Battery, #8, Kailash Vaibhav, Mahalak 
society, Plot No.21, Sector 11, Koparkhalme, Navi Mumbai - 400 079. Ph: 022- 30984254, Mobile: 98191 24942. #32, Kumar Place, 2408. East Street 


Mobile: 98230 57561 / 98230 30852. Plot No.1619, Near Sonali Hotel, Pune - Bangalore Highway, Shiroli, (Pulachi), Kolhapur - 416 122. Ph: 0230- 2462458 Mobile: 98922 04545. Dynamic 
: - ) y 


Marketing, Amrut complex, Pune - Bangalore Road, Shiroli. Ph: 0230- 2462454, Mobile: 98222 94545. Viral Batteries, Malaviva Wadi Building. Gondal Road Reiko! 
[ 


24611591, Mobile: 98252 11160. Patel Power Point, 12, Ketan Shopping Centre, Kododara Char Rasta, Surat. Ph: 02622-274269 / 273589. Rajat Marketing Services 

Hotel / Vijaya Bank, Bisra Road, Rourkela - 769 001. Ph: 0661-2511241 / 2502202, Mobile: 94370 43095 / 94370 43906. A B Suppliers (P) Ltd., #62. Lower Shopping Centre. Gana 
Plaza, M.I. Road, Jaipur - 1. Ph: 0141-2388791, Mobile: 98290 64802 / 94140 49613. Aparna Agency, 511 - A, Ashiana Galaxy, Exhibition Road, Pal 
Mobile: 94310 78193. Sunrise Battery Company, Katras Road, Matkutia, Dhanbad - 826 001. Ph: 0326-2303479 / 2307489 (R), Mobile: 94311 21108.S R Batteries (P) Ltd, # 

1-K, Hukul Ganj, Varanasi - 221 002. Ph: 0542-2586386, Mobile: 94152 25857. Speed Enterprises, S-9 / 285-A-1, Nai Basti, Pandeyour, Varanas 02. | 542-2585685. M 
94152 25514. Durga Trading & Co., Opp. Raja Ram Mohan Roy Academy, Saharanpur Road, Clement Town, Dehradun. Ph: 0135-2642502, Mobile: 94120 54142. International Power 
Corporation, MIG - 403, Panampilly Nagar, Cochin - 682 036. Ph: 0484- 3095178, 2321287. Mobile: 94470 85776. Sri Kumaran Enterprises, 475. Kongu Nagar, Rama 


Coimbatore - 641 045. Ph: 0422-2311811, Mobile: 98422 43041 / 5397811. Sree Sakthi Power Plants, 123/B. Salem Main Road. Near Maruti Hospital. Namaki 


1 
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275255. Mobile: 94433 35255. Power House, 53/1, TPK Road, Palangatham, Near Kumarangan Koil, Madurai - 625 003. Ph: 0452-2372825, 5537343 bile: 98421 40758. Raayel Autc 
Electrical & Spares, KN. Chandran Complex, Bye Pass Road, Dharmapuri - 636 701. Ph: 04342-260514. Suntrek, SCO - 133. Sector 28-D. Chandiaarh. F 172.507023í 

Mobile : 0172 - 3135812, 3135898. E-3, Lajpat Nagar, !|, New Delhi - 110 024. Ph: 011-29814129, 29814822. OM Commercials, Malhotra House. Link Road. Blaso 

902648. Mobile: 98252 20203. Durga Trading, 32A, New Mandi, Muzaafamagar, Ph: 0131-2601206. Mobile: 0135310 8358. Powertrac Corporation, Shop. N 


Inez, Panaji, Goa - 403 001. Ph: 0832 - 2424484 
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Moving Into 
Top Gear 


his is one car chase that is becoming 
more and more exciting for 
prospective automobile buyers. With 
car manufacturers planning to roll out 20 new 
luxury car models - ranging from the BMW 
745 and Audi TT Coupe to the Rs 3-crore 
Mercedes Maybach - as well as budget car 
models this year, the car buyer is spoilt for 


choice. So whether you are planning to 


upgrade to a bigger car or go in for an entry- 


level, budget car, there is a wide selection of 
cars to choose from. 

The sale of passenger cars in India has 
nearly doubled in the last five years. Not 
surprising, as car finance is easily available. 
According to one estimate, more than 85 
per cent of cars sold last year were financed 
by private, foreign banks. As a result, the 
average period of car ownership has also 
come down from 10-12 years to less than 
five years. With the surge in car sales, India 
has emerged as the third largest car market 


in Asia, surpassing China. 


What's more, buying patterns too are 
changing. Gone are the days when Indian 
consumers were only interested in family- 
oriented vehicles. Today, niche and speciality 
vehicles are the order of the day. And this has 
led to manufacturers competing to launch 
new models.Some like Ford are also planning 
to launch customised cars. 

With cars becoming ล lifestyle 
statement, the demand for genuine and good 
quality accessories is on the rise. 
Accessories include a wide range of 
products, from entertainment systems to 
engine additives and seat covers to floor 
mats and cockpit-like gadgets to custom 
pedals. Teflon-coating of car exteriors is a 
new trend as buyers are keen to prevent the 
paint from fading and also guard against 
scratches. The demand for leather 
upholstery and dashboards is also growing. 
There is no doubt then that as sales soar, the 
Indian automobile industry is all set to drive 


off into the sunset. 
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BlüFenner 580 แ แ 10 vehicles in india 


run with ล Fenner product. 





Fenner belts and Pioneer oil seals ensure trouble free, long lasting performance 
๑ Fenneris the pioneer in belts and oil seals in India 

e The most widely used auto accessories in India 

๑ All Fenner products are made with unique manufacturing process/technology 

๑ They'rethe first choice of OEMs and exported to over 40 countries 

๑ Fenneris ISO 9001, ISO/TS 16949 certified and accredited to American Petroleum Institute 
Insist on Fenner products at your next service. 
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Fenner (India) Limited 

(An Associate Company of the J.K. Organisation) 

Khivraj Complex - Il, 480, Anna Salai, Nandanam, Chennai - 600 035, india 

Ph: 24312450 - 58 Fax: 24349016, 24320193 Email: apdrep mhq(afennermail.com Website: www.fennerindia.com 





Trusted choice of OEMs, leaders in Auto Replacement 


FIFTH ESTATE : 5817 















เพ แอ ท ท ต ‘Power Unleashed’. 
translates to improving 
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enner, power transmission giants,an 
la company of the multi-crore JK 

Group have announced their plans for the 
coming year. C. Suresh 
Kumar, who took over in 
June 2003 as Vice 
President (Sales & Mktg.) 
says the company is 
clearly focused at doubling 
turnover in less than 4 
years. In his earlier stint at 
Philips as National Sales 
Manager he is reputed 
with the introduction of 
benchmark sales processes in Distribution 
Management and was responsible for doubling 
the turnover of the Lighting division between '97 
and 2001. 

Suresh believes that the key to achieving the 
necessary targets is, quite simply, products, 
people and processes and tapping their hidden 
potential... what he calls the 

"That 





Mr Suresh Kumar 
Vice-President 
Sales & Marketing 


contacts and 
streamlining sales processes. With regard to the 
auto segment, both mechanic and customer 
have to be educated about what lies behind the 
Fenner and Pioneer brands." 'Relationship 
Management is the key word for him which he 
defines as 'the things in life that money can't 
buy'. 

Fenner's agenda for the coming year revolves 
around two key points of establishing themselves 
as the 'most preferred' OE supplier and achieving 
greater than 50% share in the replacement 
market. 

The company already occupies a much-envied 
position in power transmission products. They 
are domestic market leaders, and in automotive 
belts and oil seals, Fenner currently enjoys the 
patronage of virtually all leading original 
equipment manufacturers, whether for tractors, 
trucks, commercial vehicles or new age cars. FIL 
(Fenner India Limited) is also the largest 
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exporter of V-belts for the country with products 
being exported to over 40 countries including 
USA, Europe, Australia and South Africa. 


TAFE - Power Source Division 
subsidiary of Tractors and Farm 
Aeon Limited and a member of the 
South India's largest Automobile 
Conglomerate, manufactures and markets 
automotive batteries under the brand name 
SPEED, through its own distribution network. 

Speed automotive batteries have been specially 
designed to suit all types of 4 wheelers ranging from 
Small Cars to Trucks to Tractors as well as batteries 
for various two wheelers like Scooters (self start 
Category) and Bikes. These batteries are priced 
reasonably competitive to match the consumers 
cost consciousness and are made to high quality 
standards with strong R & D support. Speed is today 
available across all states in the country with a wide 
distribution network and retail outlets. 

As far as the technology goes, Speed batteries 
are made with the use of best 
technological radial grid design and 
other inputs that can ensure the 
maximum life of the product and 
continued performance suiting to all 
weather conditions. These batteries IK » «= จ 
also has the capacity of not getting pue 
drained for performance even at very high external 
or under-the-bonnet temperatures, as demonstrated 
by its stands in the J 240 test at 75° C. 

The company also manufactures AMCO Insta- 
Power Batteries for UPS/Inverter applications and 
AMCO Insta-Sealed Maintenance Free VRLA 
Batteries at its two modern plants at Maraimalai 
Nagar, near Chennai. Both the manufacturing plants 
are ISO 9000 certified for its quality processes and 
facilities and has the ISO 14001 certification 
awarded for its environment management practices. 

Both these range of batteries have today 
found a strong place in almost all markets in the 
country and even in various industrial usage. The 
company has also gained a good supply stands to 
the Defence department for its needs in this 
Category of batteries. 

The Division also manufactures AMCO- 
YUASA Lead Acid Storage Batteries in 
polypropylene containers. 
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Yahan petrol Ke saath 
vishwas bhi milta hai 


Jackie Shroff 
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Look for this Sign at all IBP petrol stations. 
Your guarantee of 100% quantity and quality. At an 
IBP pump you can be sure that your trust is rewarded 
by the purest of fuel, filled in to the exact quantity you 
paid for. With over 90 years of trust, this promise 





comes to you from the nation's pioneering 
petroleum company. So you get the best G 


oa 


ever value for your money, time after 
time. 












































BP is the oldest Oil Marketing Company, 
operating since 1909 and has consistently 
.demonstrated leadership in the business of 
Retail 1 0 of Petroleum products. In fact, 
it was the first integrated Oil Company 
-with its own oil fields and refineries. 
Today, IBP is engaged in marketing 
Petroleum products, manufacturing 
and marketing of Lubes and greases, 
Industrial Explosives and  Cryo- 
containers. Petroleum, Explosives and 
Cryogenics are the three Business 





Outlets across the country. 
Company. 


Bhi in January 2003, for creating enhanced 


launched by IBP- 


the Oil Industry. - 


Speed Diesel has been launched under the name 
'"SHAKTI' in select cities. 


Toe Guilty thas 


ank Of India - a premier nationalized bank 
B with a focus on relationship banking has a 
wide reach with 2555 domestic branches 
dispersed across the whole country and 21 
foreign offices. The bank has a strong franchise 


0 | . 0 With 22 million strong loyal customer base. With 


ia -bank has a strong presence among the 





‘With 


Groups of IBP. IBP has more than 2200 Retail 


IBP is now part of the prestigious Indian Oil 
Corporation Group a Navratna and Fortune 500 I 
Ben he | professionals and other individua 

IBP has launched nationally. its new Quality & | | ex 
Quantity Assurance Program - -Pure Bhi Poora 


customer satisfaction: The Q ๑ ๑ ๑ Scheme was | 
in the. Oth year of | 
independence in an effort to provide better | 
customer service - an effort that was the first in. 


For the discerning customer IBP nal 
launched its premium grade petrol and premium 
grade High Speed Diesel, to provide wider choice 
to the customer and to create brand image. | 
Premium grade Motor spirit has been launched 
under the name 'JOSH' and Premium grade High | :: i 
| Operating: profit has. grown by. 18. 9% over อ 


over 48% of the bank's advances to Priority . 
Sector spanning over one million customers, the 


leui ilture, ssi and other SME ร ง ทา ร ทั, which | 





are the current growth areas of the economy. 


long experience in domestic and 
international banking, they are one of the few 
banks, which are able to offer the full range of 
products including solutions for Forex and 
international trading/banking requirements. The 
first Indian bank to offer ATM facility way back in 
1988, the bank has also added considerable 
technological capability over the last few years. | 
Bank Of india has an array of financial 
products for the retail and personal segment. BOI | 
Star Autofin scheme is ล ท attractive vehicle 
finance scheme for purchase of personal 
vehicles, both two wheelers and four wheelers. 
The eligibility covers . the whole range of j 
individuals — . viz. Salaried - , employees, i 








| Lakh. The. eligible. amount | is 20 times athe monthly 
salary (for salaried employees) or 100 % of 
Gross Average Annual Income for others. The 
loan is repayable in. convenient equated monthly 


5 upto 60 months. The loan attracts a concessional 
| interest. rate, currently 11. 25%, 


installments. with maximum - repayment period i 


‘Interest is 
charged. on reducible balance. The loan is 


available from all the branches of the bank, which 
are conveniently located throughout the. country. 






The documentation is Spe and. 
hassle free. — 
Bank . Ot. India. has 


months December 2002 and Net profit has 
increased by 15.96 %. Traditionally, the bank's i 
focus has been on. Corporate and Business 
accounts on the credit side. On deposit and 
services the bank has been catering to retail 
clients. They are ท อ พ increasing focus on Retail 
banking products like. Debit cards, credit cards, 
personal loans and other personal investment 
products. This will give them an additional 
growth area. | 

This unique. blend of global banking 
expertise, strong long standing relationships, . 
customer service orientation and technology 
enabled delivery - capabilities: epate a 
competitive edge for. rhe ank in | | 
place. | T PREIS OAM NETS 

















Walk in with a dream. 





The one-stop solution 





to owning a vehicle of your own 





For all those of you who've dreamt of owning your own 
two or four wheeler, BOI's AutoFin Scheme is the dream 
solution. It’s easy, fast and easily repayable. So why wait, 
just convert your dream into reality. 

Eligibility: Salaried employees, professionals and 
individuals with high networth. 

Maximum Limit of loan: Rs. 10 lakhs 


Eligible Amount: ๑ 20 times of gross monthly emoluments 
in case of salaried employees 


๑ 100% of gross average annual income as per last three 
income tax returns for professionals, individuals of high 
networth. 

Rate of Interest (on daily reducing balances) : 
0.50% over BPLR, at present 11.25% p.a. at monthly 


compounding basis 


Repayment: Maximum 60 Equated Monthly instalments 


w.e.f. one month after first disbursement from loan account 





Bank of india 


Head Office: Star House, C-5, G Block, Bandra Kurla Complex, Bandra (East), Mumbai-400 051.Visit us at www.bankofindia.com 
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BUSINESS 


WITH 


PLEASURE 


OFFER 


Subscribe to Business Today, enjoy fabulous prizes every month 
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y» Personal weighing 
* Club Mahindra s * Easy to use * Portable 
Holiday EX 3 * Lightweight 


Nahina 
HOLIDAYS 
* Akai CTV (21") 

OR 


Caller ID phone 
* Caller number * 12 digit 
calculator * Music on hold 
* Akai Music System function * Fast check 


(1800 watts) incoming and outgoing calls 


Holidays for a lifetime 
* Kelvinator 
Refrigerator (458 Its) 


MONTHLY LUCKY 


Abdomen trimmer 
* Portable * Easy to use 

* Lightweight * Detachable 
handles * With a knee mat 


OR 


c อ เธ Digital organiser 
TE ; * Telephone number storag 
* Holds e-mail addresses 


. M * World time clock 
Woodland | Akai CTVs (29") * Calculator cum converte: 


25 vouchers per month 6 TVs per month * Alarm clock * Data storag 


i 
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FOR MANAGING TOMORROW 


“Please fill in the coupon and mail to Living Media India Ltd., Hamilton House, 1-A, Connaught Place, New Delhi 110001. wwwibusiness-today.cc 


Yes, l'm interested in aeneis, e to Business Today! 


(Tick in the isto "md 


Grey Worldwide ET 466 03 


Or please charge my Card No. . | | | L1 | Expiry Date ว 


Subsenpoon Terms & Conditions» Special rates, and offer valid in India only * Allow 4-6 weeks for processing of your subscription * Your free gift will reach you within 6-8 weeks of commencement of your subscription * Do not ser 
*Add Rs. 10 for non-Delhi cheques * It will not be possible to entertain any request for cancellation once the free gift has been despatched + Superscribe your name and address on the reverse of the cheque/DD * Accessories shown are n 
of the offer * Products shown are only indicative and may not be the actual gifts «All disputes are subject to the exclusive jurisdiction of competent courts and forums in Delhi/New Delhi only * For further details, please call (01 1) 2335223 
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Vertical 
Integration 


I A SIGN OF THE TIMES IF THE WORD 
‘integration’ reminds you more of 
Reliance and less of national urgencies, or 
even calculus. True, industrial integration, 
or more specifically Vertical Integration, 
has gained enormous currency in India 
over the recent past. It refers to the process 
of bringing different production stages of a 
value-chain—upstream and downstream— 
under common management control. 
Mega-capacity manufacturer Reliance, 
for example, has integrated its operations 
‘backward’ from the front-end of synthetic 
textiles to fibre intermediates, petroche- 
micals and now oil, the primary raw mate- 
rial for those products. State-owned oNGc, 
meanwhile, is looking to integrate operations 
forward (through stages of a different value 
chain), from oil exploration, to oil refining 
and petroleum product retailing. 
Integration is typically undertaken on 
the logic of supply-chain coordination 
and input cost control, which can yield 
benefits of speed and profit, as time effi- 
ciency rises and what would otherwise be 
stage-by-stage margins add up. Often there are tax benefits too. Of 
course, it's not so simple, since inputs can perhaps be procured cheaper 


— 


4 as , B น NT 
$i i . : | e th ee : 
| | T 


z "di 
auc 
-- 


| 


1 
1 
- 
i 
7 
1 


8 จ ไซ ย ซ็ 0 


from the market. Theoretically, ล ร Ronald Coase argued in The Theory Of 


The Firm, a firm chooses to integrate two verticals when the transaction 
cost of using the market to coordinate the activities is higher than the cost 
of using internal authority over them. 

The theory suggests that in inefficient or closed market environ- 
ments, integration is more effective. But otherwise, there could be dis- 
advantages of ‘trapped capacity’. Optimising different processes could 
prove devilishly difficult, requiring too vast a breadth of competencies. 
Product mix flexibility is low too. 

A non-integrated model has it easier sourcing a hot new input to produce 
a hot new product. That’s among the reasons that relatively market-oriented 
industries (like cars and computers), prefer the outsourcing model, with prod- 
uct assemblers relying on the market for inputs. The logic is that disaggregated 
abilities make for better overall efficiency, under high competition. Mutually 
competitive suppliers help drive down costs and raise quality. The ‘Wintel’ 
computer platform beat the Apple original as the ‘standard’ because the form- 
er had many assemblers—and suppliers—competing on cost, lowering prices 
and gaining volumes, while the latter kept its platform all to itself. Œ 


An ability to embrace 
new ideas, 

routinely challenge 

old ones and live with 
the paradox will be the 
effective leadersí 
premier traits. 


To be a leader in the high-tech storage 
industry, Seagate has consciously nurtured 
a spirit of innovation and the ability to 
constantly break records, "Traits" that have 
helped Seagate Hard Disc Drives deliver 
the industry's best combination of 
innovation, performance, acoustics and 
reliability. No wonder, Seagate continues to 
be the world's leading provider of storage 
technology for Enterprise, Internet, 


business and consumer applications 





Spot The New Ad 


Www seagate-asia com 
saarc/adcontes! 
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We turn on ideas 
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SUPER TROOPERS 










f Health Food Drinks (HFDs) were believed to be 
L^ serious and sober-something one had to gulp 
down with milk every morning because mom insisted on 
it-one brand that has attempted to turn this perception on its 
head is Boost. Now a leading player in the HFD category in 
India, the success of Boost characterises the manner and 
skill with which its manufacturer, GlaxoSmithKline (GSK), 
has responded to the changing contours of this product 
segment in recent times. 
เละ % ๕ ๓ ๕ 

The overall HFD market is estimated to be approximately 
valued at Rs. 13,000 million. Brown HFD sales have 
steadily increased to about a third of this market. In the 
overall context, GSK has not only retained market 
leadership of the "White" HFDs through Horlicks, 
in Boost it has found the means to enhance share 
in the growing "Browns" segment and take on the 
traditionally strong player of this market-Bournvita. 
The two brands are now in a close race for the top 
spot in this category. 

The brand's market share is over 1296 countrywide 
among all HFDs, while in South India, it has 
cornered 22% of the market and is by far the biggest 
brown HFD (Source: AC Nielsen 
Retail Panel data). In certain 
Southern cities, Boost has 
approximately 40%-45% 
household penetration (Source: 
IMRB Consumer Survey). 
NEMPE nima» 

Boost was developed by the 
company's Indian R&D team in 
1974, and launched in Kerala in 
1975/76. Positioned as the 
"Energy Fuel", the brand soon 
generated great consumer pull 
and was subsequently launched 
at a national level. Around 1984, 
however, Boost sales seemed to 
reach a plateau. This led to a 
complete rethink about the brand 
strategy. A deeper understanding of purchase dynamics of 
the category revealed that by the latter half of the 1980s, 
children had come to become strong influencers in any 
family's purchase of these HFD products. What was also 
observed is that this section of the population has the highest 
supplementary energy requirements, and is the most 
enthusiastic about sports as well-cricket in particular. Infused 
with this insight, Boost was consequently repositioned as a 
brand that pushed the association of kids of this age-group 
with cricket. This has remained a winning strategy. 
Achievements___.__ 

Success has come as a result of consistent brand building 
on a strong positioning platform built around Energy. The 
brand had the conviction to make a paradigm shift in 
targeting the child in its communication. Today "Boost is the 
secret of my energy" is the most recalled ‘sign-off’ in its 













A look at three Superbrands whose strong brand equity, consumer 
lotalty and bonding have won them India's first 'Oscars in branding' 


product segment and has defined the brand's identity. Also, 
Boost is the first HFD to have ever used celebrity 
endorsement to convey its proposition and has successfully 
carved out the Energy HFD market in India. The brand's 
success has earned it prestigious awards like "World Star" 
and finalist position in Effie Awards 2000. 

Recent Developments ม ม ม 

Boost has been a front-runner when it comes to innovation in 
the HFD category-be it the first ever 'Shrink- Sleeved’ 
packaging development in 1999, or coming up with "Power 
Boosters" as an ingredient- a revolutionary concept in the 
category-as part of the November 2002 relaunch. 

The brand has also been very active in ground-level 
activities to reach its target audience better- be it through 
extensive school contact programmes (covering 
over 3.6 lakh students every year across the 
country) or through activities like the Boost Cricket 
Cup aimed at identifying genuine cricketing talent 
among kids. 

Not surprisingly, the brand has grown at a CAGR 
of over 8 96 over the last 4 years, in a period when 
the category itself hasn't shown too much growth. 
Cricket and Celebrities... .. EE | 
Cricket has been the 
cornerstone of Boost's brand 
promotions. This sport 
commands unique passion in 
India, among children in 
particular. Boosts energy 
offering is also uniquely suited to 
this situation -- after all, to play 
quality cricket and last the 
duration of a cricket match you 
need loads of energy. Therefore, 
Boost has been successively 
endorsed by India's most 
famous cricket stars, particularly 
those with an enormous 
following among children. Kapil 
Dev, who was the country's most 
charismatic cricketer in the 
1980s, flagged this off. In the 1990s, the baton passed to 
Sachin Tendulkar, who emerged in the early 1990s as a 
baby-faced teenager and instantly became the heartthrob 
of millions of cricket-crazy Indians, especially young 
children. Sachin has remained steadfast in his support for 
Boost with explosive batsman Virender Sehwag joining the 
Little Master as brand ambassador in 2001. The on-pitch 
chemistry between India's opening duo has continued 
beyond the cricket pitch-or so it would seem if one saw the 
Boost commercials starring the two. 

Brand ล เน อ ร ม 

The personality of the Boost brand is distinctly sporty and 
energetic, and everything-from the tone of communication 
to packaging-is done to reflect this vibrant energy. Today, 
the colour red and "Boost is the secret of my energy" have 
become synonymous with the brand. 


















The birth of gl ส ท า อ น ธ . 







; dn the summer. of 1990, a new word entered the Indian lexicon — ซด เ ห ่ ด น ิ เย ี ย ค่าย. Parrjwaie. can takë credit i in r" ge m measure r^ ก ล คัก ย โท 6 
-- new Indian attitude towards bathrooms. From a dark, wet, uncomfortable pam to a gleaming, glamorous mee s Prosperi, the 


'. Indian. bathroom has gone through a remarkable transformation. 


But this is not the first time Parryware changed the rules of the sanitaryware market. Nearly: a decade ล่ อ พ ธะ TIYW. ched ‘Cascade’, its 
© peacock shaped design was never seen before in the ceramic industry. A feat achieved in association with. IFO Sanitar of Sweden. This closet. 
_ with its revolutionary design and water saving mechanism caught the imagination of the consumer across. india. And in a short period of time, 

this product became so successful that the term ‘Cascade’ would go.on to become the generic name for its segment. : 


This philosophy has grown with the company - Parryware now offers a full range of products and services to cover the entire spectrum .of 


-:: bathroom needs. 


d Teal for innovation 


The legacy of pioneering market-defi ining innovations continues: Pariyware became the first brand to introduce ขม แท easy to clean 
Surfaces, (NMICRORAL) seat covers and ผัด integrated 25 6 54 ม urinals in 2002. It is also the oniy Indian sanitaryware brand to be 
. certified ISO 9001:2000. 


~The latest development is the introduction of waterless urinals. Perfect for these times of extreme water r shortage, this latest innovation secures 
Parryware's domination across the entire spectrum. of the sanitaryware market. 





- Technology has been the: driving impetus behind Parryware's innovations. Technology that is dud at the ever evolving. needs do: the | 
customer. STAINZFREE surfaces for example are special, easy to clean.surfaces. These contain a. nano-particle coating that prevents water from t 
ด c on the surface of.the product, drastically. reducing the formation of. stains and hard water spots. ; | 


anisms, $, providing | 
ve product will not | 


NT-MICROBAL) | 5roducts contain a special germ-fighting additive that: protects against harmful bacteria and ‘odour „causing orgat 
superior hygiene. This additive i is not a coating, but is impregnated: into the material. Asa result. chipping í or a 
diminish its effectiveness. T 2 






Enhancing the experience 


Another recent innovation of Panwas is. a a dramatic move’ in improving the. retail experience - the first อ ก ญ์ ผล แล brand in india to do so. 
Parryware has set up ve 'Experiencenter in: many cities with. the aim of TEE a one-stop. ion to ra fhe « entire range of Parryware " 
offerings. | 


Topping off this “0 Tr is "3 pioneering service. from Parryware: the: Customer’ Care Cefiter Again the first brand in India to 
do so, Parryware has. established Customer Care. Center in. all the major metros to provide end-to-end bathroom: solutions ranging from product ` 
inquiry, periodic. maintenance to. complete: bathroom renovations. This service i is. jet a call away. Customers can now reach these centers 
through 9628 900 900i in, Delhi, Mumbai, Chennai, Pango and Hyderabad. ^ 


. More room tor glamour . 





. The latest collection from Parryware reiterates. its ส อ ค 58 leadership in the category. A deh palette of design he collection ranges from 1 
. Stunning single piece suits and basins, luxurious shower temples and panels, toc sophisticated glas bas hese. products distinguish k 
themselves by omy raising the bar for the. entire 0 Each ' PP Li eof gy and glamour compared. to. 

role: n ina ก ณะ “ s 











LI ie 





" The list of firsts goes on, , with y Pana déieloping. the frst B2C | web site in ‘the wie ‘hasty ว this eia winning site 
-— latest impetus to Parryware's customer-centric orientation and fortifies its. presence. across all interfaces with the: customer.” 


Today, the concept of ‘glamour’ is shifting from an outward, superficial emphasis: to inner glamour: Consumers daa are more concerned x 


© about how they ‘feel’ than just how they ‘look’, 


The new products focus on hygienic 0 iti is from this development that the new platform of Sparkling clean i lamourooms e evolved and 





products have all. pee zm € of อ ท อ ป่า ช์ revolution | เท a sanitaryware category. 
Guest to be the best 


^^. And ever since Parryware re-christened the bathroom to the glamouroom, its responsibil ity towards the category has grown ‘many-fold. The 
"brand has to stay on top of the market with new trends, new. technologies, new ideas and must always remain contemporary and relevant. 
^ Whether it's hygiene or styling, Parryware is not about ed it fi rst but about doing it the best, and carrying these ideas on a PA scale all | 
: across India and international markets. 


` The Parryware branding mantra is simple: keep. the aüalily " "what's o there” and keep innovating the "what's to come" line of 
. products. Reinforcing these brand values. will help the brand realize its plan of taking its sanitaryware equity into larger, newer spaces like 
kitchen, homes, hotels, offices and building. All of which adds dp toa SIUE with, อ แล ม ก and PSU 





| Sparkling clean glamourooms. | 








WWW. eparryware.c co 1 m ce 
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No other Superbrand looks this slamourous 
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Sparkling clean glamourooms 
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Horlicks 


uite often, a jar of Horlicks 
occupies a visible position in 
Indian kitchens. Generations 
of Indfans over the past half-century 
have become firm believers in 
Horlicks's virtues of good health and 
nutrition. This can be expected for a 
brand that consumers have used since 
the 1930s. One of the best known 
brands in the health food category, 
Horlicks owes its success to a strong 
brand heritage, commitment to 
quality, a strong distribution network 
and a deep understanding of 
consumer needs. 

The market for malted milk 
powders in India is huge. The product 
is widely used as a nutrition and 
energy supplement by children & 
adults. The market is at approx. Rs. 13,000 mn. Horlicks 
occupies the leading position with over 50% share of the market. 
(Source: AC Nielsen 2002) 

Despite Operation Flood, the durability of the Horlicks brand 
has survived and strengthened over the years. 







History 

Malted barley, wheat flour and evaporated milk. That's Horlicks 
recipe for success. James Horlicks was a chemist who worked for 
a company which produced dried infant food. He became 
ambitious after inventing some recipes of his own. Along with his 
brother, they found J and W Horlicks of Chicago. 

In the 1870s, babies often fell sick as fresh milk soured quickly 
without refrigeration. It was this recipe, invented by James and 
William that saved the day. From then on, their business grew 

rapidly. It was in 1906 that James 
returned to Britain and opened the 
Horlicks Malted Milk Company. 
Later, their sons sold the brand to 

SmithKline Beecham, now known as 

Glaxo SmithKline, (GSK) for £20 

million. 

Up until the 1960s, Horlicks was 
positioned as an adult restorative 
drink. The 1970s saw its position 
shift to "The Great Nourisher. In this 
phase, the brand saliency shot up. 
Suchitra, the protagonist, epitomised 
the modern housewife of those days 
as the gatekeeper of her family's 
health. The medical credentials were 
reinforced through a doctor's 
rational voice. During the 1980s, 
Horlicks created one of the most 
popular TV campaigns with its "Why 
Do I Drink Horlicks?', commercial. 
It was one of the early instances of 
slice-of-life advertising — that 
showcased the wide acceptance of 
the brand among people from 
different walks of life. 













The brand has been endorsed by 
celebrities, including leading lights 
of the Indian film industry such as 
Amitabh Bachchan who featured in 
a series of radio ads in the 1960s 
and 1970s; and Moon Moon Sen 
and her daughters Riya and Raima 
in the 1980s. Former World Chess 
champion Vishwanathan Anand 
has also endorsed the brand. 

The next decade saw Horlicks face 
an immense external challenge. 
Thanks to Operation Flood, there 
was availability of milk and the 
raison détre for buying the brand 
became weaker. Horlicks managed 
to stay relevant with the changing 
times by expanding appeal across 
larger segments. 


Product 

Put a couple of tablespoons full into a mug. Add warm water or 
milk and you're ready to enjoy a drink that's tasty and nourishing. 
Add ice cubes, cold milk or water to reconstituted Horlicks and it 
turns into a delicious, thirst quencher on a hot afternoon. Junior 
Horlicks, a specialist brand for little children. Mother's Horlicks, 
a special nourisher for pregnant and breast feeding mothers, and 
Horlicks Biscuits are the other forms in which the brand is 
available. A selection of flavours - including chocolate, vanilla 
and honey - allow consumers to enjoy the nourishing goodness of 
Horlicks in a variety of delicious ways. 


Recent Developments 

The initial years of the new century were turbulent for Horlicks. 
The brand retained market leadership, but showed ล decline in 
absolute sales growth. The brand was not being perceived as 
'modern and contemporary' . A relaunch was initiated in July 
2003, involving improved product, new flavours, new packaging 
and a new communication campaign. For the first time, it was 
decided to target children directly. Research revealed that children 
perceived the brand to be old fashioned - something that their 
grandparents drank. Moreover, mothers too, were reluctant to 
force their children since they wanted to be seen as friends rather 
than as figures of authority. 

New flavour variants - vanilla and honey were introduced. 
Packaging was made more vibrant and attractive. New, improved 
Horlicks was advertised through the "Pran Chonchol" campaign, 
established the Horlicks experience as integral to the lives of spirited 
live-wire children. An engaging, fun-loving personality replaced the 
serious, do-good, earnest persona of the past What remains 
consistent is the commitment of the company to invent new ways for 
consumers to enjoy the nourishing goodness of Horlicks. 

Horlicks has always been a brand that stands for good health 
and nourishment through a wholesome, natural product. Horlicks 
ranks amongst the most cherished and valued brands in India 
today (Source: Brand Equity 2003). 


Things you didn't know 

e Horlicks has a significant presence in over fifteen countries. 
e Horlicks was first invented to substitute milk as baby food. 
e In India, 2 billion cups of Horlicks are drunk every year. 
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SALARY OFFERS 


Street Eruption 


After a heady year for stocks, Dalal Street has turned raucous again. BY ROSHNI JAYAKAR 


HE DECIBEL LEVELS ARE BACK UP. DALAL 

Street’s brokerages are busy, busy, 

busy. With the BSE Sensex hovering 
around 6,000, foreign inflows strong, retail 
investors on a high, research advice in hot 
demand, M&A activity back with a bang and 
enough equity Public Offers lined up to pa- 
percoat the street several times over with ap- 
plication forms (some 600 offers, to raise an 
aggregate Rs 50,000 crore), headier times 
have rarely been seen. 

For sure, booms cannot live on indices, 
statistics, fresh air or even money alone. 
Dalal Street needs warm bodies to get all the 
work done, and quick. This spells a bustling 
job market for dealers, analysts, investment 
bankers and fund managers. Pick up any of 
the pink papers, or even the mainline dailies, 
and turn to ‘appointments’; at least three of 
every six ads are from capital market firms 
on the lookout for investment professionals. 
On February 12, 2004, for instance, you 
had a broking firm seeking dealers for its 
newly opened branches in Mumbai suburbs, 
another looking for an equity research ana- 
lyst, a third capital markets firm hunting a 
CEO, and a funds management company 
asking for fund managers. 

Ask HR professionals in some of the 
large i-banks and securities firms, and you 
will hear about the sudden spring in the 
stride of their junior-to-middle level staffers. 
If they duck sheepishly away from sight 
when their cellphones buzz, it's just an- 
other call from a potential recruiter. 

For headhunters, it's an unprecedented 
bounty, according to Sunit Mehra, country 
manager, Hunt Partners, which has done a 
couple of senior level placements at financial 
services firms such as General Atlantic. “After 


Killing on D-street: The paychecks and bonuses are already roaring up, 4 BaP of three to four years when financial 
but the real crackers might be yet to come services were languishing,” he exults, “today 





 .. ‘The good news is that all this movement in the ง 
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the volumes in financial services search 
business must be running into mil- 
lions of rupees.” 


Revised Salaries 

Hear that sound? It’s the churn in 
Mumbai’s financial world. You have 
IL&FS' Nandan Chakrabarty moving 
to Enam Securities as head of res- 
earch, for instance, and Jamshed 
Desai of Taib Securities joining 
IL&FS Investment as head of re- 
search, even as Sanjay Agarwal, Co- 
Head at Kotak Mahindra Capital 
moves to Deutsche Bank. This is just 
a small sliver of all the action. 

The good news, of course, is that 
all this Brownian movement is being 
energised by fatter baits in terms of 
salary offers. It’s part of a major gear- 


Wow Bonuses 

What about the year-end perform- 
ance bonuses? The Sensex certainly 
hasn’t seen anything like the last six 
months of 2003, and if that won't 
make for bagfuls of cash, what ever 
will? Debt fund managers and bond 
traders raked it in for two years of 
declining interest rates, and now it's 
the equity crowd's turn. 

The foreign brokerage firms oper- 
ating on the calendar year have alre- 
ady announced their bonuses, varying 
between Rs 40 and Rs 50 lakh, repor- 
tedly, at the middle level—and go- 
ing up to Rs 70 lakh at senior levels, 
They have made more than enough 
over the year to hand such sums out, 
assuredly. Specific numbers are hard 
to come by, since dealers and fund 


up. An example is this foreign i-bank, ^ managers at foreign firms have rarely 
which has recently taken aboard two been as tightlipped as they currently 
financial consultants from McKinsey are (though stories of lavish foreign 


& Co for investment banking, and is 
looking to recruit at least 50 junior to 
middle level experts for this busi- 
ness—and a similar number for asset 


holidays continue to do the rounds). 
What about the local firms? “Bull or 
no bull, our performing employees 
have been getting rewards,” says 


| management. The firm has increased Deven Choksey, MD, KRC Securities. 
| the fixed component of its offered The typical Indian-firm bonus due in 
compensation by 15 to 25 per cent. — April is expected by market sources to 

To put that in historical per- be at around 100 per cent of the 

spective, it nearly matches the fixed fixed salary. “We rate our employees 

pay increase of 1999-2000, after into four categories,” discloses Motilal 

which the increment fell to a miserly Oswal, Chairman and Mp, Motilal 

2-8 per cent (till now, that is). ไท Oswal Securities, *and the extraordi- 
absolute terms, it’s more money than nary performers can get a bonus that 


ever before. The fixed compensa- 
tions at the vice president and pres- 
ident levels in Mumbai's better-off 
firms continue to be in the region of 
an annual Rs 35 lakh.Without the 
bonus, that's sizable. 

Mehra of Horton feels that it 
might take a lot more market action 
for salaries to go up by record pro- 
portions. Purvi Seth of Shilputsi, an 
HR consultancy, however, observes 
that, *Those with specific skillsets 
and experience may see larger in- 
creases in the compensation", 


can equal the fixed salary." In rupee 
terms, mid-level dealers are expected 
to average bonuses of around Rs 8 to 
10 lakh, with the higher levels taking 
in around Rs 15 to 25 lakh. 

The most exciting part for Dalal 
Street, though, is the unmistakable 
feeling that more is to come. People 
can barely wait for the year to get 
on. The very institution of bonuses, af- 
ter all, is to incentivise future per- 
formance. As Brian Brown, CEO, SSB 
Securities, puts it, “This year is going 
to be the big year.” 
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COUNSELLING 





| am a 34-year-old civil engineer working with a leading tele- 
com company. But there's not much work here, and I’m just 
whiling away my time. Competition and fast-changing tech- 
nologies have diluted the role of the civil wing in my company. 
At my age, | think it'll be better for me to look for other alter- 
natives instead of wasting my talent here. Should | do that? 
When you say other alternatives, do you mean other 
companies or a change in function as well? It will be 
more difficult for you to move into the civil engineer- 
ing function of a different telecom company, simply bec- 
ause there is little scope for enhancement or growth. If 
you want to stick to telecom, stay where you are, and 
try and look at other functions there such as technical, 
sales or customer service. That will not be too difficult 
because your company will value the time that you’ve 
spent with them, and you will be suitably placed. 
Otherwise, if you’re hung up on the civil function, you 
can opt for a different industry. 


| work with a BPO in Delhi, and enjoy my job. But my pare- 
nts have been unsettled by the hype over the US ban on out- 
sourcing. They feel my job is not secure, and want me to 
move to another industry. And to add to that, they are looking 
to get me married off. How do | convince them the hype is 
not for real? And if | make the switch, what are my options 
in service industries? Please advise. 

Easiest option: find your own spouse! But seriously, you 
should know that there's no such ban. And outsourc- 
ing is not going to go away, simply because companies 
need to be profitable and will always look for sources 
to reduce their cost base. After all, who doesn't want to 
get a job done by spending less? There may be a risk 
only if costs increase to an extent to which India ceases 
to be an attractive BPO destination, but that is unlikely. 
Explain this to your parents, and tell them that these 
companies have invested millions of dollars and are not 
going to throw it all away. Tell them you love your job, 
what your future prospects are, and that if needed 
you can get another job in a different service industry. 
But I can't advise you on precise alternatives since 
you haven't mentioned what you do in your current job. 





HELP 
TARUN! 


| am a senior branch manager at a nationalised bank. | am 
due to retire next year, and have modelled my entire career 
on honesty. But now, in the twilight of my career, I'm being 
coaxed to turn corrupt. The top authorities of the bank, in 
collusion with political players, are insisting that | approve a 
loan to a company that figures in the NPA list of several 
banks. I've delayed it so far, but | fear for my service record, 
considering my impending retirement. Please help me. 

This is a tricky situation and needs careful handling. 
What you can do is list out your objections to the 
loan, in writing, and submit it to your boss for ins- 
tructions. That way, even if your boss does not relent, 
you can't be blamed. But don't be surprised if he does 
relent, because the written word is very powerful. It is 
understandable that at this stage in your career, you 
would not want to take on the system and jeopardise 
your retirement. But corruption prospers through 
such weaknesses, and if you go against your conscience, 
it could boomerang on you. So if you have the courage 
of your conviction, just stick to it. But in writing. 


| am a senior copywriter with a mid-sized ad firm. Till four 
months back, my creative director was happy with my 
work. But ever since our president's cousin joined the 
agency, his attitude has changed and he's not giving me any 
work. Colleagues warn me in subtle ways of a stratagem to 
portray me as redundant, so | can be sacked for non-per- 
formance. I've tried talking to my creative director, and 
even sent him e-mails, but in vain. Have | any hope? 
Aren't you feeling a little too self-important? Granted, 
you may be good at your work, but you have not 
mentioned how good (or bad) your president's cousin 
is. And it seems to me that your colleagues are just hav- 
ing some fun at your expense. You should know better 
than to base your judgements on hearsay. Your creative 
director may not know your feelings at all, and your e- 
mails may just be irritating him. Stay back late one day, 
and thrash it out with him face-to-face. Trust the 
agency's need for your skills. And yes, do fight your 
paranoia. You'll be pleasantly surprised at how chang- 
ing your perspective changes the situation. 


Answers to your career concems are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jhandewalan Extn., New Delhi—1 10055. 
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Oops, I 
Slipped Up 


Some memorable customer interactions. 





There goes: Syllable sense may make all the difference 


MILE, YOU'RE ON CANDID CAMERA," YOU'D WANT 

to say, putting them out of their misery. But 
they're not. They're hard at work. At call cen- 
tres. All the same, their most handycam-worthy 
moments have been captured for posterity by call 
monitors and colleagues’ memories. 

" chirped the call centre agent, “I’m looking 
for Jesus.” The response from across the planet: “So 
am I, let me know when you find him." It was a 
Spanish name, it turned out—to be pronounced 
‘Hesus’. Thankfully, most centres have the customer 
names popping up on screens—in bold letters. 
‘DOUGLAS’ one fine screen said, and the earnest 
agent asked for an instant connection to “doh- 
glass" (forget the half-full-half-empty argument, this 
fellow's on to two whole glasses here). 

That's not half as bad as an 80-year-old retail 
customer, straining to read out her cheque number, 
having her dentures dislodged by the sound of, “All 
right lady, let's do it over the phone, give me all 
your bottom numbers." Er, what was that again? 
Nothing to match what an agent thought when he 
heard his feisty colleague blurt in syllable-eaten at- 
tempted Americanese, *Fer cube, it works." 

AMANPREET SINGH 
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Dear 
Oh Dear... 


Election gimmick, sure, but big bucks for some. 


EARNESS? WHAT'S THAT? AND WHAT'S THIS—AS 
Budget 2004-05 has proposed—about merg- 
ing “SO per cent” of it with one’s basic salary? 
Dearness, as the Concise Oxford Dictionary goes, 
is a noun derivative of the four-letter word in the ti- 
tle—the relevant meaning being the one as an adverb 
(‘at a high cost’). It entered the Indian government's 
lexicon after a labour ministers'conference recom- 
mended that a mechanism be evolved to protect 
wages against inflation by tying it to the constimer price 
index. Thus came the Dearness Allowance (DA) for gov- 
ernment employees—to be revised twice annually. 
Now DA is a percentage of the basic salary, so if 
a major chunk is added to base, the new DA also 
goes up in a sort of circular cycle (along with 
other proportion-calculated benefits such as pen- 
sion, house rent and leave travel allowance). All in 
all, government employees get more money, says 
headhunter S.K. Soni, Chief Consultant, Fast 
Track Consultants, even if it sounds like a half at- 
tempt at nomenclature jugglery. @ 
ANANYA ROY 








Ahh! bliss: Polls spell more pay for government chaps 


ISYY 3NOHS 





| 


a om 


—— ee i itn aont m 











WOW ! jobsAhead 


Fill in your ambition 





ver 1,50,000 job openings. 6,000 companies. 
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แก ร ย อ ง MANAGER 

ndmill Software Ltd. 

are looking for a Product Manager for Banking Software Prod- 
ts: The responsibilities include Training Documentation (content 
d method) for Sales People and Users, Sales Material, Comparative 
oduct Analysis and New Functionality (Core and Specific) Identifi- 
tion, Prioritization, and Schedules. Job Code: 324410 


FICO - CONSULTANT 

ro Limited 

must have a good understanding of the Finance functions in an 
nization. You will interact with the client and the key usets, do 


oping studies, suggest solution through SAP, train the key 
nd configure SAP FIC O module.. Job Code: 323431 


SPECIALISTS _ 

pe Velocity Net Solutions Ltd. 

pe Velocity Inc. requires JAVA Specialists with exposure to SDLC 
technical competence in J2EE. Professionals in Java framework 





rt se would bean ideal fit. Job Code: 323454 


PROFESSIONAL SERVICES ENGG 

Stratify Software India Pyt Ltd 

This position will be responsible for executing backend processes for 
various services and projects of the company. Incumbent. should 
have excellent communication skills. 


Job Codi 323499 


Dj TAWAREHOUSING PROFESSIONALS 

Young Soft Technologies I Pvt Ltd 

[ Ye aspirant for this position should be BE / MCA with 3-4 years of 

í xperience of which 2 years should be on datawarehousing, This is a 
permanent position that apart from strong leadership and commu- 
nication skills requires skill in ETL, Reporting, Datastage, Cognos, 

! Informatica, Unix, DB2 and SOL. Job Code: 323579 
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'ecific to development, project management and technical lead ¢ ex- 


To Apply to these Jobs: Log on 1 ๐ www.jobsahead.com and type the. Job Code 


ORACLE APPLICATION - TECHNICAL CONSULTAN!] 
Wipro Limited 

As an Oracle Application - Technical Consultant, you will be resp 
sible to undertake analysis, design, build and unit test of interfa 
and customisations around Oracle Applications, specifically aro: 
the following Oracle modules: PO, INV, OM, BOM, WIP, APS, W! 
Job Code: 323427 | 


SYSTEMS ANALYST 

Satyam Computer Services Ltd. 

BE or MCA with minimum one year of experience in COM+ anc 
5 years of experience in VC++, Should have worked on the devel 
ment and done a lot of codi ng for COM+ components. Incumb 


should be willing to relocate. Job. Code: 323453 


ORACLE APPS FUNCTIONAL CONSULTANT 

Trident Information Systems Pvt. Ltd. ! 

This position will be responsible for setup and implementation o 
the Manufacturing/Finance functional modules. Incumbent wil 
involved in data collection, process mapping and preparation ¢ oft 


cess flow. Job Code: 323474 


E 


R & D- ORACLE APPS 

Knowldege Community.com Pvt. Ltd. - 

To be eligible for this position you must have strong developmen 
customization experience in Oracle EBiz or Apps, Collaboration St 
Database and/or SAP/Peoplesoft. Experience in XML/XSL wil 
an advantage. Job Code: 323511 


SR. LEAD ENGINEER-C,LINUX 

LA.P.Company Limited 

We are looking for a person with 6-9 yrs of total IT expereince, ov 
which minimum 3 years should be in C and Linux. Responsibil 
include design documents, project proposal and other project d« 


ment related expereience. 
Job Code: 323614 


iH in your ambition 
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INANCE JOBS 





ร อ บ า ะ ระ / ASST. MANGER FINANCE 





thE i ast ER Main areas ao ง are NCR valie propo- 
don, bid pricing strategy, TCO analysis, competitive tactics, pricing 
ickaging. and terms, negotiating strategy, and leasing / financing is- 
tes. Job Code: 518034 

ROL UCT MANAGE RS - BANI 
fucleus Software E xports Ltd. 
he} position requires the incumbent to prospect new products and take 
ymplete charge of product development activities within an assigned 
»main. The incumbent will be responsible for product enhacements 
id meeting client expectations. Job Code: 323261 








NG SOLUTIONS 





AMAGER - ACCOUNTS 

sur inc 

is position will head the accounts team in computerised accounts. 
'sponsibilities include bank operation, accounts finalisation, 
onthly P & L and preparation of balance sheet of various divi- 
jns.. Job Code: 324363 


แล อ แน น ส ค น น่ แ ส แน ส อน อ ณา 0 3 ๐ ๐ ๐ ๐ TE 0 5 





RR 










Hieron aedi Manae on ๒ อ 6 1110 


To Apply to these Jobs: Log on to www.jobsahead.com and type the Job- Co Je 






จ ว ก แว ว ว ชม 
Ags AIEEE 


ADMINISTRAT 
a Techocrats Pyr Leth 
Responsibilities include negotiating with vendors, istoms 
ing, coordinating operations, administration work, providi 
tance to and pe T ณา ก 























The ee Ww H lbe ne ed with ensuring the strict ow | 
all planned expenses, analyzing the shortfall/under p 
collections and preparation of rolling cash flow budget 


Job Code: 318940 























c ASHIER / 

ZTE Corporation 
The aspirant . for this position should be a Commerce: 
from Delhi University dnd RUE should have "e exc 










T M feces should Hs experience of F cash. m 
handling all types of account books. 
Job Code: 316091 


SALES NATORS 











vices institution, Job Code: 321616 


COMPANY SECRETARY 
intelioways 


The incumbent should be a CA/CS with total experience of 8- 10. 


years in the manufacturing industry of which about 5 years should. 


have been as a company secretary. He/She should have experience in 
handling legal/ financial matters of the company. Job Code: 3180: $ 


ว 5 อ from over 1,50,000 job ope 
6,000 corporates. 


Log on to www.jobsahead.com 











SALES & MARKETING JOBS 


To Apply to these Jobs: 





STORE MANAGER 

! Person; ality Limited -Weekender 
The Store Manager will be responsible for the profitable running of 
he store. He/She will have to achieve sales targets through improv- 
ing the walk-in to sales ratio and multiple selling, 

Job Code: 324459 





































ZS REPRESENTATIVES 





ncumbent will be responsible for conceptualizing marketing initia- 
and defining and executing the go-to-market strategies. He/She 
have to identify Wipro’s key differentiators against competition, 
lefine the value proposition for clients and conceive the communi- 


i plan for the same. Job Code: 322412 





ALES ENGINEER - WWS DIVISION 
hermax Ltd. 

The incumbent should possess knowledge of water and waste treat- 
m ent products and processes. He/She should have prior experience in 
in direct sales of water and waste treatment. Experience in commission- 
ing / technical services in Water /Wastewater treatment would be an 


advantage. Job Code: 321767 


The gi ok ce kb fot acquiring clients by online bid- 
ding, generating sales leads through online /internet marketing, research, 


OLVES OF — 
SALES & MARKETING 
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Log oi on to www. jobsahead. com and type the Job. Code 


ECUTIVES s | 
i 


SALES EX 
Corporate Solutions 5 
We are looking for people who have handled key accounts in t 
past. The incumbent needs to have excellent communication ski 
Renumeration will be comparable to the best in the industry. 
Job Code: 327760 


ASST MANAGER - MARKETING 

Essar inc 0 5 

Desired candidate should have sue experience in FMCG/fo 
product launching 1 in Southern Tamil Nadu as well as exposure 
brand establishment and development. 


Job Code: 324359 


MA NAGER SOLUTIONS -IBM 

ipro Limited l 

Nood presales, solutions manager. Will be responsiblé- 
suggest, whet and optimise proposals/ configurations > 10M. ¥ 
provide focus to iSeries brand by pe ISV. alliances and le 





generation activities. Job Code: 322415 | 


SALES MANAGER. 

NCR Corporation India Pvt. Ltd, 

The role is responsible for spearheading the NCR Payrüent Soluti 
products to the banking and financial sectors, Previous experied 
in banking solution sales is a must. He/She will need to collabor 
with the presales and technical team to identify and target n 


opportunities within the banking domain. Job Code: 321826 


SALES- ENGINEERS 

Chemplast Sanmar Limited 

This position will be involved with sales, market developme 
collection of receivables, collections of 'C' forms and MIS repot 
Job Code: 320625 
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,50,000 job openii 





Choose from over 1 


Log on to www.jobsahead.com 
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Fill in your ambition 
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JobsAhead 


Fill in your ambition 


The fear of change can slow you 
down on the road to achieve your 
dream - be it a ferry or ล FERRARI. 
Exactly why, at JobsAhead we help 
you achieve your ambitions by 
making sure your resume reaches 

æ o e mm 
the nant people at tne rignt ame 
With unique tools like TextStar - that 
helps top corporates like ICICI, 
Wipro, L&T and UB Group, to 
Identify and locate you. So if you're 
ambitious and dreaming big, 
make sure you act too, by logging 
on to www.Jobsahead.com. 
And realíze your true potential 


First name in career portals 
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Vaarttha is the voice of over 54 lakh people in Andhra Pradesh. With 16 editions and 206 regional offices, today it is the state's 
fastest growing newspaper. Outspoken, unbiased with a relentless habit for the truth, Vaarttha has worked its way to become 
the voice of the unheard. Talking of issues that rather not be talked about, and bringing out news with a view. Now looking 
ahead to the future, Vaarttha is scouting for brave, ambitious and qualified professionals to join its senior management. 


VICE PRESIDENT - Administration 

Should be a Post Graduate or MBA from a reputed institute with an 
experience of not less than 10-15 years. Key tasks will include policy 
formulation, manpower planning, enhancing organizational skill and 
output. Will be responsible for liaison with government authorities, 
establishing systems and interaction with external bodies. Experience 
in the newspaper industry would be an added advantage. 


GENERAL MANAGER - Finance & Accounts 

Should be an MBA (Finance) / M.Com / CA / ICWA / ACS with 10-15 
years experience in the finance and accounts function of large scale 
industries. Should be responsible for finances, accounting system, 
billing, billing collection, recoveries, unit administration, computerization, 
funds mobilization with banks & financial institutions, dealing with 
government bodies, co-ordinating with auditors. Should be familiar 
_with costing, taxation, budgeting and MIS. 


GENERAL MANAGER - EDP 

Should be a Post Graduate / Engineering Graduate with PGDCA & 
' Certificate in DBA, Unix Administration and Oracle with Developer 2000 
from a reputed Institution, Should have 10-15 years online experience. 
Should be adept in the installation of system software, working the net 
under a decentralized working environment at multilocations, 
maintaining servers & clients, development of software for commercial 
application under Oracle with Developer 2000, LAN & WAN Network, 
Security, VB MF Cobol and Foxpro. 


GENERAL MANAGER - Materials 

Should be an Engineering Graduate or Degree Holder with a Diploma 
in materials management. Should have 10-15 years experience in 
Planning & Controlling inventory and procuring materials / equipment / 
components related to printing technology with a rich exposure to 
vendor development. Good negotiation skills and strong techno- 
commercial correspondence is a must. Should be computer savvy and 
able to operate on his own. 


DEPUTY GENERAL MANAGER - Circulation 

Should be an MBA (Marketing) with 10-15 years experience in the 
marketing field. Should have hardcore experience in the field of 
marketing and able enough to implement various strategies, and come 
up with innovative ideas and creative /positive approaches in promoting 
Circulation. Should lead , plan, guide and monitor a team of young 
- professionals who are already getting adept in the business. Should 
possess good communication and motivational skills and be willing to 
travel extensively and deal with a large number of agencies. 


SENIOR MANAGER - Utilities, Services & Liaison 

Should be an Engineering Graduate with an MBA possessing 10-15 
years of relevant experience. You should be able to handle key tasks 
like lease agreements, sale deeds, insurance claims, registration and 
renewals, ^ liaison with government & non-government bodies, logis- 
tics arrangements etc. Should be well versed with the latest 
communication systems and able to establish a wide communication 
network while adhering to critical time schedules through co-ordination 
with various departments. 


SENIOR MANAGER - Marketing | 

Should be an MBA (Marketing) or Post Graduate with Diploma in 
Marketing with 10-15 years online experience in Advertising/ Marketing. 
He should be able to train & motivate staff in achieving the set targets 
in the area of operations. Should have a track record in the area of 
space selling, business promotion, liaisoning and brand building and 


willing to travel extensively to deal. with different clients and agencies. 


Should possess leadership qualities, interpersonal skills and excellent 
communication skills. 


EXECUTIVE ASSISTANT - Secretary to CMD 

Incumbent either male or female, should be an MBA froma reputed 
institute with 10-15 years of secretarial experience in any corporate 
sector. Should be young and dynamic with good command over 
English, Hindi and Telugu. Should be computer savvy and adept in 


= shorthand. Should be able to handle CMD's office, secretarial work, 


correspond and act independently with different branches and interact . 
with clients in both corporate and government sectors. | 


MANAGER - MIS 

Should be an MBA (MIS) with 8-10 years online experience in 
generating various MIS reports, implementing various systems and 
procedures. Should be capable enough to illustrate, interpret and 
analyze the data and float information in the required channel & 
format. Should be able to advise management on various issues. 


Apart from being part of a growing organization, also remember that 
remuneration won't be a constraint for the right candidate. So if you 
can find yourself filling in any of the positions above, then mail your 
resume with a recent passport size photograph and superscribe it 
with the post applied for within 7 days to : 





with experience? | 
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corporate India's future leaders อ ท CNBC-TV18. 
ET & Sun. 10.30 pm, Wed. & Thurs. 11 pm (R) 


takes more than just knowledge and skill to be a real leader. It takes EQ over I0. it is about handling pressure, people and patie 
rare time. CNBC-IV18's Trial by Fire was a unique event that got together over 600 B-Schools from across the country, to find out i$ studi com 
ere ready for the real corporate world. With segments on instant decisions, moral issues: percepti ons and more, hosted by he rengw d 
juizmaster Derek O' Brien, it proved to be the ultimate challenge for management students, Cateh me tel ecast af this special ser es taf 
jame show, part psychological torture and part fun, only on CNBC-TV18. CES 
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Cognizant 
Technology Solutions 
approaches each 

of its acquisitions— 
it has made four to 
date—scientifically. 
Then, there are the 
adventitious aids, 
like the silks and 
the idlis, that help 
the company's 
integration process. 
BY NITYA VARADARAJAN 


CQUISITIONS HAVE 

proved the Achilles 

Heel of several Indian 

software firms. True, 

Wipro has ingested 
four firms in as many years with 
no signs of dyspepsia yet, but the 
same cannot be said of other soft- 
ware companies. Silverline 
Technologies, Pentasoft and ssi 
have all been burnt by acquisitions 
and even Polaris has found the 
M&A road bumpy. Teaneck, New 
Jersey- and Chennai-based 
Cognizant Technology Solutions 
recently made the headlines when 
its founder and CEO, Kumar 
Mahadeva, hung up his boots. 
Media interest in the company 
peaked when it emerged that he 





Merger time: Cognizant’s N. Lakshmi 
Narayanan promises more M&As 





had sold a couple of million shares 
(worth $60 million, Rs 276 crore) 
in the past two to three years— 
- surely, something must be wrong if 
the chairman quits and cashes out, 
went prevailing logic—but waned 
. soon after when it emerged that: 
—.. 1. Mahadeva was still ‘invested’ in 
^ the company, to use investor lingo, 
. and 2. Cognizant was in no immi- 
' nent danger of going under. Indeed, 
— for the three months ended 
- December 31, 2003, the company's 
^ revenues were $108.2 million (Rs 
-497.7 crore), 61 per cent higher 
-.. than the corresponding figure for 
rd 2002, and net profit was up 94 
ent to $17.7 million (Rs 81.4 
e); This story isn’t about 
izant’s business model or 
deva’s moves; enough has 
-written about both. What it is 
Jout, is Cognizant's appetite for 
cquisitions. “There will be more,” 
says N. Lakshmi Narayanan, 
President and CEO. “We are keen 
on augmenting our capabilities in 
the ERP space and are on the look- 
out for good buys of companies 
with SAP and PeopleSoft capabili- 
^. ties," "With respect to BPO, we are 
© Open to a minority investment in a 
good company or an outright eu 
|^ sition." And what it is about, i 
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One UHCI employee 
carried back tales of 
Karpagambal's to-die-for tiffin 
and other reminiscences of 
the India office to Ireland 


Cognizant’s ability to manage them. 
And rest easy, we'll try and spare 
you the HR mumbo-jumbo that usu- 
ally goes with such writing. 


All About Idlis 


In June 2002, Cognizant acquired 


part of UnitedHealthcare Ireland 
Limited. The company wanted a 
beach-head in Ireland to serve local 
customers and the UHC! facility, 
with around 70 software pros, 
which was essentially an Ireland- 
based offshore software develop- 
ment facility, fitted in very well 
with its plans. Being the first ac- 
quisition, this also defined the ‘tuck 
in’ strategy of the company: small, 
ergo manageable, and inexpensive 
companies (the rule of thumb: a 
company is worth less than its an- 
nual revenues). Then, there’s the 


uisitions 


COMPANY 


il Idli 





synergy thing. “We would acquire 
(a company) to strengthen domain 
capabilities, fill in the gaps in our 
solution-offerings, or increase our 
geographic spread,” explains John 
Ravaret, Vice President (Corporate 
Development) and the man in cha- 
rge of M&A at Cognizant. So, how 
do the UHCI and Silverline acquisi- 
tions fit in? They add to Cogni- 
zant's domain expertise and incre- 
ase its geographical reach. ACES? 
Domain expertise in Customer 
Relationship Management. And 
Infopulse? Banking and financial 
services products. 

Given our promise not to 


mouth the usual platitudes about 


integration being the key to a 
successful acquisition, we'd like to 
skip a few details. Suffice it to sav, 
as Gordon Coburn, Cognizant's 
Executive Vice President and Cro, 
does, that "people tend to leave 
after an acquisition". The prob- | 
lem is far more significant in small — 
acquisitions such as the ones « Tr 
ted by Cognizant. That's where 
the idlis kicked in. | 
Cognizant gave some employ ees 
of UHCI an opportunity to visit India 
and work in its Chennai facility. 
One employee went native: he fre- 
quented the famed Karpagambal 





CONSIDERATION EMPLOYEES. 
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Mess near the equally famous Kapa- 
leeshwarar temple in the city; esca- 
ped on weekend breaks to Kerala 
and other less-touristy destinations 
in the southern part of the country; 
even visited a few villages. When he 
went back, he carried with him tales 
of Karpagambal’s to-die-for tiffin, 
and other reminiscences of India 
and the Cognizant office. 

The company didn’t miss any 
of the other tricks in the book (or 
out of it): it ensured that the emplo- 
yees of the UHCI facility, since rena- 
med Cognizant Technology 
Solutions Ireland Limited, realised 
that they were the company's effec- 
tive strategic headquarters in terms 
of serving the European market; 
and in keeping with its policy of 
maintaining uniform process certi- 
fications across centres, it decided to 
obtain a CMMi Level 5 certification 
for the Ireland facility. “We had to 
challenge (the employees of the 


OUTLOOK TRAVELLER 


Irish operations) to make them feel - 


valued," says R. Chandrasekaran, 
Executive Vice President and 
Managing Director. 

That accent of detailing runs 
through Cognizant's other acqui- 
sitions. The Silverline acquisition 
happened at the behest of American 
Express, a common customer. 





The Mess Effect: Karpagambal had a role to play in Cognizant's successful 
integration strategy 


American Express liked the work 
being done for it by Silverline, but 
was aware that the company was in 
the midst of financial turmoil. It 
wanted Cognizant to take over the 
team (and the business): CTS did it, 
and within a matter of hours paid 
employees arrears owed them for a 
few months. Still, the Silverline and 
ACES deals had to be easy for 
Cognizant. Most employees of the 
former were (and are) Indian and 
ACES is based in the US where 
Cognizant has a presence and is a 
name of sorts. It is only when the 
cultural context is completely dif- 
ferent—like it was for UHCI—that 
the company needs to sell itself, its 
way of functioning, and India. 
Infopulse, Cognizant’s latest 
acquisition, for instance, works with 
Romanian and Ukrainian offshore 


development centres. And if idlis 
did the trick with UHCI, Kanche- 
epuram silks did it with Infopulse. 
Jan-Niek de Groot, one of its co- 
founders, spent some time in Janu- 
ary this year in India. Jan has agreed 
to stay on with Cognizant, he says, 
because of “its values”. Like other 
tourists, he did the rounds of the 
temple circuit in the south and 
shopped for Kancheepuram silks. 
And the number of women in soft- 
ware, and their dress, typically the 
salwar kameez (a long tunic on top 
of baggy or tight pajamas) impressed 
him. “I am particularly charmed by 
the salwar,” he says. “They make 
the wearers look dignified and are 
colourful without being distrac- 
ting; I plan to introduce this among 
our women employees in Amster- 
dam.” So much for integration! 


The Age Of Irrationality 


With the return of good times, IT companies have gone back to their bad old hiring ways. 





NE WOULD EXPECT GAUTAM SINHA TO BE A 
( )» man. The 33-year-old alum of 

Jamshedpur's famed XLRI runs ล Bangalore- 
based HR consulting firm, TVA Infotech, and this 
year, he hopes to help companies hire 2,000 IT-pros, 
around 3 per cent of the 60,000 to 70,000 who will 
be hired by the sector as a whole. 

If he isn’t, blame it on the experience of one of 
TVA’s employees who approached a software engineer 
at one of the city’s lesser-known companies with an of- 
fer to move to a MNC. The engineer, who had some 
three years experience, was open to the idea but 
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mentioned a salary that was over 200 per cent higher 
than his present one. Worse, he brandished two offer 
letters, one from an Indian rr heavyweight, the other 
from a telco, both showing numbers that were 150 per 
cent higher than his existing salary. 

The minute Sinha heard the story, he knew the 
nightmare was back. “For the first time since 2000, can- 
didates have started coming to meetings with us with 
multiple letters of offer in hand,” says Sinha. “I hope the 
irrational exuberance of the late 1990s doesn’t return.” 
Alas, for Sinha, it looks like it has. 

For those who spent the run-up to the millennium 


bt | EE 


in a Tibetan lamasery cut off from the outside world a 
la Hugh Conway, the late 1990s and 2000 saw Indian 
IT services companies and the MNCs in the business based 
in the country at their destructive best. 

Zooming demand for talent forced these companies 
to jettison whatever science existed in their HR policies. 
The result: salaries soared and code jocks, project 
managers and the like began to think that they could 
demand the sky and get it. 

When IT spending slowed down in the US, the 
dominant market for Indian IT services, several HR 
execs heaved a sigh of relief. And they spoke of a bet- 
ter morrow when chastened IT pros would no longer 
expect 100 per cent jumps in salaries when they moved 
jobs and when companies would hire rationally. 

“Times are bad,” went one refrain, “but this is a 
learning experience for us.” “Software engineers 
are becoming far more rational in their expecta- 
tions,” went another. Only, at the first sign that 
the good times are back, the industry has 
gone back to its bad old ways. 

Or has it? No, says Ajit Issac, CEO, 
PeopleOne Consulting, an HR consultancy. 
“There are substantial differences from the 
earlier boom,” he says. “The current boom 
will benefit mainly those with experience 
rather than those who are entering the ind- 
ustry. And both companies and employees 
have learnt lessons from the previous boom 
and are more mature in what they demand of 
each other.” However, Issac is among the mi- 
nority that thinks so. 

Meet Chandra Kumar, a technical 
manager who used to work for 
Knowledge Systems, a small IT 
firm. The first thing that 
strikes you is the width 
of the smile on his 
face. Clearly, this 
man is buoyant. 
And he isn’t 
even employed. 

That’s right: 
Kumar quit his job at 
Knowledge Systems with no 
job offer in hand. And he has no regrets. 
“I have two offers on hand but I am also 
negotiating with two others, including an 
MNC,” he says. “The company that provides 
me the maximum growth and compensation 
will obviously be my choice." 

There are others like Kumar, employees in a 
hurry to make good after three years in the wilderness 


when they worked on whatever their organisation 


asked them to, and accepted 5 per cent increments 
without even a murmur of dissent. They had nowhere 
to go and knew it (as did their companies). 

If there's some good news for HR executives it is that 
sign-on bonuses still seem some distance away. But the 
demand-supply dynamics will ensure they don't stay that 
ie for long. “For the first time in three years, demand 

exceeds supply,” says Sinha. 
“Several technology areas 
like ERP (Enterprise 
Resource Planning) 
and CRM (Customer 
Relationship Mana- 
gement), which had 
gone out of fashion, are 
back with a bang. Several pro- 
fessionals had moved out of these areas, so 
there is a shortage and salaries are high.” 
The companies that will bear the 
biggest brunt of the boom are the 
smaller ones. Anand Sudarshan, CEO, 
Netkraft, one such company, says, “A 
majority of smaller companies will 
have to fight hard to retain their top 
notch talent.” He is quick to add a 
rider about Netkraft being different 
because of its superior people mana- 
gement policies but explains that in 
general, “a combination of money, nat- 
ure of work and growth opportunities” 
will motivate employees of smaller orga- 
nisations to move on. 
Sanjay Vinayak Urs, 
Managing Director, 
Plakon Consulting, be- 
lieves that even Indian 
IT heavies such as 
Infosys and Wipro will 
need to guard their 
flanks. “MNC IT giants such as 
Accenture, IBM Global Services, 
Oracle, EDS and Honeywell are 
on a hiring spree,” he says. “The 
target is clearly employees of or- 
ganisations such as Wipro, Infosys, 
and TCS." That could only serve to 
increase the wage bills of these com- 
panies and take employee expecta- 
tions to an unsustainable level. 

Still, if they had to choose be- 
tween hard times and employees with 
bloated egos, HR heads would opt for 
the latter any day. 

VENKATESHA BABU 
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UCLEAR WEAPONS ENGI- 
neering and weather pre- 
diction have to use super- 
computer simulations. This 
is because they are systems 
that are not predictable, in any practical 
sense, by studying the equations of physics. 





They exhibit “complex emergent systems’ 
behaviour with (some notion of) order 
arising out of chaos, just as wind tunnel 
simulations often show unforeseen beha- 
viour that would have been impractical 
to discover theoretically. 

Similarly, the central thesis of Paving 
Wall Street: Experimental Economics © 
the Ouest for the Perfect Market by Ross 
M. Miller, is that economic simulations 
can test practical issues related to market 
mechanisms in ways that theoretical eco- 
nomics cannot. 

This engagingly written story of the 
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Economucs b the 
Quest for the Pertect Marke! 





By Ross M. Miller 


John Wiley & Sons 
PRICE: Rs 1,500 
PP: 174 





THAT 
MATTER 








Thoughtful books. One on 
lab-testing the free market, 
and another on India’s 
democracy experiment. 


little-known area of Experimental Econo- 
mics is inspired by the author’s work with 
Vernon L. Smith, who shared the 2002 
Nobel prize in Economics. The book first 
answers one of the most vexing funda- 
mental questions of economics: how does 
the ‘Invisible Hand’ work whereby mass 
opinions somehow come together and 
manage the economy better than could, say, 
a well-educated intellectual planner? 

The book shows how Vernon Smith’s 
clever economic experiments demonstrated 
the robustness of F.A. Hayek’s famous 
hypothesis that markets can allocate stuff 
efficiently even without perfect information 
available to all participants, if bids and offers 
are the only information traders reveal. 

Economic experiments are simply simu- 
lations of a market, using experimental 
subjects as traders and highly simplified 
rules to capture the economic essence of a 

















trading situation. To everyone’s astonishment, 

‘such simplistic classroom games showed results 
remarkably similar to real markets. First, prices 
rapidly converged to the efficient equilibrium 
point, as if everyone had perfect information. 

Furthermore, even more interestingly, Smith’s 
experimental markets showed many complex 
and mysterious effects such as bubbles and crashes, 
for which neo-classical economics still has no 
good explanation but often occur in real markets. 

Miller also describes how Experimental 
Economics has shown that forward markets can 
prevent or reduce the formation of bubbles. For 
this part alone, this book is a ‘must-read’ for 
anyone considering the issue of forward trading 
in Indian stockmarkets. The only pity is that 
Miller spends far too little time explaining his 
ideas on why derivatives prevent bubbles and 
crashes, compared to the extensive and clear 
expositions he presents about everything else. 

On a bigger picture level, this book is signi- 
ficant in the ‘uber-paradigm’ it represents: 
the interdisciplinary nexus of Artificial Intel- 
ligence (Al) and Economics, which is a trend ne- 
cessitated by data overload. Tech fads and 
bubbles may come and go, but we will always 
have to deal with worsening data overload. 
And this will intertwine machine learning, 
data mining and automated decision-systems 
increasingly in every facet of life. The fact 
that Google has now become a verb as well as 
a noun is the most obvious example. 

Sure enough, Miller’s pet idea is the ‘Smart 
Marker’, an intelligent market mechanism that al- 
lows for more efficient information aggregation 
and price discovery, and leads to better trade ex- 
ecutions for all market participants in general. 

The reader may then be motivated to explore 
further the economics-machine learning nexus, 
and look at how this new paradigm leads to 
results almost unattainable so far. For exam- 
ple, the new learning systems technology of 
Kernel Machines can now develop, in a day, a 
system for postal services to read handwritten 
addresses automatically, which matches the 
accuracy that took years of engineering work 
using the older Neural Network technology. 
Besides Wall Street, areas as diverse as market- 
ing, medical research and even real estate are 
now beginning to feel the effects of the orders- 
of-magnitude level breakthrough represented 
by this new paradigm. But then, that’s a subject 
for elaboration in another column. 

A.N. SHIRALI 
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INDIAN ATHLETE 
TO HAVE EVER 
WON A MEDAL 
IN A GLOBAL 
MEET AND, 
ARGUABLY, 

THE FIRST 
PROFESSIONAL 
ATHLETE IN 

THE COUNTRY, 
ANJU BOBBY 
GEORGE |S 
EYEING THE 
GOLD Al 
ATHENS. 





BY VENKATESHA BABU 
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Gay, 
finest moment to date. The athlete 
responsible for this, a long jumper, 
is a 26-year-old 1.77 metre tall, 
20 0  63-kg heavy economics graduate 
^ .. from the University of Calicut in 
; -~ the southern Indian state of Kerala, 
| Anju Bobby George. At Saint Denis, 
! . George did 6.61 metres on her first 
— attempt, fouled the next two (one 
of them, reports go, could well be 
her best jump to date, just 10 cen- 
|... metres or so short of the magical 
seven metre mark), and, taking off 
— from a little behind the jump line, 
did 6.56 metres on her fourth. 
Then came the fifth: George 
sprinted smoothly up to the line, 
took off, and soared, and soared, 
and soared. The result: 6.7 metres, 
cms off her best, but still good 
| h to win her a bronze. A 
Lin the World Athletic 
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f HE FRENCH WORK 35 
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üstory (in the form of 


e of people present at Saint 





Indian athlete has achieved. 





Payoli Express P.T. Usha. Anju 


Bobby George had arrived, The 
bronze helped Anju move up เล 
eighth spot to sixth on the 
International Association of. 
Athletics Federation (IAAF) rank- 
ing, and booked her a place in the 
inaugural World Athletics Final to” 
be held in September 2003 in 


Monaco. She came in fifth—after 


she had her passport and credit 


cards stolen in Paris three days be- 
fore the meet—but retained her 
IAAF ranking. For the record, 


George was ranked 61 in 2001. — 


Take Off 

Business Today has a sportive side 
to it, but that isn't the reason Geo- 
rge figures in these pages. Nor is it 
the possibility of a medal at the 
Athens Olympics that fetches her a 
mention here. At.a ceremony orga- 
nised in her honour soon after the 
Paris event, India’s President, Abdul 
Kalam, told George, “100 crore 
Indians are looking forward to you 
changing the colour of your medal 
from bronze to gold (at the Athens 
Olympics).” This writer and the 
magazine he represents would be 


pretty kicked with that but no, not - 





Championship is something. no 
Not. 
Flying Sikh Milkha ‘Singh. Not 


. enough to dedicate three pages to 
the lady, George is featured in the — 
magazine on the strength of her sta- — — 
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Ge soree, 0 $ bond ind 

the national triple jump champion 
between 1996 and 2000. "They 
practice for certain events and slack 
off when competitions aren't sched- 
uled." “Internationally, professional 
athletes train around the year, par- 
ticipate in chosen events against 
the best in the world, are represen- 
ted by agents, even get paid an ap- 
pearance fee at times." George has 
an agent, Hudson Smith Interna- 


tional, a Los Angeles-based firm. E 


that represents, among others, sprin- Be 


ter Maurice Greene. It is imperative — 


for up-and-coming athletes such as 
George to have an agent: global 
athletics meets present them with an 
opportunity to compete at the high- 
est level (that's the kind of experi- 
ence that no amount of training can 
match); but these are, more often 
than not, exclusive competitions 
where only the best athletes are 
welcome; an agent can (for good- 
enough athletes) open doors. 


Few Indian athletes make the e 





transition from good to great. Some 
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do not have the ability, others, the 
vision, and still others, the resour- 
ces. The majority of the few who do 
all three do not realise that they had 
the opportunity to make the transi- 
tion until the moment passes them 
by. Then, it is too late. The Georges 
didn't just get their timing right: they 
made sure things happened when 
they had to. Actually, make that Bob- 
by George. The 33-year-old mecha- 
nical engineer from Thiruvananth- 
apuram's College of Engineering 
comes from what could well be the 
first family of Indian sports—suffice 
it to say that his seven elder brothers 
once beat India's national team in a 
volleyball friendly. Bobby was a 
good triple jumper, but it is as 
Anju's coach that he will probably 
realise a greater glory. “I owe all my 
success to Bobby," gushes Anju. 
*He has been my coach, guide, and 
philosopher. And given the paucity 
of funds he has also been my per- 
sonal trainer, masseur, and nutri- 
tionist. He has sacrificed his career 
for the sake of mine." 

That quote may be, as Bobby in- 
sists it is, be *a wife speaking". Fact 
is, he was close to 30 when they got 
married. And as he admits, “I knew 
from the beginning that she was 
more talented than me." So, post 
their marriage in April, 2000, 
Bobby took over the task of man- 
aging Anju's career. He's proved 
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BOBBY WAS 
A GOOD 
TRIPLE JUMPER, 
BUT IT IS AS 
ANJU'S COACH 
THAT HE 

WILL PROBABLY 
REALISE A 
GREATER GLORY 


adept at that: for starters, the 
engineer in him understands bio- 
mechanics. “At Paris, the differ- 
ence between her bronze and the 
gold was just 30 cms," he says. 
“Imagine, T-H-I-R-T-Y cms; if we 
train scientifically, there is no reason 
Anju cannot improve." 

Then, there was the decision 
to ‘go global’, something that the 
couple made in 2003. The much- 
written-about meeting with Mike 
Powell, the world record holder 
in George's very sport, was provi- 
dential and Bobby lost no time in 
using the opportunity to convince 
the legendary long jumper to coach 
Anju. The 10-week, April to July, 
2003, stint with Powell played its 
part in helping George break into 
the top 10. And as George has ad- 
mitted ever so often, it has done her 
confidence a lot of good. Gone is 
the diffident participant walking up 





to the top of her run; in her place is 
the new Anju, aggressive, confident, 
even made up (another possible 
distinction: she could be the only 
Indian athlete to wear make up, 
however light, while competing). 


Landing 
It is a paradox of sorts that India Inc, 
taking small but sure steps towards 
a global presence, has been slow to 
recognise an athlete who is trying to 
do the same. Participating in in- 
ternational athletic meets and train- 
ing overseas is an expensive propo- 
sition and although the Georges don't 
dwell on the subject, it is evidently 
an irritant. Tamil Nadu Chief Minis- 
ter J. Jayalalithaa has, thus far, doled 
out Rs 60 lakh (apart from a job for 
Anju) and the Kerala government 
has done Rs 5 lakh (and a job for 
Bobby), but apart from Bangalore- 
based construction and real-estate 
firm Shobha Developers, which has 
funded the Georges with Rs 30 
lakh to meet training expenses, no 
Indian company has expressed any 
interest in the athlete. “I hope (the 
money) helps Anju achieve her 
dreams,” says P.C.N. Menon, 
Managing Director, Shobha. 
George and Bobby, now in 
Bangalore training for the season 
ahead, are convinced about that. 
Bobby claims Anju does 6.85 con- 
sistently during practice sessions; 
the winning jump at the Olympics 
in 2000 was around seven metres. 
“Winning a medal at the Olympics 
is a given," he says. “The gold is 
the challenge." Œ 
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£ WITH-IT 
... TheFirst Bentley 





T d 


: EARD OF CURIOSITY KILLING THE CAR-OWNER? WELL, 
i 


New Wine, Old Bottle 


FTER YEARS OF DILLY-DALLYING, MITSUBISHI 

has finally updated the Lancer. Unfortunately, 
this is a case of too little, very late. Lancer sales, 
destroyed by the entry of the Optra, Corolla 
and Octavia, expect a fillip with the refined 
new 1.8-litre, 120 horsepower engine. But the 
dated styling lets the car down badly. 

Even though the handling and ride are still 
brilliant, the new automatic transmission is 
lethargic and needs to shifted into *pseudo-man- 
ual' mode if you want to vroom into the sunset. 
At Rs 8.95 lakh, economics is also against this car. 

New wine can get you high, but the taste 
always leaves a bit to be desired. 


IS VUNVHU AVAIHS 


KUSHAN MITRA 


the man who bought the first Bentley sold in 

: India, sure thinks so. He operates one of India's 
r largest tanker-truck fleets and is based (where else?) in 
t Delhi, but refused to speak or be photographed for the 
. story. Reason: fears that D-company would target 
X him for their next extortion play. We’re flattered 
that he thinks the family reads Business Today but hey, 

i isn’t the car itself enough advertisement of his status 


The new Lancer: 
Too little, too late 






on the mean streets of Delhi? 





KUSHAN MITRA 


= Mumbai Marathon: The Last Word 


IVEN THIS MAGAZINE'S FREQUENCY, 
| this surely won't be the first re- 
| port you read on the Mumbai 
Marathon. Hopefully, it'll be the last. 
l'd originally started this composi- 
tion with a story about Pheidippides 
and the Battle of Marathon, but a mean- 
spirited editor cut it out (Insert from 
mean-spirited editor: the boy obviously 
doesn't know a chestnut; it would have 
been a different story had he started off 
with how the current distance of the 
marathon, 26 miles and 385 yards was 
set at the London Olympics of 1908, 
so that the race could begin at 
Windsor Castle and end in front of 
the Royal Box). So, here go some 
sanitised numbers that you hopefully 

haven't read anywhere else. 
DIPAYAN BAISHYA 
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UMESH GOSWAMI 


£9:300 » - 
$ Number of participants in the Mumbai 
Marathon 















7] 0:10:53 | 
1 The difference between winner Hendrik 
Frat Ramaala's timing and the world record 


25 minutes 

e time taken by Sunil Lulla, Executive 
Vice President, Sony Entertainment, to 
finish the dream run (7 kms) 


42 
Number of corporate teams that 
participated in the marathon 


BE ce winners of tha Co rate 
Challen ino Bank of India, 
Union Bank, Finolex 


oix of participants who work for 
sponsor Standard Chartered 


he number on Reliance Vice Chairman 
Anil Ambani's jersey 


210 
Mumbai Marathon: A heady show ช้ Number of words in this composition 
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Please complete one form per participant. Confirmation of registration will be finalised on receipt of relevant fees. 


ท ก ส ห ล ิ ะ เฟ รส ด พุ เศ เด ก ด ร อ 0๐ 0 
Designation: — | | ----------- Company/Organisation: 
Address: 
Registration fees 

Indian citizen/resident ste INR 45,000 

International ลื ด เส ร ส ต ล ป ง ป์ น น น ณ์ น - US $1,000 

Special offer for American ExpresssCard members ... .-- INR 25,000 

- (Call the American Express Helpline for details) 

m PAYMENTS 
Delegate Registration 1 ไอ อ :| ฟ ศิ . . |. |) A) US$ 


Payments for registration may be made in any one of the following ways: 
m CREDIT CARD 


[ J American Express (Special rate) [ ] Mastercard []Visa (please tick) 
เล ล ต อ อ น ลั ล ล ชั ARENT Oe 
GT Aea ge gatra ซะ อะ ชะ TS ๕ ๓ ๓ EL CY e 


Signature of card holder: 


m A/C payee cheque drawn on a New Delhi bank, OR Demand draft payable in New Delhi, made in favour of: 
India Today Conclave Account No: 051-306157-002 and mailed to K. Ramanathan, INDIA TODAY CONCLAVE, India 
Today, A-1, Hamilton House, Connaught Place, New Delhi 110 001, India. 


m Wire transfer to: India Today Conclave Account No: 051-306157-002, the Hongkong & Shanghai Banking Corp. 
Ltd., ECE House, Kasturba Gandhi Marg, New Delhi 110 001. 
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Please mail/fax this form to: 
India Today Conclave, c/o K.Ramanathan, A-1, Hamilton House, Connaught Place, New Delhi 110 001, INDIA. 
Tel: 91-11-2373 1739, 55515488 Fax91-11-2332 3093 Email: kr@intoday.com 


Cancellation of registration: No refund requests will be entertained. Participants who have paid registration fees 
but are unable to attend the Conclave personally may endorse their registration in favour of another participant only 
after approval from India Today. 


*Speakers may change without prior notice. 
** For more details visit www.indiatodayconclave.com. 


HEALTH NOTES 


+ 40 PLUS? $0 WHAT? 
HERE'S A MACHINE THAT THE INSTRUCTORS 
at my gym call the “Hammer” (in real- 
ity that’s the brand name of the equip- 
ment), which is a contraption that allows you 
to do seated chest presses using a lever mechan- 
ism. You load the weight bars; sit with your 
back straight against the back-rest and legs 
firmly on the ground; grasp two handles and 
push your arms out. The advantage of the 
“Hammer” (pictured alongside) is that besides 
the pectoralis major (that’s the slab of chest 
muscle) it’s also effective in building strong an- 
. terior deltoids (the front of your shoulders). 
- But that’s not the point of this column. 

In my gym, the guy who can press the 
most weight on the *Hammer" is a 56-year- 
old self-effacing man who we call Uncle Superdude. Just to give you a quick 
idea of what I'm talking about, in his last set on the seated bench press, US 
loads the bars with two 30 kg plates and proceeds to squeeze at least 10 reps 
out of them. Anyone who's done seated bench presses on a Hammer machine 
will know how much tougher they are than ordinary presses that you do 
lying down on a bench. But US is an extraordinary guy. Up until his 
early thirties, he was a relatively active, outdoorsy kind of guy. Then he gave 
everything up and let it all hang out. His weight started steadily increasing 
till he was bloated. His waist crossed 36 inches and then nudged 38. That 
i was 16 years ago and Uncle S (though no superdude then) decided to do 

something about it. He joined a gym. 
In the beginning, it was embarrassing, recalls US. The gym would be full 
of 20-something hunks, flexing muscles and strutting their testosterone, For 
a 40-year-old out-of-shape man, that’s not a great ambience to try and get 
back into shape. But Uncle 5 persevered. And it paid. Today, at 56, if you 
discount the receding hairline and the wrinkles on his face, you might say 
he hasn’t aged beyond 40. His biceps can give today’s 20-somethings at the 
gym a complex and his prowess at the “Hammer” I’ve already talked about. 
The point I’m making is that it’s never too late to weight-train. And the 
benefits are too many to ignore this form of exercise. Weight training does- 
| n’t just keep your muscles regenerated (after all, as people grow old, their 
muscle mass normally declines) but it also increases your basal metabolism 
rate and is an antidote to stress. Plus, it does wonders for your self-image. 


DON’T POP THAT PILL! 
A few weeks ago the state FDA busted a fitness diva in Mumbai for supplying 
harmful weight-loss drugs to her clients. The unfortunate part of the fitness 
craze is that many such drugs find themselves on the shelves of supermarkets 
and even neighbourhood grocery stores. One of them is ephedrine, an extract 
of the ephedra plant, which is widely used for weight loss, as an energy 
booster, and to enhance athletic performance. The truth could be far from 
that. In the US last year, a 23-year-old baseball pro died of heatstroke after 
taking ephedrine, which till then accounted for nearly a $1 billion in sales. 
Now it transpires that ephedra, if taken along with caffeine, increases the risk 
of heart attack, tachycardiac strokes, palpitation and death. FYI: Ephedra-based 
formulations are easily available as an OTC drug in India. Beware. Œ 
MUSCLES MANI 
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BT PEOPLE 
Gentleman Suit 


D EVERY GOOD CONSULTANT'S CAREER, THERE COMES 
a time when he must take a call on one thing: 
Whether he's going to continue helping companies 
catch the next big wave, or grab a surfboard and hit the 
waves himself. Last fortnight, one such consultant 
resolved the dilemma. AT Kearney's India Chairman, 
Chandra "Srini" Srinivasan, quit the firm he set up 
seven years ago to make a new beginning in India's 
booming IT industry. "It just struck me that it was my 
last opportunity to catch the (IT) wave,” says Srini, 
who's currently working with a few friends to put to- 
gether a business plan. His surprising departure 
(only last year he was moved up as India Chairman) 
should be a big loss for Kearney. For, Srini not 
only bagged some big-ticket clients, but was also the 
firm's best-known face in the country—always 
punctilious in his dealings, but bereft of the ob- 
noxious vanity that afflicts most suits. Surely, some 
clients will miss the gentleman consultant. 


SHIVAY BHANDARI 








Head' Banger | 


"os YEARS AFTER HE JOINED THE GROUP FRESH 
out of TAS, P. T. “Percy” Siganporia, 52, may finally 
get the corner room he's worked towards. With Tata 
Tea MD Homi Khusrokhan retiring, his deputy is set to 
get the top job. By all accounts, Siganporia, an XLRIte, 
is a different cup of tea. He's been an audiophile since 
his teenage years, he loves heavy metal and actually 
wooed his wife to the soulful beat of Pink Floyd's 
classic Wish You Were Here. Even today Siganporia, who 
helped engineer the Tetley acquisition not just because 
he's a teaholic, watches MTV late into the night to 
keep abreast of new bands. Rock on, Percy. 
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Fair Play 

UNESH KHANNA IS NOT A BIG SPORTS BUFF—WELL, 

fine, he did do the dream seven-km run in the 
recent Mumbai marathon—but he knows a thing or 
two about fair play. The 41-year-old Managing 
Director of NM Rothschild & Sons (India) has set up 
a sports foundation, Sahas, which will help rehabil- 
itate sports heroes of yesteryears who may have 
fallen on hard times. At the moment the foundation, 
inspired by a magazine article about such forgotten 
sports heroes, operates out of Khanna’s residence in 
Mumbai. “I want to spearhead this cause as a move- 
ment,” says he. Be a sport, folks, help Sahas. 
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Deserving Case 


Oz OF INDIA'S LARGEST LAW FIRMS ADDS ANOTHER 
feather to its cap. It has just won what is popularly 
called the Oscar of the legal profession, the Asia Pacific 
Firm of the Year Award for 2003-04, instituted by a UK 
magazine Legal Business. Amarchand Mangaldas, 
which has a battery of 140 lawyers and Rs 50 crore in 
annual billings, pipped Asian practices of well-known 
firms such as Freshfields Bruckhaus Deringer, Morrison 
and Foerster, and O'Melveny & Myers to walk away 
with the award. Joining a select club of international le- 
gal luminaries may have its benefits. Says Managing 
Partner Shardul Shroff, whose Mumbai-based younger 
brother Cyril travelled to London to receive the 
award: “This gives us the confidence to compete with 
the best of foreign law firms whenever the sector 
opens up." There's no argument on that count. 
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HY IS SILICON VALLEY'S ACE VENTURI 

capitalist trudging all over the 
hinterlands of Andhra Pradesh and 
Karnataka? After all, those places 
have none of the hi-tech oppor- 
tunities that have fetched the 
KPCB (Kleiner, Perkins, Caufield 
& Byers) partner his millions 
and the reputation. The ans- 
wer: Vinod Khosla, a former 
co-founder of Sun Microsy- 
stems, is looking at a different 
model of funding—micro-finance. 
But don’t jump to conclusions. For 
now Khosla, 48, is merely on a 

a reconnaissance. “I am in India just 
Twist in The Tale | to understand what is going on and 


not necessarily looking for invest- 


















HE CASE OF NALCO'S CHAIRMAN AND MANAGING ment," he says. Even if Khosla, who 
Director, C. Venkataramana, gets curioser and | made investing history by betting 
curioser. More than a dozen days after a female | on tech start-ups like Juniper 
employee of the psu levelled charges of sexual ha- Networks, does decide to invest, it 
rassment against him, the 55-year-old Venkataramana will be more in personal capacity 
remained incommunicado, if not underground. Both than as a KPCB partner. Meanwhile, 
his known mobile phones were switched off and a call there's speculation that Khosla, an 
to his residence in Bhubaneshwar, where Nalco is IrT-Delhi and Stanford grad who be- 
headquartered, only evoked a terse response that came a millionaire before he hit the 
he was away in Delhi. Meanwhile, the other Nalco 30s, may go part-time at KPCB. Let's ,- 
employees rallied around him, and even gave the hope the beneficiary is India. Ifl 
episode a conspiracy angle—something to do with 
Nalco’s divestment. When BT went to press, Mumbai CONTRIBUTED BY R. SRIDHARAN. ROSHNI 


Police was on the lookout for Venkataramana. ABIR PAL, SAHAD P.V., ASHISH GUPTA, AND E. KUMAR 


done outstanding work under 
tse categorie ntre- 


- konchos to HR a 
to analysts. to industry spe- 
cialists, to come up with 72 
names under the three cate- 
-gories. This list was e 


-whittled down to 15 five un- 
der dece of the three cate- 
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The size of the corporation 
doesnt matter: what does is 


age and achievements 
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OUR JUDGES 


(L to R) Munesh Khanna of NM Rothschild & Sons (India), Ashwin Dani of Asian 





Paints, Revenue Secretary Vinita Rai, K. Pandia Rajan of Ma Foi Management 
( Consultants, and Ajay Relan of Citigroup Venture Capital ENTREPRENEUR 
Started from scratch and made 
gories, BT brought in a panel of experts to argue for and against each it big in no time? You are our 
of the 15 names. The judges comprised Vinita Rai, Revenue Secretary, (woman 


Government of India; Ashwin Dani, Chairman, Asian Paints; Ajay 
Relan, Managing Director, Citigroup Venture Capital International; K. 
Pandia Rajan, Chairman and Managing Director, Ma Foi Management 
Consultants; Munesh Khanna, Managing Director, NM Rothschild & 
Sons (India); and Sanjoy Narayan, Editor, Business Today. 

On February 14, 2004, the six judges gathered at a hotel in Delhi for an 
in-camera debate on each of the 15 names. After three hours of argument and 
counter argument the judges agreed on the three final winners. It wasn’t easy, 
considering that the other 12 nominees, whose names BT will not disclose, 
had equally outstanding achievements to their credit. But at the end of the day, 
there could be only three winners. On March 11, 2004, the winners will be 
honoured at a glittering ceremony starting 7:30 pm at Mumbai’s Taj Maha Anuna a to RE a 
hotel. If you haven’t received a call from us, then you aren’t one of the win- worker, even an executive, but musi 
ners. Don’t despair, though. You'll have a chance again—next year. Œ have unleashed a powerful idea 
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shine in their own fields, they inspir : 


| ws others to follow. We salute these great j| g C 


you are there to catch the action, and the Special Business Today 


|. Young Super Performer issue, to be launched on the occasion ร ร จ ว ฝ ว 


A March | E * The Taj Mahal, Mumbai + 7.30 pm onwards * Entry by invitation ‘only i : : D 
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Shared Leadership 


RANGNATH SALGAME., President (India and SAARC Operations), Cisco Systems 


HE ROLE OF A LEADER IS TO DEFINE 

the future of the organisation by cre- 

ting a vision for it. The leader must 
empower the individuals who are part of 
the team to rise above their limitations 
when it comes to delivering on the targets 
set for them by the organisation. 

The leader is the chief nurturer of talent 
in the organisation. A good leader is some- 
one capable of using all available skills to get 
the best out of his team. A vision can suc- 
ceed only if the team is sufficiently em- 
powered to pursue that goal. An empow- 
ered team will need to work tirelessly, ris- 
ing above the petty limitations of its various 
members. General Douglas MacArthur once 
said: *A leader is only as good as the men 
under his command." This is as true for 
corporate leaders as it is for military leaders. 

Participative leadership, therefore, is 
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about creating a shared vision and empow- 
ering team members to surpass their indi- 
vidual capabilities and potential to realise 
the organisation's goal. This approach cre- 
ates a cohesive team of highly motivated in- 
dividuals. The team always pulls together 
and stays together, even in the face of adve- 
rse market and business conditions, to col- 
lectively chalk out a strategy that will take 
them on to success. Participative leader- 
ship needs courage, empathy, clarity of 
thought and willingness to accept mistakes. 
It requires the leader to stand up and take 
charge and yet give team members their say. 

Finally, what sets a true leader apart 
is the knowledge that the collective is much 
more than the sum of the individuals that 
comprise it and an ability to spell out a vis- 
ion that unleashes the energies of that col- 
lective to its fullest. @ 


VIVAN i 


แพ พ 


edÁ, poo|q 4 ก อ i9^9|DUAM ' อ ว น อ น อ ย ฟี่ % อ 1 อ 17|1!5 

4 อ แอ 5 ร D 40; 09 ๑ 2 น 0 อ 2 ว 1 อ เน อ เส ก อ 0 BJD A อ น | 
เว ว ส ่ เน อ ว น อ แน ส ล่ อ ๆ 

S 0 เว อ ค อ น Woi BPOW ร ม น มุ ร ก เส ่ แว 5 เ 5 ว tw 

น ว แน ว ก ท ร ร ะ ร 1 ๐ ร อ ห ถอน ุ ร AUDW Əy; ร ว น อ น อ ย ฮะ ว ุ 


"ร อ 0 ว น ุ ร JUDIGIA Ul ร ม เน ม ร ก เษ ส 4๐ | ๐ ว 
u ว aw papooyq pol pue 
YM ‘UAS *an[q 104 





p 









WILLS 
SILK CU 


f 


T 





AN Ww MW 
N x 


= LE 


222 


B , 
s. 
A 
- "T « 
* $e / ผ่ 


^t 
gue’ 






เล” - 






\ 


h. 
eath แร บ โท ฟี " ผล แพ ร แน 
Made. | Vi Hen - ห ร TS SW qi 3 
แห เจ น 


statutory warninc:-CIGARETTE SMOKING IS INJURIOUS TO HEALTH 


"- 












Ss 











JWT.3023.2004 


RU 





-— ie 


we 


a! he 


^7 s 
M 





Bharat Petroleum's solutions for Industrial & Commercial requirements 


NE 2 Fuel 
Fuel Solvents - Management ezibiz 
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The one-stop ไอ แท า แท ล | อ ท your desktop 
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Presenting a brand new and improved experience that's not just convenient, but a lot 
more economical and profitable. The first-of-its-kind e-commerce portal from Bharat 
Petroleum in the petroleum and energy sector. 


Not only can you order and track your petroleum product requirements and get regular 
price updates, but also reconcile statement of accounts, all from the convenience of 
your desktop. 

You can even track your orders, monitor supplies and make secure payments through 
e-banking. No more paper indents, no more follow-up calls, no payment hassles. Just 
log on to http://ebiz.bpc.co.in and stay in control 
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To get ezibiz savvy, log on to http://ebiz.bpc.co.in or write to ezibiz@bharatpetroleum.com 
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Y RYSTAL -GAZING IS A ก PURSUIT. CHANCES OF | 
one being wrong : are always higher than that of 
being right. But what fun would it be—for you 
and, yes, for us—if we played it safe all the time? So, here's 
a cover that dares to ask and answer 10 big-picture ques- 
tions likely to be churning over in your mind, as you pre- 
pare to draw the curtains on 2003. TIl leave it to you to — 
find out what exactly those 10 questions are, but here's a 
little bit of what the story says that 2004 may have in store 
for us. Generally, the mood is one of optimism. Numbers ` 
and experts say that 2004 will be as good a year (if not 
better) as the one we'll be ringing out in a few days. The 
stockmarket should continue to be on a roll, jobs— 
especially in the services sector—will continue to be 
added, and interest rates may be low enough to keep the 
housing, consumer products, and auto boom rolling. But 
keep an eye on the US. If its economy gathers speed, like 
it seems to be, some of the ri! money. could change di- 
rection. In any case, Santa Claus has already delivered _ 
America its big Christmas gift: Saddam Hussein. A 
stronger US, however, will also mean more exports ! 
from India and greater offshoring. . 
So, at the moment, things look - 
pretty good for 2004. 8 
With India rapidly emerging— 
somewhat controversially too— - 
as a base for global giants to clin- 
ically test new drugs, our story 
by Vandana Gombar on the busi- — 4 
ness of clinical testing explores = 
the potential that it offers and . 
gives you a lab-side view of the | "^^^ 
flurry of activity and what it could mean n the future. 
Ever heard of Bala Manian? No? I’m not surprised but 
turn to Page 56 and check out this visionary in India's 
biotech firmament. We bring you Vidya Viswanathan' S. 
exclusive profile of a man who Pm sure you rll hear more - 
and more about in the near future. : | 
The common perception about India les 5 CEOs is 
that they are a rather boring lot—after office hours, that 
is. I mean how many Indian CEOs do you know of who 
like to fly de-fanged fighter planes (a la Oracle’s Larry 
Ellison) or have tried to circumnavigate the earth in a hot 
air balloon (a la Virgin's Richard Branson)? In contrast, 
the image of an Indian CEO chilling out is tepid: golf, 
bridge or perhaps holidaying in exotic locales around the 
world. But that's changing. A number of Indian CEOs are 
beginning to live it up and, more important, not be coy: 
about admitting that they enjoy doing so. In CEOs Live 
it Up!, Brian Carvalho takes you to meet some Indian. 
CEOS, not in their corner-rooms, but on their yachts and 
speedboats, across drag racing tracks and even at the 
other end of a bungee rope. Enjoy. 
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HSBC's Gold Credit Card. Let it speak for you. 


Long introductions aré unnecessary when you carry HSBC's gold credit card. It's recognised across the 

world as a symbol of success. And our powerful local privileges make it even more coveted: - 0% fuel 
* ; x , . one ot 

surcharge" - Insurance cover up to Rs. 40 Lakhs” - Exclusive travel benefits -Premium healthcare facilities 


Apply now! Free for Ist year for other bank cardholders* 
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*Terms and conditions apply The world's local bank 


Call HSBC at the numbers given below or visit www.hsbc.co.in 


Issued by The Hongkong and Shanghai Banking Corporation Limited, India 
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Fight The Yellow Fever 

Gold may seem like a great investment option 
right now, but resist the urge to invest in the 
metal: in the long-term it even lags inflation. 


Jaswant Singh’s Rich Tax Takings 
Adieu British Gas 
The BJP’s New Economic Agenda 


Will victory in three out of the four states that 
went to the polls recently make the BJP a more 
aggressive reformer? 


Flattering To Deceive 

General Motors India, the car company with the 
most launches in 2003 actually has little to show 
for its efforts. 


A Battery-operated CTV 


Oscar's product may be just what the doctor 


ordered for the electricity-starved Indian masses. 


Only, you need that to recharge the battery. 
Gurgaon: Asia's Mall Capital 


Acquiring To Survive 

The global acquisition of Joyco by Wrigley 
could give the latter's flagging Indian ops a fresh 
lease of life. 


Fixing Power Theft... 


...and power thieves with a high voltage system. 
Toyota's Maruti 800 Gambit 
Bharti: First Off The Blocks 


The company kicks off a fresh wave of 
consolidation in the mobile telephony business. 


Diamonds Are For Certification 
The business of certifying diamonds is booming. 


Pharma's Mr BPO? 
Nicholas Piramal's Ajay Piramal bags an order to 
contract manufacture formulations. 


Saddam & The Global Markets 
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A BT-Cirrus review of CEOs and 
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the best press in the past 12 mon 
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52 Getting Sold On India 


A clutch of Fils, including new en- 
trants is running riot on D-street. 
But the party could end if the 
Indian market gets overheated, 


56 Bala Manian: Life 
Sciences Visionary 
Indian life sciences 
companies have a future; 
serial entrepreneur 
Bala has seen it and is 
willing to share the details. 


62 The High Cost Of Working 


The BPO boom may be good for the economy, 
but irregular work hours and limited career 
prospects could ruin its workers, body and soul. 


80 60 Minutes: K.Y. Lee 
Taiwan's BenQ is being touted 
as Asia's and the world's 
next hardware warrior. BT 
catches up with its President 
K.Y. Lee during a recent 
visit to India. 


CEOs: Living It Up! 

India's corporate honchos are 
increasingly taking to life in the fast 
lane. A peek into the lives of CEOs 
living it up and we don't mean golf! 


HSBC: The Remaking 

By acquiring a stake in uri Bank, 
HSBC CEO Niall S.K. Booker 
advertises the once-conservative 
bank's aggresive new plans for India. 


93 Tamilnad Mercantile Bank 
The Nadars and C. Sivasankaran of Sterling are 
at it again: fighting a tug of war for control. 
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96 Clinical Trials 
By 2008, the clinical trials market in India could 


be worth a whopping $1 billion. 


COVER STORY 


42 Ten Questions For 2004 


Will the Sensex touch 6,000? Will the 
economy grow by 7.5 per cent? Will the 
rupee touch 45 to the dollar? Will salaries 
increase? Will we see a woman CEO in the 
BT 100? And other pressing questions for 
the year ahead. 


PLUS: An exclusive opinion poll 
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Just Fix It 


Floating interest rate home loans are no longer 
advisable. It is time to grab the best fixed-rate 
deal you can, and buy that dream house. 

The Monthly Mutual Fund Round-up 

The Importance Of Investing Goals 
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Are dual job holders loyal 

only to their selves? Be wary 

of judging in haste. Motivations 
differ from person to person. 
Help, Tarun! 
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Shringar Cinemas’ Shravan Shroff (centre) with his team 
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128 Suits In The Multiplex 


How Shravan Shroff helped 
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family-owned film financing and distribution 


business div ersity successfully into multiplexes, 


130 The Selling Of Salvation 


BOOKEND 


132 Core Group Conundru 
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A book on the taboo subject of an organisation’s 


‘core group’ and a review of the Clinton Admin. 


Plus: The Roaring Nineties 
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134 The Nudist In 
The Corner Room 


For 10 days a month 
he is Christian Fabre, 
CEO of the Chennai- 
based $50 million 
Fashions International. 
For 15, he is Swami 
Pranavananda 
Brahmendra Avadhuta. 
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The Year Nirvik Singh, 
Half-a-million man 
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Subbu, Tvs Motors' 
Venu 5rinivasan, 
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Rajeev Dubey and figher 
Rajeev Chandrasekhar 
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142 Leadership Secrets 
By William S. Pinckney 


Grey Worldwide India's Nirvik Singh 
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Three Digit Mark 

India’s forex reser- 
ves are just about to 
scale the $100 bill- 
ion mark—yippee! 
Is it time for a 
relook at the pile- 
em-up strategy? 
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Market Size Matters 

Forget the BRIC-view 
8 of ‘emergence’. 
Think US vs China vs 
Europe vs India. It’s 
all about becoming 
the single largest 
consumer market. 
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TO RECEIVE BT'S TIP OF THE DAY | TO ANSWER THE BT-ON-THE-MOVE QUESTION 
Will the stock markets remain buoyant through 2004? 


1. Go to "Write messages" on your mobile 
phone. 


2. Type "BTTIP" on the message screen. 
3. Send the message tothe number "2424", 


4. You will receive the hot management tip for 
the day in ล return message. 


*Send BTPOLL F after January 4, 2004, for 


1. Go to "Write messages" on your mobile phone. 
2 Type "BTPOLL Y" for Yes. 

Type "BTPOLL N" for No. 

3. Send the message to the number "2424", 
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Readers 
the final poll results. www.business-loday.co 


NOTE: Not available with all cellular 
operators. Regular SMS charges apply. 
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J.D. POWER CSI STUDY 2003 HIGHLIGHTS 
* Maruti Suzuki cars' performance 
across ali the following 5 parameters 
has contributed to our No. 1 award: 
Problems Experienced 
Service Advisor 
Service Performance 
Service Timing 
Facility Appearance 
For nine out of ten makes ranked, 
customers report a greater number of 
repair problems in 2003. However, 57% 
of Maruti Suzuki customers report no 
repair problem at all! 


*it1 Nameplate in Customer Satisfaction Four Years in a Row. J.D. Power Asia Pacific 2000-2003 India Customer Satisfaction index Studies?" 2003 





total of 3,295 consumer responses. www.jdpower.co.ip 
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The Leadership Factor 


Quality engineering and performance 

of our cars make our customers the 
happiest in the world 

We have over 40 takh cars on the road 
today 

We sell more cars each year than all the 
competition put together 

We offer you cars with the lowest cost of 
ownership 

Widest service network: spread across 
more than 922 cities, it makes service 
and genuine spares easily available 
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bt letters 


India Inc’s Big B 

Your cover story The Big B Of 
Indian Business (BT, December 21, 
2003) made an interesting read. It is 
good to see how within,a short 
span of time Kumar 
Mangalam Birla has 
reached a position where 
he can justifiably lay 


Best letter wins 
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Creating lasting impressions 





claim to the title you have conferred 
on him. The pragmatic approach 
he has adopted in his business deal- 
ings has made all the difference to 
his group’s success story. Your story, 
with its 360-degree approach, gives 
a clear picture of the transforma- 
tion that the A.V. Birla group has 
gone through and how it is well- 
poised to take on competition both 
at home and abroad. 

ROHAN KHATWANI, through e-mail 


Apropos your cover story The Big B 
Of Indian Business (BT, December 
21, 2003), Kumar Mangalam Birla 
truly deserves the credit for the ag- 
gressive new positioning he has 
given his group. When he took over 
the group’s reins, there was deep 
scepticism in the market about the 
fate of the group’s largely com- 
modities-driven business. K.M. Birla 
successfully managed to not only 
to dispel these fears, but also give 
new direction to the so-called “old 
economy” organisation, and achieve 
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enviable growth in the bargain. His 
group's place among India Inc's 
front-runners is now assured for 
some time to come. 


C.V. ARAVIND, Bangalore 


Taxed Out 

Apropos your Trends item Budget 
2004—What To Expect (BT, 
December 21, 2003), the finance 
minister should focus less on taxes 
and devote more energy to finding 
new avenues for providing employ- 
ment for the masses if he wants to 
see any improvement in the country's 
economic status. With increasing 


employment, and consequently 
higher earnings, the government's 
tax base will also be wider, resulting 
in higher revenues. The resources nee- 
ded for generating such employment 
could be generated by him almost 
entirely by cutting down on bu- 
reaucratic leakages and withdrawing 
some of the wholly-wasteful luxuries 
provided at present to the political 
class. Is that asking for too much? 
M. KUMAR, through e-mail 


Are They For Real? 
Your story 20 Companies To 
Watch In 2004 (BT, December 21, 
2003) made an interesting read. 
Hopefully, the companies will live 
up to the expectations created of 
them by the article. While these 
companies may be hot property at 
the present moment, it still remains 
to be seen how many of them 
make it in the long run. 

A. JACOB SAHAYAM, through e-mail 


Reading Minds 

Here’s a great idea. Compile all the 
articles you have published in 
Leadership Secrets so far and make a 
book out of it. It would provide, if 
nothing else, an interesting insight 
into the minds of India Inc’s leaders. 


RAMESH SINHA, through e-mail 


HOW TO CONTACT BUSINESS TODAY 
WRITE TO: 


The Editor, Business Today, Videoco 


n Tower, 5th Floor, E-1, Jhandewalan Extension, 
New Delhi—1 10055. e-mail: le .bt@intoday.com 
. Website: v .bus 


FOR SUBSCRIPTION ASSISTANCE WRITE TO: ง 


Write To: A1, Hamilton House, Conna 

Phone: 1600111155, 51529555, 515: 

(Extn: 165, 1 73) Fax: 23352874; 
Voicemail: 2 


Place, New Delhi UE 
29556, 23352870, 23 d 
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JK COPIER PLUS. 





Superwhite Multipurpose Paper 


The ultimate paper, 


for all your multi-application needs. 


a 


JK PAPER 


* Brighter surfaces * Printer or Copier, runs impeccably * Both sides printing * Non-stop performance 2 0 


www.ikpaper.com 


ว ต ิ ซั ฒ 


NIPPON OIL & MITSUBISHI OIL 


MERGE TO BRING 
JAPAN'S NO. 1 ENGINE OIL TO INDIA 





Two of the biggest oil corporations of the world, Nippon Oil Corporation and 
Mitsubishi Oil merge under the aegis of Nippon Oil Corporation and unleash Eneos 
- a superlative selection of diesel engine oils, 4-stroke motorcycle engine oils 
and petrol car motor oils. Formulated for hi-energy performance with a single- 
minded focus on quality, Eneos is the best choice for your hi-tech vehicle today! 


Tide Water Oil Co.(India) Ltd. In technical collaboration with NIPPON OIL CORPORATION, JAPAN 


ว่ Member Yule Group 


ENEOS Your Choice of Energy 


WWW.eneos.co.j|p 
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| his iS not a drill. A recent study identified financial statistics, R&D 
data, strategic plans and customer lists as the top information items stolen 
from companies. Why? Because the more this information empowers you, 
the more valuable it becomes. Unprotected, it makes a juicy target. 


But even random attacks can cost you. The Radicati Group says malicious 


code will cause over $57 billion in economic damage by 2006. The 





answer? Security solutions that work inside, outside and end-to-end. ‘Can | see some ID please? 
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Aguide to the on demand world: Security i 
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Countless suppliers, vendor and partner: 


That gives you the power to. hir « faster, share m ; à: ly à d react as one. As an 0 


demand business, it's your point of strength. A com sive security strategy 


an you see it? its an on demand world. Instead of wrestling with 
„tiple security systems you should be focussing on your custom ON 


eeds. IBM's Security Event Management Solution can centrally manage 


proactively address vulnerabilities protect assets and ensure 
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T WAS WORD 1,047 AND WORD 1,048, TOGETHER, 
that did it. Of the 1,455 words in Atal Bihari 
Vajpayee’s Peace Dividend speech, it was these 
two— single currency —that electrified vertebrae across 
the country. People sat up. Some sprang from their 
seats. Others wanted their ears examined. 
-Once again, the Prime Minister has shown that 
-while being ahead of the curve is a necessary condition 
2 020 . for leadership, mastery of timing makes a big difference. 
~~ You could argue whether the words were uttered 22 
- days ahead of their time—or 22 years. But uttered 
X they have been, and a common currency for South Asia 
. is a proposal that demands immediate attention. 
- Turning the dream into reality could take quite a while. 
— - A good dose of economic realism would help. Token 
currency, in itself, was a historic 
breakthrough as a medium of exc- 
. hange. It made wealth a function 
of the value generated by an econ- 
omy, rather than a sum of the 
and's treasures. It needed the aut- 
101 tative backing of a regime, 
ugh, its acceptance marked by 
al control. So nation-states 
turnec Currencies into macho 
"symbols of identity and prestige. 
.. "Then came trade, and with it, 
more value-mapping and less 
power-tripping. H national curren- 
cies are an anachronism in this era 
of globalisation, it is because the 
benefits of monetary unification 
are obvious to anyone who understands trade. Even 
two trading partners can gain by combining currencies, 
ridding themselves not just of transaction costs, but also 
of the exchange rate uncertainties—which would boost 
trade and cross-border investment, to mutual benefit. 
o -Thats the theory. Actual currency mergers are 
fraught with nerviness. West Germany integrated the 
(East by giving its residents one Deutsche mark (DM) for 
. each ottomark they had, while the market exchange rat- 
do was more like 1:6. The East’s beer-guzzlers were 








= ~ thrilled by this ‘generosity’, but the befuddled East’s - 


_. businesses were rendered fatally uncompetitive. 

. For obvious reasons, the example of European 
Aonetary Union (EMU) would be much more instructive. 
he preparatory ‘convergence’ towards the euro was far 
etter planned, not least because it was a merger of 
uals. The agreement was to "lock in' currencies at 
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natural market rates, and submit to a common monetary 
policy. The assorted economies, therefore, had to 
synchronise their business cycles—and neutralise all 
controllables that could distort the relative purchas- 
ing power of currencies. The ‘convergence criteria’? Keep 
the zone's inflation down within a strict band; and 
adhere to a Stability Pact on fiscal rectitude: nobody's 
deficit to cross three per cent (and government debt 60 
per cent) of GDP. No currency stretching tricks to gain 
a sneak advantage just before the union. . 

After the 1999 lock-in, the euro operated i in tran- 
sition for three years on the principle of ‘no compul- 
sion', with adoption voluntary. Recently, though, this 
snnciple has been stretched to include the Stability Pact 
as well—now that Keynesian ideas have been re- 
adopted in an attempt to smoothen 
the ups and downs of the eco- 
nomic cycle. Has it rent the euro's 
fabric? Not on the evidence so far. 
The euro has been a success. 

And in that success lies another 
big lesson. Sharp number-crunching 
is all very good. But convergence is- 
n’t just a matter of statistics. It’s a 
whole lot more. The 12 euro-zone 
countries are not mourning the 
national symbols they lost in their 
respectively consecrated scraps of 
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euro’s actual currency design. 

As for their ‘loss’ of control over monetary policy, 
the debate in no longer whether governments should or 
shouldn’t be setting interest rates. It is largely about how 
the European Central Bank (ECB) is managing regional 
economic diversity. Maturity, again. The ECB has gained 
credibility as an independent institution, and the euro 
could become a global reserve currency option. 

South Asia, observers might scoff, is a long way 
from acquiring institutional credibility even within its 
own landmass. But such sceptics would do grave inju- 
stice to those who know a win-win possibility when they 
see it. To those who will not shirk the responsibility of 


working towards a single currency, no matter how °° > 


thorny the progress. And to those who are wise enough, 
brave enough and stirred enough by the vision to ensure 
that if this bold project falters, it will not be for want of 
rectitude: fiscal or otherwise. fl | 


paper. This is a reflection of mat-  - E 
urity, helped along, no doubt, by ง 
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introducing the new Microsoft Office System. Microsoft More than what it used to be, Microsoft Office is now an 


Office System integrated system of programs, servers, services and solutions 
Now users can do more for themselves so you can 


focus on the important things. That's because with PM uda vem 

the Microsoft* Office Project Server and Project 2 m Rer eee 
*rofessional 2003, users have visibility into all of their cde oil ari iei UN 
projects, including integrated costs from business OneNote™ 2003 Word 2003 ห อ เณ Parts) OO ton Accion 
ystems, risks, and project documents-all on their 7 nme 

dwn. Hallway chitchat will never be the same. For Enabling Technologies. 

nore information, go to microsoft.com/officelT ส กบ ุ ค ค่ ว ขอ ม แช่ ชั ต Ee EX 


n Windows XP Professional Upgrade. 


3 2003 Microsoft Corporation. All rights reserved. Microsoft, FrontPage, InfoPath, the Office OneNote, Outlook, PowerPoint, SharePoint, Windows Windows ๕ 
PEINE rmn eren. m ilr registered trademarks or trademarks of Microsoft Corporation in the United States and/or other countries. 5 
d 

TOI M v x < = 
areat offer at work" S 
SE lüddtft vasaller for more iMominton or call 1600111100" or e-mail: connecté? microsoft.com n 
Conditions apply. For complete offer details and terms and conditions log on to www.microsoft.com/india/office/promo = 
Toll free for all metros: Anmedabad, Bangalore, Chennai, Dethi, Hyderabad, Kolkata, Mumbai and Pune. Also, more offers = 





Spot the difference 


between a sedan 


and a sedan 
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and a sedan. 


Not all cars are the same and The Auto Show on CNBC-TV18 will help you understand and buy 
the car that's right for you. Right from checking out the real picture behind the 'best deals to 
what is actually under the hood, to maintenance and useful do-it-yourself segments, this show 
gives you an informative, all-inclusive report on the business of buying, selling and making 


cars. The Auto Show is a must-watch for anyone who owns or plans to own an automobile 


Sat 12 pm & Sun 10.30 am, Tue 10.30 pm (R) 


Presenting sponsor 
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LEADER 


Yellow 


Fever 


Gold continues to plod its way up in 
international markets. But for the first 
time, some Indians have turned sellers. 
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i Should you too? BY ASHISH GUPTA 


HO SAYS THE AVERAGE 
Indian will never 
part with her gold? 
On December 4 
this year when gold price shot up 
to Rs 6,045, an eight- 
year high, people in 
i Maharashtra and 
Gujarat queued up 
at jewellery stores 










^ Dec, 1993 

= 463] to 

น sell 

Z some of 


their gold. Obviously, the 
idea was to book a tidy 
profit while the prices were high. 
It’s safe to assume that these are 
people who will not buy clothes or 
even a car with the money they 
have realised. Instead, they are 
most likely to wait for gold prices 
to fall and then refill their impov- 







erished gold boxes. So, will gold 
prices fall in the days to come? 
To answer that question, one 
needs to understand why they’ve 
been rising continuously for the 
last four years. For starters, gold is 
a commodity pretty much like oil 
and rubber, therefore, its price is 
determined by demand and sup- 
ply. But that does not explain 
why prices have moved up so 
rapidly since 1999, 
According to A.V. 
Rajwade, 






CEO, Rajwade & Co., 
a treasury and forex management 
consulting firm, there’s a “cocktail 
of factors”. These include wor- 


Japanese 


Feb, 2000 
4,610 


Dec. 9, 2003 
6,085 


ries about the US dollar— 


in the last 12 months, it 
has lost 17 per cent 
versus the Euro, 8 
per cent against 
the — British 
pound, and 10 
per cent com- 
pared to the 










yen— 

















threat of 
terrorism, lum- 
bering growth 
im developed 
economies, poor re- 
turns On savings, 








among others 
India has not been un- 
touched by those concerns, as it 
turns out. Gold prices usually 
start going up (apart from 
changes in the demand-supply 
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equation) when other avenues of investment, 
especially equities, start under-performing. But in 
India, the stockmarket has been on a steep climb be- 
ginning this year, and yet gold prices have risen 
alongside. What this indicates, then, is the under- 
lying mood of uncertainty across the world. While 
historically gold has never been a darling of in- 
vestors, the rush this time stems from a desire to 
protect the principal. Even that, Rajwade con- 
tends, is a myth. *That's more psychological than 
real, since research shows that gold prices have 
not really kept pace with inflation over the long 
term," says Rajwade. 

Have gold prices peaked? The consensus seems 
to be that it hasn't. Armesh Arora, Vice President, 
Bombay Bullion Association, feels that prices have 
also gone up because some of the biggest gold pro- 
ducers such as Newmont Mining Corporation, 


AS GOOD AS GOLD? 


In the short term, stocks fare better. In long term, bonds. 


Sensex 
Gold 
Bank FD 
RBI Bond 


Present value of investment of Rs 10,000 


Barrick Gold Corporation, and Anglo Gold Ltd. are 
no longer hedging their bets by getting into long- 
term contracts, but are into spot selling. Yet, not 
many think it will cross the Rs 7,000-mark (for 10 
gm) because central banks, which hold the maxi- 
mum amount of gold in most countries, may just 
step in by increasing their supply of gold. 

The massive jump in gold prices has meant two 
things. First, it has led to a sharp drop in imports of 
gold—down 16 per cent over last year. Two, it has 
prompted gold recycling, with people selling their 
old-fashioned jewellery to take advantage of the 
high prices. “It is recycled gold that is making up for 
the lack of imports," says Arora. 

What should be your investing strategy? Wait to 
see if prices inch up to the Rs 6,500-mark. If they 
do, offload some of your holding and wait. Once 
the US stockmarkets pick up next year, gold may 
start its inevitable descent. Then you can buy back 
whatever gold you had sold—at lower prices. 
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Year Of Bounty 


Direct tax collections are set to soar. 


HE ECONOMY HAS TO BE DOING WELL, FOLKS. FOR THE 

first time since Independence, the government 
is set to exceed its own direct tax collection targets. 
By the end of November this year, the government 
had pulled in Rs 42,716 crore by way of in- 
come and corporate tax, marking an 18 per cent 
jump, which is more than the budget estimate of 
16 per cent growth. At this rate, the finance ministry 
will exceed its target of Rs 95,714 crore. The to- 
tal tax collection, too, is cruising. At Rs 1,29,947 
crore, the takings represent 49 per cent of the 
budget estimate of Rs 2,51,527 crore. Small 
wonder then, the ministry is all smiles. 

What caused the surge? As far as corporate tax 
is concemed, "good corporate earnings and general 
buoyancy in most industrial sectors of the econ- 
omy”, says a senior ministry official. On the income 
tax front, "it is again a combination of increased in- 
come and better tax compliance", reckons Saumitra 
Chaudhury, Chief Economist, icRA. However, there's 
some cause for concem amidst all the good tidings. 
Indirect taxes, which include customs and excise 
duties, grew a modest 9 per cent, netting Rs 
87,330 crore during April-November, 2003. The 
reason is two-fold: One, the government has 
been lowering import duties, besides rationalising 
excise duties. Two, the expected jump in inter- 
national trade did not materialise. 

There's some consolation, though. The 
share of direct taxes in the overall tax kitty is 
growing by the year—up from 19.1 per cent in 
1990-91 to nearly 35 per cent today. The re- 
cent surge, therefore, should help in bringing 
down the fiscal deficit pegged at Rs 1,53,637 
crore, or 5.6 per cent of the GDP. 

ASHISH GUPTA 
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LNG Springs A Leak 


British Gas shelves its LNG plans for India. © 


HE CHURN HAS STARTED EVEN BEFORE THE FIRST 

ING-carrying ship could reach the Indian shores. In 
early December, 2003, British Gas (BG) became the 
first casualty when it pulled out of the $550-million (Rs 
2,530-crore) Pipavav LNG project in Gujarat. “The 
project must be viable in order for BG India to take for- 
ward the development,” explains Nicole McMohan, 
Director, BG India. Why did BG pull out of the project 
when until recently it was so confident about LNG’s fu- 
ture as alternative fuel in the country? Or more im- 
portantly, are these hugely expensive and risk prone 
projects—iNG Petronet and Shell have already coughed 
up close to $500 million (Rs 2,300 crore) each for build- 


cargo, all-weather ports—feasible when upstream play- 
ers like Reliance, Niko, Cairns, and ONGC have al- 
ready announced huge reserves finds? 

For BG India, in a way, it made greater sense to 
pull out of the Pipavav project and consider the nearly- 


BJP And Reforms 
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Nigel Shaw, CEO, British Gas India: Retired hurt 


complete Dabhol project for possible acquisition, rather 
than invest in a greenfield project. After all, Petronet’s 
LNG terminal in Dahej, Shell’s LNG import and regassi- 
fication terminal at Hazira and Reliance’s gas finds in the 
Krishna-Godavari basin would come ahead of BG India’s 
operations. What's more, big clients such as fertiliser and 
power companies can tap multiple options for long-term 
agreements on LNG. “All this had put a serious question 
mark on the viability of BG's investments," explains 


-Satyam Agarwal, analyst at Motilal Oswal Securities. 
ing regassification terminals as well as setting up multi- ` 


What the industry needs is some clarity on LNG 
prices. Matching ONGC and Oil India’s price of $2.50 
per million British thermal unit (BTU) is virtually im- 
possible for the new players. That means BG may not be 
the only LNG player to pull out. 

ASHISH GUPTA 


Will BJP’s wins at assembly elections kickstart reforms? 


“Disinvestment is caught in 
a loop. But the fact that 
the government has asked 
the Supreme Court to 
re-evaluate its stance on 
disinvestment is 

in itself a good sign.” 













“The wins have 

| imbued the ruling party 

B with self-confidence. The 
E message is clear. It shows 
- 0 that development rather 

"ES than Hindutva can clinch 

=" more votes. ” 
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NE "What this proves 

“ill is that elections 

will be fought and 

won on issues of overall 
progress and quality 

of life. The government 
should accelerate reforms." 








"Industry is strongly 
confident that reforms 
will continue, despite 
2004 being an election 
B year. | think the election 
PE wins also drive home 
MIS that fact." 
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New, New, And New, 
But It Hasn t Worked 


New launches galore haven't helped GM India. 


CHEVROLET FORESTER 


Launched: March 2003 

Sales (units) Till November 30, 2003: 153 

It may be the most hi-tech of the utes on offer in the 
Indian market but it has a big problem: you see, it doesn't 
look like a suv. Sales have nearly ground to a halt over 
the past few months. 





OPEL CORSA SAIL 


Launched: May 2003 
Sales (units) Till November 30, 2003: 2,534 


The Sail has helped parent marque Corsa—sales 
increased 36 per cent to 8596 units in the January- 
November period of 2003 as compared to the same 
period last year—but the competition is still streets 
ahead. 


CHEVROLET OPTRA 


Launched: July 2003 
Sales (units) Till November 30, 2003: 3,670 


> The Optra made a splash when it was launched as a 

| rival to Toyota's Corolla and Skoda's Octavia. However, 
the hype has now tapered off—as have sales, to around 
500 units a month. However, the imminent launch of a 
less-expensive 1.6 litre version will help sales climb 





[| ^ WORD: GM INDIA MAY HAVE SOLD 13,505 
cars in the first 11 months of this year, 
66 per cent higher than the 8131 it sold in 
the first 11 months of last. However, the 
number is just around 2.5 per cent of 
the number of cars sold in India in the 
same period, which stands at around 
600,000. If all goes well Indian car mak- 
ers will sell around 700,000 cars this 
year. The company has burned around Rs 
50 crore on launches: first, it made a 
song and dance about ushering brand 
Chevrolet into the country; then, it did 
nearly the same for a car, Optra. The 
money hasn't helped, nor have the prod- 
ucts, and the world's largest car company 
remains a minnow in the Indian market. 
KUSHAN MITRA 
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Oscar's battery operated TV: Nifty move 


Honestly, It's 
A Bad Idea 


Will a battery-operated TV sell? 


N THE FACE OF IT, IT'S A BRILLIANT MARKETING BRAIN- 
WAVE: A battery-operated crv for the millions of 
people in India's villages that do not have any elec- 
tricity. According to the last census report, 56.5 per 
cent of the rural households did not have access to 
electricity. So, even if a bare 10 per cent of the 
households bought one, you are talking about creating 
a market for almost eight million units where none ex- 
isted. That indeed is the calculation Delhi-based 
Oscar International made when it launched its battery- 
run Tv in November. In just the last month, Oscar 
claims to have sold about 10,000 units. At Rs 
5,190 apiece, "it's an honest product (at an) honest 
price", says Oscar's Director, Arpita Khurana. 
Perhaps, but odds are stacked tall against the 
product. For one, the battery discharges in 48 
hours—even assuming just three hours of television 
watching every day, the battery will last 16 days. After 
that, the customer has two options: Recharge the bat- 
tery or buy a new one. The latter involves an expense 
of at least Rs 2,000. The former is not a realistic op- 
tion, because you need electricity to do so. Besides, 
Mirc Electronics (of Onida fame) launched one such 
in 1993, but the line was discontinued within two 
years. Why? "The rural market was too price sensi- 
tive," says Vipul Mathur, Head of Marketing (B&w), 
Mirc. LG also claims to have toyed with the idea, but 
decided against it for being economically unviable. 
Says Rajiv Karwal, Mp, Electrolux, who in his previ- 
ous stint at Philips helped launch a wind-up radio, 
which is doing well: "Unless a product reduces the 
amount of electricity required per se, it will not sur- 
vive." For now, Oscar is taking its chances. 
AMANPREET SINGH 


‘Unless the legal framework 
supports the disabled, 
all we will continue to 

get is lip service’ 


Says 29 year old Raja Mahendra Pratap, 
with full conviction. Confident, courageous 
and very independent - these are only some 
of the words that describe the inner strength 
and grit of Pratap, who lost all his limbs in 
a near fatal accident at the tender age of 5. 
Today, Pratap who is working as Finance 
and Accounts Officer with a Public Sector 
Company in Ahmedabad, is ฮ man with 
very clear views on what he wants for 
himself, from life. And some of the issues 
that need to be addressed to make living 
easier for the disabled in India. 


Some of his views, no doubt, are derived 
from his early childhood experiences - a life 
confined within the four walls of his home in 
Hyderabad, with parents who thought of 
him as a ‘gone case’. "My parents didn't 
think | could ever stand on my own feet and 
so, they didn't bother about my education. 
But | was determined to be independent." 
For a boy who studied from books entirely 
on his own, he did very well in the Xth class 
exams that he appeored for, with the help of 
his sisters. From then on, right till college, 
where he got a Commerce Degree, Pratap 
never sat for classes but prepared at home. 
"Mobility was an issue", says Pratap. "It was 
expensive for me to go in a three wheeler to 
attend classes. However, | was not deterred. 
Bunking college is a style stotement for 
normal people. For me, there was little 
choice. ^ In fact, to support his own 
education, he started 
taking tuition classes 
during his first year of 
College. He also got 
financial support during 
his second year of 
management in the form 
of the NCPEDP (National 
Centre for Promotion of Employment for 
Disabled People) Scholarship. Says Pratap, 
"Till | started attending MBA classes at the 
Osmania University, | never did realize what 
it was to actually attend lectures.” 


Pratap, who used to walk about in his home 
on naked knees, designed his first shoes 





after college, 
when he sat 
with a local 
cobbler for two 
consecutive days. From there on, there wos 
no looking back. He even travelled for his 
MBA classes using public transport. "| never 
sow myself os incapable or disabled. | 
studied with a single-minded purpose - to 
stand on my own two feet." However, when 
if came to getting a job, his confidence 
received a blow. He was rejected in many 
coses, even before the written test. "| 
thought private companies would be 
concerned about only my capability, not my 
appearance. But that was not the cose. No 
interview of mine lasted more than 2-3 
minutes." He felt dejected and low. But took 
it as a challenge. 


He got his first break in a small weekly 
tabloid for the Disabled, 'Vaartha Theja', 
and from here on, there was no looking 
back. He got a job in a Public Sector Bank 
in Delhi, in August 2001, and in November 
2002, he took up another job with a Public 
Sector Oil Company in Ahmedabad, with a 
much higher salary. On living independently 
in Ahmedabad, away from home, says 
Pratap, "| feel as normal as any other 
person. In fact, | even manage 5096 of my 
cooking by myself." 


But every story is not a Pratap story and 
every disabled does not get employed. As 
per data mode available by NCPEDP there 
ore over 70 million disabled people in the 
country, but less than 196 of children with 
disability receive education of any kind. 
Further, according to the National Sample 
Survey of 1991, there are 7 million 
employable disabled people waiting to 
get a job. 


Thus, to promote employment for the 
disabled, NCPEDP in conjunction with the 
digital technology leader, Samsung India 
Electronics Ltd., has set up a ‘Samsung - 
NCPEDP Disability Placement Unit’ at South 
Extension. Samsung will also be extending 





Pratap discovers the key to a bright future. 


scholarships to 20 disabled students 
next year, through NCPEDP as part 
of its DigitAll Hope 
Programme. Samsung 


DigitAll Hope 
represents the 
Company's largest 
regional social 


SAI programme, being 
Dig hope run simultaneously in 
8 South Asian countries. States Mr. Javed 
Abidi, Executive Director, NCPEDP “While 
the Disability Placement Unit will handhold 
ond mentor hundreds of disabled people in 





need of jobs, the true potential of our job 
related training programmes is difficult to 
estimate; thousands of people with disability 
should benefit. Technology is that one sure 
shot vehicle which has the power to carry 
towards 


people with disabilities 


empowerment and self esteem.” 


Says Pratap, who wants to actively 
work for the empowerment of disabled 
people and wants to be involved with 
policy making and decision making with 
respect to the disabled, ot the government 
level, "Some of the issues currently faced 
by the disabled in India ore those 
of education, employment, accessibility 
and awareness. Some of these problems 
ore further aggravated by poverty We 
need strong legislation and monitoring 
agencies to ensure the implementation 
of legislation providing for the rights 
of the disabled.” 


Independent and self reliant, Pratap 
today is supporting his family. But 
he does not appreciate being asked 
whether he can reach office or can he write. 
"Why should the disabled be put to tes! 
all the time?" queries Pratap. Quite right, 
we would say. 


~ 





unstoppable 
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Gurgaon: Asia ร Mall Capital 


Delhi’s affluent suburb is witnessing a mall rush. Good for shoppers, disastrous for promoters. 


Jd MALLS WITH A 
total retail space of 44 
lakh sq ft. That's what 
Gurgaon is set to add in an- 
other three years. Already, this 
booming suburb of Delhi is 
home to three big malls (MGF 
Metropolitan, DLF City Centre, 
and Sahara Mall), which of- 
fer 6 lakh sq ft of pricey, but 
air-conditioned space. Many 
more, like Mega Mall, are 
nearing completion. Once all 
the malls are up and running, 
Gurgaon will have more malls than 
any other city in India—actually 
make that Asia. Why the rush? 
"Supply creates its own demand," 
says Anshuman Magazine, MD, CB 
Richard Ellis, meaning that open 
and relatively cheap (at least until 
recently) space in Gurgaon is mak- 





Herd Mentality: Yet another mall in the making 


ing a mall boom possible. “Life is 
becoming hedonistic (and con- 
sumption conspicuous)," adds Ajay 
Khanna, Head of Malls at DLF, 
which owns some 3,000 acres in 
Gurgaon. There are an estimated 
seven lakh people living in Gurgaon 
and about 200 families are said to 


be moving in every week. 
Besides, Delhi does not have 
any mall (perhaps excepting 
Ansal Plaza) comparable to 
Gurgaon's. So a lot of shop- 
pers are actually from Delhi. 
But the mall stampede (DDA is 
triggering one in Delhi too) 
will hurt many in it. Real es- 
tate prices in Gurgaon are 
climbing, as are the lease 
rentals at the malls; the latter 
is up some 15 per cent in just 
six to eight months. More 
competition may force prices 
down, but that's unlikely to ex- 
pand the universe of shoppers. 
Inevitably, malls and the shops in 
them will end up under-cutting 
each other. That's when it'll hurt 
being a mall promoter in Gurgaon. 

AMANPREET SINGH 
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Wrigley Wants To Chomp Fy 


Will Joyco end up in Wrigley’s mouth? 


N THE NEXT FEW DAYS, THE $2.75-BILLION-IN-REVENUES 

Wrigley is expected to seal the deal for acquisition of 
Joyco, part of Spanish food giant Agrolimen for a re- 
ported price of $270 million. If that happens, the 
American chewing gum-maker will bag Joyco’s oper- 
ations in 70-odd countries, with production facilities in 
14 of those, including India. When contacted, Wrigley’s 
spokesperson and brand manager Sambit Lenka said, 
“We are not in a position to offer comments.” But the 
news seems to be good for Wrigley India. Although it 
entered the country in 1993, Wrigley hasn’t been able 
to make much of a dent in the Rs 1,300-crore confec- 
tionery market. Last year, its estimated revenues were 
Rs 15-20 crore, compared to rival Perfetti Van Melle’s 
Rs 400 crore and home-grown Candico’s Rs 150 crore. 
With Joyco’s Rs 180 crore sales—which comes from 
popular brands like Boomer and Pim Pom—added to 
its own, Wrigley could pole-vault to No. 3 position, be- 


SHOME BASU 





Waiting for Wrigley 


Joyco's MD, Arun Hegde: 


sides bagging Joyco’s network of 1,900 distributors and 
four lakh outlets. But the real issue for Wrigley may be 
boosting consumption of chewing gum in the country. 
Currently, it accounts for less than a thousand tonne in 
the 1.3 lakh-tonne-a-year confectionery market. 
“Wrigley can now keep its operations in India alive,” 
says Sanjiv Kumar, CMD, Candico. Thank HQ. 
SAHAD P.V. 


Fixing Power Theft 


Distribution companies switch to a high voltage system. 


Pp THE END, ALL IT MAY HAVE TAKEN 
to put the country’s beleaguered 
power sector back on track is a sim- 
ple innovation. That is if Delhi is 
any example to go by. To counter 
rampant theft of electricity in the 
capital, its distribution companies 
BSES Rajdhani/Yamuna and New 
Delhi Power Ltd (NDPL) have made 
a minor innovation—but a major 
commercial revolution—in the way 
they supply electricity. They are be- 
ginning to replace the 440 volt con- 
ductors (read electricity cables) with 
those of 11Kv. One of the reasons 
why Delhi boasts one of the highest 
rates of power theft is that illegal 
consumers simply sling a wire onto 
the overhead cables to draw elec- 
tricity. The 11Kv voltage, however, 


by a transformer—it’s like trying 
to run your car on crude oil, in- 
stead of petrol. Says Rakesh 
Aggarwal, CEO, BSES Delhi: “High 
voltage distribution is the norm in 
developed countries.” 

3SES has identified 400 centres in 
Delhi where the high voltage dis- 
tribution system (HVDS) will be im- 
plemented over the next four 
months at a cost of Rs 400 crore. 
NDPL has already started the con- 
version at more than 200 centres. 
In areas where HVDS has already 
been put in place, the results are im- 
pressive. Losses that used to be as 
high as 80 per cent are down to a 
low of 10 per cent. As for illegal 
tapping, the loss can be brought 
down to as low as 2 per cent (theft 





A step-down transformer: Bing 


last mile to the consumer home 
has to be stepped down and that 
can be stolen). Savs Anil Saradana, 
CEO, NDPL: "With virtually a private 
transformer for each consumer, 
there's no peril of power failure 
or voltage fluctuation." 

It may be decades betore the 
whole country switches over to 
HVDS, but at least the transforma- 
tion has begun. 


| is unusable unless “stepped down” cannot be eliminated because the SUPRIYA SHRINATI 
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MAIL PORES LOGGTIRO FINANCE 


You don't have to pay 


a heavy price for 
moving heavy goods. 


can now transport heavy goods swiftly and securely to their final destination, for 
th less than you'd expect. Whether you're importing components or exporting 
hed goods, you'll benefit from our wide range of innovative and flexible services that 





e DHL Fast Forward the revolutionary and cost-effective shipping solution. Take the 
. challenge right now and discover why the world no longer has to wait for heavy goods. 
ply log onto www.fastforward.dhl.com or call us 24 hour toll-free on 1600 111 345. 
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Toyota's “Maruti 800° 


There may never be one, but it'll be a target. 


7 pica EVER SINCE TOYOTA 
entered the passenger car 
market in India more than six 
years ago, its rivals have talked of 
and dreaded the prospect of the 
world’s smartest automobiles 
manufacturer launching a small 
car. But until now the company, 
which has a joint venture with 
the Kirloskars, has maintained a 
Japanese-style stoic silence. 
Fortunately for competitors, 
Toyota Kirloskar Motors’ new 
Managing Director, Atsushi 
Toyoshima, is more forthcom- 
ing—relatively, that is. When 
asked about Toyota’s plans for a 
small car at a recently-held press 
meet, Toyoshima said something 
to this effect: “We are not stupid 
not to be in the small car seg- 
ment, but we have a brand image 


CELLUWARS 


Bharti Sets The Ball Rolling 


HE WIDELY ANTICIPATED M&A GAME IN THE CELLULAR INDUSTRY HAS 

begun with Bharti Tele-Ventures snapping up a 27.5 per cent stake 
in Rajasthan's service provider Hexacom for Rs 100 crore. Another 
partner in the company, which operates the Oasis brand in the state and 
has 2 lakh-odd subscribers, the government-owned Telecommunications 
Consultants India Ltd owns another 30 per cent and is said to be keen 
on an exit "at an appropriate valuation". The first tranche of shares bought 
by Bharti comprises the entire holding of Telesystem International Wire- 
less of Canada in Hexacom. "It is a fair valuation (at $400 per subscriber) 
given that it is a minority stake, but much higher than other deals in the 
past,” says Aditya Sanghi, Executive Director (M&A) Rabo Bank. Given that 
Bharti would want 100 per cent of Hexacom and that its promoters, the 
Shyam Group, would want otherwise, a battle may be brewing. "The mar- 
ket is full of action, anything is possible," says Bharti's Sunil Mittal. Indeed. 
VANDANA GOMBAR 


to protect and at the same time 
India is a price-sensitive mar- 
ket...we cannot price a small car 
at Rs 5 lakh." 

Knowing Toyota, competitors 
are taking his statement to mean 
that Toyota has started work on a 
small car for India. In reaction 
to the statement, a top rival was 
heard saying, “Be scared of 
Toyota, be very, very scared." 
What kind of a small car will it 
be? Perhaps not as small as the 
Maruti 800, but Toyota does 
have slightly bigger (but small by 
world standards) cars in its port- 
folio, especially under the 
Daihatsu marque. (Yaris may be 
too expensive for a small car.) 
Most likely, Toyota may adopt 
a Qualis-like strategy: Pick up an 
older model, but fine tune it for 





Daihatsu Storia: Small car manufac- 
turers beware 


India. So, the Daihatsu Storia, 
which comes. in engine sizes of 
| to 1.3 litre (64 to 110 bhp) 
may be a potential candidate. 
Another could be the YRV, which 
is a 1.3 It tall boy, but with an- 
gular design. Toyota will probably 
take its time on the small car, but 
it will work to ensure—like with 
all its launches so far—that it hits 
the mark. 

KUSHAN MITRA 


SHIVAY BHANDARI 
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u can now transport heavy goods swiftly and securely to their final destination using DHL's express UC Vc 
vice, often for less than what you're paying your existing freight company. And we can prove it. 
ether you're importing circuit boards or exporting laptops, you'll benefit from our wide range of innovative AR E 
flexible services that make DHL Fast Forward the revolutionary and cost-effective heavy weight shipping Y n" f’ 
tion.Take the DHL challenge right now and discover why the world no longer has to wait for x ^ 
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Diamonds Are 
For Certification 


New gem labs are popping up in Mumbai. 


OR A COUNTRY THAT'S THE BIGGEST EXPORTER OF 
| polished diamonds, it’s a miracle that it has got by 
so far without much certification. But that miracle is 
now ending. With global customers demanding that 
Indian traders speak the same language in terms of carat 
weight, cut, and clarity, certification has become a 
buzzword in the industry. Says Tehmasp Printer, 
Managing Director, International Gemological Institute 
(IG): “Certification ensures that the buyer is paying the 
right price for the right quality.” 

Considering that India re-exports $6.1 billion of di- 
amonds each year, certification laboratories are queu- 
ing up. Printer brought in the Antwerp-based IGI four 
years ago and has since seen business grow from 500 di- 
amonds a day to 5,000. Global major Gemological 





iGi's Tehmasp Printer: He's got competition 


Institute of America (GIA) set up a liaison office in July 
2002, and sends around 1,000 diamonds a month for 
certification to its labs in the US, Belgium, and Israel. 
And the latest to enter is European Gemological 
Laboratory, whose India Managing Director Pritish 
Jhaveri was until recently running his own International 
Gemological Laboratory. The labs charge between Rs 

1,700 (of EGL) and Rs 5,600 (GIA) per carat. 
besides the export market, the local market is de- 
manding certified diamonds. Says Sanjay Kothari, 
Chairman of the industry association, GJEPC: “Crores of 
rupee are spent each year on buying diamonds, and 
knowing that it is what you are paying for is a big con- 
fidence booster." For the labs, that means big business. 
DIPAYAN BAISHYA 
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Risk Management 
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Perpetuating the Family Enterprise 


| If you have designs on global business, the ISB Apr 12 - 16, 2004 INR 1 
Executive Education Programmes give you the 
competitive advantage. Our international faculty, drawn 

P ge: ง ท AS ORY GOVA Measuring and Managing Marketing 


from the world's best business schools, includes active Y 
| Investments - A Strategic Perspective 
consultants with hands-on experience. Their rich and 
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diverse exposure enables them to give you global 
insights for meeting your critical business challenges 
All our Executive Education Programmes are offered Leadership Skills for Top Management 
| at our world class campus with state-of-the-art lecture Apr 26 - 30, 2004 II 
theatres, best-in-class infrastructure, and an inspiring 
| environment that provides the perfect setting for a 


| Accelerated Management Programme 
| professional and enriching learning experience 


r2004 INR 2.98.00 


ORY yeaa UN Ser 
© Kellogg Wharton Bes > ISB 


Centre for Executive Education ๑ Indian Schoo! of Business 9 Hyderabad-500 019 
Phone: +91-40-2300 7041/42 © Fax: +91- 40- 2300 7040 * Email: execed@isb.edu e www.isb.edu/execed 





MudraSouth:158:03:852 





THIS SEASON, CORPORATE HONCHOS 
WILL CATCH UP OVER THE TEE. 
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| Bombay Presidency 
Golf Club 
Bangalore 

Dec 13, 2003 
KGA Golf Club 


Kolkata 
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Delhi 
Jan 17 & 18 (final) 2004 
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Witness some of India’s biggest names in business play a whole new 
ball game. Royal Challenge presents Business Today Pro-Am of 
Champions 2004. Held for the 9th year, this is India's only PGA! 

recognised pro-am golf event and the common ground for distinguished 
names in business and golf. Where the national winners will win exciting 
holidays to foreign destinations, courtesy British Airways and Marriott 


Global Sales. It is life with a little challenge. Are you game for it? 


FOR MANAGING TOMORROW 
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| 
| Official Magazine In Association With 


Golf Digest Safari EXT LIC sonar Bangla ส ได: 
How to play. what to play, where to play FAST & HOW HOTEL & Towers. Kolkata 


Grey Worldwide &T 485 03 





Nicholas Piramal's Ajay Piramal: Outsourcing with a difference 


Pharma s Mr BPO? 


Piramal bags a deal to make formulations for an MNC. 


JAY PIRAMAL, CHAIRMAN OF NICHOLAS PIRAMAL INDIA LTD, WANTS 

none of the headaches that come with fighting for marketshare in the 
US generics market. Filing lengthy applications or fighting expensive court 
battles with patent holders, for example. He thinks he can take a vastly dif- 
ferent route and yet get a sizeable piece of the global pharma pie. And that 
route looks a lot like BPO, with some differences. Consider: NPIL's recent 
deal with the US-based Advanced Medical Optics (a leader in opthalmic 
surgical devices and eye care products) involves contract manufacturing 
neutralising tablets, form fills, and seal solution products at the US FDA- 
certified plant at Pithampur, in Madhya Pradesh, by early 2005. The con- 
tract is for five years and is expected to add $25 million (Rs 115 crore) to 
NPIL’s topline each year until 2010. “This is a trend that is bound to grow 
into a big opportunity for the Indian pharma industry," says Dilip Shah, 
Secretary General of the Indian Pharmaceutical Alliance. 

Some companies are already on 
the pharma outsourcing band- 
wagon. These include Divi's Labs, 
Indswift, Morepen Labs, and Lupin. 
However, it is the first time that 
an Indian company will be manu- 
facturing a finished formulation for 
a global player. Says Piramal: *The 
alliance is a long-term one, for sup- 
ply to global markets, which inclu- 
des technology transfer to Nicholas 
Piramal and the products have IPR. 
This is the first such alliance by an 
Indian pharma company." Why 
India? For one, it is cheaper than ri- 
val destinations in Europe and also 
has greater process chemistry skills 
compared to manufacture-savvy 
countries like China. According to 
Kotak Institutional Equities Res- 
earch, global outsourcing in phar- 
ma could touch $48 billion by 


DASH BOARD 


lo Ranbaxy’'s D.S. Brar 

for successfully steering 

ms company's Did to 

acquire RPG Aventis 

For years, Ranbaxy 

Laboratories | 

been touting 
itself as India‘ 
first real MNC 
It is. 


To Andhra Pradesh 
Chief Minister 
Chandrababu Naidu 
whose populist 
approach 10 ศรี dra 
could see the 
state-owned 


2007. Expect a decent amount of it Andhra Pradesh 
to come by Piramal & Co.’s way. | ME " 
SWATI PRASAD | Wl ore fon 


slip into 
bankruptcy. 





Stockmarkets: The Saddam effect 


APAN'S STOCKMARKET INDEX, THE 

Nikkei average jumped almost 
3 per cent following news of the 
capture of missing-in-action Iraqi 
dictator Saddam Hussein. Early 
on Monday morning (at 0930 
hrs GMT), UK's FTSE was up 
nearly a per cent, Germany's DAX 
by 1.5 per cent, and France's 
CAC by 1.4 per cent. Most ana- 
lysts said the increase was a 
natural consequence of Hussein's 
capture, but warned that its ef- 
fects would be short-lived. The 
arrest significantly reduces the 
threat of future terror attacks 
against the UK and the US 
although it doesn't really mean 
the end of hostilities (as evident 
in the explosion of a car bomb 
outside a police station in 
Baghdad). 

Both, and the fact that the con- 
tinued presence of American and 
British troops in Iraq had a price 
attached to it, may have had a 
role to play in eroding positive sen- 
timent some. American indices, 
the Dow Jones Industrial Average 
and the Nasdaq Composite, will 
likely mirror the movement of their 
European counterparts when the 
US markets open for trading later 
(this magazine went to press late 
on Monday night, just as this was 
happening). It isn't that Hussein's 
capture has no positives: it reduces 
the chance of attacks on oil 
pipelines within Iraq and increases 
the probability of the country beco- 
ming a stable source of black gold 
(the price of crude dipped following 
news of the arrest). 

ROSHNI JAYAKAR 
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Philips India’s 
toons K. Ramachandran pulled TA 
the plug อ ท the company’s -— | 


by Saurabh Singh lighting unit in Kolkata... 










.Air-India's Sunil Arora 
launched a twice-weekly 
service to Shanghai... 
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..Eicher's Vikram Lal decided to reorganise the auto and ancillaries units under Eicher Motors... 
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...Reliance Industries’ Mukesh Ambani upped ...and ModiCorp's B.K. Modi restarted an initiative 
the ante for Flag Telecom... to untangle the crossholdings in group companies. 
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rer 1 million sq. ft. of Commercial Property already developed and another million rising. 


fices available on lease / outright basis in Delphi (Ground > 6 storeys) 





Rub shoulders with your kinds! 


aaa - an opportunity to join the partners of progress. 








Growth is a way of life at the Hiranandani Business Park 
Here productivity reigns, success dwells and communities 


flourish. Hiranandani Business Park offers a fertile cross-industry 


growth platform in the form of a solid infrastructure-support 


and an international work ambience. Little wonder, fast paced 


industries like FMCG, Engineering, Banking, Pharma, BPOs, 


Call Centers, Software and Shipping are flourishing at the 
Hiranandani Business Park. 


Over 86 corporates including Colgate-Palmolive, Wipro 
Spectramind, Prudential, Nestle, General Mills, Mentorix, 
Maersk, Samsung Engineering, Schulte, P&O Nedlloyd, 
Owens Corning, Mastek Deloitte Consulting and 

Blue Star Infotech are breeding success everyday at the 
Hiranandani Business Park. 


Hiranandani Business Park 


Powai, Mumbai. 
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Now launching.. D F B เว H | A new commercial building 


isy Accessibility: Proximity to domestic, international airports ๑ Connected by Western & Eastern Express Highways and 
ilways * Major growth centers like SEEPZ, SEEPZ +*+ & MIDC in the vicinity 8 five-star hotels nearby 


rastructure: Dual-feed power supply * Fiber optic cable backbone 9 Digital exchange in the vicinity 
orld of conveniences available at the Business Park: 8 Banks & ATMs « RODAS - an Ecotel Hotel + 24-hr. Coffee Shop 
Aulti-speciality Hospital (Under Construction) e Residential leasing options available. 


ea 2,735 sq.ft to 3,75,000 sq.ft (approx.) 


ympia, Central Avenue, Hiranandani Business Park, Powai, Mumbai - 400 076. 
mail: bizpark @ hiranandani.net * Website: www.hiranandani.com 


1.: 2576 6734 / 45 * Fax: 2570 6444 * Ashutosh: 9821054714 » Anil: 9820235991 
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ALL THE IMPORTANT NO LITTLE PEOPLE \ ๆ Tae 


DECISION- MAKERS ARE ALLOWED BECAUSE 
IN THE COMPANY WELL BE MAKING 200 
ARE IN THIS ROOM. IMPORTANT STRATEGY 
DECISIONS. 
180 
160- 
116.54 
140 - Dec. 12, 2002 


ว 120 
FIRST, LETS " CREE 
MAKE DECISIONS DOES ANYONE KNOW 


WHAT THE PROJECT 
ABOUT PROJECT IS OR WHAT LE 100 


NEEO TO DECIDE? 
TL RALLY ON DALAL STREET IS CONTINUING 


unabated. On December 15, when 
BT went to press, the BT 50 index 


——— > 
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INDEX | stood tantalisingly close to the 200 
เช ร ร ห ร mark. We were expecting BT BFI to 
N ON TELLS ME ONE OF YOUR PROJECTS. a 
ELE QUE DS die da cross the 300 mark too, but that hasn't happened. 
BUDGET BY 105. SEUR DAISISS: But the other indices are improving. For example, BT 


Auto and BT Pharma crossed the 400 and 200, res- 
pectively. Also, the momentum seems to be sprea 
ing to the iT sector, where BT Tech has shot up à 
around 20 per cent in the last one month. The big 
question, though, is will BT 50 cross the 200 mark 
and if yes, will it stay on the right side of it? Given the 
mood on stockmarkets, 200 doesn’t look like a 
challenge at all. And despite the year-end profit- 
booking, markets may continue to climb. 
NARENDRA NATHAN 
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COMING IN NOW... 
IT SAYS TO INCREASE 
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close to the 200 mark. 
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Dont Trust Your MF 


They may not be the most ideal vehicles for 
stockmarket returns after all. 


HESE ARE FEEL-GOOD TIMES, BUT THAT DOESN'T MEAN THE CLOUD 

of uncertainty that’s been hovering over the global economic 
landscape will blow over in a hurry. These are times when mantras 
one cherished and believed were cast in stone turn topsy-turvy 
overnight, and what was considered a truism till yesterday can 
easily fly in the face of contemporary wisdom. Take for instance in- 
vestments in mutual funds. A year ago, the chances of anybody stick- 
ing his neck out to say that mutual fund investing is rubbish were as 
high as notorious Rolling Stone Mick Jagger being knighted. 

But indeed the Stones front man will for the remaining part of 
his youth be known as Sir Mick. And the same mutual fund that over 
the years has been recommended to death by personal finance 
advisors, fund managers (obviously), and us humble hacks (of 
course) as the safest route to stock-ownership is today the subject of 
derision and suspicion. A number of big-ticket funds in the US have 
come under the microscope, and the New York Attorney General 
is checking out whether funds like 


Janus and Bank of America allowed 
big institutional clients to trade their & et 
funds after market hours. Now late 
trading isn't just a US phenomenon; W t 
there are quite a few practitioners of 


this illegal practice in India too. Back 

home, mutual fund high-jinks haven't reached scandalous propor- 
tions, but late trading, insider trading, and front running aren't ex- 
actly unheard of words in the Indian fund lexicon. 

It may be more common these days to knock funds and their 
managers, but when the founders of The Motley Fool make a 
"Case Against Mutual Funds," you know it's time to sit up and take 
notice. Now David and Tom Gardner have very good reasons for 
rubbishing mutual funds—they want to push their own stock ad- 
visor—but you can't argue too much with their reasoning. For 
instance, they argue that *mutual funds force you to own bad 
stocks". Why? Simple. The fund will spend perhaps a tenth of its cor- 
pus on buying up the best stocks in the market. But there will 
come a time when it gets orders to be fully invested. What does it 
do? It buys into dubious stocks because the fund has reached its lim- 
its in the good ones. Result? You own a portfolio that's 10 per cent 
good, 50 per cent suspect, and 40 per cent trash. 

Indian markets may be booming today, but then in such a mar- 
ket you don't need to be Einstein to spot a multi-bagger. Find me a 
fund that's consistently making money over the long term, and TI] 
try to find you a good reason for Mick's knighthood. I know 
they're out there (the good funds and the reasons for knighting 
Jagger), but if David and Tom ever thought of making “fools” of 
Indian investors, they'd have found at least one subscriber. 

BRIAN CARVALHO 
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INSIGHT 


Do Women Think Alike? 


ES. THAT'S THE SURPRISING CONCLUSION OF A SURVEY BY GREY WORLDWIDE INDIA OF 3,400 WOMEN BETWEEN 19 AND 
24, in five big metros (Bangalore, Chennai, Delhi, Kolkata, and Mumbai) and four mini-metros 
(Lucknow, Chandigarh, Nagpur, and Ahmedabad). A young woman is a young woman is a young woman. 











Get Famous Quick . Don't Stereotype Us | To Tipple is Fine Too 
| 454 Most women, especially in smaller metros, | Drinking once in a while is par for the 
: think ads don't show them as they are. course—small town or big town. 
36.5 
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20.2 Smoking is No Sin Retro Metro 

18.9 Cigarette-makers, bet you didn't know this. Notice that fewer women in bigger metros 
. Both the categories think it's OK to smoke. พ ล ก! their husbands to smoke and drink. 
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for money. They'd rather have a career. marriage for a majority of women. 
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WHAT WILL ห อ บ SHOOT 
ON YOUR Z600? 


A Sony Ericsson 
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BE SURE. BE SAFE. ALWAYS INSIST ON INDIA WARRANTY CARE 
For further information, please call Sony Ericsson Customer Care Centre at 011-51615555 or visit www.SonyEricsson com 
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For India's students, these are brilliant times. With rapidly rising literacy, more 
schools, new colleges, globally famous IITs and IIMs, and a vast spectrum of IT, 
media, film, and fashion institutes, life is radiant with new opportunities. You now 
have more careers available to you, and new options to experiment. All benefits of a 


nation on the move. So go ahead, gain from these excellent times. Build your 


dreams, spread the enthusiasm and make India stronger and shine even brighter. 


www.indiashining.com 


Highlights: 

๑ Free primary education 

* Bank loans for higher education 

* Distance learning and adult education 


* New IITs and IIMs 





Schools are bustling. 


Children are sparkling. 


Future 1s inspirineo. 


You've never had 


a better time to shine brighter. 





| EN QUESTIONS LOR 
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Will the economy quicken its pace? Will the Sensex top 6,000? 
Will jobs and salaries boom? We crystal-gaze 10 questions 
that you desperately want answered. 
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WILL THE SENSEX 
. TOUCH 6,000? 


Ni DOUBTS ABOUT THAT. DALAL STREET ANALYSTS ARE SO GUNG-HO 


] that some even expect the Bombay Stock Exchange key index to 
p cross 6,000. For some, like Navin Agarwal, head of research at 
D Motilal Oswal Securities, the reasons are many. Prime among them: 
Em. An appreciating rupee (it protects dollar returns), relatively under- 
E. valued stocks, interest rate differential, strong corporate earnings, and 
^w an economy that's the fastest growing after China's. *No doubt, 





India is the place to be for riis," says Agarwal. Some others like 





in developed markets like the US or Japan. Since investments chase 
higher returns, some funds may switch focus. But for now, D Street 
seems confident of reaching 6,000 with or without them. 


ui 


= Surjit Bhalla, an economist and advisor to emerging market funds, are 
pnis —_ so cocksure that they are even willing to bet when the Sensex will 
as ma-— touch 6,000. Bhalla, for instance, says end of March, 2004. 
—á a-— A majority of the executives polled by BT-NFO India do believe that 
p — the Sensex will touch 6,000 points. In fact, one could argue that even 
— à the current stockmarket boom doesn't quite capture the fundamental 
— — growth driving the economy. For instance, most of the companies in 
mn เศ ศร boom sectors like construction, BPO and auto—say, DLF, Daksh eServices, 
pina เล | or Hyundai, respectively—are not listed. The only thing that could spoil 
peee a the stockmarket party (See Getting Sold On India, page 52) is a revival 
[2 ร | 3 6 á 
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Generally Bullish 


Excepting Chennai, all the metros are pretty confident of the Sensex upward trajectory. 
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UMESH GOSWAMI 


WILL THE GDP 
« GROW BY 7.596? 


Wi WE SAY 2004, WE REALLY MEAN THE NEXT FISCAL (2004-05). WHILE IN 
the current fiscal, GDP is expected to grow 7 per cent or so, the verdict 
is not yet out on the next year’s. A big imponderable is India’s notoriously 
whimsical monsoon. Deficient rainfall could easily pull the economy back to 
the 4 to 4.5 per cent rate of growth of the last two fiscals. Besides, manu- 
facturing and services sectors would need to rev up for India to enjoy a 7.5 
per cent growth. What are the chances of that? Actually, pretty good. 
There are strong indicators that the US economy is reviving, and for the first 
time in 12 consecutive quarters, America’s growth has been spurred by ind- 
ustry spending. Once demand revives in the US, India will be able to export 


VIVAN MEHRA 











UST LOOK AT THE ACCOMPANYING CHART. A STAGGERING 82 PER CENT OF 

the respondents across the six metros think that reforms will resume 
next year. Indeed, going by its success in the recent assembly elections in 
the states of Chattisgarh, Rajasthan, and Uttar Pradesh (only in Delhi did 
Congress make a comeback), the BJP may feel emboldened to take some 
of the controversial decisions it has been soft-pedalling. Disinvestment of 
the oil companies, for example. Or implementing the Vijay Kelkar 
Committee report on tax reforms, or even labour reforms. 

But let’s get real. We are talking politics here, and even the bravest party 
would rather err on the side of caution than risk pushing anything remotely 
controversial—especially in a year when general elections are to be held. 
Says a Delhi-based economist: “Why would the government unnecessarily 
ruffle feathers at this juncture when it is well known that many of its all- 
ies are uncomfortable with reforms?” Therefore, the fate of reforms 
hinges on the outcome of the 2004 general elections. Industry is hopeful. 
Says Tarun Das, Director General, cii: “I think the next few months will 
witness a speeding up of reforms." Indeed, should the BJP return to 
power stronger than before, expect reforms to get kickstarted. History, 
after all, is replete with examples of newly-elected governments—be it 
Narasimha Rao's Congress or Atal Bihari Vajpayee's Bjp—pushing through 
most controversial measures in the first two years of their election. 


Can't Stop Reforms 


Surprisingly, despite all the controversies, executives think that reforms are here to stay. 
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A Little Tricky 


Weather gods seem to bear a heavy influence on the fortunes of Indian economy. 


SIS NIE 092 
Ü B อี - 
ย i 


B] n "A ce. 
' zi v | X MV - - 


~. 
| 
| | | 
id % r 
- ee ee — ————— 9 —] a 


-.m SSS 











All Delhi Mumbai Kolkata Chennai UT cw Hyderabad 
(304) (70) (71) (50) (40) (53) (20) 
Figures are in percentage | Yes m No Can't say 


WILL DISINVESTMENT/ 
. REFORMS RESUME? 


Reforms: Market 





more products and services. “The play- 
ground for Indian industry is the globe 
today,” says Sunil Sinha, Consultant, 
NCAER, implying that there are wider 
growth opportunities for industry to 
tap. A key to domestic consumption 
staying buoyant is low interest rates. 
That is what has really triggered con- 
sumption of everything from housing to 
automobiles to consumer goods to 
travel. What are the chances of interest 
rates firming up? For a detailed answer 
see question No. 5, but the bottom- 
line is that the economy seems to have 
attained some momentum and it would 
take some doing to slow it down. 


bt 


G. KRISHNASWAMY 


cover story 


WILL THE BPO 


s BACKLASH WORSEN? 


It's Business, Stupid 
The BPO backlash isn't scaring too many. People think the economic argument will prevail. 








| Bangalore 
(53) 
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M OST ANALYSTS—AND MOST OF OUR RESPONDENTS—SEEM TO AGREE 
(like Nasscom's President, Kiran Karnik, never tires of saying) that 
the BPO backlash is just a “temporary blip”, never mind that the state of 
Indiana in the US recently cancelled Tata Consultancy Services’ $15.2 
million offshoring contract. In fact, international research firm Gartner 
forecasts that the resistance could peter out by as early as end-2004. 
Agrees Gautam Thapar, Managing Director of Ballarpur Industries: *The 
backlash will continue until the US presidential elections are over." Point: 
Even if it's the US of A, politicians will be politicians. Therefore, private 
companies are showing no signs of letting popular anger get in the way 
of sound business. Even companies in relatively conservative countries 
such as the UK and Sweden are setting up their back offices in India. 
British Rail is expected to do so sometime soon (British Airways already 
has a huge back office in India), and Sweden's ABB also plans to relo- 
cate accounting and payroll work to India. *For most companies, do- 
ing what is the best and most cost effective is the only survival mantra 
in these competitive times and there's little governments can do about 
it," says Karnik. But it's not about cost alone. Talent is really the issue. 
Which is why companies like GE, Intel, Cisco—and shortly Google— 
have set up engineering centres in India. In a free market, companies that 
choose not to take advantage of cheap and skilled labour wherever it is 
available, will do so at their own peril. 
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BPOs: Growing despite 
the protests 


SHAMIK BANERJEE 
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Housing rush: Falling rates have given 
a boost to the housing sector 


Ae THE POLL TREATS 
the question as one, in rea- 
lity it is two separate questions, 
since it’s possible for salaries to 
go up without jobs being added. 
Therefore, we will answer the 
question in two parts. Let’s take 
salaries first. According to the 
BT-Omam Consultant survey of 
corporate compensation (done 
separately every year for the four 
segments of CEO, Senior, Middle 
and Junior Management), 
salaries for the middle manage- 
ment have been projected to 
grow by 15 per cent, while those 
of senior and junior-level man- 
agers are expected to rise 9-18 
per cent and 10-18 per cent res- 
pectively next year. In the senior 
management segment, IT-ena- 
bled industries led the pack in 
2003, offering an average 18 
per cent hike, followed by tele- 
com, entertainment and auto- 
motive sectors where growth in 
salaries averaged 15 per cent. 
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d Yon ANSWER, FROM MOST 
analysts, is a simple “no”. There 
are still no obvious signs in the 
economy that interest rates could go 
back to the 10 per cent-plus rates 
that were so common in the 1980s. 
Inflation is still a benign 5.08 per 
cent, there is no liquidity crunch 
in the system, and global markets 
are still accessible for funds. 
Therefore, at least in the short term, 
rates may actually go down a few 
basis points—especially in housing 
loans, where fierce competition is 
another factor—because of the RBI- 
mandated switchover to a bench- 
mark prime lending rate. Says Arun 
Kaul, General Manager (Treasury), 
Punjab National Bank: “In the 
short-term, interest rates are going 
to be range bound, between 5 and 
5.5 per cent. Even in the medium- 
term, it is unlikely to cross 6 per 
cent because of the ample liquidity 
in the economy." 

The thing to watch would be 
credit offtake. Right now, there's 
more money in the system than 


WILL INTEREST 
"RATES FIRM UP? 


An Era Of Cheap Credit 


While not all metros are as confident as Kolkata, hopes pin on interest rates staying soft 
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takers. Unless India Inc. embarks 
on a massive investment binge next 
year, bankers will think twice about 
raising rates. However, some ana- 
lysts expect interest rates to start 
moving up in the second half of 
next calendar. Here’s why: At the 
moment, a lot of Fil and NRI money 
is flowing into the country because 


India offers a higher rate of return, 
be it debt or equity. Once the big- 
ger economies—particularly the 
US— revive, there will be less 
money coming India’s way. That 
may prompt banks in India to up 
their rates. So, if vou have a hous- 
ing loan, it may make sense to lock 
into a fixed rate. 
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Quin JOBS AND SALARIES BOOM? 


rush 


Jobs 


UMESH GOSWAMI 


Wage increases are significant for 
senior and junior-level manage- 
ments, too. Says R. Sankar, 
Country Director (South Asia), 
Mercer, a global HR consulting 
firm: “If the economy continues to 
be on the upswing and companies 
maintain their bottomline growth, 
salaries should go up." 
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As for jobs, that's a different 
issue. Post the mid-90s, jobs in the 
public sector have been dwindling. 
Although the private sector has 
added jobs, most of it is in the 
services sector. The problem with 
that, however, is it only employs 
skilled labour. For the unskilled 
workers to gain, the manufacturing 





White-Collar Confidence 


There won't be any dearth of office jobs or decent hikes, say our respondents. 
8 14 


: 8 


Kolkata Chennai Hyderabad 
(50) (40) (53) (20) 
E No, it will get further squeezed Can't say 


sector will have to undergo a servi- 
ces-like boom. That, however, 
seems unlikely at the moment. Says 
Santrupt Misra, Director (HR), AV 
Birla Group: “Our adding more 
jobs will depend on the economy.” 
The best hope on the job market, 
then, is BPO, which is expected to 
generate 1.5 million jobs by 2010. 
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cil TOUCH 60 MILLION? 


E WILL CELLULAR SUBSCRIBER 


SHOME BASU 


iL POSSIBILITY IS VERY STRONG,” 
AL says Sunil Bharti Mittal, Chair- 
man, Bharti Tele-Ventures. Mittal 
should know. He runs the biggest 
cellular phone company in the 
country. Besides, the cellular market 
is booming. Some two million sub- 
scribers are scrambling on to the 
mobile bandwagon every month. 
At the end of November this year, 
there were 26.5 million cellular 


All Dethi Mumbai 
(304) (70) (71) 
Figures are in percentage B Yes 


subscribers. Do the arithmetic and 
it's easy to see that another 26 mil- 
lion subscribers will join the ranks 
next year. No wonder, our poll res- 
pondents seem overwhelmingly con- 
fident. (For once, even pessimistic 
Chennai seems confident—the 
most, actually.) Some analysts even 


| Cellular boom: They Should Know 
ii MEE Finally, พ ต อ สต ร ห EE 


W No 


think that the rate of growth could 


get accelerated because of the price 


war that cellular companies so love 


WILL THE RUPEE 
STRENGTHEN TO 45? 


Go, Beat The Greenback 


The verdict is overwhelming: the rupee will continue to gain on the US dollar. 





Stronger by the day: The rupee gets firmer 


HERE SEEMS TO BE AN ALL ROUND 

belief—our 304 executives in 
the poll included—that the rupee 
will continue to harden versus the 
dollar even in the next year. Jamal 
Mecklai, (๕ ๐ & Mp, Mecklai Finan- 
cial and Commercial Services, pre- 
dicts that the rupee will touch 44.50 
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Kolkata Chennai 
(50) (40) 
© Can't say 





to wage every now and chew. 
Consider the rate cuts that Bharti | 
announced for subscribers in west- 
ern India middle of December. Its 
rivals Hutch, ppt and Idea not just 
followed suit, but actually an- 
nounced rates lower than Bharti's. 
With growing prosperity, a new - 
category of subscribers could help - 
the market grow wider and deeper. 
One happy story this. 
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by the end of 2004. The reason, he 
says, is simple: America's huge cur- 
rent account deficit ($500 billion) 
combined with an all-time low rate 
of interest of 1 per cent will conti- 
nue to keep the dollar weak against 
other major currencies. Even in the 
case of an upturn in the US economy, 


Mecklai argues, the US Fed may not 
necessarily increase the rate of inte- 
rest. Besides, if China agrees to deva- 
lue its yuan (current exchange rate 
versus dollar is 8.28), the rupee may 
grow stronger still. At the moment, 
though, it is safe to expect the rupee 
to remain in the 45 to 47 band. 
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“Source : Fortune Global 500, July 2003 


The new face 


The lion has meant trust, integrity and 
wealth to you since it first appeared on 
Indian currency. Call it coincidence or good 
fortune, but it now reappears, with the 
same spirit, in a new avatar - ING Vysya. 


Its face reflects 150 years of international 
financial expertise of ING, the world's fourth 
largest integrated financial services group". 


ING X 


BANKING LIFE INSURANCE 
Reach the Lion call free 1-600-44 5433 SMS LION to 3636 e-mail 
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lion@ingvysyaindia.com 





Coupled with the heritage of the 70 year 
old Vysya Bank, India's premier private 
sector bank, known for its warmth and 
customer-friendly solutions. 


Looking for a banking partner, a mutual fund 
manager or a life insurance planner? Turn to 
one global expert, one face. Just like you 
always have. The lion's. 


Vysya 


MUTUAL FUNDS 











Rediffusion-DY&R/Bang/INGC. BT/02/03 


WILL FDI TOUCH. 


* $5 BILLION? 


Hard Call To Make 


There's a significant amount of uncertainty on India's ability to attract foreign investment. 
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Jj: ไฟ ติ ตะ ง: THE FIGURE IN 
question should have had a 
zero after five. Because a $5-bil- 
lion target is nothing to aspire for. 
But such has been India’s track 
record in attracting foreign direct 
investment that even $5 billion (or 
Rs 23,000) seems like a tall order. 


$3.9 billion in FDt last year. Asks 
Arvind Virmani, CEO, ICRIER, an 
economic think-tank: *Why 
shouldn't foreign investors flock 
to other countries like China or 
Malaysia where they not only get a 
red carpet welcome but also have 


world-class infrastructure facilities?" 





more sectors are being opened up— 
like airport development. So far 
this fiscal, 452 proposals worth Rs 
2.609 crore have been cleared. But 
there's many a slip between the FDI 
cup and the lip. Typically, four out 
of 10 of the proposals never get 
implemented. Therefore, despite 


| Hurdles? The usual stuff: high tar- Yet, some think FDI could be — the $5 billion being a modest target 

| iff rates, rigid labour policies, poor the next big story for India. Reason: in absolute numbers, it's unlikely 
jx infrastructure, bureaucratic hassles, Some of the infrastructure issues to be met next year. Give it a couple 
i etc. No wonder, India received just are beginning to get sorted out and of more years at the least. 


WILL INDIA GET A 
- BT-100 WOMAN CEO? 


Break On Through... 


A comer-room revolution is brewing, so believe most of our executives polled. 
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Delhi Mumbai Kolkata Chennai 1 Bangalore | Hyderabad 
(304) (70) (71) (50) (40) (53) (20) 


Figures are in percentage B Yes B No Can't say 
I MAY NOT HAPPEN IN 2004, BUT SOONER THAN LATER, ONE OF THE TOP 100 
companies, maybe more, will have a woman on top. Our survey sample 
thinks so, with 69 per cent expecting the momentous event (for that is what 
it is) to come to pass in 2004. With more companies becoming equal opp- 
ortunity employers and with more women entering the workforce, the 
mathematical probability of the event has definitely increased. Our 
guess: outside of family-owned enterprises, it'll probably be a bank; 
and given that there are no women-CEOs-in-waiting in the higher reaches 
of the BT 100 (think HLL, Reliance, Ranbaxy, Infosys, ITC, HDFC), the com- 
pany will probably be in the 80s or 90s. Still, that’s something. 


REPORTING BY ASHISH GUPTA 
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Sold On India 





As far as a new breed of foreign institutional investor is concerned, 
the India party may have just begun. BY ROSHNI JAYAKAR 


T WAS 1992. THE ABBREVIATION, 
Fil, wasn't yet commonplace 
and, being phonetically stilted 
as it is, hardly rolled off the 
tongue smoothly. True, the 
then Finance Minister Manmohan 
Singh’s historic 1992 Budget had 
just opened up the stockmarket 
to foreign investors, but foreign 
institutional investor trades were 
still few and far between on the 
Indian stock exchanges. Some of 
the early movers, like Hong Kong 
brokerage Jardine Fleming (now 
part of J.P. Morgan), had set up 
shop in India but were still testing 
the waters. Jardine, for instance, 
made more news when its first 
India chief, Mark Bullough, a 
colourful Scotsman, commuted 
to office (in a rented Nariman 
Point business centre!) on a 500- 
cc Bullet mobike than for the 
firm's deals on Dalal Street. 

In the first full vear after for- 
eign investment was allowed in the 
Indian stockmarket (1993-94), net 
foreign portfolio fund flows aggre- 
gated just $1.6 billion (Rs 5,126 
crore) or a paltry 0.9 per cent of the 


total market capitalisation. That was 
then. Ten years on, Fils are arguably 
the biggest drivers of the stockmar- 
ket boom. The current bull run—the 
Sensex's dizzying climb from April’s 
2.900 to December's 5,200 plus—is 
fuelled largely by foreign porttolio 





GMO Emerging Markets Fund's Arjun 
Divecha: India is the central theme 


funds. During this period, net FII 
inflows added up to $5.4 billion 
(Rs 24,648.4 crore) or 4 per cent of 
the total market cap (Rs 10,00,494 
crore). In 2003, Fus have so far in- 
vested around Rs 31,747.9 crore 
($6.8 billion), nearly 135 per cent 
higher than the Rs 13,445 crore 
($2.84 billion) they invested in 2001, 
which previously was the year with 
the largest net inflow since Fils were 
allowed to invest in India in 1993. 
That means Fits have invested $28.21 
million (Rs 131.33 crore) on each of 
the 241 odd trading days so far. 


Charge Of The FII Brigade 

It’s not difficult to see why. The 
Indian market is roaring. Thus far 
in 2003, emerging Asian markets 
have gone up by 39.7 per cent (in 
dollar terms), while India has 
spurted 56.9 per cent. A robust 
India story, especially when its 
stockmarket promises more than 
other emerging markets, obviously 
attracts foreign funds. But this time 
they're out here in droves. While 
the older India hands, like Capital 
International, Government of 


First Wave (1993-94) 


Singapore, Janus Investment, 
Fidelity, uss Global and Morgan 
Stanley, have increased their ex- 
posure to Indian stocks, they’ve 
been followed by a host of newbies, 
Even global or developed market 
funds, who'd earlier give an emerg- 
ing market like India the miss, are 
now headed for Dalal Street. 
Recent entrants include Swiss Re, 
William Blair & Co., AB Funds 
trust, GAM International Growth 
Fund, and ING Partners. In 2003, 
61 new Fils have registered with 
SEBI (statutory requirement), taking 
the total number of registered for- 
eign investors to 515, 

Others, not exactly newbies, like 
the US-based GMo Emerging 
Markets Fund, Australia’s Platinum 
Asset Management, France’s Car- 
mignac Gestion and Netherlands’ 
Nordea Value Management, have 
moved from being bit players to big 
investors. “Today, the Fits breed in 
India has widened. A lot of global 
money as well as general hedge 
funds are looking at India,” says 
Mihir Doshi, ceo, J.M. Morgan 
Stanley Securities. Indeed, they come 
in different hues. The plain vanilla 
emerging market funds are ubiqui- 
tous and, as their name suggests, 
are clearly focused on 30 emerging 
markets like India. But there are 


Second Wave (2000-01) 


others. Like developed market funds, 
which have zeroed in on India 
despite being focused on markets 
like Germany and Hong Kong. 
The simple reason for their devi- 
ance: the high returns that the Ind- 
ian market promises and the strong 
rupee. Since January this year, NAS- 
DAQ has moved 37 per cent, Dow 
Jones 15 per cent, London's FTSE 8 
per cent, while the Indian stock- 
market has charged ahead by 56.5 
per cent. High absolute returns in 


Fils 
Unplugged | 


Since 2000, net Fil inflow into 
India has steadily grown. 


Figures in Rs crore | 
*Till Dec. 11, 2003 
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Third Wave (2003 


India have attracted hedge funds— 
essentially funds comprising closed 
groups of very high net worth indi- 
viduals or organisations—like King- 
dom Capital and Traxis Partners 
that, even though are not registered 
in India, are buying through partic- 
ipatory notes (derivative instruments 
issued to foreign investors who 
want to trade in Indian markets). 
“There is an increasing realisation 
of the true potential of India as a 
consumer market,” explains Mark 
Mobius, President, Templeton 
Emerging Markets Fund. 


The Third Wave 

You could call the recent rush of rus 
the ‘third wave’ of Fils in the Indian 
market. The first wave was in 1993- 
94, when India’s first steps towards 
liberalisation and economic reforms 
attracted attention of global inves- 
tors. This saw the emergence of 
India-specific funds by firms like 
Morgan Stanley and Alliance Cap- 
tal. The second wave of Fils came in 
2000-01, when, lured by the tech 
boom, another swathe of foreign 
investors zeroed in on India, lapping 
up Indian paper, particularly tech 
stocks, so much so that the mar- 
ket got overvalued. Now, it's the 
third wave. India's economy is poi- 
sed for higher growth and buoy- 
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ant demand has perked up business- 
es across a larger spectrum of in- 
dustries, not just in a few like infote- 
ch and pharma. 

Expectedly, this has seen a 
change in the appetite of Fiis—both 
in terms of how much of Indian 
paper they are buying but also what 
they're buying. Till last year, Fit in- 
terest may have seemed to be lim- 
ited to the big cap (typically $2 bil- 
lion plus) stocks like Reliance, 
Infosys, Ranbaxy, SBI and HDFC—all 
staple Fil favourites. But this year, 
brokers and analysts are hawking a 
welter of other smaller cap stocks. 
And finding takers. Fil interest has 
gone beyond infotech, banking and 
pharma to auto and auto compo- 
nents, and steel. Explains Sanjiv 
Duggal, clo, HSBC Asset Manage- 
ment: "Indian companies are exp- 
orting quality products at globally 
competitive prices.” 

The new breed of Fils is willing 
to delve deeper. Says Andrew 
Holland, Vice President, psp Merrill 
Lynch: “A year ago, an analyst 
would look at the mid caps more as 
a channel check, but now they are 
meeting the companies and seeing 
immense potential.” That they’re 
seeing a lot of potential in India 
seems quite obvious. As much as 
34.4 per cent of the $81.7 million 
Platinum Asia Fund is invested in 
India; 8 per cent of GMO Emerging 
Markets Fund ’s $5 billion corpus is 
vested in Indian paper. Says 
Timothy Julien, Regional Director, 
ING Investment Management (Asia- 
Pacific): “We are overweight on 
India because we believe that earn- 
ings growth for India is strong and 
there could be upward revisions 
and also the economic policies are 
becoming more favourable.” 


Party Poopers? 

It’s the lure of the lucre that at- 
tracts investors to any market. The 
Indian stockmarket offers the high- 
est return on equity and, in terms of 
average price earning multiple, it 
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is at the middle of the pack com- 
pared to the Asian emerging mar- 
kets—India has an average PE of 
13 times 2004 earnings, while 
Taiwan and Thailand are at 15 
times and 11 times respectively and 
Indonesia is at eight times, Return 
on equity (which measures the ret- 
urn on money invested) in India 
averages 21 per cent as compared 
with 11 per cent in Taiwan and 14 
per cent in both Korea and China. 
As growth in the US and Europe 
slows and the dollar depreciates, 
investors are looking at markets 


Room For 
More 


India is underowned by Fils. 






India Malaysia China Korea Taiwan 
Figures are foreign ownership as percentage of 
market cap in percentage 


Source: CLSA Asia-Pacific Markets : 


which are not dependent on the 
world economy and have a large 
domestic base. Says U.R. Bhat, dir- 
ector and head of equity at J.P. 
Morgan India: **With investors in 
the US diversifying their investment 
baskets, big time investments are 
coming to India." Adds Duggal of 
HSBC Asset Management: *The US 
investors looking for growth are 
scanning for non-dollar assets and 
India offers a wide variety in terms 
of sectors and companies." 

But the party could come to an 
end. Even as Mumbai’s tony hotel 
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lobbies are filled with itinerant for- 
eign investment bankers and ever- 
growing teams of analysts from 
Singapore and Hong Kong rou- 
tinely make the rounds of compa- 
nies across the country, it would 
pay to be cautious about the current 
hype about Fils. For one, portfolio 
funds seek returns and, once other 
markets recover or the Indian mar- 
kets get overvalued, they are bound 
to flow out. Developed market 
funds are unlikely to increase their 
exposure to India once their focus 
markets recover. And emerging 
market funds that are active in the 
Indian stockmarket could decide 
to move to other emerging mar- 
kets once those offer them relatively 
better growth prospects. Besides, 
hedge funds are notoriously mer- 
curious in seeking out new growth 
stocks in different markets. Says 
Arjun Divecha, Portfolio Manager, 
GMO Emerging Markets Fund: 
“The Indian market is attractive, 
but I believe you make more 
money when things go from truly 
awful to merely bad rather than 
from good to better.” That may 
explain why Indonesia and 
Argentina appear more attractive 
than India to some investors. 

For the moment, though, the 
revelry is on. Despite the $6.8 bil- 
lion inflow from Fils, the Indian 
market is under-owned by for- 
eigners, who according to CLSA 
Asia-Pacific Markets estimates have 
just a 9 per cent share of the total 
market cap. Compare that to, say, 
Taiwan, where 39 per cent is 
owned by riis. Partly that's because 
of poor supply of floating stock in 
the Indian market, something that 
many foreign investors expect will 
improve once the government is 
more decisive on disinvesting its 
stake in large and profitable psus 
like the oil companies. If economic 
initiatives like that happen, the Fil 
party could get another boost. Bl 
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DIPAYAN BAISHYA 


5 แท น | 5 อ เซ น อ 0 ว พ "เน ร % ๒ ส Wes, เน ต ว ' เ ม อ ว ล เส แซ แซ เพ @ เ น ห น อ ๐ เ 6๐ อ ว ง 8 แอ น น - ๆ JO 
| / เ น ท ง ๑ เฮ ล ว / น น อ ว ' เ น อ ว อ ด เจ แซ ร ุ ธุ,//: ฮ ่ ง น ุ ๐ 1 uo Boj 'siejep 404, 
SQ เล แน ท ร น อ ข เ น แ ๒ ๓ * ข อ น อ น ธ ส ผู น ๒ น ุ ร เอ ว ท ๑ 


m 
- 


huedwod WAYAY 9 VARA ห 
ส ล ส เกา น ธ ว ว ง 4 ๒ เน ท ห น ุ ุ ธ ส ต ่ น น ธ ร ๑ UeYysIeEpNS "AGI pU. เน อ ว อ รด เร) y 


Í NOO2S3131 
SS3N3ASNOdS3 
‘PH Vd (epul) s&ewury jen ‘eyeg "พ foses HIWOLSND HO 4 ง ย เห 


พ ผกา ษ อ ฯ 030 
ไซ แว น | น อ ร พ ๑ น ฐ น น ๒ า ว ว พ 'reseg บ ร ๐ ร ู น ๒ ร 


+ 


-- 
ร อ ว ห น ธ อ - อ น ร % ๒ 0 ฯ ฮ ห น ๒ ธิ 5 ง เอ ๑ [น ๒ ๑ 


‘PVI BIPU| เอ เช ว เช “ซน น น อ น ุ ร ey 


' เ น อ ว อ เอ ! Bye) Aq pəpeəyeəds น ๐ เม า เอ ค อ. e jo ธ อิ น เน น เช ิ อ ด ุ อ น ร ง ร ท [ ร ม 
Py] ด เห แร ร ล มา pue น มอ ล 0 แอ ส ่ ง “' น ๑ เษ ก แซ ร อ น 


‘Aes 0} อ เซ ป ุ ค ์ อนุ) 1 ธน ุ / เ 0} uejsr] 'eoueuedxe 1194} JO อ ว เอ ก BUY 1 ๒ ร เม 
PT] 92 เธ ร 1 อ 9 UOJ) เช อ น (ก "ห อ น ุ อ ธ พ แด น น อ พ น 


| + WE OE:LL 18 “E007 
PY 2 อ โซ น เพ ร ท วุ ณ เว ต ๆ auey เอ ร 


'/ น แร ท เว น ! อ / แ ร น อ ส ่ ร อ . เอ น น ๐ 1 ร ท ว e อ 1 ๒ อ .1 เ ว 0] ร 1 น ุ ฏิ เร ธน! ejqenjeAui 
เ ๒ ต ๓ ๐ S1VO la ค อ อ [อ 6 4840 0} ร ร ธน อ / แ ร น อ ฝ ร อ 4 4 ธน น 6 แร ท ว jo ร า ว อ ด ร ๒ | เ ๒ səujwexə “ร เอ ว ธ อ | น 0 เน เต ่ ๐ Aq 
P17 (i) ร ว ก ธน ุ แน / ธ eurer opui ' ซ แน อา do pepeeueeds ‘Limo siu | "ร ธน ๐ เธ ร ท ว ร เว อ เส ุ ๒) punos Jo ร อ น ธร e yno} peueuo Bureq si 
K^ | ใน อ น น น 04! เ น อ sseuisnq / แ ม น อ ธน เอ น เท ร น 0 ว e 10} uoisiA e ' ๒ เง น เ ut ธน น ท ร ุ ร ง น ู อ น ุ ร JOY 
PY} แน อ ว ด เอ ! €484 NUN อ แร ๒ เม ิ น! เน อ ว อ เอ ! Bye] e ' ธ ร ธน อ ธ / แ ร น อ ๐ ส่ ร อ น ุ 
4 4 อ เน 91 ร ท ว 10} เน ท เอ ฯ 4 O32 eui IY "ร แอ เน ท ร น 0 ว - อ เส ่ อ อ ส เท น อ ต ห เส 1 ร 0 น 1 S,DHOM 
jo SpUIW euj pejejue BABY ธ ธ (น ธ ส น น ๐ ว Buipee| ร , ธ เม ิ น | WO sJepeo; 9e. 


"PII &ipuj เล น 1 อ 15 อ ๐ “น 


‘PII MA ซ เ ด ิ น | 4( ร / ์ น น ุ ว เด เน เ ๒ ๓ น อ ส ุ ท ษ ุ เอ ชน: ง à . uo nn H OA9J E 14 es 0} 
adm ร ๑ ว แอ ล ค ้ น ๒ แน pue 
‘PH Md BISY YINOS sia pJeuorg go “อ น [อ 5 ๒ เพ uewnysuy u ๐ 15 IA 9 aa oO soy E] M 


ส ว น ซน เว | | ธ เ ฉ เธ น เน น อ ๐ 35) *ejweuo แน ง 


'P1] (eipul) ooo ร ธน อ น ุ 1 reyes 


a > 
ง vw J 


เว ว เว ' ซ ฒ ม พ ผม เน พ 


ส ท ๑ 1 ๒ [MPOD “อ 10 ๐ ๐ เอ ห 





FU | U | ~ — — Mashelkar and 
— arer HLL 
= 98 Chairman Ashok 
— — Ganguly are 
Oe involved in ICICI 
E NEM" 
6 K i "A S | | Knowledge Park 
MAN IAN Y Is sought out by 
| | Wipro (Ganguly 
is on its board) 
and becomes 


sounding board 
for its healthcare 
practice 














BY VIDYA VISWANATHAN 


ALA WHO? BALA MANIAN WILL TAKE THAT ANY DAY. 
“It’s not about me; it's the message that is impor- 
tant," he repeatedly tells this writer. It's the man as 
much as the message, but we'll buy his argument. 
The message itself is nothing short of revolutionary: 
this one-eyed visionary—he lost the other in ล ~ 
school accident involving a compass—has seen 
the future of life sciences. Don't take our word for it? Talk to 
anyone who is anyone in life sciences and Bala's name is sure to 
come up. When VC firms such as Kleiner Perkins Caufield & 
Byers and Sequoia want a proposal from a life sciences company 
vetted, it is Bala they turn to. And the man is a veteran of seven 
start-ups, most in the life sciences area (he is currently on his 
eighth, ReaMatrix). Better still, Bala walks around with a sort of 
pirate's map of life sciences burned into his brain, complete in 
every detail, including prominent Xs marked for areas where 
opportunities exist for Indian companies (we've featured an 
abbreviated version on page 58). Some message, that. 
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Convinces Vaghul 
to be Chairman 
of the APIDC 
biotech fund; 
Naru and he 
decide to scout 
the 40 CSIR labs 
for monetisable 
assets 


IMAGIN 


AR 


PAV 


ITOGRAPHS; DEEPAK G 


PH€ 


Network Is The Indivi 


Is a consultant to the ICICI Knowledge 
Park | in Andhra Pradesh. Brother 

aghul, Chairman, ICICI Bank, 
is its chairman 


Is on the scientific advisory 
board of Kiran Mazumdar 
Shaw’s Biocon, a company 
where ICICI was a seed- 
Stage investor 


His involvement in the 
Knowledge Park puts him in 
touch with 

and he starts playing 
a role in Andhra Pradesh's 
biotech initiatives 


Helps organise 
International Knowledge 
Millennium Conference in 
Hyderabad and gets 
, Chairman 
| ไห fe | Emeritus of biotech 
— - " E pioneer Chiron Corporation 


Is a sounding mee Is a special SET to fly into the city 
board for several Ge limited partner | ; 
venture capital | in some of the 
funds in India: จ ล 6 best 
; IC | "known VEC funds | เล่ Is an active partner in 
including Kle | es Andhra Pradesh Industrial 
erkins Caufielc Development Corporation's 
biotech fund and works 
| with the fund’s manager 
and venture capitalist 
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BALAS FIVE OPPORTUNITIES 


FOR INDIAN LIFE SCIENCES PLAYERS 


1 Biopharmaceutical 

๒ Contract Manufacturing 

“Do the Japanese automotive number in this 
industry; get the process and quality right and the 
world will beat a path to your door” 

Bala is confident that India can do to the biotech 
industry what Japan so successfully did to the auto- 
motive one: mastering quality, efficiency, and costs to 
achieve a competitive advantage. Most biotech drugs 
(usually proteins) are discovered by small companies 
with little or no manufacturing expertise. There are 
some 300 of these in various stages of develop- 
ment right now. Bala is confident that Indian com- 
panies can leverage these facts to their advantage. The 
Biocon experience has proved that it is possible to 
build a hi-tech biopharmaceutical manufacturing 
plant in India for a fraction of what it costs in other 
parts of the world. Two other facts reinforce Bala's con- 
viction: Big Pharma doesn't have the expertise to man- 
ufacture biotech drugs; and biotech successes such as 
Genentech and Amgen do not have the capacity to tap 
the contract manufacturing opportunity. 


Tools For 
s Biotech Research 
“Sell spades to the gold diggers; let them look 
for that magic molecule and we will make it 
easy for them" 

Reagents (materials used in research) and assays 
(tests that measure the effectiveness of and the res- 
ponses to reagents) are key to biotech research. 
Bala estimates this market's value at over $10 billion 
and says there are no large players in the business. 
Expectedly, his latest start up, ReaMatrix is in the busi- 
ness; so is Bioserve, a company funded by the APIDC 
biotech fund in which he is a partner. 


Bala is no pirate, but 

he sure has mapped 
where the booty is for 
India in the $1.4 trillion 
life sciences market 





3 Hospital Services 
a Outsourcing 

The emphasis today isn't on treating illnesses but 
maintaining wellness. That calls for screening, es- 
sentially the process of visualising and analysing 
images. This is labour intensive: for instance, if the 
55 million women in the US decide to go through 
screening tests for cervical cancer every year, and one 
cytologist can screen 80 slides a day, the US does- 
n't have enough of the breed to screen all the 
women. Wipro is already tapping the radiography seg- 
ment of the market, but Bala believes similar op- 
portunities abound in nuclear medicine, magnetic res- 
onance imaging, and the like. Then, there's the recent 
trend towards storing a patients entire medical his- 
tory in digital form. More work. 


















































































Now 60, Bala didn’t always 
believe that India has what it takes 
to make it in the life sciences busi- 
ness. The irony doesn’t escape 
Narayan Vaghul, his elder bro- 
ther. “I spent many years con- 
vincing him about India and he 
would come up with reasons why 
it wouldn't work." And so, for 
well nigh 40 years, Bala lived life 
as an entrepreneur-scientist-tech- 
nologist-vc in the US. Just for 
kicks, his first company, Digital 
Optics developed the technology 
that was used in creating special 
effects for motion pics such as 
Indiana Jones And The Last 
Crusade and Return Of The Jedi; 
in 1999, the Academy of Motion 
Picture Arts and Sciences awarded 
Bala a Technical Academic award 
for this technology. - 
.. In 1998, Vaghul, then on a 
visit to the US told Bala how it 
cost a tenth what it would in the 
US to build a lab in India. Bala 
was sure his brother had got it 
wrong, but Vaghul (as one would 
expect from the chairman of a 
bank) knew his numbers; besides, 
he had been spending a consider- 
able portion of his time trying to 
build a biotech park, an effort in 
which his collaborators were for- 
mer HLL Chairman Ashok 
Ganguly and Central Scientific 
and Industrial Research (CSIR) 
Director-General R.A. Mashelkar. 
Back in India, he sent the de- 
tails to Bala who wasted no time in 
building a network he could lever- 
age in India (See The Network Is 
The Individual). “Well, I have to 
be excited every morning I am 
awake,” he says. “Till recently, 
that was not possible out of here: 
today, it is.” Bala was very clear on 
what he would do in India, 
“Eugene Kleiner (the Kleiner in 
KPCB) who funded-my first start up 
told me that if I were going back 
to India I should model myself 
on the venture capital scene in 
the valley in the 1970s.” That 









would involve early-stage fund- 
ing (something that both brothers 
agree hasn't really been practisec 
in the right spirit in India). 
That's more or less what Bala 
has done in his frequent visits to 
the country (every four weeks or 
so): tapped contacts, built new 
ones, started up a company, 
ReaMatrix, and served as sound- 
ing board or advisor or both to. 
venture capitalists and companies 
alike. ReaMatrix could well be 
India's first real entry into com-. 
mercial nanotechnology, the sci- 
ence of working with materials. 
at the atomic or molecular scale or 
creating new material or ma- 
chines, a few atoms at a time. 
Nanotech has the potential to 
change an entire slew of disci- 
plines, including life sciences. 
Take the drug discovery process, 
for instance. Today, a critical part 
of this is mapping reactions at 
the cellular level. One way to do 
this is to attach tiny semi-con- 
ductor crystals called Qdots or 
Quantum dots with specific 
colour emission properties to the 
molecules or cells (cancer celis, 
for instance). When illuminated 
by light, the Qdots of different 
sizes glow in different colours. 
This enthralling cellular dis- 
play is on at Peenya, an indus- 
trial suburb on the outskirts of 
Bangalore where ReaMatrix is 
based. “Į want to do an East India 
Company in reverse,” says Bala. 
The office is nearly empty. A PhD 
in white lab coat mans the recep- 
tion. The others are in Mysore 
for a colleague’s wedding, ex- 
plains Bala, dressed in valley-chic: 
dark trousers and black shirt. 
The reference to the East India 
Company is in sync with 
ReaMatrix’s business model: ship 
proteins and antibodies to India, 
mark them with Q-dots, and ship 
them back to the US. *Didn't the 
East India Company ship raw 
materials out of here and then 
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. ship the finished product back 
here?” he laughs. 


The Man. The Message 
Mapping a space—much like Bala 
has done with life sciences—re- 
quires an understanding of the un- 
derlying theoretical concepts, aware- 
ness of the work that is being done 
in the area, contacts In companies 
and institutions at the vanguard, 
hands-on experience managing 
.companies in the business and the 
ability to connect the dots Bala un- 
2 "derstands the entire life sciences 
— chain. When he doesn't, he taps 


-. those who do. “When I wanted to 


learn immunology, 1 gave Stanford 


U © alittle grant; they let me attend lab 


menm he chuckles. 

 Bala's ongoing passion is to 
map the life sciences space and 
point out areas where India has 
an advantage (or an opportunity or 
both). Every additional piece of 
information he comes across, every 
new person he meets, every new 
technological innovation he en- 
counters alters the map. 
Information is the currency of 


— choice in today's knowledge econ- 


omy and Bala has enough of it to 
serve as, arguably, one of life sci- 

. ences' most prolific information-ex- 
change. So, when Bala comes 


across something that doesn’t quite 


fit into the picture, it is like a puz- 
zle he has to solve. He reads up, 
calls people he knows, and gen- 
erally works at it till it does. 

That explains his knowledge of 
the Indian life sciences space. 
“Reliance Life Sciences? 
-Technically excellent in stem cell 
research but has to find a busi- 
ness model, he says. Biocon? Has 
proved it is possible to build a 
biopharma plant in India at a frac- 
tion what it costs elsewhere. 
^ .. One of Bala's big ideas is to tap 
| that vcs call “the US-India corri- 


rdg dor". This essentially involves break- 


ing work up between the US and 


India and is something India's soft- 
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e NAME: s: Bala Manian 








๑ EDUCATION: ee uum 

in Physics—Loyola College, 

Madras; Diploma in Instrumentation, 
Madras Institute of Technology; 

MS in Optics, Rochester Univ; 

PhD in Mechanical Engineering, 
Purdue Univ. 





e WORK EXPERIENCE: Started off 
in 1971 as Assistant Professor at 
Rochester Univ. 





๑ e START-UPS: | His ament ด ด ด 
ReaMatrix is his eighth start-up. It is 
in the business of Quantum dots or 
Qdots, nanoparticles that can be used 
to map cell-level reactions. 

1999: Empatheon 

1998: Co-founder Surromed 

1998: Co-founder Quantum Dot 
1992: Biometric Imaging 

1987: Lumisys 

1987: Molecular Dynamics 

1980: DEG pads 





e 9 MESSAGES: 

FOR START UP ENTREPRENEURS: 

Don't begin with the technology; 

find a problem that comes with a 
large-enough addressable market and 
then build the EOD to oe it 





FOR R EARLY-STAGE INVESTORS: 

Be proactive, not reactive. Don't look 
for products, scour the environment 
for monetisable assets 





FOR CORPORATE ADVISORS: s To pus 
understand a company you have to 
work across its levels, from the CEO 
to the solution-providers to the 
programmers to the scientists 





ware firms have been doing for 
long; however, it is a revolution- 
ary concept in life sciences and the 
Andhra Pradesh Industrial Deve- 


v lopment Corporation s biotech fund 
.in which Bala i isa partner. hopes to 
exploit i it.. 


- The sól : ware firmis understand | 





: the dynamics: of the corridor and - 


Bala has been spending time with 
July Systems’ Ashok Narasimhan 
and Moschip’s Ram Reddy to get 
up to speed. “He is a guru, a true 
imparter of unbiased knowledge,” 
says Vivek Sekhar of venture cap- 
ital firm 2i Capital. Sekhar knows 
Bala through a mutual friend, an 
investment banker on the US East 
Coast. “If we ask him advice 
about a company, he comes back 





people, market, tec I inology, users, 

clientele; it's brutally honest." 
. Others echo Sekhar's opin- 

ion. *Bala is our mentor," says 
T.K. Kurien, the CEO of Wipro's 
health sciences business. “We have 
no commercial. agreement with 
him, but every time he comes to 
Bangalore we buttonhole him.” 
So, when 21 is considering an in- 
vestment, or Wipro an acquisi- 
tion in the life ; sciences domain, i itc 
is Bala they turnto. — 

They come to him largely be- 
cause of who he is and how he | 
works (think open source in terms 
of information sh ing). And the 
stay with him bec 
says. His counsel to Wipre 
for inefficiencies in the pharma 
research and manufacturing 
process and come up with solu- 
tions that can work out of India. 

So, how does the message- 
minded Mr Manian like to be re- 
membered. “I am a Hindu,” he 
says. “And Pll be cremated.” “But 
if I had an epitaph, Pd like it to 
have what Eugene Kleiner said of 
me.” That goes something like 

this: Bala will treat your invest- 
ment as his own, you will always 
know the truth, good and bad 
and if he encounters a problem he 
will try and figure it out or will 
find the person who will help a 
figure i it out no. matter "what. 
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orporate Governance, the buzzword in today's business environment is a combination of legal practices, ethics, best management practices, 
ealth creation management and foresight. Company Secretary is the key person, who implements all these in an encouraging environment 
2sides, he plays a vital role in planning Company's future. 


Company Secretary who represents a company to the internal and external stakeholders, coordinates the management functions and 
'mpany policies, keeps an eye on ethics and mutual trust, helps in strategic decisions - aligning the company towards excellence. 


เล qualified professional from the ICSI, world's largest Institute for Company Secretaries, he is a true multifaceted, who executes the day to jay 
tivities encompassing all the key areas of Corporate Governance, all the way to corporate growth through foresight and professional dexterity 
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It’s good for the economy and creates employment, lots of it, but 
India’s Business Process Outsourcing success may have come at 
the cost of a generation’s mental well-being. 

BY PRIYA SRINIVASAN & SUDARSHANA BANERJEE 
FEW MONTHS AGO, A DELEGATE FROM THE 
UK, seated at a presentation by a call cen- 
tre CEO in a swank Mumbai office posed a 


question that raised the hackles of the 
, CEO as well as his Venture Capitalist. 


look like a sweat-shop to you?” he countered. The 
irony is that it looked like anything but. With its post- 
modern décor, innovative use of stone, glass and 
shopfloor machinery to reflect a mill (the office is situ- 
ated in central Mumbai, where once a textile mill used 


“What I really worry about is whether an exploitative 
sweat-shop type of allegation could be levelled against 
call centres in India, somewhat like the issue Nike 
faced with its units in Bangladesh.” 

The CEO wore a stunned expression. “Does this 
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to stand), the office had actually been a talking point for 
admiring delegates. The question sounded almost pre- 
posterous. 

But the visiting delegate saw something that bothered 
him—the dark side of the call centre business in India. 


Where agents typically report to work a little before their 
bedtime, where their average age is about 23, where they 
work in "pressure-cooker" like stress situations, where 
their performance is measured through the duration of 
"talk time" and *wrap time", where they are isolated 
from family and society, and wear a false identity that 
needs to come off when they deal with the real world. 
Expectedly, the sum of these factors has indeed 
thrown up a set of sociological and psychological chal- 
lenges with which an entire generation of young call cen- 
tre employees is grappling. What follows are the stories 
of Santosh Joseph, A. Senthil, Anurima Chowdhury 
and Chetan Kamat, all part of a population of about three 
to five lakh call centre agents across India's six largest 
cities, who are trying hard to resign themselves to the fact 
that their working life is nothing like they ever dreamed 
it would be. (All names have been changed on request). 


The Human Toll of BPO 


When college dropout Santosh *Santy" Joseph received 
a job offer for Rs 7,000 per month two years ago from 
a leading Bangalore-based call centre, he was over the 
moon. This was the chance the Pink Floyd devotee 
was waiting for to live out his American dream. *For the 
first time, I was made to feel that I was useful and that 
somebody appreciated my knowledge of English movies 
and my passion for Western music.” A year down the line 
he switched jobs to another call centre which offered him 
- Rs 16,000 a month and a training trip to the US. The lat- 
ter was really the carrot for Santy who had by then be- 
gun to tire of the tedium of the job. The US trip was par- 
ticularly significant since he could now finally prove to 
his conservative parents that he too was off to the US like 
his “cousins in software”. But unlike his cousins in soft- 
ware, he was beginning to exhibit behavioural and 
physiological changes. He had lost 12 kgs in seven 
months, suffered severe hair loss, was smoking over 
15 cigarettes a day and drank till he passed out every 
Friday. “I sometimes feel helpless,” he laments. “I have 
lost touch with my relatives. I get home at four in the 
morning and when I wake up, my family is out at work 
and it’s just TV or computer games for me. It’s also the 
monotony of work and boredom that some- 
times makes me feel suicidal.” 
Santosh is just articulating what 
thousands of call centre agents 
have started to recognise as the 
flip side of their jobs. “I have 
had more than a 100 cases of 
call centre employees turning 
up with a series of complaints,” 
says Sanjay Chugh, a Delhi- 
based psychiatrist. “The typical 
problems tend to be depression, 










anxiety disorders, substance abuse and relationship-related 
problems.” Harish Shetty, a Mumbai-based psychiatrist, 
isn't surprised. “Because of night shifts, the agents 
gradually get detached from their families, married 
life suffers and their emotional hygiene is at stake given 
that altered sleep cycles play havoc with an area of 
the brain called the hypothalamus, which finally controls 
thyroid and adrenaline levels; in some cases there is also 
hearing loss due to constantly listening to a device; 
some even suffer an identity crisis given that they take 
on a foreign identity at the centre." 

“I feel lonely during the day. The sense of isolation 
is growing. Going for continuous night work has made 
me lose weight. My eyes become red and swollen from 
time to time. Besides, a call centre job is not considered 
respectable. My neighbours think I am an idler and that 
makes me feel worse." That's a honest confession from 
Chennai-based call centre agent A. Senthil. 


The Need For A Reality Check 
While the money and the act of donning an accent 
through their working hours may be the initial draw for 
several youngsters in call centres, reality soon sets in. 
“The job is so false,” gripes 23-year-old Vivek Nair who 
eventually quit his job in a Mumbai call centre to pur- 
sue an MBA degree. “You talk like an American, behave 
like one, but you are not one—it’s almost like a trap.” 
The job is full of anomalies, according to Chetan 
Kamat, a call centre employee with a collections-BPO in 
Mumbai. “You may be talking to overseas customers but 
what you are doing is taking a lot of flak and getting 
yelled at every call you make; now we even get yelled at 
by people who accuse us of having snatched their jobs,” 
he says, referring to customers who recognise that the 
call is coming from India and give vent their frustrations. 
All of this is in addition to rigid monitoring on the 
floor where an agent is allowed a maximum of 45 
minutes “wrap time” or time when he isn’t talking to 


customers in an eight-hour shift. Snack breaks, cigarette 


He had lost 12 kgs in 7 months, 
suffered severe hair loss, was 
smoking over 15 cigarettes 
a day and drank till he 
passed out every Friday 


breaks or even a break to attend the 
washroom is included in those 45 min- 
utes. “Earlier, we were not allowed to 
use the washroom while attending 

calls; no matter how desperate 
j the biological urge was, we 


had to wait for the break to 
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Help’s here: Employees at a counselling session conducted by Intelenet in Mumbai to help them cope with pressures of work 


leave the seat,” discloses Anurima Chowdhury, a Delhi- 
based call centre agent. “In September 2002, we convi- 
nced the manager that this was inhuman and now we are 
allowed to use the washroom in between calls.” The prac- 
tice, however, continues in many call centres. Typically, 
an eight-hour shift is punctuated with one half-an-hour 
and two 15-minute breaks—referred to as ‘coffee break’ 
and ‘sutta break’ respectively in industry parlance. If the 
issues faced by call centre agents were to be listed in or- 
der of priority, our ranking would be: monotonous job, 
bizarre working hours (and the resultant isolation from 
society), imbalanced sleep cycles, physiological damage, 
and importantly, little or no growth potential. 


The Way Out? 
Unable to take the adverse employment conditions, 
call centre agents are beginning to take recourse to 
the law. “I know of 30 cases where nine girls and 21 
guys filed cases separately against their employers on 
grounds of unfair employment conditions and unfair 
termination. In all the cases the issue was settled out of 
court,” says Diljeet Titus of law firm Titus & Co. 
The companies themselves are fast recognising the 
need to address the psychological and societal toll. Of 
particular concern is the high attrition rate of 25-40 per 
cent across the sector. Companies like Mumbai-based 
Intelenet have started to get counsellors to speak to the 
agents. “There are several issues, personal and profes- 
sional, that the agents bring up and we felt it’s best we 
have professional help at hand to guide us”, says Manuel 
D'Souza, HR head, Intelenet. Still others have recognised 
the need to offer more to the employees. “Besides get- 
ting counsellors to come in and talk to the agents, we 
have additional initiatives like loans and grants for 
higher studies, and we try and fill senior positions as far 
as possible from within and try and move them around 
so they get as much exposure as possible within the var- 
ious functions," says Ananda Mukerji, CEO, ICICI One- 
Source. Adds R. Elango, HR head at MsourcE, “Right 
from providing pottery classes to varying the light in 
the call centres, we undertake various measures to re- 
tain our talent.” It’s debatable whether these measures 
will actually address the issue on hand, which is really 
one of the human cost of BPO. 
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All things considered, the BPO agent's work is really 
not very different from the factory worker's given the 
regimen, routine processes and little scope for real 
growth. While factory workers have traditionally res- 
orted to unionisation for better bargaining power, the 
proposition is a little far fetched for the call centre 
agent according to Titus. “There is no law to stop 
these employees from forming a trade union but there 
are a lot of indirect pressures and companies have 
mechanisms of conflict resolution within themselves 
(read counselling, fun at work, scholarships, etc.), so 
much so that an employee can be issued a show-cause 
notice for wanting to be part of a union. In fact, com- 
panies also keep the employees busy after work; you will 
find them at company parties or town hall meetings af- 
ter work so they do not have the time to think about the 
ill effects of the job." 

Watson Wyatt’s BPO expert Sridhar Ganesan be- 
lieves call centres need to move on from the entry strat- 
egy model of recruitment. Then, it was fine to tout the 
benefit of *making money while having fun"; as em- 
ployees mature, he explains, they need much more of 
a value add which could come through innovation in 
the form of process improvements, development of a 
career path and “thinking roles". 

Ideally, yes. But for an industry that's just finding 
its feet, it might be a while before this comes to be. For 
the moment, the BPO sector has spawned a generation 
whose problems are just about beginning to surface. 
Ironically, the gentleman from UK with whose ques- 
tion we began the story, unknowingly raised the 
thorny issue in the environs of one of the last bastions 
of the labour movement—the textile industry in 
Mumbai. The human toll of the collapse of that sector 
is now part of industrial folklore. While there may be 
no similarities between the two sectors on the face of 
it, two factors run as a common theme: the longevity 
of the sector (cheaper geographies and automation 
could ring the death knell of the Indian BPO story) and 
the future of its workers. Let's hope the BPO sector 
manages to steer the course in time to avert another 
story of colossal erosion of human capital. Bl 
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As a company dedicated to originality, Canon obtained 1,893 patents in 2002. 
Indeed the company ranks as the number two company in terms of 
the total number of U.S. patents secured over the last 10 years. 
Canon's pursuit of uniqueness makes it possible for you to have 


a leading-edge experience in digital imaging — easily. 
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MD JAGDISH KHATTAR HAS REASON § 
TO SMILE: LOOK AT MARUTI’S QoE. 


” 
F |F MICROSOFT TOPS THE IMAGE 
CHARTS, ATTRIBUTE IT TO GATES. 
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THE GATES EFFECT 


— (CY URPRISED THAT MICROSOFT SCORES OVER THE 


«XJ likes of Wipro, Infosys, Reliance 
Industries, Reliance Infocomm, and Maruti 
in terms of image scores? Well, you should- 
n't be. The company's visibility and image 
points can be traced back to one man: 
Chairman Bill Gates. In November 2002, 
Gates made a four-day visit to the country. 
He met with policy makers, shuttled from 
one high-profile function to another across 
four Indian cities (Delhi, Mumbai, 
Hyderabad, and Bangalore) in his Global 
Express jet, pressed the flesh with ceos like 
Mukesh Ambani, Azim Premji, and N.R. 
Narayana Murthy, addressed large groups 
of coders in Bangalore and opinion makers 
in Delhi, announced an investment of $400 
million in the country, and a corpus of 
$100 million for the Bill & Melinda 

Gates Foundation's local arm that would 
fight aios, and flew off into the sunset. Not 
surprisingly, that got reams of press, mostly 
good, including a cover story in this maga- 
zine. Still surprised? 


SMALL (CAR) WONDER 


|: WASN'T OUTSTANDING PROFITS, OR A SUPER- 
successful product launch, or significant 
gains in marketshare that ensured that the 
bulk of the coverage Maruti Udyog Limited 
received was positive. It was a successful 
Initial Public Offering. First, the ipo had trou- 
ble finding underwriters, then, the competi- 
tion upped a gear and went to town about 
how Maruti was losing ground in the car 
market. Not too many analysts gave the 
company's sale of 79.4 million shares much 
chance. Eventually, Maruti proved everyone 
wrong. The iPO was oversubscribed three 
hours after it opened. Eventually, the issue 
was oversubscribed 10 times. Even better, it 
listed at a premium of 25 per cent of its is- 
sue price of Rs 125 on Bombay Stock 
Exchange and by the end of the first trading 
day, some 51 million shares, nearly 65 per 
cent of the issue size, had been traded. At 
the time this article went to press, the scrip 
was trading in the Rs 360-levels, an indica- 
tion that Day 1 hadn't been an aberration 
wrought by irrational exuberance. 
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COCA-COLA INDIA 





VIVAN MEHRA 


ANNUS HORRIBILIS FOR COKE 


F THERE IS ONE THING ABOUT THIS SURVEY THAT MAKES 
Coca-Cola India happy (or so we think; the company 
refused to comment on the findings), it must be the 
timing. The survey covers all articles that appeared between 
November 1, 2002 and October 31, 2003. Conseg- 
uently, all coverage related to the you-call-it-sexual-haras- 
sment, we-call-it-contract-dispute incident involving 
Coca-Cola India, its marketing chief Shripad Nadkarni, 
and former Miss Universe Sushmita Sen, is excluded. 
Despite that, it has been a lousy year for the world’s 
best-known brand in India, this despite the hosannas its 
advertising, created by McCann wunderkind Prasoon 
Joshi and featuring actor Aamir Khan has received. Why? 
Blame it on a lady called Sunita Narain, and her organ- 
isation, Centre for Science and Environment (csE). In 
February, the Non-Govemmental Organisation (ผล 0) came 
out with a report that showed that most bottled water sold 
in the country (including ones sold by Coca-Cola and 
Pepsi) weren't exactly uncontaminated. In July, it followed 
up with another study that most soft beverages sold in 
India (including almost all Coca-Cola and Pepsi brands) 
had unacceptably high residues of pesticides. And com- 
ing as it did, in the wake of a BBC report about a 


controversy involving a Coca-Cola plant in Kerala and 
whether or not it was releasing toxic effluents into the en- 
vironment, it didn't do the company's image any good. 
Coca-Cola's initial response was to badmouth the test 
and the laboratory where it was carried out. And there 
were veiled references to cse’s motivations, even the 
applicability of EC norms to India. President Sanjiv 
Gupta did the rounds of the television channels. The 
company's full frontal attack backfired. What should 
Coca-Cola have done? Well, rival Pepsi adopted a different 
approach (See The Pepsi Strategy) and that seems to 
have helped a bit. And B-schools routinely roll out the 
Tylenol case as an example of how companies could 
handle crises. In 1982, an innovative serial killer laced 
certain bottles of Johnson & Johnson's pain-reliever 
Tylenol with cyanide. The company's then ceo James 
Burke went on network television, J&! ran ads in the papers, 
and it withdrew all Tylenol bottles across the US, an ex- 
ercise that set it back $100 million. Expectedly; when 
new Tylenol was launched with tamper-proof packaging, 
it proved a bestseller. Should Coca-Cola India have 
done something different? Its scores indicate it should. 
KUSHAN MITRA 
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ere TO COCA-COLA, PEPSI, AND, TO A LESSER 
| extent, circumstances surrounding the 
exit of Britannia ceo Sunil Alagh, the FMCG 
sector didn't receive very good press last 
year. With most large companies in the 
business struggling to grow their revenues, 
the sector's Quality of Exposure suffered. 
At just around 100 per cent, the companies 
would have probably preferred not having 
been written about in the first place. 
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Top 10 IT Companies: 
The Scores 





เส ส เข sa 


0 Microsoft Infosys Wipro IBM TCS HP i-flex Intel Oracle Satyam 


Figures in thousands Visibility scores IB Image scores 
แฟ Figures are quality of exposure in per cent (Shown here only for top five companies in terms ot image scores) 





131.74 142.35 118.89 123.84 123.40 
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MUL Tata M&M = Hyundai Bajaj 4 GM Hero TVS Toyota Ford 
Motors Motors Auto India Honda Motor Kirloskar India 


Figures in thousands Visibility scores li image scores 
แพ Figures are quality of exposure in per cent (Shown here only for top five companies in terms of image scores) 
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Top 10 Banks: 
The Scores 
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Top 10 Companies: The Scores 


Marketing & Sales 


Visibility score Image score 
BSNL — :; 32,853.51 41,518.39 
MARUTI UDYOG 18,637.24 23,097.93 
RELIANCE INFOCOMM 18,527.53 21,291.78 
MICROSOFT 19,417.33 19,306.20 
COCA-COLA INDIA 30,856.80 19,289.56 
STAR NETWORK 15,866.08 16,968.58 
PEPSI 27,808.82 16,531.82 
HLL 15,662.87 16,374.82 
BHARTI CELLULAR 9,221.83 15,016.41 
Corporate Visibility score Image score 
MICROSOFT 4 10,532.10 — 10,526.35 
RELIANCE INDUSTRIES 6,881.98 — 10,448.52 
INFOSYS TECHNOLOGIES ง 7,848.23 — 10,194.06 
WIPRO 5,613.68 7,638.48 
UNITTRUSTOFINDIA 6,935.70 6,750.08 
ICICIBANK 5 533.71 5,804.83 
KOTAK MAHINDRA BANK 5,330.59 5,348.45 
RANBAXY ERA 3,920.95 5,772.95 
INDIAN HOTELS 4,509.54 5,668.23 
Product Launches 

Visibility score Image score 
GM INDIA PF T 4,761.63 8,067.36 
RELIANCE INFOCOMM _ 4,459.47 7,388.03 
TATA MOTORS _ 3,803.66 6,332.10 
MICROSOFT 3,335.32 5,976.82 
ME Ps 23 3,447.77 . 5,743.55 
LIC were E 3,346.00 5,346.90 
HONDA SIEL — 2,948.02 5,321.10 
TOYOTA KIRLOSKAR — 2,887.56 5,283.52 
HYUNDAI 3,000.40 ^ 5,015.64 
FORD INDIA 2,846.30 4,614.42 
Financial & Financial Results 

Visibility score Image score 
MUL N 14,845.04 17,895.37 
INFOSYS 11,851.84 15,705.66 
RL ก . MCN è 6,821.37 9,768.03 
OI HINAR: 5584.27 7,711.01 
WIPRO 5811.00 6,837.54 
ICICI BANK —— 4,235.80 5,699.97 
JATA MOTORS = — 3,201.83 — 5,439.00 
๕ 2 EUIS 3,783.25 5,084.25 
TATA STEEL 3,008.95 4,810.87 
Ut 4,415.85 4,582.63 


QoE score in percentage 
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CHAIRMAN, INFOSYS (LEFT) 


CHAIRMAN, WIPRO 





TECH’S 
GLIMMER TWINS 


ds PERSONALITY SCORE IS BASED ON THE 
coverage of a company driven by 
personalities. Although Infosys CEO 
Nandan Nilekani and Wipro Vice 
Chairman Vivek Paul are quite high- 
profile, there can be no debating the 
fact that the chairmen of the two 
companies are responsible for a sizable 
chunk of the score. It may come as a 
surprise to most people that Infosys’ 
honchos, while topping in terms of both 
image score visibility score, actually trail 
the likes of Deepak Parekh, Wipro's 
Premji and Paul, and HSBC's Niall S.K. 
Booker and Naina Lal Kidwai. That 
can be ascribed to the not-so-compli- 
mentary coverage the company, and its 
Chairman and ceo received in the wake 
of a poor quarter (January-March 
2003), and in the wake of its 
settlement with Reka Maximovitch, 
who had filed a sexual harassment suit 
against Infosys and its former global 
head of sales and marketing, Phaneesh 
Murthy. Indeed, for some time in the 
past 12 months, it became fashionable 
to knock Infosys. Then, that's a 
problem any company that receives 
good press for 10 years running has 

to face sometime. 









NCR 


EasyPoint 571 





100 million customers are now within your bank’s reach. 


How GO you reach millions of potential customers who don't live within easy reach of your bank branch? 


With the new NCR EasyPoint™ 571 (ASAN), that’s how, 

Designed to provide world class service levels in Just about any location, ASAN can extend your brand reach, 
attract new customers and profitably service them. 

Now, With an economical ATM presence almost anywhere - big city office, neighbourhood store or remote small 
town - you can offer unprecedented convenience, gaining real competitive edge and improved customer loyalty. 


The first ATM to be conceived, designed and built in India, ASAN now brings everyone within reach. 


re eee oe — - 


-e + ee 1 +2 = - 


MORE ZRESULTS 


^ d ee 0 7 





CHAIRMAN, HDFC 








THE SMARTEST OF THEM ALL 


AST YEAR, HE GOT MORE PRESS THAN THE AMBANIS AND RATAN TATA, 

but just around a third what Infosys’ N.R. Narayana Murthy 
and Nandan Nilekani, and Wipro’s Azim Premji and Vivek Paul 
did. But no one came even close to him in terms of quality of 
exposure. At 163.24 per cent, his QoE was significantly higher than 
HSBC's Niall S.K. Booker and Naina Lal Kidwai's 134.02 per 
cent. That means Deepak S. Parekh didn't just receive adequate 
press; he received adequate good press. So, how does the 59-year- 
old Chairman of the Rs 2,975-crore Housing Development and 
Finance Corporation (HDFC) manage it? And what explains this 
popularity? One reason could be his accessibility. Parekh returns 
all calls. For instance, this writer caught him on the telephone just 
as he was about to catch a flight from Delhi to Goa to attend the 
Confederation of Indian Industry's two-day National Council Meet. 
Parekh brushes off the news about his image. "That's probably 
because | talk to too many journalists," he laughs. "Like you." 
Maybe, but it is also a function of several other factors. Success is 
one: HDFC has financed over 22 lakh homes, disbursed loans over 
Rs 54,000 crore, and spawned successful companies in areas 
such as banking, asset management, and insurance. The fact that 
Parekh is considered a thinking-ceo is another: he is on several 
government committees and the boards of various companies. And 
his inability to say no to acquaintances and friends, still another: 
although he isn't a party animal, Parekh can be spotted at most 
dos where his natural amiability sees him networking. And that, 
in turn, further enlarges his circle of friends and acquaintances. 


ROSHNI JAYAKAR 


Top 10 Personalities: The Scores 


Image Quality of Visibility score 
score exposure 
% 


| o@ NR. Narayana Murthy, (%) Anand Mahindra 
IE XEM Nandan Nilekani, et al I 
1416235 123.86 11,433.88: ` 3,837.73 
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rj Bill Gates Z Peter Mukerjea, 
Ps ! " Sameer Nair, 
j 12294102 10328 12,529.75, ! Ravina Raj Kohli 3,315.99 
Azim Premji, | Niall S.K. Booker, 
j Vivek Paul 964400 13207 17,302.12 Naina Lal Kidwai 2,876.58 
— Deepak Parekh The Bajajs 
449620 16324 © 2,754.38 2,659.84 








| The Ambanis | = Ratan Tata, 
TE ง 5 R. Krishna Kumar, 
426789 11741 1 3,635.05 MEE Raymond Bickson 72,195.52 





Quality of 
exposure 
(%) 


106.22 


104.94 


134.02 


10472 


110.52 


Visibility score 


1 3,612.74 


* 3,159.74 
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The dance of the Gods, 
ina setting that's as divine 


















Mamallapuram Dance Festival 
Dec. 2003 - Jan. 2004 


In the ancient seaside city of 
Mamallapuram, the incredible 
monolithic rock sculptures form a setting 
for one of the most memorable and 
popular dance festivals in the world. 
As you sit before this unique open-air 
‘stage’, created 13 centuries ago by the 
Pallavas, you will be treated to an 
unforgettable aesthetic event - with 
performances by the finest exponents 
of Bharatanatyam, Kuchipidi, Kathakali 
and Odissi. 
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For details on TTDC's attractive package tours with excellent accommodation and transport facilities P 
please contact: TTDC, Tamil Nadu Tourism Complex, Wallajah Road, Chennai - 600 002. India fi 
Ph: 91-44-25388785/25361640, Fax: 91-44-25382772. E-mail: dir-tour@tn.nic.in, | | 
website: www.tamilnadutourism.org Call: Chennal 91-44-25389857 * Mumbai 91-22-24110118 \ J 
a * New Delhi 91-11-23745427 * Kolkata 91-33-24237432 * Goa 91-832-2226390. Visit us at www.tn.gov.in MM 





THE MONOLITH 
SCORES 


5 n VERNACULAR PRESS’ BUSINESS 
coverage is typically domi- 
nated by issues of pressing 
concern to investors and con- 
sumers, not so much corpo- 
rate news or personality-based 
news. That explains why BSNL— 
it launched a cut-price cellular 
service—received a third of its 
coverage, Reliance (for the 
same reasons) and Maruti 
(think ipo), a quarter of their 
coverage, and Coca-Cola (the 
pesticide controversy), a little 
less than a quarter of its cov- 
erage from the vernacular press. 


Top10 Companies: English Vs Vernacular Press 


100 
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Microsoft MUL Infosys BSNL 
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Tata 
Motors 


Reliance Coca-Cola 


Infocomm 


HLL Wipro SBI 


Figures in per cent are proportion of English: vernacular media image points of a company 


Image points (English press) ii Image points 


CADBURY INDIA'S MD (RIGHT) WILL BE 
HAPPY TO KNOW THAT TIME HEALS. 





HOW TO HANDLE A CRISIS 


TT WAY CADBURY'S MANAGING DIRECTOR BHARAT PURI SEES 
it, the company didn't do any wrong. He's right: it 
didn't. Infestation in chocolates is a rare, but not-un- 
heard-of problem wherever chocolates are sold in the 
world. Invariably, this is the result of improper storage 
and handling, typically at the level of a retailer. And like 
Puri pointed out during a visit to this magazine's office 
not too long ago, no fast moving consumer goods 


company really interacts directly with small retailers. SO, 
when reports of a worm infestation in Cadbury's Diary 


Milk surfaced, the company first wished to verify the 


facts. When a few more unsubstantiated incidents 
surfaced soon after and the affair threatened to snowball 
out of proportion, the company launched an effort to 
improve storage conditions at the retail level. And finally, 
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(Vernacular press) 
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#1 IN TERMS OF EDITORIAL PREFERENCE 





EDITORIAL ' 
PREFERENCES : 


) js EDITORIAL PAGE OF NEWSPAPERS 


and magazines is considered 4 - 
sacred. Ergo, companies that rece- 3 
ive the most image scores from | E mM = e 


editorials and articles carried on 
this page must be doing something l 
right. Infosys tops, but the real 
story is the presence of compa- 
nies that aren't part of the top 10 in 
terms of overall visibility and image 
scores: Ranbaxy, rcs, oNGc, Standard Chartered Bank, Tata Motors, and i-flex. Tcs’ presence, given 
its now-impending, now-not iPO, isn't surprising. All the other companies, however, have strong sto- 
ries to tell. In Ranbaxy's case, this has to do with research and a global generics (drugs going off 
patent) business. In Standard Chartered's, it is about a successful integration of Grindlays' Indian 
ops. In i-flex's case, the story concerns a made-in-India software product; and in Tata Motors’. a suc- 
cessful turnaround and a global foray. The message: strong stories— good press. 


Q ——— EL IAE A. — Mu A — E E- 
Infosys RIL Ranbaxy TCS Microsoft ONGC — SCB  TataMotos Wipro fle 


Figures are image points in thousands 


Flashpoints & How Companies Coped 
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time. And he can (and should) take heart from 
the fact that the media, as indeed consumers, 
forget and forgive quite easily. Take the case 
of Coca-Cola India and PepsiCo. In August, 
their Qoes fell to the 50 per cent level. By 
October Coca-Cola India's ด ู ๐ ธ had risen to 
88.28 per cent and PepsiCo's, to 91.35 per 


Cadbury India went to the extent of reinforcing 
the packaging of cpm in an effort to reassure 
consumers that all was well. Some of these 
efforts will, no doubt, help improve the 
company's QoE, as indeed, they may have in 
November and December, months that fall 
outside the purview of the BT-Cirrus study. 


However, the company's qot for October shows 
a steep plunge from its normal levels. Puri can 
take heart from the fact that his company's cri- 
sis-management efforts will show results with 


cent. With time, Cadbury's qot will rise as well. 
Thanks to Puri's efforts, this may happen 
sooner, or the QoE could go up far more than 

it otherwise would have. 
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LOOKING BEYOND NUMBERS 


HEAD/ CIRRUS 





SHOME BASU 


HE INDIAN CORPORATE NEWS OLYMPIAD IS A 
fascinating daily event. The morning coffee has 

a special appeal or tastes insipid depending on 
what’s being written about by the media for that day. 
A news item from a company could have a strategic 

or tactical intent; finally to the end reader it has a 
residual image/impact value. Traditional brands as we 
know them are created based on sound product man- 
agement, sharp communication strategies, and bril- 
liant advertising. Move away a little and look at hugely 
successful brands like Infosys or Wipro or other IT 








companies—brands that have made India proud. What 
did they do? How did they create their corporate 
brand with little or no advertising investment? 

IT companies got out of their trenches long back 
and have taken their corporate brand across the 
Indian seas to earn their place under the Western 
sun. Soon to follow would be the companies from the 
pharma sector. This is substantiated by the fact that in 
the top 10 companies that were written about in the 
editorial pages (the prime spot as it were), more than 
half were from the IT sector—Infosys, TCS, i-flex, 
Microsoft, and Wipro. That’s saying something about 
building corporate brands! The sole pharma com- 
pany in that list is Ranbaxy. 

Why are sales and marketing stories so ‘all 
consuming’? Thirty five per cent of all the image 
scores belong to this genre. This is great for the com- 
panies and their respective product brands, but in the 
larger picture of a corporate brand this percentage 
tends to skew the picture. For instance, corporate 
stories on HR practices within an organisation, social 
responsibility and social projects undertaken by an 
organisation do get written about, but at the end of 
the day they do not go beyond 2 per cent on image 
scores, Isn’t there a huge opportunity here? 

The quality of a company’s media exposure is a 
critical variable. As long as a company has high media 
visibility with attendant high image, the media exposure 
quality for that company is supreme. But the reality is 
different. Most companies have a mix of neutral, 
positive, and negative stories. 

It’s really the proportion between these three 
that determines the Quality of Exposure. Tata 
Motors is a good example. It isn’t among the top 10 
companies in terms of image scores, but it is the first 
from a Quality of Exposure perspective. A solid cor- 
porate brand is getting better. 

Can we build a corporate brand using just the 
vernacular? Tough call. But a good mix with the 
English press can do magic for the corporate brand. 
What should the mix be? A 50:50 split? As of October 
30, 2003, the ratio between the vernacular and the 
English press was at 20:80. Isn’t that a little skewed? 
Maybe a move towards 40:60 would be desirable. BB 
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Cirrus is a Delhi-based monitoring agency and part of agencyfaqs.com. 
Feedback to bt-cirrus@icirrus.com 
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é company & objective is to become | : 


i business solutions provider E 


; mySAP CRM supported the entire customer interaction cycle : 


^ from customer engagement to business transactions, from or 
lenis" | to Customer Responsiveness” Thi. strategy yn E 


were - creating organisational focus, aligning organisational view, with ready-to-use analysis and integration of strategic | 


enterprise management and leveraging leading-edge enterprise 
portal and exchange capabilities for connectivity throughout 
‘the entire value network. It also delivered unique integration. 


fulfilment. tO customer service by providing a sing le customer. 1 


eir aim was to maintain market leadership through continuous, 
re ment in the above areas. They strongly believed i inc 


een as a tool to meet their objective of empowering _ 
f cing teams, customers and business partners with íi 
formation and knowledge i in order i to be recognised 


THE BEST-RUN BUSINESSES RUN SAP 


SAP steps in = 
After the implementation of mySAP CRM, Tata Telecom hid! 
a solution that connected employees, partners, processes, and. 

technology in a closed-loop customer interaction cycle. Th a 
solution delivered functionality throughout the customer : 
engagement | cycle, providing all the capabilities the company - 


. required to manage marketing, sales, service, field applications, - 
— interaction centers, e-commerce, and channel partners. It also. : 
gue enabled real-time availability checks, contract managemen | 
billing managemer 


! nt, fulfilment visibility, order tracking ar 
the. features an : 





inctions necessary for marketing plannin 








segmentation. 1 These integrated processes provided insights 
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5» to drive decisions with real business impact. 
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capabilities thar provided a complete suite of CRM applications 
and a seamless « connection with the mySAP business platform. 


For more Main about mySAP HR write to. 
-info.india@sap.com or call our toll-free number 1600 445959; 
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INTERVIEW WITH KUEN 


YAO LEE 


PRESIDENT/ BENQ 


"Asia Will Be 
The Largest 


Market For 


Technolo 
Product 





N 2001, WHEN ACER WAS 

reorganising itself, 50-year-old 

Kuen Yao Lee managed to con- 
vince the Group Founder Stan Shih 
to let bim take the company he hea- 
ded, Acer Communications and 
Multimedia, independent. Today, 
the spin off, rechristened BenQ, is a 
$3-billion, Taiwan-based contract 
manufacturer of consumer electro- 
nics, with its own brands that fetch 
almost a third of the revenues. Lee, 
an engineer from one of Taiwan's 
elite schools, wants BenQ (short for 
Bringing Enjoyment and Quality to 
life) to become a big branded player 
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in flat display panels and mobile 
phones. He also wants BenQ to 
shed Acer’s low-cost image, and take 
on the Sonys and Samsungs of the 
world. His strategy: Capture the two 
big emerging markets of China and 
India. Lee was in India recently and 
met with BT's Vidya Viswanathan fo 
talk about how be plans to tum BenQ 
into a premium brand. Excerpts: 


The last time you came to India was five 
years ago. Do you see a very different 
India today? 

Yes, there are more cars, there is 
such heavy traffic, people are getting 


gy 
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so global. They are concerned about 
what is happening outside the country. 
Many global companies have R&D 
centres, call centres, and software 
centres in India. International banks 
have their back offices here. The 
knowledge workers are global, not 
just for India. There are new IT edu- 
cation systems. States like Kerala 
have a very high literacy rate. 


Is this exciting for you and in what way? 
A new Indian middle-class is emer- 
ging. They are the major customers 
for rr products. There is a new mo- 
bile generation here. The younger 
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generation is also a major consumer 
ot IT products. A mobile phone is an 
important lifestyle product. It 
changes the lifestyle of the younger 
people. And they in turn shape the 
opinion of senior people. The young 
people are defining our lifestyle. 
This kind of momentum from India 
will push the country into a differ- 
ent plane in the future. 

In the past two decades, com- 
puting has always been driven from 
the West. They are very much the 
consumption centre and that is how 
American companies like Intel and 
Microsoft became very dominant 


players. But in the past two or three 
years, we are seeing a shift from 
the West to East. The generation X 
in Asia is adapting to technology 
rapidly. For BenQ, the users of dig- 
ital lifestyle technology products are 
generation X. So things are changing, 


You want BenQ to be seen as a lifestyle 
product, which you said means not just 
computing technology but great interface 
technology. But Taiwan is not exactly 
known for design. Are you saying you 
will drive the Taiwanese design ethic? 
Yes. However, we will not employ 
l'arwanese designers alone. We have 
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a lot of designers in our company 
[hey were educated in Germany 
and the United States. We also havi 
subcontracted to design houses | 
London and Germany. We have 
lot of Australian designers in the lab 
For a global company like BenQ, 
we need to do our best to recruit 
global resources. »o design ron 
Taiwan is not important. Desig 
trom BenQ is more important. 


Let me re-phrase. What will BenQ's 
design be? 
We want a young, vivid, origina 


and enjoyable message. We actu 
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ally won six awards in a design com- 
petition held in China in October 
this year. This was sponsored by IF, 
the German design society and is 
very prestigious. We won more 
than Samsung there. In Japan, there 
is a famous magazine called Digi- 
moto. People jokingly call it Sony 
magazine and it features all digital 
products in Japan. BenQ is the only 
non-Japanese brand picked up by 
the magazine. Our CD Man 591 
was featured there. 


You said BenQ meant young, vivid, 
original and enjoyable. Can you give 
me an example of how this is translated 
into the product and to the logo? 
We went to our designers with our 
theme. They came up with the but- 
terfly idea. We amplified the wing 
shape of the butterfly. We chose the 
organic shape and the feel of a but- 
terfly. We chose purple and pink. 
Purple is our corporate colour. 
It stands for youth, mystery, pos- 
sibility and dream. Pink is just a 
colour of a butterfly. 
Traditional rr products are 
targeted at business. Our note- 
book product is called Joybook. 
We notice that a lot of people 
are using the notebook for en- 
tertainment purposes while trav- 
elling. They watch DvDs. So you 
need a capability to read the title, 
to listen to music. The idea is 
to employ computing power to 
add these features. Our Joybook 
displays are very unique. They 
are optimised for DVD watching. 
The sound effects are suitable 
for music listening. 


You are targeting entertainment for 
youth. So in spite of all these fea- 
tures, it has to be priced below a 
business notebook, right? 

Not necessarily. Young people 


pay more. Take my daughter as 
an example. My wife is always 
complaining saying why are you 
buying this or that. She buys ex- 
pensive handsets and changes it 
every six months. Their attitude 
to money is very different. They 
are very emotional about things. 
They need to adapt to technology. 
It is the same world over. 


In addition to design, you are focusing 
on some technologies of the future. 
What are they? 

Yes. Liquid crystal display (LCD), 
for example. Display is everywhere 
and it is also very expensive. Seven 
years ago we started a company 
called AU Optronics. It is the sev- 
enth-largest player in the world. 
New display can enable new 
products. TFT display makes this 
notebook possible. Good display 





can turn the mobile phone into a 
videophone and can be used for 
pictures or multimedia applications. 
We also invest in wireless techno- 
logies—cellular, wireless broadband 
and wireless LAN. 3G is emerging. 
We are delivering 3G CDMA hand- 
sets to local operators. We are also 
combining 3G and wireless LAN 
handsets. So you can move seam- 
lessly from one network to another. 


You have gone public saying you are 
going to take on the Samsungs and 
Sonys of the world? So are you going 
to get into what has traditionally 
been their market—audio systems 
and TVs, for example? 
No, we will only be in digital prod- 
ucts. We are launching LCD Tvs 
(large flat ones) in India. This is 
digital inside, although Tv broad- 
cast is analog. But we believe that 
TV broadcast will move to being 
digital. The Fcc has mandated 
the US move to digital Tv by 
2005. That will have more chan- 
nels, better pictures, higher res- 
olution and will integrate into 
the home entertainment man- 
agement system. BenQ is 100 
per cent digital. 


How many markets are you in 
now? If you are coming to India, 
are you going to tailor design to 
the country like LG and Samsung 
have done? 

In Taiwan, we are the second-lar- 
gest brand after Acer. If you take 
the whole BenQ group (including 
recentacquisitions), we are bigger 
than Acer. Our priority markets 
are Asia, Middle-East, and 
Europe. Our design will mostly 
be global. But we have flown in 
lifestyle designers from Taiwan 
to study the mobile lifestyle 
here. For example, Indians use a 


“Young people pay more (for technology). They need 
to adapt to technology” 
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lot of SMS, they need a larger 
memory size, a bigger phone book 
and products need to be more 
women-oriented. But these prod- 
ucts will take time. 


What is the vision for the R&D team, 
how do you measure it? Is there a 
difference between the long term 
and the short term? 

We have a large R&D team. Intel- 
lectual property is most important in 
the long term and that is where 
companies will compete in the long 
term. American companies, for 





“If India has to get into manufacturing, it needs to 
build a components infrastructure" 


example, have given up manufac- 
turing. So it is important to keep 
track of the R&D effort and con- 
vert intangible assets into tangible 
property. So we request a produc- 
tivity of one patent per person in the 
team. We set up the goal three years 
ago and we are close to the goal. 
Engineers are used to that idea now. 
This year alone, we have filed more 
than a thousand patents. This is 
BenQ alone and not the group. 
For our R&D, which is near 
term, the business development 
people look at a two-year time 
frame. Some R&D for products is 
targeted at three years and beyond. 
That is a different mission. For 
the very long-term research, we 
join up with the university. For 
example, we participated in the 
Oxygen product launched by MIT 
in Boston. We also have ties with 
Taiwanese universities. 


Is there a target for the number of 
products you bring out? Do you have a 
lot of designers? 

We have a group called Lifestyle 
Designers. They understand the 
customer behaviour, understand 
emerging lifestyle, and find out 
what products can be developed in 
the future. They also study user 


behaviour and interface. This in- 
volves both hardware and soft- 
ware and they define the best com- 
promise for the future. We don't 
put the name researcher to any- 
one. Everyone is an engineer. A 
researcher belongs in the university. 
We have a whole range—note- 
books, memory, mobile phones, 
digital cameras, home servers, es- 
sentially everything digital. 


You are still in contract manufactur- 
ing. Who drives the innovation there? 
We are not in contract manufac- 
turing. We design and manufac- 
ture. Our design engineers work 
with the customers. In some cases, 
we are involved from concept to 
manufacturing. Sometimes they 
have their own designers. In that 
model, they buy volumes—for 
example, half-a-million LCD dis- 
plays. Some customers will not trust 
us because we have our own brand. 
So we can't work with them. 


What is your India agenda in the long 
term? Are you going to be in manu- 
facturing? Acer, for example, has a 
venture capital fund. 

We get management resources in 
this country. Some are our global can- 
didates. Indian managers are work- 


ing for us in the US and Canada. 

If India has to get into manu- 
facturing, it needs to build a com- 
ponents infrastructure. For exam- 
ple, our mobile phone has 300 
components. So India has to sup- 
port most of them—PCBs, cables, 
connectors etc. The components 
factories have to be clustered within 
a two-hour drive. There has to be 
close interaction. We need effi- 
ciency. We will look at it if the 
government sets up special eco- 
nomic zones that have easy access. 
Taiwan is the best for manufactur- 
ing. We are also in Malaysia, China 
and Mexico. But we will use Indian 
designers, especially those that want 
to come back from the US. How- 
ever, we will not use Indian product 
designers just yet. 


How do you see technology panning out 
in the future and what is Asia's position? 
Five years from now, Asia will be the 
largest market for technology prod- 
ucts. China, India and northern Asia 
together will be the largest market. 
Asia will define the next generation 
of technology products. America 
and Europe define the products to- 
day. That will change in the future. 
Americans and Europeans will work 
for Asian companies. ŒW 


IANUARY 4 2004 BUSINESS TODAY 83 


à bt lifestyle 





What do CEOs 
do when they're not 
crafting strategy and 
out of the 

boardrooms? 

Golf, reading 
=~ management books, 
snooker? Not quite. 
| Here's a peek at 
some of the more 
extravagant and 
exotic lifestyles of 
corporate India's 
rich and famous. 


BY BRIAN CARVALHO 
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GAUTAM SINGHANIA / CHAIRMAN/ RAYMOND GROUP OF COMPANIES: His passion for the fast-track is well-known. Not so 
well-known is his love of the sea, which he takes to every chance he gets in his fancy yachts, speedboats and this dhow 
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COUPLE OF WEEKENDS AGO, 
Congo, a lounge bar co-owned by Delhi fashion de- 
signer Malini Ramani was flagged off in North Goa. 
Present at the launch amongst the countless guests were 
a sprinkling of Bollywood starlets, vjs, clothes horses 
and fashion designers. Also present was Gautam 
Singhania, Chairman, Raymond group of companies, 
and Vijay Mallya, Chairman, UB Group, who threw in 
a fashion show for good measure. Congo is just about 
a coconut’s throw away from one of the more promi- 
nent mansions in that neck of Goa's woods: Mallya’s 
palatial Kingfisher Villa, where the flamboyant liquor 
baron spends virtually every weekend whenever he is 
in India. The Rajya Sabha MP is back in Parliament on 
Monday, after spending Saturday and Sunday speed- 
boating, swimming and watching the sun sink into the 
sea from his favourite "Sunset Point" within the villa. 


VUAY MALLYA / CHAIRMAN/ UB GROUP: 


Even as you're devouring this vicarious piece, Ma 
would have just concluded his birthday bash 
villa. On December 18, Mallya, now sporting a blond 
mane and often seen attending Parliament 
trademark baggy Armani jeans, turned 48. The pai 
tying won't end there. The ritualistic New Year 
Eve bacchanalia will be followed by the Kingfishe 
Awards for Fashion Designing, which—if you haven't 
figured it Out yet—will also be hosted at Kingfisher 
Villa. “It’s my favourite holiday spot," understates the 
man whose most recent achievement was not a liquor 
or beer brand acquisition but a triple bungee ji | 
love the sea." 

Also a sea enthusiast is Gautam Singhania who, 
you're lucky, you'd spot just off Mumbai's Gateway 
of India at the helm of either a dhow, or a yacht ot 
one of his handful of speedboats, all with fancifu 
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names like Shazma (the dhow), Moonraker (the yacht), 
Golden Eye, Octopussy, and Smokin Joe (all speed- 
boats; there’s another one refreshingly called 
Raymond). “In a city like Mumbai, the sea can prove 
a great de-stresser,” says Singhania, whose other pas- 
sion is of course the fast-track, which he sets on fire 
with his Lotus Elise and Honda $2000. As he opens the 
throttle of the Golden Eye, taking it to close to 40 
knots per hour, he has the rest of the crew holding on 
for dear life. Later in the evening he’s at the wheel of 
the Moonraker (with a jet-ski perched at the back), 
headed toward Alibag where's he's putting up a swank 
pad, which reportedly will have lagoon-style pools and 
other such fancy trappings (Singhania isn’t talking 
much about it, not yet). 


HARSH GOENKA / CHAIRMAN/ RPG ENTERPRISES: 
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Oops, apologies for getting a bit carried away with the 
glitzy lifestyles of Messrs Mallya and Singhania, but you 
would have got the drift by now: This story is indeed 
about the colourful and flashy (but not lurid, not just 
yet) lives in the fast lane of some of India's leading cor- 
porate tycoons. Mallya and Singhania may be the 
more visible manifestations of India Inc taking to the 
high life, but spare a moment to sniff the Gucci Envy 
in the air around you: Across the country, as their busi- 
nesses gain momentum, and sales and profit growth as 
well as shareholder value creation appear less elu- 
sive, a number of promoters, CEOs and professional 
managers are only too eager to roll up their sleeves and 
take to the exotic or less-trodden path (and are also less 
embarrassed talking about it). 





ASHWINI KAKKAR / CEO/ THOMAS COOK INDIA 


Sure, most of them enjoy a round 
of golf or snooker or curling up 
with a book, and playing cricket 
with the family, but (yawn), that's 
not quite what we're talking here. 
Skiing in the mountains of 
Colorado, scuba diving in Australia, 
rock-climbing, water-skiing, even 
go-karting, and something as eso- 
teric as mixing music are what keep 
CEOs busy once they’re done with 
strategy blueprinting and brain- 
storming. To paraphrase the sub-ti- 
tle of Virgin Group founder 
Richard Branson’s rollicking auto- 
biography, a fair chunk of 
Corporate India is these days “surf- 
ing, having fun, and making a for- 
tune doing business their way.” 
The main title of Branson’s tome of 
course is “Losing My Virginity,” 
but that’s the subject for another 
story, which may have a tough time 
squeezing into these pages. 

Mind you, this isn’t even the 
jaded page three phenomenon 
(yawnnnnn)—overflowing cham- 
pagne flutes and stale caviar being 
served up to uncomfortably numb 
wannabe celebrities—we're talking 
about here. It's also not just about 
mindless opulence manifested by 
marble-laden bungalows and over- 
sized sedans. Rather, the good life is 
all about multi-dimensional personalites (admittedly 
with truckloads of dough) making time to explore 
new frontiers, or to master childhood passions, and 
having fun doing it. Branson's daredevil ballooning and 
sailing exploits may be a bit too much of /a vida loca 
for his Indian counterparts, but hey, you don't nec- 
essarily need to be on the edge to feel that buzz. 

What, for instance, do you think gets Ashwini 
Kakkar, CEO, Thomas Cook India, going? There's 
plenty to choose from actually: Could it be his 
Mercedes cars (220 and 240) or the 1947 Jaguar 
that Kakkar takes on long drives on weekends? Or is 
it his suit collection (Italian and slim-New York cut) 
boasting brands like Gucci, Armani, DKNY and 
Ermenegildo Zegna? All these help of course, as 
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Kakkar points out: “All these add to your selt-confi 
dence.” His eyes, however, light up when you qui: 
him about his passion for art: Kakkar’s collection at 
the Thomas Cook Mumbai office attempts to capture 
the past 100 years of contemporary Indian art, and in 
cludes over 550 paintings, each of which tells its 
own story. Kakkar has also profiled works from the 
various periods of an artist’s life. Pointing out a col 
lection of masterpieces of Shakti Burman, Kakkar 
explains, “I try to reach out at the deeper story and th 
context behind each work of art.” 

Art may not be the most unusual of passions—RP* 
Enterprises Chairman Harsh Goenka too has a similar 
obsession—but what also gives Kakkar his jollies 1 
“making an eclectic mix of music”. With an assortment 
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of remixing equipments, Kakkar has churned out 90 
CDs, mixing diverse sounds, right from Latin with 
Arabic to even an aarti with Britney. 


ne Great Outdoors 
Ever considered a go at falconry? It’s all about learn- 
ing to take care of the bird’s needs and then going 
hunting with it, and it’s a big-time sport in the US and 
the UK. Meet the Hiranandanis—Surendra, Managing 
Director, Hiranandani Constructions, and wife Priti, 
Director, Culture Shop—who’ve given falconry a 
shot. And much more...archery, rock-climbing, skiing 
(in Colorado), scuba diving in the Maldives, Mauritius, 
Australia and Phuket, they have been there, done all 
that. Their last vacation, along with their three children, 


DILIP KAPUR / CHAIRMAN/ HIDESIGN: 


was at Center Parcs in the UK, a spectacular resort 
that is set amongst 100-year-old Giant Redwood 
trees spread over 400 acres. There, besides falconry, 
the Hiranandanis tried their hand at a host of acti- 
vities ranging from cycling, canoeing, sailing to tenpin 
bowling. 

When at home, the Hiranandanis spend at least one 
Saturday in a fortnight for the go-karting tracks (it helps 
of course that they own the set-up). Surendra is pretty 
good at it, and even won the first couple of tourna- 
ments when they were flagged off. “But these days | 
stay out of it, because | can’t keep winning at my 
own course,” he grins. 

To be sure, it isn’t as if corporate India necessarily 
has to wing overseas to lead the good life. Mallya 
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may have last vacationed on the Paradise Islands along 
with family, but Kingfisher Villa is where he unwinds, 
Adi Godrej spends his Sundays (whenever he isn’t 
travelling) water-skiing on the Chowpatty waters off 
Mumbai, Singhania could well be headed in his yacht 
or dhow to one of his friend’s farms at Alibag, an 
hour’s sail from the Mumbai harbour, and Harsh 
Goenka retreats on most weekends to his Madh- 

Marve resort, where he also has his annual art camp. 

But one of the more enviable— yet pretty down-to- 
earth—lifestyles would be that of Dilip Kapur, the 53- 
year-old CEO of Pondicherry-based leather goods 
maker Hidesign. Kapur has a house in Auroville (he 
grew up in the Aurobindo Ashram and is heavily in- 
fluenced by Auroville, which explains his company’s 
eco-friendly methods of tanning and dyeing) bang in 
the middle of the forest inhabited by jackals, foxes and 
monitor lizards, The nearest residence is 400 metres 
away. His wife is passionate about horses and has a sta- 
ble of 21 horses, four of which are kept exclusively for 
her personal use. Unsurprisingly the son also likes 
riding. 
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The Kapurs are obviously enchanted by such sylvan 
surroundings. That’s why they" ve invested in a beach 
house along with four acres of beach land 26 km 
from Pondy towards Chennai. Here there is no tele- 
phone, and no television (quite deliberately). 

The two huts here are made of wood and natural 
materials like coconut (Kapur himself is the archi- 
tect), and there is a separate kitchen area. Kapur has 
planted 15,000 trees, mostly forest trees like African 
Mahogany, neem, jamun and some fruit trees—man- 
goes, lemons, oranges, grapes as also coconut trees. 
There's no electricity; solar cells provide the lighting 
and power the fan, solar pumps provide the water. 
Walking and swimming are the primary pastimes, and 
fishermen provide fresh sea-food. *The whole scene is 
aimed to reduce stress, and is ingrained in the core 
values of the company of developing and sustaining a 
good environment," says Kapur. If opulent mansions was 
your idea (or fantasy) of the upper crust's way of life, it 
clearly isn't always that way. Il 

ADDITIONAL REPORTING BY DIPAYAN BAISHYA, 

SUPRIYA SHRINATE AND NITYA VARADARAIAN 
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n 
Over HSBC ๐ 


The UTI Bank deal is just one part of the transformation that HSBC’s CEO 
of one year is putting the stodgy bank through. By ROSHNI JAYAKAR 


N THE LAST SIX MONTHS, 
Niall S.K. Booker has seen 
his golf handicap slip from 
an envious six to nine. In 
the rarified world of corpo- 
rate golf addicts, that’s a 


catastrophe of no small order. But 
luckily for Booker, CEO of HSBC 
India, the time off the greens has 
been more than well spent. In those 
180 days, the 45-year-old Booker 
has worked hard to turn a chance, 
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| securities. 


and support. 


mid-air encounter between HSBC 
Holdings’ former group CEO and a 
senior executive at CDC Capital 
Partners into a Rs 306-crore deal, 
picking up 14.7 per cent stake in UTI 
Bank, one of the first private banks 


In operation in India for 150 years, the bank has 32 branches 
in 16 cities, and Rs 12,801 crore in deposits. | 


HSBC Securities and Capital Markets does broking and M&A — 
deals. This year it roped in Naina Lal Kidwai as Vice Chairman 


HSBC Insurance Brokers (India) obtained licence in 
August 2003, prior to which it was a corporate agent to 
Tata AIG. CEO: Arup Mazumdar 


HSBC Asset Management (India) was launched in December 
2002, and currently has four schemes and a corpus of 
Rs 3,300 crore. CEO: Sanjay Prakash 


HSBC Primary. Dealership deals exclusively in government 


HSBC Software Development (India), Pune, offers software 
solutions for the group's "- operations, besides IT maintenance 


HSBC Electronic Data heise (India) has two centres in Hyderab 
and one in Bangalore to provide data processing and customer 
contact. Another centre will come up in Hyderabad next year. 





[O Set up shop alter the sect 
opened up in 1993, 

The unexpected mo: 
industry talking. For one, at kc 
five other foreign banks lud 
ing Citibank and ABN Amro. 
others—were in the running 
Bank, and few expected HSBC, lo 
considered an ultra-conservat 
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k away wil 
deal. For anothe r, it could si jÍ 
string of other acquisitions 
industry, given that there at 
eight banks (See Banks In Pla 
look ripe for the picking. 
But there might be some 
to do. At the moment, banking 1 
ulations do not aid takeover by | 
eign banks. The foreign direct 
estment in private banks is lir 
49 per cent and there 
cent cap on voting rights irrespectivi 
of the stake. Possibly that's w 
HSBC 15 describing its investment in 
UTI Bank as a financial investment 
"It's a foot in the door, as we have 
done in the case of Ba 
Shanghai in China,” says Book« 
jut you don't invest Rs 30 
crore just because vou feel like it 
Obviously, HS] has its eve on thi 
future. The FDI limit is likely to b 
raised to 74 per cent and the voting 
rights made proportionate to sh 
held. Once that happens, bai 
uations could go up. As of now. 
HSK has the option Ol acqui 
CDC's remaining 5.3 per cent 
for Rs 112 crore over the next thre 
months. It has ป ่ ร ๐ innouncedad al 
open offer to acquire ล ท อ ฝ่า 6 


cent in UTI Bank at Rs 90 a share. a 


though the stock had hit Rs 120 
VW hen BT went to press 
What is it about uti Bank (Ni 


23 on this vear’s BT-KPMG sur 


Best Banks) that HSBC finds so att 
ractive? Take a look: The bank has 
more than Rs 16,000 crore in de 
posits, 212 branches, and 1.100 
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percentage of net advances is 
2.3 per cent, much lower than 
the industry average of 4.5 
per cent, and operating profit 
per employee at Rs 18 lakh is 
the sixth highest in the ind- 
ustry (HSBC comes เพ อ 
notches below). In terms of 
their business portfolios, HSBC 
and uri Bank seem comple- 
mentary. For example, in 
cases where HSBC has reached 
the single borrower limit, UTI 
can step in as a lender. In the 
small and medium enterprises 
segment, HSBC can help uri 
Bank with treasury skills. Says 
P.J. Nayak, Chairman and 
Managing Director, UTI Bank: 
*CDC's presence on the board 
helped us in sharpening our 
strategies. | am sure HSBC 
would also bring such ex- 
pertise to the table." 


Shaking 'Em Up 

For HSBC, the deal has 
brought another intangible 
benefit. Suddenly, nobody 
thinks HsBc, which has been in the 
country for an incredible 150 years, 
is as sleepy as they thought it to 
be. A big part of the credit goes to 
Booker himself. On November 15 
last year, Booker took over from 
Zarir ]. Cama as the India CEO and 
set about shaking things up at the 
bank almost immediately. In 
January this year, he made presen- 
tations to the bank employees— 
teller upwards—at all the 16 cities 
where it is present. In all these pre- 
sentations, he compared HSBC's per- 
formance with that of rivals like 
Standard Chartered and Citibank. 
He must have had a lot to say. For 
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*CDC's presence on the board has helped us in 
sharpening our strategies. I am sure that HSBC 
would also bring such expertise to the table" 


P.J. Nayak, Chairman and Managing Director, UTI Bank 
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example, while HSBC was among 
the first few to offer credit cards in 
India, today it has only 6.5 lakh 
cards issued compared to Citibank’s 
20 lakh and Standard Chartered’s 
18 lakh. In home loans, HSBC is 
way behind icici or Standard 
Chartered. It’s also much weaker in 
the retail business. Says Booker: 
“We wouldn’t necessarily want to 
be the biggest, but we would like to 
be one where in our chosen segm- 
ents (like credit cards and SMEs) 
customers prefer us over others.” 
Just the same, Booker (he’s an 
avid reader of management books 
and took inspiration from Jim 


Collin’s Good to Great book 
for the transformation at 
HSBC), is bringing fresh talent 
into the bank. In December 
2003, HLL’s brand manager 
for Fair & Lovely, Sangita 
Pendurkar, joined HSBC as 
head of marketing. Earlier in 
August last year, Naina Lal 
Kidwai had arrived from JM 
Morgan Stanley as Vice 
Chairman and MD of HSBC 
Securities and Capital 
Markets. While Pendurkar 
has been entrusted with the 
task of building HSBC's retail 
business, Kidwai may have 
already delivered. It was she 
who, alongside Booker, nego- 
tiated the deal with CDC. 
Despite UTI Bank, HSBC has 
some way to go in retail bank- 
ing. Booker knows that only 
too well. In the last one 
month alone, he has moved 
180 people from operations 
to sales and other frontline 
jobs. The idea: gear up for a 
retail push in 2004. The uri 
deal, therefore, may not be the only 
one HSBC makes. In fact, industry 
analysts expect it to acquire two 
more smaller banks and consolidate 
all three into a sizeable entity. The 
bank’s worldwide CEO-designate 
Michael P.R. Smith denies that HSBC 
has any “shopping list for India”, 
but Booker has his eyes peeled. “We 
certainly wouldn't say (UTI Bank) 
has filled our boots,” he says. 
Whether HSBC makes its moves 
in banking or even insurance (as 
Smith hinted to BT), one thing is for 
sure. The bank’s rivals will now 
think twice before dismissing it as 
sleepy and conservative. Efl 
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one of the industry’ s most grip- - 
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pa F A PRODUCER EVER SET 
- cher heart on making 
a television drama 
: revolving around a 
— bank,she won't be 
^ hardpressed for ins- 
^ piration. For more 
than a decade now, 





ping dramas has been playing 


out in Tuticorin, where some lead-- 


ing members of Tamil Nadu's Nadar 


community have been trying to reg- 
ain control of a bank their forefa- 
thers founded in 1921, but which in: 
the 90s fell, first, into the hands of 
a buccaneering conglomerate and 
then a canny entrepreneur. Every- 
now and then, the drama takes an. 








fer. 







unexpected turn. But the lae 
est is the most encouraging it. 
has seen in a long while. 
Again, maybe not. 

- What are we talking 
about? Tamilhad Mercan- 
tile Bank (TMB), which. with 
Rs 6,045 crore in deposits 
and advances and Rs 64 

. crore in net profits i is one of 
the niche players in south India. 
The bank, however; has had a tor 
tuous history (See Genesis Of The 


Feud). For our purposes, the story 


starts in 1994, when some directors 
on the TMB board sell their shares to 
the Ruias of Essar. Subsequently, 


tlie Reserve Bank of India (RBD re- 


fuses to transfer the shares to Essar. 
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And when Essar purchases a cellular 
licence held by Sterling group, it 
gives away the seven companies 
that had bought the TMB shares to 
Sterling's promoter C. Sivasankaran. 

Nadars, who see the bank as a 
symbol of the community pride, 
don't take kindly to the arrival of 
“outsiders” as owners and decide 
to mobilise funds from within the 
community to buy the shares back 
from Sivasankaran. In December 
2001, the Nadar Mahajana Bank 
Share Investors Forum rustles up 


Rs 80 crore to purchase 96,000 * 


shares, or a third of the bank's eq- 
uity, from Sivasankaran. 

Today, the reclusive, globe-trot- 
ting entrepreneur continues to own 
another 34 per cent. To add to the 
mess, some of the bank's directors 
are represented by those who orig- 
inally sold their shares to Essar, but 
continue on the board simply be- 
cause the ownership tussle has 
meant no annual general meeting 
(AGM) for the last—no, not one or 
two, but—seven years. 
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R. Natarajan, Chairman & CEO, TMB: Nadar directors are gunning for him 
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The latest twist came in 
December this year when three TMB 
directors flew up to Mumbai to 
meet RBI officials and ask for the 
removal of the bank's Chairman 
and CEO, R. Natarajan. This, how- 
ever, was preceded by high drama. 
At a November 25 board meeting, 
four nominee directors (two each 
from RBI and CLB or the Company 
Law Board) were asked to leave 
the room after routine matters had 
been dealt with. 

According to one of the direc- 
tors evicted, the remaining nine di- 
rectors discussed "charges" they 
planned to level against Natarajan to 
orchestrate his ouster. According 
to K. Nagarajan, Treasurer of the 
Nadar Peravai (a Nadar represen- 
tative body) and personal assistant to 
one of the directors, Ramachandra 
Adityan, there were three key alle- 
gations against Natarajan: One, 
mounting non-performing assets 
(NPAS). Two, a cheating case that 
left the bank poorer by Rs 2.50 
crore. Three, another bad loan that 


involved Dr. Bhanu, a lady doctor 
who played a key role in helping 
Karnataka's thespian actor 
Rajkumar escape from the clutches 
of bandit Veerappan. 

Later in the day, soon after a 
resolution for dismissal of the Chair- 
man is passed, some men land up at 
Natarajan's house and seized his 
house keys, disconnected his mobile 
phone, and take away the bank- 
provided car. On November 27, 
the board reconvenes and sends a 
copy of the resolution to the RBI. 
The RBI acts swiftly and Natarajan is 
back in his job two hours later. 
(However, on December 12, a local 
court in Nagercoil restrained 
Natarajan from acting as Chairman; 
the petition was filed by the TMB 
Shareholders Association, said to 
be close to some of the directors. 
When BT went to press, RBI was de- 
ciding on a course of action.) 

There were two reasons why 
RBI came to Natarajan's rescue. For 
one, it was RBI that had appointed 
Natarajan in October 2002, as a dis- 
interested overseer. For another, he 
is producing results. When he took 
over, the bank's NPAs were at 18.75 
per cent of net advances, but now 
he's brought it down to 16 per cent. 


Beginning Of The End? 
With or without Natarajan, the CLB 
is expected to announce a date for 
the AGM in January (Natarajan was 
not to chair it, in any case). Ahead of 
that the 96,000 shares purchased 
by the Nadars will have to be trans- 
ferred to about 20,000 members. 
"People want greater transparency 
(at the bank), and a new board duly 
elected will be the first step towards 
instilling confidence,” says P.S. Sathia 
Seelan, a director and shareholder at 
TMB. Once the new board is in place, 
it will try to raise another Rs 75 
crore to buy the remaining 34 per 
cent from Sivasankaran (he could 
not be contacted for comment). 
On his part, Natarajan has 
drawn up ambitious plans for the 
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NTIL THE EARLY 1990s, TAMILNAD 
Mercantile Bank was majority 
controlled by four Nadar groups. 


. They were: the Tuticorin Spinning 
Mills (โร พ ), which held 29 per cent 


of the equity; the Sivakasi-based 


- Pioneer Asia, which owned 25.5 
. per cent; the Viruthunagar-based 


MSP, which held 13 per cent; and 


. the Tuticorin-based Ayyanar Coffee 
- family, which owned 8.5 per cent. 
- Problems arose, it is said, with 

the tsm brothers elbowing out rep- 


resentatives of Pioneer Asia and 
MsP in 1991. Cut up at being side- 
lined, Pioneer Asia's S. Ashok and 


MSP brothers M.S.P. Rajah and 


M.S.P. Rajes struck a deal with 
the Ruias of Essar to sell their 





holdings at Rs 3,000 a share in 
October 1994. The Ruias also 
managed to buy another 3 per 
ily, reducing the tsm family to a 
minority shareholder in the bank. 
Cornered, the family agreed to 
sell its stake to the Ruias at Rs 
3,500 a share. 

However, in a February 1995 
board meeting, the six TsM nomi- 
nees on the board sprang a sur- 
prise on Essar by blocking a reso- 
lution for share transfer (Essar by 
then had 67 per cent of 1 แห 8' ร eq- 
uity). In the days that followed, the 
MSP family managed to turn the 
takeover into a community issue, 


even citing a clause in the bank's 


Articles of Association. With the 
community rallying around against 
the "outsiders", the takeover ac- 
quired political overtone, and 
Messrs S. Gurumurthy and L.K. 
Advani enter the scene. With 
Gurumurthy mediating, the Ruias 
agree to sell back their stake. But 
with the Nadars unable to rustle 
up money, the Ruias in December 
1996 sell the shares to C. Siva- 
sankaran of Sterling Computers in 
exchange for the cellular licence 
held by the company. In the last 
seven years, the Nadars have only 
managed to buy 33 per cent of the 
equity held by Sivasankaran. They 
are yet to raise money for the re- 
maining 34 per cent. 


YVAVd D จ ง ห ล ง จ ง 0 


C. Sivasankaran: He's been driving a hard bargain with the Nadars 


bank’s growth. For starters, he is getting 
TMB to focus on retail loans and treasury 
operations. While until March this year 
the bank had no treasury operations to 
speak of, it now does a Rs 1 crore worth 
of business every month; the retail loan 
portfolio is already Rs 165 crore big 
and Natarajan’s target is Rs 250 crore by 
the end of this fiscal. By 2005, he hopes 
to have a total business of Rs 10,000 
crore, and a net profit of Rs 100 crore. 

For the directors, that may actually be 
important to get the community excited 
enough to cough up the Rs 75 crore 
they need. According to Natarajan, even 
early last year Citibank was willing to 
pay Rs 13,000 per share. Now that TMB’s 
EPS stands at Rs 2,200 crore, the argument 
goes, there will be more Nadars willing to 
buy a piece of the bank. Already there are 
strong rumours floating that Shiv Nadar 
of HCL is in talks with Sivasankaran to buy 
the 34 per cent stake. 

If that happens, the Nadars may 
get more than just a distinguished en- 
trepreneur on the bank’s board. They 
may get what they have been fighting 
for since the early 90s: TMB’s return to 
the Nadar fold. 
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Apothecaries' Brijesh 


Regal (centre) with co-promoters C.P. Popli (left) and Madhulika Kaushal: Clinical research 





apart, the firm has made tentative strides into an emerging area—training 


IDUR KAUSHIK, THE 49-YEAR-OLD CHIEF 
Executive Officer of SRL Ranbaxy, was 
not quite expecting a standing ovation 
when he went on a routine client visit to 
one of the largest drug companies in the 
US last year along with his colleague Dr. Sumedha 
Sahni, Director (Operations and Clinical Trials). But that 
is what the surprised duo got for supporting trials of a 
new drug out of India that saved the multinational three 
years in time and millions of dollars in costs. But 
Kaushik does not have time to fill in the details of 
the story because he is just about to leave for what 
promises to be an interesting trip to Britain. Barely 
managing to hide his excitement, he says in a hushed 
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tone: "We have been approached by some international 
companies for providing diagnostic services in India." 

That's not just a first for an Indian network of labs, 
but also proof of the world pharma industry waking up 
to an entirely new potential of India: As a huge market 
for testing of new generation drugs, or clinical trials in 
the industry parlance. What happened to all the con- 
cerns about India being a logistics and bureaucratic 
nightmare? Well, the concerns have been wiped away 
by the sheer beauty of economics. Consider this: In the 
world pharma industry, it takes about $900 million (Rs 
4,140 crore) and 10-15 years to get a new drug to mar- 
ket. About two-thirds of this amount, or about Rs 
2,700 crore, is spent on testing the drug to prove its 
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Opportunity | 


By 2008, that’s how big the market for testing new generation 
drugs in India could be. BY VANDANA GOMBAR 


efficacy and safety through an elaborate process of 
clinical trials (See Clinical Trials For Dummies). Bring 
the test drug to India and, voila!, a company can halve 
the cost and time. “The usp for the country is world- 
class services at Indian prices,” says Kaushik. 

Small wonder then, a bevy of drug giants including 


Pfizer, Aventis, Glaxosmithkline, 
Novartis, and Eli Lilly is making 
a beeline to India. While spe- 
cific numbers are hard to come 
by, almost everybody agrees that 
the number of trials in India is 
increasing with each year. Cur- 
rently, there are 80 trial sites 
across the country, and more 
than one trial could be happen- 
ing at each of these sites. “The 
most exciting thing going for 
India is the large pool of patients 
who have never used any drug 
(referred to as treatment-naive in 
medicalese),” says Brijesh Regal, 
Managing Director of Apothe- 


to complete 


WHY INDIA? 


A host of reasons makes India 


an attractive market for clinical trials. 
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research: a data intensive and logistics part (patient 
recruitment, data capture, data organisation and its sub- 
mission to the regulatory authorities) and one that 
focuses on chemical analysis (of the kind provided by 
SRL Ranbaxy). The company has made tentative strides 
into a third emerging area: training. Doctors, nurses, 


research managers, and medical 
writers associated with clinical 
trials need to be trained in good 
clinical practices (GCP) to meet 
the norms required by the inter- 
national drug regulators. 

In fact, the mantra for success 
in the business is a high-flying 
GCP flag. Since the clinical trial 
data needs to be submitted to 
drug authorities in Europe and 
the US (the US Food and Drug 
Administration, for example), 
there are impromptu audits by 
their representatives and also 
by the companies that have out- 
sourced the trials. SRL Ranbaxy, 
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caries Ltd, a contract research *  forexample, is certified by the 
organisation (CRO). * College of American Patholo- 
Regal's firm operates in both = gists, the Indian government's 
the main facets of contract z National Accreditation Board 
ECONOMY SUPPLY SKILLS REGULATION | TECHNOLOGY 
. Clinical trials in India has a large India has a large Norms are to be An increasing role | 
India cost half or ล population that has pool of qualified, eased, besides of software in | 
third of a developed not received any but inexpensive which product clinical trials 
country's and medication or, in technicians patent starting 2005 further helps | 
take as little time industry lingo, is required to carry ensures greater strengthen the | 
treatment naive out clinical trials security of data India advantage 
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for Testing and Calibration Laboratories 
and has been audited by clinical study spon- 
sors like Pfizer, Smithkline Beecham, and Eli 
Lilly. It is expecting a direct audit from the 
US FDA soon. 
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operating costs.” 

Pfizer, the world's biggest drug com- 
pany, is currently involved in about 20 
studies in India and has an in-house team of 
more than 100 clinical research profes- 
sionals. *We believe that this number ref- 


A Game Of Precision lects the current potential that India has 
While the typical investment required to set wes in clinical R&D,” says Shekhar Potkar, 
up a full-fledged CRO is not too high at “The USP Director (Clinical Research) at Pfizer India. 
$2-2.5 million, or Rs 9.2-11.5 crore, (Ernst for the Pfizer alone spends a staggering $7 
& Young estimates), a clinical trial is a trv i billion (Rs 32,200 crore) on R&D, and of 
game of precision and the cost of one blip เอ ท ง ij ^y that 70 per cent is spent on clinical trials. 
in administering the drug or documenting Tr ๕ ๐ ass The number of studies is expected to 
the impact can be very severe. In fact, it Services at spike sharply over the next one to two 
could nullify the entire trial. *It is not a back Indian years—product patent comes into force in 
office function. It is state of the art. There prices 2005—as enablers such as IPR and data 
cannot be any differences in clinical trial VIDUR KAUSHIK, protection, training and accreditation of 
done at Detroit or Delhi. Both are similar in EN investigators and labs and upgradation 


nature, complexity or position in the value 
chain,” emphasises the president of Neeman 
Medical International, Dr. Vijai Kumar. A division of 
Max India set up in technical collaboration with Har- 
vard Medical International, Neeman has seen a five-fold 
jump in patient trials over the last two years. It is cur- 
rently managing clinical trials at over 30 medical ins- 
titutions around the country for multinational phar- 
maceutical companies in the fields of ophthalmology, 
infectious diseases, and gastroenterology. 

The upside for the country is that there are enough 
patients here for diseases that are top of the concern list 
in the developed countries like HIV/AIDS and cancer. India 
is home to 25 million diabetic (type II) patients, which 
is 20 per cent of the world’s diabetic population. The 
pediatric population is over 15 million. Says Rabo 
India in its latest research on the Indian pharmaceuti- 
cal industry: “We believe cost savings arising due to 
faster patient accrual will be a bigger factor than lower 





of hospital infrastructure kick in. 

The estimates of the addressable oppor- 
tunity globally for India vary from $10 billion (Rs 
46,000 crore) to multiples of that. “It is widely believed 
that by 2008 India can annually capture about $1 
billion of the global contract research opportunity,” says 
Utkarsh M. Palnitkar, Partner and head of the life 
sciences practice at Ernst & Young. Indeed. Of the 
eight million patients involved with 80,000 clinical tri- 
als conducted world over last year, less than a thousand 
are estimated to be from India. 

CROs that have set up shop in the country inc- 
lude the world’s largest, the $2-billion Quintiles, 
which has ramped up to 450 employees since it ven- 
tured into the country six years ago. It plans to exp- 
and substantially over the next 24 months. “There is 
a rather ambitious plan in place,” says President of 
Quintiles Narges Mahaluxmivala. It has about 20 
clinical trials active as on date. 

Another large international 
player, Covance, tied up with India’s 


CLINICAL TRIALS FOR DUMMIES SIRO Clinpharm earlier this year. 


Trials are aimed at establishing the safety and efficacy of a drug. 
Oe said after pre-clinical testing on animals, there are four phases 


that each drug has to go through. 
Phase1 


เล ก อ ให ตุ พ ต โห ทา or mast Aimed at establishing 





98 BUSINESS TODAY JANUARY 4 2004 


Clingene (part of Biocon group), 
Wellquest, Lambda, Lotus Labs, 
Synchron...the list is expanding. 
Today clinical trials in India are on 
for cancer, diabetes, Parkinson's, 
cardiac ailments, vaccines, anti- 
infectives, psychiatric problems, and 
a host of other therapeutic areas. 
To make India better prepared 
for the outsourcing run, the govern- 
ment is slated to allow easing of 
the norms for clinical trials. Go 
ahead. Give it a try. You have noth- 
ing to lose but your ailment. 
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Just In Time 
Manufacturing 


HE WAY JAPANESE CAR MAKERS STUNNED AMERICA’S BIG THREE AFTER THE ‘OIL 

shock’ of the 1970s remains a fascinating story. The secret of Japanese 
competitiveness lay as much in their fuel-efficiency as their process management 
techniques—better cars at lower prices, run after production run. Detroit car- 
makers went nuts ripping up the same Toyota model to reveal minor imp- 
rovements—two bolts instead of four here, a fused plate there—in every suc- 
cessive batch. What they couldn't see: the operational costs furiously being 
crushed by Toyota's Just In Time (rr) 
systems for lean manufacturing, as 
instituted by the legendary efficiency 
driver, Taiichi Ohno. 

What Ohno sought was “the right 
part in the right place at the right 
time”. Nothing should be idle. Not 
tools, not materials, not workers. 
Therefore, no inventory (a huge cost in 
sloppy systems) anywhere along the 
supply chain, to the extent possible. 

Sure, it’s easier visualised than 
done. It requires production plan- 
ning to the minutest detail. 
Replenishment signalling systems 
(‘kanban cards’, originally, computer 
signals now) have to be superb, de- 
fective parts negligible, lot sizes stan- 
dardised and labour flexible—for in- 
put queues to reduce to nothing, and 
every little nut to reach its appointed 
destination precisely when needed 
(or else, since capital costs money 
by the second, waste a few cents). 

The benefits? Lower costs, yes, as 
mentioned above. The other edge, 
though, is the lead-time it grants over rivals when it comes to re-adapting the 
production line-up to rapidly changing market demand. A light assembly line 
can switch output faster and cheaper than a burdened line. 

All it takes is management programming. Visitors to Japan used to 
marvel at the discipline of their workers humming away in perfect or- 
chestration. But American technology, since, has blunted that edge. 
Computer networks allow real-time work coordination, and radio fre- 
quency identification (RFID) microchips are now used extensively to track every 
little object from foundry to factory floor and beyond. Most of the world’s 
factories have taken to some form of JIT or the other, and jrr books are no 
longer hotsellers. But the fact still is that nobody’s anywhere close to per- 
fection. Look around. You'll see somebody or something idle. IB 











There is 


one thing 
stronger than all 

the armies 

in the world, 

and that is an idea 
whose time has come. 


Victor Hugo 





Every year, Seagate spends millions 
and millions of dollars on research 
and development. The technologies 
that were in our laboratories 
yesterday are the revolutionary 
storage products of today. And 
when the time is right for our ideas 
in incubation today, there will no 
stopping us years from now too. 
After all, we want to be the world 
leaders in storage technologies 


even then. 
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A Blueprint 


for the Future 


How difficult is it to govern a nascent state like Uttaranchal? 

You must remember that we are still facing the pangs of having come out of Uttar 
Pradesh's womb. It is not easy to stabilize the administration and create the nec- 
essary infrastructure overnight. But despite all the odds, we have done extreme- 
ly well. When Andhra Pradesh was carved out of Madras, did it get into its strides 
right away? It took the state years to achieve its current status. 


What would you regard as your biggest achievement? 
We are striving to computerise the entire administration of the state and are mak- 
ing rapid progress in that direction. In the area of e-governance, we are way 
ahead of all other states that are similarly located. Yes, we are well behind states 
like Karnataka and Andhra Pradesh but we are right at the top among the new 
4 ~ į states. | see my role strictly as a facilitator - | am laying the foundation for the 
[ 7 7 future growth of Uttaranchal. 


ONE UEM 
u ore E | Have you initiated any special steps to boost the tourism industry, which is 
Uttaranchal Chief Minister. Uttaranchal's mainstay? 

Narayan Datt Tiwari We are harmonizing religious tourism and general tourism. We are aware that 
people who visit places like Haridwar and Badrinath are just as interested in 
going to Auli. This year we are expecting a major spurt in tourist inflow because 
of the Ardh Kumbh. We are building permanent structures, not temporary ones, 
for the purpose. 


In an exclusive Have the fiscal incentives granted to new industries in Uttaranchal by the 
Central government borne fruit? 
Yes, they have. In remote areas, the state government has announced its own 
interview, subsidies - up to 15 per cent for small industries, and between 5 and 10 per cent 
for bigger units. | have just laid the foundation stone of a Titan watches facility in 
Uttaranchal. We have also just earmarked 47 acres of land for the development of 
Uttaranchal Chief Minister, an international software park. 


How far have you succeeded in promoting the policy of encouraging self- 
Narayan Datt Tiwari employment? 

At least 3000 people have got swarozgar. That is our focus. We want to encour- 

age people to go in for self-employment. Government jobs are limited and require 
spells out his vision a high degree of specialization. We are seeking to change the job-oriented mind- 

set of the people beginning in the classroom. We are also using the participation 

ex-servicemen in small-scale enterprises to establish a new, disciplined work cul- 

ture in remote hilly regions. 


What plans do you have to develop Dehradun as an Information 
Technology, educational and cultural hub? 

| think Dehradun is already a hub that is surrounded by several other smaller 
hubs. We are indeed looking at developing places like Rishikesh, Joshimath and 
Tehri as new hubs of various activities. | see Uttaranchal emerging in ten years 
as an important centre of knowledge-based institutes. 





past. As it completes three years of existence, the 

27th state of the Republic of India is well on course 
to achieving its goal of emerging as one of the most 
investor-friendly states of the country. A committed, 
strong-willed political leadership, a highly motivated and 
proactive bureaucracy, a far-sighted industrial policy 
framework and a constant administrative endeavour on 
the ground to ensure pragmatic and optimum utilization 
of the state's abundant natural resources have facilitated 
sustained growth for Uttaranchal on all fronts. 


[ Uttaranchal, teething troubles are a thing of the 


Being a new millennium state certainly has distinct 
advantages. For one, the predominantly hilly state has 
no major baggage to lug around. Its “lean and mean" 
bureaucracy has, therefore, been able to quickly adopt 
the latest methods of governance, shorn virtually com- 
pletely of the kind of sloth that most administrative set- 
ups in India are heir to. The move has begun to pay rich 
dividends in a wide range of sectors. A Microsoft-spon- 
sored Hindi software laboratory, which was set up in the 
Uttaranchal Secretariat around this time last year, is 
making steady progress; an Information Technology Park 
that is partially up and running in Dehradun is poised on 
a dramatic growth curve, and a host of top-notch indus- 
trial houses are evincing an interest in actively participat- 
ing in the drive to develop Uttaranchal as an industrial 
and information technology hub as well as further 
strengthen its age-old position as a favoured tourist 
destination. 


The state government has also achieved appreciable 
success in promoting its swarozgar (self-employment) 
schemes by providing sustained encouragement to tradi- 
tional enterprises like khadi and village industries, hand- 
icrafts, tea plantations and the cultivation of aromatic and 
medicinal plants in remote areas of Uttaranchal. Says Mr 
N D Tiwari, Chief Minister of Uttaranchal: "We want to 
develop Uttaranchal as a herbal state by tapping its rich 
bio-diversity. Nearly 175 rare species of aromatic and 
medicinal plants are found in the state. Changes have 
therefore been introduced in our forest policy. The forest 
department will now have herbal nurseries in all its divi- 
sions." 


Putting a finger on one of the crucial reasons for 


Uttaranchal CM N D Tiwari, at a function of Alaknanda Hotel along 
with Shri. Jagmohan, Lt.Gen (Retd) TPS Rawat & Shri. N N Prasad 


Uttaranchal's enviable success rate, the state's Chief 
Secretary, Dr R.S. Tolia, says: "At the higher level of the | 
bureaucracy, we handle things ourselves. We do not . 
pass the buck to others. That improves the quality of 
decision-making and policy implementation. The 
Uttaranchal administration has right-sized and each | 
Secretary in the state handles at least three to four | 
departments. He has to be extremely motivated and pro- | 
ductive. We do things in hours, not in days." 


Meaningful partnerships 
An official of the Infrastructure Development and Finance | 
Corporation (IDFC) provides independent corroboration: 
"Uttaranchal has a wonderful bunch of bureaucrats. They 
are always on the button, always keen to get things 
done." One example of the proactive approach to admin- 


istrative matters is the manner in which the new state for- | 


mulated a clear-cut tourism policy within six months of its | 
formation. The existing state tourism directorate was dis- | 
banded and replaced by the Uttaranchal Tourism | 
Development Board (UTDB) through an Act. | 


Says Mr N N Prasad, Secretary, Tourism and CEO, UTDB: | 
"This Board has the benefit of five leading experts from the 
private sector who advise and guide the government in | 


tourism-related matters." UTDB will soon have three direc- ` 


tors to look after divisions pertaining to project formulation, | 
finance and investment, and publicity and marketing. | 
"These directors will be recruited from the market through 
a competitive process. This is perhaps the first such | 
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endeavour in the entire coun- 
try," says Mr Prasad. 


Indeed, the  Uttaranchal 
administration has had virtu- 
ally no difficulty in embracing 
private sector practices and 
norms in strictly government 
work. For corporate outfits 
contemplating an entry into 
the Uttaranchal industrial 
scene, that is bound to be a 
huge draw. "As our 
Secretaries are always 
hands-on, they are better 
informed than most bureaucrats in the country," asserts 
Dr. Tolia. 


n 


Chief Secretary 
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The Uttaranchal Infrastructure Development Company 
Ltd (U-DEC), set up by the state as a joint venture with 
the IDFC and the Infrastructure Development 
Corporation of Karnataka (iDecK) to provide advisory 
services to the state government, is poised to change the 
face of the infant state. "U-DEC was set up in January 
2003. In less than a year, it is making its presence felt," 
says the company's CEO, Vivek Nigam. 


"The emphasis of our industrial policy," says Dr.Tolia, "is 
on infrastructure development. So we are addressing 
connectivity issues in all seriousness." Adds Mr Prasad: 
"It is imperative that Dehradun's air, rail and road links 
are improved." Proposals to construct an expressway 
from Delhi to the Uttaranchal capital (on the lines of the 
ones that link the national Capital with Jaipur and Agra) 
and create a full-fledged national airport in Dehradun are 
on the anvil. Fourteen major public sector undertakings 
are based in Dehradun. The Uttaranchal capital is also a 
hub for school-level education. Doubtless, the plan for a 
national airport has been long overdue. 


Information technology initiatives 

The state is addressing shortcomings of the past on a 
war footing. Things have already begun to look up on vir- 
tually all fronts for Uttaranchal and nowhere more so 
than in the area of information technology and e-gover- 
nance. The state's Minister, Indira Hridyadesh, 
proudly points to the video conferening 
facility that has been created in her offi- 
cial residence in Dehradun. "The adminis- 
tration in any district of Uttaranchal has 
direct access to me through this mecha- 
nism," she says. "We have initiated an 
endeavour to computerize the entire admin- 
istration to tide over the problems that 
poor road accessibility may oth- 
erwise pose." All the 95 blocks 
of the state of Uttaranchal have 
been linked through computers. 
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Says Dr Tolia: "We are aim- 
ing to phase out all manual 
work from the administrative 
set-up." In a state where 90 
per cent of the area is moun- 
tainous, that is a smart 
move indeed. It enables offi- 
cials to discuss problems 
and take decisions without 
having to undertake any 
strenuous surface travel. 


The Uttaranchal govern- 
ment has granted industry 
status to IT and IT-related 
services. High-speed connectivity is available in the state 
following the establishment of a Software Technology 
Park India (STPI) earth station in Dehradun. A dedicated 
IT park is also coming up in Dehradun and others are 
planned in other parts of the state. E-business activities 
can be expected to receive a major fillip in Uttaranchal in 
the coming years. 


Sectors of traditional strength 

According to Lt. Gen(Retd) TPS Rawat Tourism Minister, 
the most significant aspect of the state's current pace of 
development is that the Uttaranchal government also 
recognizes the need to build upon its traditional 
strengths. Sectors like tourism, herbs and medicinal 
plants, floriculture, horticulture and hydropower have 
been identified for special attention. The Uttaranchal gov- 
ernment sees the small-scale handlooms industry as an 
important cog in its drive to generate employment in rural 
areas. Under the Deen Dayal Hathkargha Protsahan 
Yojna, action has been planned to benefit cooperative 
societies or registered groups of handloom weavers. 
Members of these groups would be imparted training 
besides being provided with modern looms and designs. 
Action will also be taken to facilitate the marketing of 
handioom products through showrooms set up in public- 
private partnership. Emphasis will also be laid on export 
of these products. 


The Uttaranchal government has also drawn up 
plans to aggressively promote the state's tradi- 
tional handicraft items. Under a blue- 
print spelt out in the state's 
s "Industrial Policy 2003", artisans 
r will be given support in the areas of 
marketing, design upgradation and for- 
~ ward and backward linkages. The state 
already has the Babasaheb Ambedkar 
Hast Shilp Vikas Yojna and a move is 
afoot to club it with Centrally sponsored 
schemes in order to provide artisans 
with a range of support services, 
including training, publicity and 
marketing events. 
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Uttaranchal Chief Minister ND Tiwari, 
lighting the lamp at Titan Watch assembly plant 
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Foundation stone laid by Sh.Jaqmohan, Sh.ND Tiwari & | 
Maj General B.C. Khanduri for the HM Inst. in Dehradun 





high as 72 per cent. That points to the availability of qual- 
Lately, the Uttaranchal government has initiated inten- เพ human resources. The state also has a large number 
sive efforts to bolster the tea industry in the state with the of top educational institutions and national and state level 
involvement of a large number of small, marginal farmers research and training centers. As the Chief Minister right- 
and landless labour. Already, 560 acres of new planta- ly points out, the fact that Uttaranchal has a peaceful and © 
tions have been developed. The government plans to pollution free environment is conducive for industrial | 
bring much more acreage under tea plantation in the next development. 
few years. A database of suitable land for the purpose has 
been created. The aim is also to encourage the setting up On its part, the state government is putting in place 
tea processing and packaging units, thereby establishing mechanisms to provide single window clearance, expe- 





Uttaranchal as a major tea producer in the country. dite land availability, arrange financing through a consor- 
tium of banks and financial institutions and promote and 
Incentives for industry encourage private sector participation in the develop- 





The fiscal incentives granted by the Union Ministry of ment and management of infrastructure projects such as 
Commerce and Industry to new industrial units in industrial estates, growth centers, !IDCs, Special 
Uttaranchal as well as to existing units for substantial Economic and Commodity Zones, theme parks, 
expansion has been followed up by the state government tourism infrastructure and construction of airports/ 
with its own set of significant subsidies to encourage the — helipads/airstrips, among other things. 
growth of industries. The results are already visible. In 
late October, Chief Minister Tiwari inaugurated a Titan In order to promote the agro and food processing indus- 
watches facility in Dehradun. The plant, which will begin — try, the state government has decided to assist in the 
with an output of two to three million watches a year, will establishment of small and medium size agro parks and 
eventually produce up to 10 million pieces annually. food parks which will provide common infrastructure 
facilities for storage, processing, grading and marketing, 
Under the Central package, drawn up after Prime thus ensuring that surplus fruits and vegetables do not go 
Minister Atal Bihari Vajpayee made an announcement waste. Dr Tolia reveals that four Agri Export Zones (AEZ) 
during a visit to Nainital in March 2002, new industrial have already been declared under the AEZ scheme of 
units that meet the state government's criteria are enti- the Government of India for Litchi, horticulture, herbs and 
tled to 100 per cent excise duty exemption for a period of | medicinal plants and Basmati rice. As Uttaranchal has 
ten years. Industries set up in notified locations will be been included in the difficult area category by the Union 
eligible for a capital investment subsidy 15 per cent of Ministry of Food Processing Industry (MFPI), units being 
their investment in plant and machinery subject to a ceil- set up in the state will be eligible for higher incentives 
ing of Rs 30 lakh. under the schemes of the MFPI. 
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| 
The Uttaranchal government, on its part, has come out While tourism continues to be the backbone of 
| with a comprehensive industrial policy to supplement the Uttaranchal's economy - it currently accounts for 17 per 
Central government concessions. Among other things, cent of the state's GDP but Mr Prasad speaks of the need 
the state government will grant 100 per cent income tax to push that figure up substantially - it is clear that the N.D. 
exemption for the first five years and 30 per cent for the Tiwari government is keen to prove that there is much more 
next five years to companies that set up shop in  tothe hilly state than just picturesque destinations and holy 
Uttaranchal. spots. Uttaranchal is a modern, forward-looking, efficiently 
run state that is in a position to do business with the world 
Uttaranchal banks on the fact that its literacy rate is as — without losing its own special identity. 
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Floating interest rate home loans are no longer advisable. It is time to grab the 
best fixed-rate deal you can, and buy that dream house. BY NARENDRA NATHAN 


F YOU'VE HAD YOUR FEET UP 

these past few years, flip- 

ping leisurely through all 

those real estate brochures, 

rubbing your relaxed palms 
at the prospect of ever-cheaper 
home loans... taking your own 
sweet time making up your mind, 
it's time to sit up. 

Do not let the following two 
facts escape your attention. One: 
residential real estate prices are back 
on an upturn. And two: home loans 
are unlikely to get any cheaper. In 
other words, the assumptions that 
had elevated your feet are no longer 
valid. You no longer have the com- 
fort of waiting. If you must buy 
your own home, it's time to act— 
and nail your property to a fixed 
rate as low as you can. 


What's The Hurry? 


The hurry is simple. After some 
five years of stagnation, home prices 
have started rising in swank subur- 
ban enclaves such as Gurgaon's 
DLF City near Delhi, while loans 
are still at their most attractive. It is 
a ‘window period’ of sorts. A year 
or more later, things could possibly 
be different. *Worldwide," says 
Shefali Sachdev, Director, Credence 
Analytics, *the interest rates may 
start rising now." 
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Long-term Interest Rates Might Have Bottomed Out 


The yield on GOI 10-year bonds—tbarely at inflation level. 





Dec. 2000 
Source: Credence Analytics 


A couple of years ago, invest- 
ment advisors were recommending 
floating rate home loans. Even a 
year ago, this was not lousy advice. 
These are loans for which the in- 
terest payable changes over time in 
accordance with prevailing rates, 
and with falling rates, you could 
expect successively lower monthly 
instalment bills. Indeed, loan rates 
have fallen from 10-11 per cent a 
year back to 7-8 per cent now. The 
intense competition in the home 
loan sector has played a big role, to- 
gether with the RBI's overall easy- 
money regime. The eye-stopping 
offer of the moment is ABN Amro 
Bank’s introductory offer in Delhi of 


6 per cent interest for the first year 
and 6.5 per cent for the next. Other 
banks have responded with special 
deals of their own. But otherwise, 
the general going rate is 7.5 per 
cent for a floating loan and 7.75 
per cent for a fixed loan. 

Now, barring an economic mir- 
acle, it is unlikely that you will get 
anything much lower than that. 
That being the case, it makes sense 
to fix it right there—and relax for 
the next 20 years. Remember, what 
matters is your real burden of debt 
down the years. Inflation erodes 
this burden, and is a very important 
variable to consider. If inflation 
rises, you can smile the smug smile 


of a market beater. If it remains 
subdued, 7.5 per cent would still be 
a fair deal—except that the ‘pinch’ 
of repayment instalments will not 
reduce itself to nothing down the 
years, as it otherwise would have. 


Rates Could Rise 

When it comes to rates, ‘liquidity’ is 
a piece of jargon that is often 
thrown around. If eco-speak both- 
ers you, please jump to the next 
sub-title (‘Locking In’). Else, what 
any loan-seeker ought to know is 
this. Liquidity, as understood, is 
high when there’s a lot of money to 





go round, But once an economy 
starts gaining pace, liquidity typically 
reduces as eager businesses slurp 
up all the money to pump into their 
operations—and this raises the ‘price 
of money’, the interest rate. 

Consumer demand has its own 
role to play. If there’s a flash flood of 
money with millions of wallets open- 
ing up without sufficient supply to 
meet this surge in demand, you get 
‘inflationary pressure’. This is when 
a central bank would raise the 
benchmark interest rate—spurring 
commercial banks to raise their own 
lending rates as well. 


That’s the theory. And 
what’s the reading of actual 
market conditions? There are 
signs that consumer demand is 
on an upswing. But financial 
experts do not detect a signifi- 
cant difference in liquidity con- 
ditions yet, which suggests that 
the market is yet to fully catch 
up with existing production ca- 
pacity—before the next invest- 
ment wave begins. 

According to Keki Mistry, 

Managing Director, HDFC, short 
term rates might even fall some 
more. “The liquidity in the 
system could possibly push 
short term interest rates a little 
lower from where they cur- 
rently are,” he says. “However, 
we are unlikely to see long 
term rates going down any fur- 
ther in the near term. The 
yield curve in India is very flat 
and this has to steepen.” 
The ‘yield’, as the word sug- 
gests, is the annual return on a 
debt instrument such as a bond. 
This is not plainly an interest rate 
because it depends on the price at 
which the bond is bought (in the 
secondary market). Yet, for all 
practical purposes, you could read 
a yield figure—expressed in per- 
centage terms—as an interest rate 
on a loan. The ‘yield curve’, then, 
is a simple graph that shows the in- 
terest rate rising upwards as the 
tenure of the loan increases (from 
hours to decades). 

At the moment, the Indian yield 
curve is abnormal, with very little 
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HIGH RISE LIVING 


po BUBBLES DON'T EXIST. SO WENT THE MYTH. THEN, 
in 1996, real estate prices spiked upwards and then 
crashed. They crashed so badly, and then went into such 
a prolonged slump, that people had begun to wonder if 
property escalation was a thing of the past. Anyone 
thinking of buying a home was advised to wait for a fur- 
ther fall in prices (and interest rates). And visitors lured 
by gung-ho stories of the next-China were embarra- 
ssedly changing the topic. 

In some of India's newer residential townships, it has 
taken years for actual living-space demand to catch up with 
all the excess construction done on Shenzen-scale boom vi- 
sions of the early 1990s. By 2000, though, according to 
Kekoo Colah, Executive Director, Frank Knight India, a 
real estate consultancy, prices had stabilised. And now, there 
are incipient signs of a market revival. "The demand for hous- 
ing now is very high compared to any point of time in the 
past," says Colah. Credit this to higher incomes, tax in- 
centives, global exposure and the yuppie thing for a pic- 
turesque garden-scaped suburbia. And when prices go up, 
so does the attention the sector gets. "There is increased in- 
terest from small investors looking at real estate as a viable 
investment option," says Chanakya Chakravarti, Executive 
Director, Cushman & Wakefield India. The rent yields, 
though, are still in the low single digits in most places; so 
capital appreciation is all an investor has going, really. 





VIVAN MEHRA 


Even there, do not expect a mid-1990s kind of boom. 
India isn't quite the dramatic high-rise story that redefined 
South China's skyline and wowed the West. 

Moreover, there's no land-squeeze in some of the new 
suburban townships, South of Delhi for example, that 
sprawl across the landscape over the horizon. But then, some 
re-urbanisation phenomena occur not so much on account 
of classic elements of demand and supply, but more because 
of a transformation in desired lifestyles. Watch the proper- 
ties that give residents a discernible quality-of-life jump. 


difference in interest on overnight 
call money and a 10-year govern- 
ment bond (also called gilt). With 
inflation now hovering in the 5 
per cent region, and demand for 
gilts still so strangely strong, the 
yield on 10-year gilts has actually 
fallen slightly below inflation— 
which implies negative real re- 
turns. “This is an unsustainable 
condition, and has triggered a cor- 
rection in the gilt market,” says 
Sachdev, expecting gilt yields to 
rise further (achieved by a fall in 
gilt prices). “The long term rates 
have already bottomed out,” 
agrees Saumitra Chaudhari, 
Economic Advisor, ICRA, explain- 
ing how the curve could return 
to normal. “Therefore, a steeper 
yield curve will come most prob- 
ably from rising long term rates.” 
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Locking In 

So what does all of that mean? That 
you had better nail that rate down 
now, or live to clench your teeth as 
loan rates rise. “Locking in at fixed 
rates will be safer,” says Mistry. 
“By doing so, the borrower may 
lose out when interest rates fall, 
but stays protected when rates 
rise.” As explained above, that 
long-term rates will rise is a bigger 
likelihood. 

The other problem with float- 
ing rate loans is their poor cus- 
tomer satisfaction record. 

The floating rate is linked to 
the bank’s stated prime lending 
rate (PLR), and some banks keep 
this official figure high even as 
they offer ‘special’ low rates to 
new customers (heads I charge, 
tails you pay). So floating loans 


could make you feel cheated even 
when market rates are descend- 
ing. Breaking out of such a raw 
deal requires you to either shift 
your loan to another bank or have 
your loan restructured, both of 
which involve cost. 

Everything considered, a fixed 
rate loan is what any home buyer 
should opt for nowadays. Just be 
careful, though, while reading the 
fine print. Watch out for deals 
that appear cheap only because 
they have postponed your pay- 
back burden. If the all-too-tempt- 
ing offers from ABN Amro Bank 
have caught your attention, for 
example, do yourself a favour and 
pay these banks a visit. But do 
find out what rate you must pay 
after two years. Not every seem- 
ingly fixed rate is a fixed rate. 
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31 MUTUAL FUND 


Whether it's your daughter's marriage or your child's education, a mutual fund manager can offer 
various investment plans that help you meet your objectives. Should money go into the high- risk 
high-gain stock market? Or into low-risk low-gain debt instruments like government bonds? 





Funds Management Pvt. Ltd., 191, Maker Tower 'E', Cuffe Parade, Mumbai- 400 005. Ph: (022) 2218 0221 - 27. Email: partnerforiife(sbimf.com SBIMF Investor Service Centres: Ahmedabad: (079 
7442, Bangalore: (080) 227 2284 / 212 2507 / 212 3784, Bhilai: (0788) 227 3261 / 501 0955, Bhopal: (0755) 255 7341 / 528 8277 / 527 3983, Bhubaneshwar: (0674) 240 2401. Chandigarh 
12) 709 728 / 711 869, Chennai; (044) 2829 3384 / 85, Coimbatore: (0422) 230 3863, Ernakulam: (0484) 23! 8886 / 232 0107, Goa: (0832) 564 2475, Guwahati: (036!) 252 1993 
erabad: (040) 247 56241, Indore: (0731) 541 141 / 245 944, Jaipur: (0141) 256 7354 / 257 4134, Kolkata: (033) 2282 1471 / 2816, Lucknow: (0522) 221 5668 / 228 3884, Ludhiana: (0161 
9849, Mangalore: (0824) 445 892, Mumbai: (022) 2265 8302 / 03, New Delhi: (011) 2331 5058 / 7262, Patna: (0612) 268 2306 / 5665, Pune: (020) 567 0961 / 1524, Ranchi; (0651) 23! 5217 
uri: (0353) 253 7065, Vadodara: (0265) 222 5628 / 29, Vijaywada: (0866) 257 8215 / 4113. SBIMF Investor Service Desks: Ajmer: (0) 98290 67357. Gurgaon: (0124) 508 3769 
pur: (0) 98392 26114, Kota: (0) 98290 67358, Moradabad: (0) 98374 78790, Nagpur: (0712) 254 3123, Raipur: (0771) 253 6372 / (0) 98261 45400, Vishakhapatnam: (0891) 256 524* 


set Management Company: SBI Funds Management Pvt. Ltd. Principal Trustee: State Bank of India. Risk Factors: Mutual Funds and Securities 
estments are subject to market risks and there is no assurance or guarantee that the Fund's objectives will be achieved. As with any investment in 
urities, the NAV of the units issued under the scheme can go up or down depending on the risk factors and forces affecting the capital markets. 
t performance of the sponsor/AMC /Mutual Fund does not guarantee the future performance of the schemes of the Mutual Fund. State Bank of 
ia, the sponsor, is not responsible or liable for any loss resulting from the operation of the schemes beyond the initial contribution made by it of an 
ount of Rs. 5 lacs towards setting up of the Mutual Fund. Please read the offer documents of the schemes carefully before investing. 








TOP PERFORMING EQUITY SCHEMES 


Returns for the month ended November 30, 2003. 


Diversified Schemes Absolute Return (%) 





Tata Select Equity Fund 15.62 





13.87 


Taurus Discovery Stock 





Balanced Schemes Absolute Return (%) 





BOB Balanced Fund - Growth 


6.05 








UTI US-95 - Growth 5.49 





ECHNOLOGY HAS REVOLUTIONISED STOCK 
markets across the world, and India is no 
different. The turn-of-the-millennium bull 
run was largely a tech phenomenon, and its 
after-effects continue— despite the April 
2000 crash. The learning for investors, broadly, has 
been that technology is not a regular sector. Now, 
tech is showing signs of attracting the limelight again. 
November saw Wipro zoom 14.6 per cent, Satyam 7.7 
per cent and Infosys 4 per cent. The big difference now 
is that the buoyancy can be traced to rational rather than 
irrational exuberance. Also, it is part of ล diversified rally 
involving pharma, auto, and other stocks. While BSE IT 
index moved up an amazing 11.5 per cent over the last 
month, the BSE Healthcare index was up 6.2 per cent. 
Upward paths, market wisdom suggests, are many. 


Closer Look 

The benchmark indices, BSE Sensex and NsE Nifty, did 

not do very well in November. The gains? A ho-hum 
2.8 and 3.8 per cent, respectively, though higher than 
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Sectoral Schemes 







Absolute Return (96) 








Prudential ICICI Technology Fund 


Prudential ICICI Tax Ple n Growth: 





the Dow Jones' fall of 0 0. 21 per cent, - T Tà imes fall of Vb D 


0.6 per cent, KLSE’s fall of 4.6 | per cent, and t ne Nasdaq, a 
SETI, KOSPI, Hang Seng and FTSE’s minor gains of 1.5, 


1.0, 1.8, 1.0 and 1.3 per cent, respectively. 


Diversified Equity: Up. 

The spurt in tech, pharma and a few midcap stocks has 
boosted performance here. The category's average re- 
turn: 7 per cent. Of 77 schemes surveyed, 31 delivered 


RECOMMENDATIONS FOR 
RISK-AVERSE INVESTOR (20 % o equity; 80% debt) 
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Income And Gilt Picks 
It is unrealistic to expect big 
returns in the gilt market. 
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. THE MONTH : 
AGGRESSIVE INVESTOR (80% equity 20% debt) CAUTIOUS INVESTOR (50% equity; 50% debt) 
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Begin with the goal in mind. This principle applies to investments as well. BY SHILPA NAYAK 


T'S FUNNY HOW SO MANY ‘SAVERS’ 

lull themselves into the belief 

that they are ‘investors’. Putting 

money into assets in the hope 

of multiplying their value, in itself, 

is not investing. An investor, actually, 

is someone who makes his money 

work for him. And this necessitates 

the setting of a definite goal towards 

which the money must work. The 

formulation of the strategy comes 
only after that has been done. 

A gleaming new sedan next year. 

A world trip the year after. Your 

own luxury condominium in seven 

years. An Ivy League education for 


RICH DAD, POOR DAD 


your daughter in 20 years. A cosy 
retired life of philosophical pur- 
suits by 50. Whatever your goal, 
you should allocate your funds ac- 
cordingly. And this means not get- 
ting lost in such sub-issues as tax 
breaks, liquidity and so on. “It is 
your individual goal that should in- 
fluence the choice of investments 
you make,” says Arjun Gupta, 
Financial Consultant, Client 
Associates. “There is no such thing 
as one right ready-mix investment 
strategy for one and all.” 

After that, there are two pri- 
mary must-dos, as follows. 


N HIS BOOK RICH DAD, POOR DAD: WHAT THE RICH TEACH THEIR KIDS ABOUT MONEY THAT 

the Poor and the Middle Class Do Not, Robert Kiyosaki explains how “the poor 
and the middle class work for money” but “the rich have money work for them". 
His observation is that one’s socio-cultural upbringing—and thus traditional at- 
titudes—can come in the way of rational judgment. His learnt-from-the-rich ad- 
vice? Behave like the rich, no matter how much money you have. Set a goal (say, 
an all-comfort no-work life post-45), and build an asset base that returns 
enough every year to live in utmost comfort without needing to chip away at the 
capital. Sort of like living on interest. Is it possible? Yes, he argues, so long as you 
get investment savvy. For example, this could mean moving out of a centrally lo- 
cated inherited house, putting it on rent, and using the money to pay off in- 
stalments on a new suburban home, with cash to spare for an equity portfolio. 
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Knowledge Imperative 

It is important to acquaint yourself 
with all risks intimately, and that 
too, from a rational perspective 
(Peter Bernstein's books are con- 
sidered excellent reading on this 
subject). Low-risk debt will do for 
modest goals. But for aggressive 
‘srowth’ targets, you need to take 
on more risk. Even within equities, 
risk levels vary vastly, and good 
knowledge could make for some 
terrific bets (on an emerging cor- 
porate powerhouse, for instance). 


Keeping Track 

Next, you must stay closely en- 
gaged with the key factors that in- 
fluence your portfolio, and this 
could turn you into a compulsive 
reader, info-cruncher and opinion 
tracker. It's worth the effort. Simple 
stock diversification, for example, 
can de-risk your equity portfolio. 
Another way to counter volatility is 
to buy your chosen stocks in small 
packets over an extended period, so 
that your acquisition cost gets av- 
eraged out over the period. 

But whatever you opt for, you 
should have a calculation in mind to 
see if the portfolio is headed for 
your goal or not. If not, you'd need 
to tweak your strategy. Œ 
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Insurance [ร the subject matter of solicitation 


There is always one that leaves 
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We started out 83 years ago with only the trust of our 
customers. As it grew, so did we. And howl Today, we're 
the largest general insurance company in Afro-Asia 
(excluding Japan) and the first Indian company to cross 
Rs. 4000 crore premium income. 

With 1111 offices in India, 32% market share and a 


eld well behind. 


presence in 23 countries. Along the way, we became the 
first domestic company to be rated ^A" (Excellent) by 
A.M.Best Co. (Europe). No wonder we're called upon to 
insure everything from shops, homes and automobiles to 
industrial plants, aeropianes.,, even satellites. 

Clearly, size does matter. 





THE NEW INDIA ASSURANCE CO. LTD. 


Head Office : New India Building. 87, Mahatma Gandhi Road, Fort, Mumbai-400 001. 


Visit us at www.niacl.com 
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Insurance 


The very reason for insurance was a message that the consumer was befuddled with. Was he insuring himself to 
save on tax? Or to ensure the comfortable future of his family? Or for peace of mind post-retirement? Most of the cur- 
rent consumers chose insurance as a tax saving investment. There is no greater wish that all of us have then the 
eradication of financial worries. To a large extent, worrying about the predictable financial problems can be eliminat- 
ed in a single session with your insurance agent. There are policies for almost every contingency. Insurance compa- 
nies are now working overtime to understand modern problems and challenges. This section has information on 
some of the leading insurance companies. 


New India Assurance 


stablished by Sir Dorab Tata in 1919, New India was the first fully owned insurance company in India. It was 
H yet another year of imposing growth for New India Assurance. The Gross Direct Premium has increased from 
Rs. 3512.33 crores to Rs. 3921.24 crores, with a quantum of Rs. 408.90 crores registering an accretion of 
11.64% in their Indian operations despite increased competition from new and existing players, which reveals the 
inbuilt strength of the Company. | 
The overall Gross Direct Premium has increased to Rs. 4812.79 crores from Rs. 4198.06 crores registering an accre- 
tion of 14.64% over the previous years. The ent premium grew up from Rs. 3068.33 crroes to Rs. 3516.43 crores 
with an accretion rate of 14.6196. 
The investment portfolio stands at Rs. 7348.47 crores as against Rs. 6884.57 crores in the previous year, showing 
an increase of Rs. 463.90 crores. 
The Company continued with its own reinsurance programme for the second year. Retentions have been increased 
based on their own net worth. A.M. Best (Europe) Company Limited has reaffirmed the financial rating of New India 
Assurance as 'A (Excellent). 
Many customer service seminars have been held to improve their services. The Company has geared up and re-ori- 
ented its strategy towards achieving greater level of customer service. 
New India Assurance was first to insure the domestic airlines in 1946. The latest addition to the list of firsts is the 
insurance of the INSAT-2E. 
With a wide range of policies and the corporate belief — "Service — Gateway to Growth". New India is one of the 
largest non-life insurance companies, in India, and the Afro-Asian region. 


SBI Life Insurance 


he three emotions that govern most young professionals 

| today are fear, uncertainty and doubt, or as someone 

coined the term FUD. Fear about future. Uncertainty 

about sustained earnings. And doubt whether the money saved 
would remain safe and keep growing. 

Financial self-reliance is a pre-requisite to enjoy old age. As 
the economic conditions in the country get more competitive, 
and the social conditions get more and more fragile, everyone 
needs to ensure the self-reliant aspect in old age. 

There are three elements that are important in this respect. 

1: The safety of the corpus of saving that one puts aside for old 
age. The popular impression is that younger the age, the more 
risk he can afford to take with his saving, so it goes. In my view, 
guarantee of the corpus of retirement saving is important, to act 
as a safety valve even during working life. 

2: An ideal way to plan the return is to ensure a certain minimum guaranteed rate, and share any investment surplus 
reaped by the fund manager during periods of opportune conditions. This is ensured through what is called Unitized 
with Profits plans, and there are sound models available in the market. 

3: The third important element in retirement planning is to pay attention to the fees and charges that will be saved 
from the hard earned savings left with the money manager. It is important to know that over a long period of making 
regular savings to take care of retired life, the fees and expenses sequestered by the fund manager could reach a 
tidy sum. 





R.Krishnamurthy -MD & CEO, 
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. Mutual Fund:A Great Investment Optio 









































Steven Fernandes 
fà Mutual Fund is a trust that pools the savings of a number of investors who share a common financial goal. 

0 6 The money thus collected is then invested in capital market instruments such as shares, debentures and 
¥ ‘other securities. The income earned through these investments and the capital appreciation realised are 
shared by its unit holders in proportion to the number of units owned by them. For the investor, in the Indian con- 
text mutual funds are increasingly attracting retail investors. as investors look at various avenues to maximise 
returns with bank interest rates continuosly heading south. 
Before leaping into an investment there is a need to understand the various schemes - as also the philosophy of 
the mutual funds running them - before the decision to invest is arrived at. This requires some analysis and help 
from experts .Besides visiting MF offices /agents it is advisable to trawl the World Wide Web which provides exhaus- 
tive information on pre and post-investment issues. A one-stop shop for mutual fund information is the website of 
the Association of Mutual Funds in India (Amfi), the apex body of mutual funds in India. 
. What is the best time to invest? Is the common refrain.There is actually no right time to either buy or sell a mutual 
fund. It is totally dependant on your investment objectives. Each investor has a particular objective before setting 
aside money for investing in mutual funds and these objectives will change in every stage of one's life. It is an estab- 
: lished fact that equity by nature is more risky than debt investments, so such investments should be made before 
2 considering one's risk appetite. As one grows older the risk-taking abilities come down either due to added respon- 
sibilities or greater need to do retirement planning etc. At this stage moving from pure equity to balanced funds and 
allocating some part of the investments to debt funds can be recommended. Therefore, at each stage of your life, 
the ass! et allocation of the assets is required corresponding to your changing needs. 








Aie r3 à irla Sun Life Asset Management Company Ltd.- the investment managers of Birla Mutual Fund, is a joint ven- 
m= ture between the Aditya Birla Group and Sun Life Financial Services of Canada. Birla Sun Life AMC provides 
«uw investors a spectrum of 18 investment options, which include diversified and sector specific equity schemes, bal- 
| anced and monthly income funds, and a wide range of debt and treasury products and two offshore funds. 
 Birla Sun Life Mutual Fund today has emerged as one of India's leading Mutual Fund with over Rs. 9300 crores* of 
assets under management, including two offshore schemes, and an investor base of over 4.5 lakhs. "1 
-— Birla Sun Life AMC is India's first asset management company to be awarded the coveted iso 9001 :2000 Certification | 
© by DNV Netherlands. A proof of the relentless commitment to high quality in Design, Development, Sales and | M 
m Marketing of investment products, Investment Management and Customer Service. ง > ua 





| “AS 0 on. 30. T 03 
Innovations: Birla Sun Life Mutual Fund was the first to come out with a liquid fund with the launch of Birla Cash Plus 
in 1997. Looking at the recent innovations, they were also the first to come out with a dividend yield fund with the 
launch of Birla Dividend Yield Plus and a debt index fund, Birla Bond Index Fund, which replicates the Crisil Composite 
|. Bond Fund Index. The latter has also been awarded AAAF rating by Crisil. 

| Awards: Birla Sun Life Mutual Fund has a track record of consistently winning awards based on performance. Some 
-| Of the recent awards won include the Crisil Best Fund Awards 2003 for Birla Bond Plus-Retail, Wealth Creator Award 
-| 2003 by Outlook Money for the best mutual fund, CNBC-BNP Paribas Mutual Fund of the Year 2002 for Birla IT Fund, 
.| Birla MIP and Birla Income Plus as rated by Moody's, and Business Barons Best Brand Award 2002 for the best mutu- 
al fund brand. 
, Reach: Today, Birla Sun Life Mutual Fund is present in 65 locations, with 18 branches, 24 franchisees and 23 cash 
- co-ordinator: centers. There are 1950 locations across India where local cheques are accepted for Regular Extra 
- Advantage Plan (REAP) investments. There is direct credit of dividend / redemption facility with 11 banks. 
_ | Apart from the innovative schemes, some of the other unique facilities available with Birla Sun Life Mutual Fund are: 

1 @ Gift Certificates - certificates that can be bought by anyone and gifted to near and dear ones, as well as business 
| © associates for special occasions and festivals. 
| 9 Readicheques - * pre-issued undated repurchase cheques in various denominations : that an investor can 1 opt for, 
rereb) allowing more convenience and greater control on their investments. 

Bond ex change - - a facility allowing retail investors to replace their existing portfolio of debt securities with a diver- 
. Sifie deb fund i in order to optimize returns and improve liquidity. The list and rates for these securities are announced 
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Constitution: Birla Mutual Fund (BMF), has been sel up as a Trust under the Indian 
Birla Global Finance Ltd. (liability restricted to seed corpus of Rs. 1 lac) Trustee: Birla í Ltd. 
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HEKHAR DESHPANDE, 31, IS 
sure glad that the boring 
old days of job monogamy 
are gone. Despite his long 
work hours as Strategic Planning 
Director at J. Walter Thompson, 
Bangalore, he feels as enthusi- 
astic as ever about his first pas- 
sion, advertising. But on 
Saturdays and Sundays, this 
graduate from IIM-Lucknow 
gets busy with his other pas- 
sion, teaching. As a part 
time instructor at IMS 
Learning Resources, 
Deshpande has helped over 
3,000 CAT-taking manage- 
ment hopefuls brush up 
their interview and group 
discussion skills. What 
began as advisory ses- 
sions has turned into 
a co-occupation. 
*Professionally," 
says Deshpande, “I 
am an adman, but | 
am also passionate 
about teaching. Earning 
from that is secondary.” 
He has conducted ad 
workshops at 1IM-Ahmedabad, 
taught courses at NIFT-Bangalore 
and lectured at irM-Bangalore. “If 
you are really interested or passion- 
ate about something,” he says, cheer- 
ily, “you can always find time for it.” 
Time, though, is rarely the issue. 
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KULDEEP BHARDWAJ 


PHOTOGRAPH: RITESH SHARMA, IMAGING 


Job Dotcom or Dotorg? 
After-work passion pursuits have 
always been around (people would 
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____ For many dual job-holders, though, it is plainly 
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Significant 


Are dual job holders loyal only to their selves? Be wary 


be significantly duller otherwise), 
and have never raised eyebrows. 
Nor should they. Ad industry peo- 
ple, in fact, have always been en- 
couraged to take up theatre, music 
or some other art form—as a stim- 
ulant. That’s all very well. The 
complications begin when money 
comes into the picture, and the 
second income source grows large 
enough to put a question mark on 
the unstated assumption of loyalty 
to the first employer. 

Some dual job holders, of course, 
happily concede that the second 
job is an income add-on, but most 
prefer to talk of the earnings as a to- 
ken fee paid in lieu of the effort. 
And why not? After all, some rea- 
son, if it’s okay for people to invest 
money in other companies, it’s also 
okay to invest some effort as well, 
just as a person tracks his portfolio. 
The same logic can be extended to 
running a small business. 

Sudhir Bhagwat, a mechanical 
engineer, teamed up with a child- 
hood friend and started a 750-sq-ft 
Garden showroom in Mumbai's 
Dombivili, way back in 1986. Ever 
since, Bhagwat has also been work- 
ing for various engineering com- 
panies. In October 1999, he quit 
to set up a second franchise out- 
let. By late 2000, it was clear this 
project wasn’t working, and he 
wanted a job again. In March 2002, 
he signed up with ICICI Prudential as 
a life insurance advisor, underwent 
a one-month training module, and 
now sells around four policies a 









Other Self 


of judging in haste. Motivations differ from person to person. 


month. He goes insurance selling dur- 
ing the week, and spends the week- 
end managing his store. Does one job 
help the other? In terms of skill en- 
hancement, there may have been a 
gain. “The training at ICICI has helped 
me a lot to understand the way to sell 
policies,” says Bhagwat, “and as for 
our business, we have repaid all our 
debts and it earns us good money." 
Tushar Kochrekar, 25, talks freely 
about the dual income benefit. A 
graphic designer by day, he spends 
the time between 7 pm and midnight 
selling timeshare holiday packages. 
While his second job has aided his 


“communication skills, he doesn’t plan 


to continue with it for much longer. 
He has made enough moolah. Says 
Kochrekar, “I am earning quite a lot 


_ from this job and I soon plan to start 


my own advertising agency with my 
graphic designing skills." 


Talent Actualisation 
The second job often has no clear 
connection with the first. There are 
stories of how a financial dealmaker 
has cracked the business of selling 
vanity products, and how an oil ex- 
ploration scientist has set up a suc- 
cessful call center. Maybe it's the big 
picture exposure that leads to the 
small market success. 

For many dual job holders, though, 
it's plainly a matter of actualising one's 
inner potential. As every B-school stu- 


- dent will tell you, after a primary set of 


needs is met, it is natural for people to 
start exploring activities that will help 
them make the most of their lives. 


Delna Pooniwala, 41, a mother of 
two, is from a family involved in craft- 
ing diamond jewellery. Armed with a 
design degree from Scranton 
University, Pennsylvania, she had 
joined the family business, training 
others at design. But six months ago, 
she joined a gym as a fitness consultant. 
At Mumbai's Mind & Body gym, she 
has discovered a talent for imparting 
trainees her isolation techniques, help- 
ing people tune their muscles and cut 
flab. *While my teaching assignment 
definitely earns me more money," she 
says, “my job at the gym is more to use 
my spare time more productively." 

Several corporate employers, how- 
ever, would rather have all that spare 
time spent on relaxation, if not on the 
main job—which ought to be taxing 
enough to exhaust the employee's phys- 
ical and mental resources. The idea of 
demanding exclusivity is to maximise 


the individual's work productivity. 


Corporate sector jobs are often 24/7 af- 
fairs; people are paid to meet goals, not 
spend their day at some desk. 

Neither can anyone claim ignorance 
of the old concept of loyalty. Even if a 
second job holds no obvious conflict 
with the main one, employers can't be 
expected to be pleased about any di- 
lution of attention to their goals. 

But then again, such employers need 
to recognise the limitations of their 
claim on employees’ lives. 

Dual job holders may not be as self- 
serving as they seem. Nor is it reason- 
able to expect loyalty over some other 
cause—such as, say, the truth. 

DIPAYAN BAISHYA 
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COUNSELLING 








| am a 22-year-old who has recently joined a leading call cen- 
tre. This industry is supposed to reward people who achieve 
their targets, but I’ve yet to see that happen. There are 
people here who don't meet their targets, but are still ap- 
preciated simply because they are old hands. In fact, these 
colleagues even throw their weight around. And although I'm 
meeting my targets, it seems I'm not important enough to be 
appreciated. This is getting harder to take with each passing 
day. Should | quit? | need help, Tarun. 

At your age, you're likely to face the same problem in 
any industry. Quitting will solve nothing; it will only 
add to your frustration. To have a successful career, 
you need to think long-term and build positive rela- 
tionships. The first thing you need to do is consistently 
keep meeting your targets. That way, your bosses are 
sure to notice you and appreciate your work. Also, try 
and be friendly with your colleagues, particularly 
your seniors. Once they are comfortable with you, they 
are likely to stop bothering you. They may even start 
helping you with your work. Stick around; hopefully 
things will change for the better. 


| am a 25-year-old commerce graduate with a PG diploma 
in marketing and advertising management. After working for 
a year as an export assistant, | am now employed as an im- 
port/operations assistant with a freight forwarding com- 
pany. | feel | can do much better, though, and am looking for 
ways to get into the management team of a good com- 
pany. Should | continue with my present job and work my 
way up the ladder, or go in for higher qualifications, such as 
an MBA or CS, to help achieve my objective? 

Pursue higher studies by all means, but do only 
those courses that will help you achieve your goals. 
If you want to get into management, MBA is the 
way to go. CS, on the other hand, will put you in the 
company secretarial department. You also seem to be 
undecided about what area of business you want to 
specialise in. Don't waste your time weighing too 
many options. First decide what you want to spe- 
cialise in, and go for the qualifications needed to be 
successful in that line of work. Then, just do it. 
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| am a 25-year-old production assistant with a news pro- 
duction company. Deadlines are sacrosanct here, and tem- 
pers fly high when there are goof-ups. However, | somehow 
always get the blame for errors, even those committed by oth- 
ers. Sexist comments by my studio director have convinced 
me that this is happening because I’m the only woman in the 
production control room (PCR). My colleagues are not help- 
ing things either. They play along. What should | do? 

Are you sure you’re being deliberately blamed for 
others’ mistakes? Bosses have a way of venting their 
anger at anyone who is within striking distance, so you 
may have just happened to be at the wrong place. But 
if you feel that you have a valid point, there are a 
couple of things you can do. First, try and talk to 
your boss’ seniors. But before doing that, identify a col- 
league or two who would support you. That is easier 
said than done, though, since not many would like to 
put their own jobs at risk. Besides, you can expect 
your boss to have his defence ready, so prepare your- 
self for his possible arguments. Alternatively, you could 
request a transfer to another department. If nothing 
works, quit. There are better places to work. 


| am a 35-year-old marketing manager in a small pharma- 
ceutical company. My previous job was with a pharma 
company marketing over-the-counter (OTC) products, which 
folded up due to low revenue. Since my current employer does 
not have a major marketing programme, | am feeling un- 
derutilised, dissatisfied and bored. Bigger companies won't 
touch me because of the earlier failure, which was not my 
fault anyway. How do | make recruiters judge me by my own 
abilities, and not those of my past employers'? 

It is not necessary that it's only because of your past fail- 
ures that you aren't getting a better job. Companies do 
look at other aspects such as qualifications, past expe- 
rience and so on. Also, they may already have capable 
people employed as marketing managers, so opportu- 
nities may be few. When you talk to bigger firms, try 
and highlight your abilities by, say, justifying your 
marketing strategy at the OTC company. Till better 
things happen, smaller companies are your best bet. 


Answers to your career concems are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to He/p, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jhandewalan Extn., New Delhi—1 10055. 
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Nine Kinds 
Of Bonuses 


Bonuses come in varied shapes. That's good. 


| แร ร IS LATIN FOR 
‘good’, and the cor- 
porate bonuses this year 
seem very good. Not 
only are they larger than 
before, they might even 
have started incentivis- 
ing performance. For the 
latter, thank the variety 
of shapes bonuses 
nowadays take. 

There’s the classic or- 
ganisation bonus, paid to 
everybody for the year if 
the firm has done well. 
There’s also the business 
unit bonus, for group 
performance. There’s the 
individual bonus, for in- 
dividual contribution. 

But, as Sunit Mehra, 
country manager of the 
search firm Hunt Partners, says, “The organisation 
should encourage performance-driven pay on a 
round-the-clock basis, not at the end of the per- 
formance.” So there’s the spot bonus, paid at any 
time for a task well done. There’s also the variable 
bonus, paid against a set of deliverables. 

Even more interesting are the pre-performance 
bonuses. There’s the sign-on bonus, paid to a prospec- 
tive hotshot employee in lieu of his or her signing on the 
dotted line for the job. There’s the joining bonus, 
paid after he or she actually joins. And then, there’s the 
loyalty bonus, for displaying loyalty through such acts 
as refusing to yield to the temptation of an arch-rival 
firm’s sign-on/joining/whatever bonuses. 

MOINAK MITRA 





















For Lateral 
Latitude 


Aviation jobs: altitude, latitude or both? 





Airline jobs: Flying higher, or maybe sideways... 


HE INDUSTRY REPUTED FOR BREAKING OUT OF BINARY 
inflight choices could be doing it again. As cross- 
landmass business activity picks up in India, domes- 
tic flights are starting to pack up—even as private air- 
lines jump at the prospect of flying South Asian 
Association for Regional Cooperation (SAARC) routes. 
Meanwhile, foreign money might finally be on its way 
in. In terms of aviation jobs, this could easily spell a 
season of upward mobility, lateral shifts and even 
some of the most interesting kind: diagonal moves. 
“The world’s becoming a global village,” notes a 
senior executive at Air Sahara, “and the economy's 
opening up to foreign investors. The aviation sector, 
as a direct fallout, is experiencing a boom. There is 
tremendous requirement for specialised profes- 
sionals—service, technical, finance, you name it.” 
What about lateral movement within the sec- 
tor? It’s a highly specialised field, and the premium 
on airworthy professionals is high; remember the 
raids private airlines made on public carriers? 
Airlines are tightlipped. But once fresh money 
comes, expect action. This is among the rare sec- 
tors that have actually suffered a constriction of 
employment options. ไป 
ANANYA ROY 


Want a Career that makes you smile? 


Log on to JobsAhead today! 
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Over 1,00,000 jobs! 6,000 companies! 
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Better Job , Better Life . 
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To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


SAP ABAP SR CONSULTANTS 
Marlabs Software Pvt Ltd 
SAP ABAP Sr Consultants : 
immediate opening for ABAP Senior Professionals with minimum 


Marlabs Software Pvt Ltd “We have an 


7-10 years of experience which should comprise 3-4 years ABAP 
experience. Incumbent should be able to lead a small sized team. 


Job Code: 267752 


WEB DESIGNER 

Infotech Global India Ltd 

Looking for web designer with minimum 3 years experience. Incum 
bent should have the ability to conceptualize and visualize abstract 


ideas into world-class design and should have excellent Communica- 


ห อ ก skills. Job Code: 267708 


ORACLE APPS DISCRETE MANUFACTURING CON- 
SULTANT (FUNCTIONAL) 

Sierra Atlantic 

The candidate should have sound knowledge on the manufacturing 
modules like BOM,WIBINV, Purchase order. OM/OE. He/she 
should have atleast 1 full life cycle Functional implementation expe- 


rience. Job Code: 267552 


TECHNICAL WRITER 

Blue Star Infotech Limited 

We require candidates with banking domain knowledge. Candidates 
who have migrated from software development to technical writing 
will be given a preference. An engineering degree is desirable 


Job Code: 267445 


SEARCH ENGINE OPTIMIZER 

Ybrant Technologies Pvt Ltd 

ob involves search engine optimization of websites, traffic, analysis 
of web sites, pay-per-click and paid submissions. Candidate should 
be MBA/MCA with a proven track record and knowledge of opti 
mization techniques and search engine, algorithms and a desire to 
Stay updated with all changes in the search engines. 


Job Code: 267451 


Resume Blaster 
Classic 


Rs. 1050/- 


Right Resume 
Premium 


Rs. 2500/- 


To avail | 
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Resume Blaster 
Gulf 


Rs. 999/- 


MICROSOFT SQL DATABASE - SENIOR PROGRAMMI 
eMind Learning Software Services Pvt. Ltd. 

As a senior programmer, your job responsibilities include Datal 
Design/ Development, Stored Procedures, Triggers, Query writing 
Programming Microsoft SQL database procedures. Engineers /M( 
preferred. 


Job Code: 267354 


SR SYSTEM ADMINISTRATOR 

KPIT Cummins Infosystems Ltd 

Incumbent should have certifications on Microsoft(Exchange 2( 
and Sun Solaris Platforms. He/she should have exposure to Lit 


Data Base administration (Oracle, Sql etc), Lotus Notes etc. 


Job Code: 267238 


JAVA DEVELOPER 

Wipro Limited 

Responsibilities include development in JSP, conversion of MS Te 
nology platform to User Interface layer of Web applications, protyp 
designing and developing User Interface layer of web applications. 
require engineers with creativity, innovation, and the ability to wor! 


a fast-paced environment. Job Code: 266852 


FLASH MX DEVELOPER 

Mascon Global Ltd 

We are looking at Devlper who has got 2 + years of exp in Flash N 
Flash Action script, HTML, Dotnet. We are looking for Flash ? 
developers with at least two years of experience in Flash M 
ActionScript, HTML and the Dot Net Technologies. 

Job Code: 266893 

NET PROGRAMMER 

Greenfield Online Pvt. Ltd. 

ncumbent must have a degree in Computer Science and minim 
one year experience in .Net Technologies. He/she should have an: 
derstanding of software life cyle and dot net framework. Hands 
experience in C# is a must. 


Job Code: 268805 
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NAGER INTERNAL AUDIT (DUBAI) 

tha Developers Pyt. Ltd. 

ponsibilities include developing a comprehensive audit program, 
gesting improvement in management controls, reviewing proce- 
2s and records for their adequacy in accomplishing intended objec- 
s and conducting special examinations/investigations/reviews as 
‘be required. Job Code: 268548 
M/MANAGER-CORPORATE 


rent Pharmaceuticals Ltd. 


; FINANCE 


candidate would be responsible for routine finance and account 
ters, taxation related matters for all the group companies, treasury 
ions at corporate level and coporate finance and Statutory 
ipliances. 
' Code: 268774 
OUNTS EXECUTIVES 

al Logistics India Private Limited. 

cted candidate will be responsible for understanding all processes 
ing to revenue, assessing the process risk and improving processes. 
she will be involved with automation of processes not done so far 
as such should understand ERP and assist in integrating it with 
r IT systems where necessary. 


Code: 254370 

NAGER - MIS 

Group Spirits Division 

»onsibilities include distillery cost, cost and variance analysis com- 
'd to budget. The applicant should be well versed in accurate num- 
zrunching, have the ability to do comparative studies and should be 


rienced in Management Information Systems. 
Code: 266618 


‘(ANCIAL CONTROLLER 

arc Pvt Ltd 

nce Controller required with 5-7 yrs of experience on a perma- 
basis. Incumbent should have experience in dealing with banks 
other financial institutions. He/she should be from Bangalore 


good knowledge of Kannada language. 
Code: 264276 
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Log on ido WWW. เซ ก ก ล อ ช์ com and type tt the Job Code 


COSTING EXE: 
EMCO LIMIT! 
Candidate should be an ICWA with min 2 years experience in an 
engineering industry, he will be responsible for design & develop- 
ment of costing effective costing system, MIS, proactive costing. 
Please mention your present and ex|pected salary while applying, 
Job Code: 259482 

ACCOUNTS OFFIt 

VirtualE3D Info P 

We are looking for an Accounts Officer for our Pent dore Office. 
Incumbent should be B.Com,M.Com wih minimum 2 years expe- 
rience as Accounts Officer, He/she should be familiar with STPI 
rules and Export and Import procedures. Candidates with experi- 
ence in Software Industrv will be donas ferred. Job Code: 264101 
JR, EXECUTIVE - ACCOI 

Sobha Developers Pvt | 

Responsibilities include day to day accounts activities, maintaining 
sales and debtors records on daily basis etc. Incumbent should be 
B.Com First Class preferably with C.A. (Inter) having 2 to 5 years 
experience in Accounts (preferably in Manufacturing or construc- 
tion industry). He/she should be proficient in Tally. 

Job Code: 262456 

JUNIOR PROJECT MANGER 

NCR Corporation li Pvit 

Incumbent should — canabilities to handle large and multi 
locational projects (e.g. System integration projects or large hard- 
ware rollouts like VSATs etc.). He/she should be capable of han- 
dling multiple projects. Candidates with banking domain knowl 


edge preferred. Job Code: 263126 


ASST. MANAGER - CREDITI 

Anlage IT Services Pvt. Ltd 
Responsibilities: for this position include ( 
Decisioning, Control and Reporting of MIS, Vendor Management, 
Property Purchase and Disbursal and Post Disbursal Document 


(PDD) Management. 


Job Code: 264890 
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T Can you sell anything? 


Us marketing your forté? Apply 
~ these Sales & Marketing jobs... 
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To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


REGIONAL SALES MANAGER 

Torrent Pharmaceuticals Ltd. 

The candidate should be a B.Sc/B.Pharm with around 8-12 years of 
hardcore sales experience in a competitive environment, of which, 2-5 
years should be at supervisory level in a large organisation engaged in 
health care products. 

Job Code: 268023 


CHANNEL MANAGER- SOUTH ASIA 

RedHat India Pvt. Ltd. 

Incumbent will be responsible for delivering on pre-determined rev- 
enue targets. He/she will be responsible for Red Hat's Channel Busi- 
ness for South Asia (India, Nepal, Bangladesh, Srilanka) and will take 
charge of a team of people. 


Job Code: 268100 


MARKETING MANAGER (TRANSPORT DIVISION) 

Total Logistics India Private Limited. 

Incumbent will be responsible for Business Development, Sales Op- 
erations, Customer Service. He/she should formalize innovative and 
aggressive marketing strategies Along with excellent Communication/ 
Presentation skills, incumbent should have experience of dealing with 
corporate clients. Job Code: 267084 


SR. EXECUTIVE BUSINESS DEVELOPMENT 

Powersolv India Pvt. Ltd. 

Incumbent should have at least 2-4 years of experience in sales & mar- 
keting of software projects and solutions/content management solu- 
tion/readymade content/ E-learning solutions & promotion of por- 


tals / vortals.Exce verbal and written communication skills desired. 


Job Code: 265006 


TERRITORY MANAGER - SALES (CHEMICAL DIV) 
Thermax 
Incumbent would be primarily responsible for business development 


and sales of Thermax range of products in heating, cooling, chemicals 
and environment space. The candidate would primarily deliver on Or- 
der Booking and Invoicing for his geography, Market analysis and mar- 
ket intelligence, Customer acquisition and retention. Job Code: 262304 


Right Resume Premium 
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vour World Class Resume written in 


SALES EXECUTIVE 

Encorp 

Responsibilities include regularly visiting Distributors & retai 
for two-way communication on products, schemes & market de 
opments relating to Encorp & competitors and providing a 
sales service to distributors & retailers. 


Job Code: 263175 


AREA SALES MANAGER ( A.P) 

Godrej Tea Limited 

The incumbent will be responsible for sales, merchandising, ma: 
hygiene and all sales related activities of the region. Person apply 
should have Leadership Qualities, and an understanding of s 
in Tea industry. The primary focus of the job is the need to inctt 


sales. Job Code: 261431 

SENIOR MARKETING PROFESSIONAL- GM/VP b 
ANG2 IT Solutions 

Reporting to the CEO, the Head of Marketing and Sales will n 
to Create Product communication strategy, expand the market 
the Product - both Domestic and International and communi 
the superiority of the product over the competition. 

Job Code: 267960 


MARKETING EXECUTIVE - DOMESTIC OPERATIO 
Larsen And Toubro Infotech Limited 

Incumbent will draw marketing strategy and plan, take 
aggressive sales targets and achieve quick successes. He/she shé 
have experience in proposal preparation, technical writing sk 
responding to tenders/RFI/RFPs, making tender specs, rep 
to management regarding marketing etc. Job Code: 268327 


MARKETING EXECUTIVE 

Summit Works Technologies Pvt Ltd 

The responsibilities would include identifying prospects for 
company's services, creating a database and researching the prospi 
calling the prospects over the phone and follow up with e-m 
brochures and other relevant information, fixing a meeting v 
the client for our Marketing team in the USA. Job Code: 2685 
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To Apply to these Jobs: 


JCESS TECHNOLOGY & BUSINESS DEVELOPMENT 
NAGER 
va Technical Services 
'equire a person with 15 - 17 years of experience in Business Devel- 
ment, Technology Marketing, Design, Engineering, Project Execu- 
and Management of Ion Exchange Membrane Cell Chlor-Alkali 
cts. Job Code: 268181 


ANCH HEAD 
eocon International Ltd. 

our Branch at Pune we require a professional reporting to Zonal / 
sional Head, who will be responsible for achieving sales & receivables 
sets, Managing inventory, motivating & leading a sales team, & con- 
แง น ร ไท strengthening the dealer network. 


» Code: 268247 


AD-COMMERCIAL ACCOUNTS 

om Technologies Ltd. 

imbent will be responsible for handling all stockists accounts, deal- 
iccounts,dealers incentive, performance scheme, accounts of direct 
indirect sales executives, accounting for installment sales and credit 
». He/she will be leading the entire sales account function and should 
' strong numerical and analytical skills. Job Code: 266911 


{ANCE MANAGER 

as Infotech Pvt Ltd 

ponsibilities for this position include ensuring the strict outflow of 

Manned expenses, analyzing the shortfall / under projections of 

*ctions, preparation of rolling cash flow budgeting, banking opera- 
and finance management. and monitoring the day-to-day routine 


unting of manufacturing and trading companies. Job Code: 262121 


NSULTANT - RISK MANAGEMENT 

icon Global Ltd 

equire Banking / Consulting professionals with experience in Credit 
management. Incumbent should have implementation experience 
redit Portfolio Risk models like CreditMetrics, CreditRisk-- and 
sure to Credit scoring, Credit rating and Credit migration. 


Code: 266568 
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Log on to www.jobsahead.com and type the Job Code 


CHIEF OPERATING OFFICER 

Encorp 

The COO will have overall day-to-day responsibility and account 
ability covering all aspects of the business. The COO will have 
responsibility for top line and bottom line of the business, Broadly 
these responsibilities will cover budgeting, leading the team, profit 
& turnover and envisioning growth. Job Code: 265995 
GENERAL MANAGER(PROJECTS) 

Sunrise Engineering and Services 

As GM projects, you will be required to work in close coordination 
with planning to draw overall schedules for effective implementa 
tion of projects with in budgeted time and cost. You will participate 
in framing tender specs and evaluation and coordinate with sites for 
optimum usage of resources. Job Code: 266668 


GROUP MANAGER LOGISTICS 

Sai Solutions 

Incumbent should demonstrate strategic management and leader 
ship skills at the highest levels and in a wide variety of contexts. 
He/she should be able to understand, explain and present com- 


plex technical ideas to both technical and non-technical audiences at 


all levels. Job Code: 262577 


TQM CONSULTANT 

Modi Connect Private Limited 
We are seeking for an external consultant for TOM . We need an 
effective system tor our suppliers evaluation processess . Incum 
bent should be BE. /B. Tech in Industrial /Production Eneineet 


Job Code:270278 


Ing 


PROGRAM MANAGER 

HCL Technologies Ltd 

Incumbent should have experies «« in ron l 
exposure to manufacturing concepts of various di ike Auto 


motive, Medical Electronics, Aer space, M 


Job Code: 268563 
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Does building an institution 


for developing entrepreneurs 
seem challenging? 








If it does, then you are the one we are and the skilled graduate student and | 


looking for. will support entrepreneurship i in the 





traditional, and new economy sectors. 





.SPIHMR is among the 5 educational 





institutions selected by Wadhwani. ^ . We are looking. for full time/part 
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entrepreneurship i in India through the = E  pracitione 









innovative National Entrepreneur | 






P Network Program. 








ur pioneering efforts i in deliv - 







: amily Managed Busines 






: 5 helped provide the base for. the: 

d entrepreneurship development cum 6 national | 
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entrepreneurship through educational —— based on. output. Benefits such as: 


programs, research, training and. housing, relocation expenses, school 








consultancy. | admissions, medical insurance and 





T | international travel are included. 
‘Our vision for promoting =s 


entrepreneurship is inclusive, | If you fit the bill, forward your resume 


covering family business, the social | to the Dean Dr M.L.Shrikant, DBA 
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PHOTOGRAPHS BY VANDANA KANDPAI 





Ringing in change: Shringar Cinemas' Shravan Shroff (centre) with his team of professional managers at Mumbai multiplex Fame Adlabs 





T 25, MOST PEOPLE WANT 
to change the world. 
Shravan Shroff's am- 
bition was more mod- 
est: he wanted to 
change Shringar Films Private 
Limited. Given that it was a family 
business, and given that his father, 
Shyam Shroff was (and still is) its 
Chairman, changing the way the 
film financing and distribution com- 
pany worked was well within his 
reach. And Shravan did have a locus 
standi of sorts: he was studying 
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management at Melbourne 
University and had worked for 
Australian multiplex chain Greater 
Union for three months, serving 
popcorn and ushering in visitors, 
something that had given an up- 
close-and-personal look at the mul- 
tiplex business. So he put together a 
blueprint on the company and sent 
it to his father. Back in 1996 (which 
is when the events of this para- 
graph are set), however, Shyam's 
response was prompt and succinct. 
“It is good management jargon, but 


implementing it will be a challenge." 

Circa 2003, Shravan runs 
Shringar Cinemas, a motion pic 
exhibition company he founded in 
late 1997, which manages Fame 
Adlabs, Mumbai's hippest multi- 
plex (this is a 50:50 joint venture 
between Shringar Cinemas on one 
side and Manmohan Shetty and 
Vasantji Mamania on the other). 
By 2005-06, if Shravan's calcula- 
tions are right, the company will 
own eight multiplexes (41 screens) 
across six cities and boast a turnover 





MULTIPLEX 


= 


Over the next three years Mumbai-based Shringar Cinemas will 
grow revenues from Rs 22 crore to Rs 270 crore. Even more 
interesting than this growth story is how Shravan Shroff corporatised 
a family-run film distribution business. BY DIPAYAN BAISHYA 


of Rs 270 crore. And in June 2001 
GW Capital (a company promoted 
by Gary Wendt, the former CEO of 
GE Capital, HDFC, IDBI, and Ambit 
Corporate Finance) invested Rs 18 
crore in Shringar Films (Shringar 
Cinemas is a wholly-owned sub- 
sidiary) for an undisclosed stake. 
“The readiness of the Shroff family 
to accept and imbibe change is what 
stands out," says Sanjay Arte, 
Business Manager, GW Capital. 
Those aren't just words: in 1996, 
when Shravan came back from 
Australia with what must have then 
been revolutionary ideas, his father 
Shyam, and uncle Balkrishna Shroff 
who ran the business didn't throw 
them out. “Looking at other family- 
owned businesses, we soon realised 
that if the new generation doesn't 
get involved and diversify the busi- 
ness, it soon falters," says Balkrishna, 
Director, Shringar Films. And so, 
Shravan had his way. He was sur- 
prised that the film exhibition busi- 
ness hadn't changed with the times. 
"The middle class was growing and 
spending more, foreign brands were 
being launched, but the quality of 
service and profitability in the ex- 
hibition business remained poor," he 
says. Service and profitability were 
the two significant strands in 
Shringar Cinemas' business model 


and the GW investment gave it a 
war chest of sorts. But Shravan still 
had to professionalise the business, 
in terms of people and processes. 
It didn't help that Shringar 
Cinemas had to carry what Shravan 
calls “deadwood” from the parent. 
What did was his conviction that 
property, systems, and people were 
the three factors critical to the suc- 
cess of an “exhibition business”. 
“The movie itself,” he adds, “is 





ancillary.” It wasn’t easy convincing 
professionals to sign on. Jaydeep 
Bakshi, Head, Product Develop- 
ment, Shringar Cinemas, met Shra- 
van five times and his father once 
before he decided that the Shroffs 
exhibition vehicle was going some- 
where. “I had to make sure the 
business plan was credible,” he 
shrugs. “And I had the usual suspi- 
cion about the film industry’s links 
to the underworld.” Today, the 
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company has a senior management team of 20 hired from top- 
notch companies: its finance head is from Novartis, rr head, 
from Star TV, and key marketing honchos from Seagram. And the 
average age of the team is 30. 

Managing people at the corporate level is one thing; doing the 
same at the front-end, at the multiplexes, an altogether different 
one. And if the Fame Adlabs model is anything to go by, Shringar 
has learnt the latter fast. Understanding that retaining, rather 
than recruiting employees is the challenge for the retail trade (and 
in many aspects, the cinema exhibition business isn’t very differ- 
ent from the retail one), the company has created the Fame 
Institute of Learning and Management (clever, the acronym 
reads FILM) to train its employees. The entire HR function of 
Shringar Cinemas (and Fame) is outsourced to Vin Management 
Consultants, a company that does similar work for Castrol, 
Datacraft RPG and Schiller Healthcare. “We have been associated 
with this company since 2001,” says Vinaya Shetty, President, Vin, 
“and its professional organisation and the freedom to imple- 
ment ideas really stand out.” 

Systems lie at the core of the Fame Adlabs model. Today, 
non box-office channels (think sms, online portal and kiosks at BPCL 

petrol stations) ac- 
count for 25 per cent 





Earnings Growth 4 of tickets sold; 
ส ส ด ส ละ O Shravan expects this 


to increase to 50 per 
cent soon—an inter- 
active voice reco- 
gnition booking serv- 
ice over mobile 
phones goes live next 
month and Shringar 
Cinemas is working 
with Citibank and 
telcos to implement a 
mobile phone based payment system. The investment in technology 
set Fame back by around Rs 90 lakh, but it has gained in return a 
database of 150,000 patrons, a marketing mother-lode. And 
Fame’s back office, thanks to a .Net platform, has the ability to 
track bookings for each of the five screens, the quantum of food and 
beverage sold, seat occupancy, call centre activity, and margins. 

With Fame Labs returning net profits, Shravan plans to in- 
vest some Rs 35 crore in five multiplexes, which will be op- 
erational by 2004 (two in Mumbai, and one each in Kolkata, 
Nashik, and Surat). Then, by mid-2005, he plans a presence 
in Bangalore and Pune. The immediate expansion is funded 
from internal accruals, but Shravan doesn't rule out an IPO or 
a second round of private equity funding. Money, it is evident, 
isn’t a problem. Nor is people: Shringar Cinemas is expand- 
ing its workforce by around 400, but is finding it a lot more 
easier to attract professional talent. Shroff lists maintaining “the 
system and processes and offering the same customer expe- 
rience as Fame Adlabs across the new properties” as his 
biggest challenge. Still, it looks doable. 


I Turnover (Rs crore) 
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2002-2003 2004-2005 
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HE GROWING LEGION OF INDIAN 

direct marketers has a favourite 

marketing ploy: organise a semi- 
nar at a large hall, preferably an audi- 
torium, spread the message, and sign 
people up in droves. Some direct mar- 
keters prefer a little more subtlety, organ- 
ising private parties where an informal 
sales pitch is made, small gifts handed 
out, and people converted. Neither ploy 
is new as even a casual perusal of the his- 
tory of the evangelical will prove. 

If marketers are borrowing ideas 
from professional proselytisers, then 
the latter are doing the 
reverse. Take Lane Wagger of the 
mystic swagger. He wears an impeccable 
off-white suit, is driven around in a 
spanking new Ford Ikon, sports a silver 
Sharp notepad, and has an hypnotic 
way with words. One look at the 53- 
year-old American and he'll pass off as 
any average day wager. But Wagger is- 
n't a salaryman; he got drawn to the 
teachings of Maharishi Mahesh Yogi 
(remember The Beatles) as a student in 
the US and is today an International 
Director at the Maharishi Corporate 
Development Programme in India. 

Transcendental Meditation (TM), 
something the octogenarian Maharishi 
has been preaching since the early 70s, 
is a "technology", says Wagger. And 
like any other piece of technology, TM 
has a business model, and a channel to 
market, besides well-designed publicity 
campaigns. Consider the Maharishi 
satellite network: its channel beams TM 
content 24X7; the eight satellite back- 
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A growing number of new age gurus is adopting modern-day marketing techniques. 











Sri Sri Ravishankar: His Art Of Living has become a global brand in just 10 years 


bone is also used by the Maharishi 
to organise two media briefings a 
week. He has a significant presence 
on the web, with several portals to 
his name, and has personally taught 
40,000 teachers. These teachers in 
turn initiate other followers into the 
TM fold—much like the way direct 
marketers function. 

Tathagat Ray is yet another dis- 
ciple-teacher—he considers the 
Maharishi’s one-time secretary Sri 
Sri Ravi Shankar his guru and pre- 
aches the Sri Sri’s ‘Art of Living’ 
brand to corporates such as GE, 
Bharti, even 10C. The Art of Living 
is a programme under the Sri Sri’s 
flagship Vyakti Vikas Kendra. AOL 


has become a brand in 10 years. 
Today, the guru’s message is taught 
in 140 countries. Even better, there’s 
a slew of AOL merchandise: books, 
cassettes, CDs, candles, incenses, 
even pyjamas. 

So what are the things the gurus 
have learnt from marketers? Well, 
communication is one: across cities, 
a guru's visit is accompanied by a 
media blitz of the intensity one nor- 
mally encounters during a product 
launch: posters, banners, one-on- 
one interview opportunities across 
media vehicles, press releases, even 
events. Then, there's merchandising: 
clothes, books, CDs, and assorted 
paraphernalia. Most gurus have also 





realised that they stand to gain by tar- 
geting corporates; after all, institu- 
tional belief is better than individual 
belief. Wagger counts the likes of 
Hutch, DCM, and Hughes Software 
among his clients. Another guru, 
Swami Sukhabodhananda has cus- 
tomised corporate development pro- 
grammes branded Life, Existential 
Lab, and Corporate Harmony. Fin- 
ally there's the message itself: one 
would expect a salvation-nostrum 
to be complex, but then, that would 
limit its audience; so, these days, 
most gurus make their messages sim- 
ple. Simplicity sells. 

MOINAK MITRA ADDITIONAL 
REPORTING BY SUDARSHANA BANERJEE 
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A book on the taboo subject of an organisation's 'core group', an insider's review of 
the Clinton Administration's ‘Third Way’, plus a couple of how-tos. 
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The Firm: Core groups do not necessarily fit the stereotype in the movies, and that's reason enough to study them 


O MATTER WHAT KIND OF ORGANISATION YOU or private, has a "core group" and no matter what the 
work for, you too have probably seen and — organisation's declared mission (Customer First, Share- 
been affected by it: the top management coterie. holder Value), its actual objective is to cater to this gro- 
It makes all the key decisions, sets the , i! up's interests. When an organisation 
organisational culture, makes and | W [ IO) Who Really provides free air travel for the CEO’s 
unmakes careers... in other words, it REALIY Matters: mother in his employment contract, 








is the organisation. It’s a reality that | MATTERS)! The Core it knows that it is not serving its 
all of us live and deal with every | THE' Group stakeholder but a constituency that 
day. But it has taken Art Kleiner |. (ORE really matters, the core group. 

to drive it home with an engaging | เฮ p By Art Kleiner It was a core group that led in- 
book of thought-provoking simpli- "RS Nicholas Brealey vestors and employees at Enron 
city. Kleiner's premise: every orga- | PRICE: Rs 957 down the path of perdition; and it 
nisation, big or small, government T RAINER- PP: 277 was a core group that let ethics get 
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compromised at Boeing. At the same time, it’s also a 


core group that has made Toyota—or GE, for that 


matter—what it is today. But Kleiner, who was the edi- 
torial director of Peter Senge’s best-selling Fifth 
Discipline series, isn't here to denounce the core group 
phenomenon as evil. Rather, he wants people to recog- 
nise core groups for what they are, and the fact that to 
influence the organisation, they must first influence the 
core group. And he doesn’t mean it in a negative way. 
In fact, if anything, Kleiner is saying that because core 
groups are so powerful, they have a special responsi- 
bility: of employing their power and privilege not just 
for their own good but for the good of those who may 
not be in positions of power, but are nonetheless crit- 


"ical to the organisation’s success. And by offering a per- 


ceptive guide to the workings of a core group, Kleiner 
also shifts the onus of creating a successful one as much 
onto non-core employees as shareholders. 

Where Kleiner stumbles, if one could call it that, is 
in explaining why one core group works and another 
doesn’t—despite it being such an effective concept. 
But he does tell you what he thinks will make core 
groups work better: a new model of corporate gover- 
nance, “one that recognises the primacy of Core 
Groups while constraining them from abuses of power”. 
The solution, Kleiner ventures, lies in putting together 


aboard (of directors) that cares “not just about the share 
2 price but the reputation, integrity, and knowledge of the 
BI organisation". His theory: *As the board becomes 
-^,. more conscious, so does the Core Group, and as the 
Core Group becomes more conscious, awareness 









ripples out into the organisation." 

Kleiner s solution is simplistic at best... but has any- 
y got better ideas? We all know that rules work only to 
an extent. Beyond that point, good governance boils 
down to the values of the people who make up the core 


group. Organisations have to keep at becoming great or- 


ganisations (as Jim Collins calls them). And the only 

thing that can inspire them to do so is not shareholder 

or societal pressure, but basic human goodness. fl 
R. SRIDHARAN 
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BACK OF THE BOOK 


The 














For 10 days 
a month he is Christian 
Fabre, CEO of the 
Chennai-based $50 million 
Fashions International. 
For 15, he is Swami 
Pranavananda Brahmendra 
Avadhuta. 
BY NITYA VARADARAJAN 


IKE MOST REDEMPTION 
stories, that of Christian 
Fabre or Swami Pranava- 
nanda Brahmendra Avadh- 
uta has elements of a conventional 
life rendered awry by the fates, 


KRISHNASWAMY 


The batt: tine ERNA Christian a 
tragedy, dissolution, suffering and D. per Prütavanandgs Brahme 
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THE NUDIST IN THE CORNER ROOM MOOD FOODS 


INTO THE RABBIT HOLE 


| INCH— 5789 
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hardship, then the climb back into 
sanity and, finally, enlightenment. 

In India, where redemption 
stories are sold on most street- 
corners by the dozen, that doesn't 
distinguish Fabre. 

What does is the fact that he is 
a CEO, ferried around in a luxuri- 
ous Skoda Octavia when he is in 
Chennai. And what does is the 
fact that for 15 days out of 25, 
the CEO discards the flowing or- 
ange robes that he wears to work, 
retreats to his ashram in Namakkal 
district in south-west Tamil Nadu 
from where he keeps in touch 
through the internet. 


Work 


Thirty-two years ago, Fabre, now 
61, was sent to India to buy leather 
by his company that was based in 
south-west France. That was 1971, 
the year India and Pakistan went to 
war over the creation of Bangla- 
desh, not exactly the best time for a 
Frenchman, his young wife, and 
child to try and get used to India. 
Fabre was based in Periamet, Chen- 
nai's leather centre. 

The borough, which stretches 
over four square kilometres houses 
around 50,000 leather companies 
today, the bulk of them export-ori- 
ented and the majority owned by 
people belonging to the Muslim 
community. “Today, you find a lot 
of sophistication in these families 
(and the way they do business), but 
that was not the case in those days," 
recollects Fabre, who spent his early 


days haggling with traders over end- 
less cups of coffee. 

The work was hard, as was life 
and three years into his stint in 
India, his wife left him. Traumatised, 
Fabre threw himself into work but 
the government of India banned 
the export of semi-finished leather 
from the country. His company re- 
called him to France but Fabre de- 
cided to stay on. By then he was 
smoking 60 cigarettes a day and 
drinking whisky, lots of it. And he 
was starving. 

A chance encounter with an 
Indian garment exporter gave Fabre 
a new lease of life. Back in France, 
his family had been into garment 
design and he put his skills to good 
use designing garments, maintaining 
quality, and sourcing fabrics. 

This was the late 1970s and 
Fabre’s very presence was a selling 
point with overseas customers. But 
nine years later, he split with the as- 
sociate and was back to where he 
began. “I was in a bad shape all 
over again,” says Fabre. 

A former colleague, A. Jaya- 
palan took him in and in 1983 
the duo started the company that 
is now Fashions International. 
The office was the verandah of 
Jayapalan’s house; a rickety table, 
some near-retirement cane chairs, 
a typewriter and a phone consti- 
tuted the office furniture; and the 
duo had no money. 

Fabre’s mother in France—she is 
in her nineties and still alive; the 
Swami visits her twice a year during 
his business trips to the country— 


Road to Spl ritua | ity: The Swami in his ashram 
in the Kolli Hills in south-west Tamil Nadu; when he’s of a mind 
to, he just takes off into the surrounding forests to meditate. 


chipped in as did his brothers who 
magnanimously waived their share 
of the family inheritance. A few 
others signed on with Fabre and 
Jayapalan; the first order came 
from Lee Cooper International; 
and another followed six months 
later from Liberto. 

Messrs Jayapalan and Fabre 
were so thrilled that they took the 
entire team to France on holiday— 
while there, they nabbed some 
more orders. 

Today, Fashions International 
earns around $50 million (Rs 230 
crore) by way of commission and 
design charges, sources products 
for some 30 companies from 38 
factories in Chennai and eight in 
Tirupur, and employs 60 people. 
And the spirit of the first French 
holiday still lives: Fabre has taken all 
his employees (except his secretary 
and the cleaner) to France; and 
everyone gets a share of the profit 
apart from a monthly salary. 

The Swami doesn’t believe in 
debt: Fashions International’s new 
office at Eekattuthangal near 
Guindy, a Chennai suburb, was 
constructed at a cost of Rs 3.7 
crore, all generated from inter- 
nal accruals. And the Swami has 
his Skoda driven by a man who 
doubles up as his personal assis- 
tant at the ashram. 
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Life 

Fabre’s spiritual journey began with 
a Brahmin neighbour of Jayapalan 
who introduced him to the works of 
Ramakrishna Paramahamsa. 

Then came bhajans and a little 
later, the works of Paul Brunton, a 
British philosopher and mystic who 
had travelled extensively in India. 
“I did not realise until then that | 
was in a heap of gold that was 
India," says Fabre who rapidly 
moved on to Ashtanga Yoga. 

After eight years of instruction 
his guru took him to visit 
Sarveswara Swamigal, an ascetic 
who had lost his limbs to leprosy. 
The Swami's cheerful countenance 
and demanour inspired Fabre. 

Then came the ashram in Kolli 
Hills—Fabre has now acquired 
some 36 acres here under the name 
of a trust—and years of penance. 
His guru insisted he keep his day 
job. *That appealed to me," says 


With time, 


e in Chennai 
and the rest in the 
ashram. Delegation, 
he says, is the key. 


Fabre. *I am not inclined to beg 
for a living." And good businessman 
that he is, the trust is focussed on 
bettering the lives of the tribals who 
are his neighbours in the hills. 

The Swami grows coffee, pepper 
and vanilla on the hills, and takes 
care of the education and health 
of the tribals apart from providing 
them with a source of livelihood. 


TREADMILL 


"Unfortunately, coffee prices have 
collapsed," he rues. So, he is trying 
to pack and brand the produce. 

His nudity is a function of him 
being Avadbuta (Sanskrit for one 
who is devoid of all attachments). “I 
am not the body," he says, ehcoing 
the words of countless seers who 
have come before him But he's a 
dashed good businessman. 

With time, the Swami hopes 
to spend just five days in Chennai 
and the rest in the ashram (he's 
now open to receiving visitors 
and followers with whom he will 
share his vision of Shiva and even 
maintains a website aum- 
namahshivaya.org). That will only 
have to wait till the tribals start 
exporting their produce and 
Fashions International becomes 
less dependant on him. 

It's already happening, says the 
Swami with a beatific smile. “Good 
management, after all, is all about 
delegation,” he laughs. Œ 


Break That Two-Meal-A-Day Habit 


HIS COLUMN HAS OFTEN RANTED ABOUT HOW EATING 


several small meals, spread over the day is better 

than gorging on two or three heavy meals. Having 
several (read four or five) small meals has two benefits: one, 
it helps check over-eating, thereby keeping your calorie in- 
take in control; two, it keeps your metabo- 
lism in fine fettle, whirring through the day 
and helping you burn calories as you work 
seven or eight hours. 

The problem is that all this may seem alright 
in theory but how do you manage to put it in 
practice? Most of us have to work in offices, go 
for meetings, make sales calls and commute. 
How do you find the time or the right food to 
maintain a four- or five-meal schedule? 
Considering the fact that the only thing most peo- 
ple can lay their hands on at work are sweetened 
cups of tea or coffee, that's a tough question to answer. 

Here are some tips you could consider. Begin with a 
good breakfast. Cereal and milk maybe fine for a quick and 
easy breakfast but it may not be enough. Research has 
shown that a high-protein breakfast (read eggs and ham 
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or some substitute) is better than a high-carbohydrate 
breakfast. The benefit: a high-protein breakfast reduces the 
tryptophan levels in the body. Tryptophan? It's the sleep in- 
ducing compound in your bloodstream. 

Three hours after breakfast, try drinking a cup of 
unsweetened tea (if you like the taste, go for 
Chinese or green tea), loaded with antioxi- 
dants tea also helps keep your appetite in 
check. Have an oat bran biscuit or even a cup 
of yoghurt or dahi. A 200-gm bowl of yoghurt 
has nearly 400 mg of calcium, around half of 
what you need to eat daily to keep the obesity 
gene in check. Plus, yoghurt has protein, which 
helps suppress your appetite as well as kickstart 
your calorie burning hormone, leptin. 

Snacking sensibly helps you make do 
with smaller portions at meal-times like lunch 
and dinner. If you want to break your three-meal-a-day 
habit into four or five small meals, try introducing sen- 
sible snacks, like yoghurt or a bowl of fruit a couple of 
hours before lunch and dinner. 

MUSCLES MANI 
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Into The Rabbit Hole 


MetaCortex is the world’s foremost software and information systems 
development company. Specializing in business solutions, security solu- 
tions, home applications and computer gaming, you can find the 
MetaCortex brand on over 80 per cent of computer software worldwide. 
Currently, MetaCortex has regional headquarters in 22 countries and em- 
ploys over 250,000 people worldwide. Far-reaching innovation ts our goal, 
along with bringing the 6 billion inhabitants of our small planet together. 
That’s MetaCortex. Serving you into the 21st century.” 

From the website of MetaCortex, www.metacortechs.com. 


Underscore Hosting was founded in 1999 as a web development com- 
pany. We soon expanded to become a bosting company, and bave developed 
and hosted hundreds of websites, from small personal sites to large corpo- 
rate intranets, auction sites, e-commerce, database driven sites, and more. 
In 2001, Underscore Hosting entered into an exclusive partnership with 
MetaCortex, the world’s largest software and information systems com- 
pany. We are currently upgrading all of our systems and services to utt- 
lize some of MetaCortex’s amazing new technologies. When the up- 
grade is complete, we, along with MetaCortex, will be unveiling a new par- 
adigm in information systems and technology. 
From the website of Underscore Hosting, www.underscorehosting.com. 


EVER HEARD OF METACORTEX? 
Nw we're not surprised. The 
company—btw, it is supposed 
to have a development centre in 
Bhopal—doesn’t exist. The site, and 
several others put up by Underscore 
Hosting (it doesn’t exist too and a sam- 
pling includes www.theaquapolis.com, 
www.sheismissing.info, www.heis- 
missing.info, www.paintover.net, and 
www.leiphe.net), are part of an exten- 
sive ARG (Alternative Reality Game) 
Alternative reality: MetaCortex style developed purportedly by the brothers 
Wachowski, the duo that gave us the 
Matrix trilogy. Purportedly, because the secretive duo hasn’t said a word 
about the game. Still, it exists, a tangled skein involving the discovery by Jesse 
Avery, the son of former MetaCortex CEO James Avery, that the world 
isn’t what it seems but is controlled by a huge computer network. 
James’ investigations come to the attention of agent-clones called mon- 
itors, who spirit him and his wife away (are they the two featured in the 
heismissing/sheismissing sites) and Jesse begins his quest for them. The 
story has other strands as well, but if you are a Matrix fan you're prob- 
ably better off discovering them yourself. For the record, there are 
enough clues to get you started scattered across this article. MetaCortex? 
Well, that's the company Neo is supposed to have worked for in the first 
motion pic. The rabbit hole gets deeper. Go on, take the red pill. 
NEO 
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Kill Bill. From Gattaca to Kill Bill 
to the forthcoming Paycheck ^. 

(based on a Philip K. Dick short — 

of the coolest pics of all time and — 
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HEALTH NOTES 


Mood Foods 










qum ARE 
= A two kinds 

of workers in 
most work- 
places. There 

are those who 
believe in food 
for thought, 
. happy in the 
nourishment their 
work (and any idea re- 
lated to it) provides them. 
Then, there are those who believe 
in food as a comfort-providing 
thingamajig that can ease the pain 
of a missed deadline and the boss' 
consequent outburst, a colleague's 
promotion, even the dull ache re- 
sulting from acid gnawing away 
at ones insides, often the by-prod- 
uct of too much work or too much 
stress (the two, as most of us 
know, aren't the same). 

Feeding one's feelings instead of 
one's hunger, or emotional eating, 
. isa common disorder. “Food has al- 
ways been used as a source of solace," 
explains Mumbai-based nutritionist 
Rajshree Vachhrajani. It isn’t just neg- 
ative emotions such as the one we 
have listed above that spur eating. 
“Rewards and incentives have always 
been associated with food that is rich 
in fats and carbohydrates,” she adds. 
, “No one binges on an apple." 

We have, all of us, our own com- 
fort foods. To this writer it is the 
lowly dal-chawal; for someone from 
South of the Vindhyas it could be 
home-made idlis and sambhar; and 
for someone else it could be chicken 
-soup or apple pie. Comfort foods 


are fine as long 
as they are 
used in mod- 
eration, espe- 
cially when 
someone is ill. 
But too much 
dependance on 
them is a short 
cut to disaster. Some 
execs find that a loaded- 
with-calories pizza seems to 
reduce the stress; others that a choco- 
late bar has almost magical pick-me- 
up qualities. That could hurt. 
“Emotional eating is a roller-coaster 
ride to obesity,” says Vachhrajani. 
“Heart disease and diabetes were 
the earlier manifestations; now, we 
are seeing sleep apnea.” The last is a 
potentially life-threatening breath- 
ing disorder that involves the sus- 
pension of breathing (for short in- 
tervals of time) during sleep. 

Most people tend to associate 
emotional eating with obese teenagers 
and lachrymose women (the latter 
typically stuffing themselves silly with 
chocolate). Unfortunately, says Nimesh 
G. Desai, Professor of Psychiatry and 
Medical Superintendent at Delhi's 
Institute of Human Behaviour and 
Allied Sciences, the jet-setting mid- 
dle-aged executive falls right in the 
middle of the danger zone. His coun- 
sel: health food, music, and exercise, 
lots of it. “Physical exercise can pro- 
vide a great high too,” he laughs. 
Now, if everyone were to take his 
advice, every employee who gets a 
yelling could end up ล triathlete. & 
PAYAL SETHI 








1 INCH=$789 
We know what you're 
thinking but perish the 
thought. Research 
carried out by Timothy 
Judge, a professor of 
management at the 
University of Florida, 
shows that tall people 
earn more than short 
ones (the headline 
explains the equation). 
Judge is worried at this 
trend because he believes 
that except in pro basket- 
ball, height isn't a qualifi- 
cation for most jobs. 













WALK THE BABY 

You wouldn't classify it 
as such but did you know 
that pushing a baby in a 
stroller for around 30 
minutes (1.5 miles) can 
burn about 630 Kjoules. 
That classifies it as a 
moderate exercise, a little 
better than bicycling 3 
miles in 30 minutes. 

The next time the baby 
needs walking, volunteer. 
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BT PEOPLE 
Mr Advertising 


OME GUYS HAVE ALL THE LUCK. JUST ASK NIRVIK 
S singh, CEO, Grey Worldwide India. This year, 
the 40-year-old launched Grey’s second agency 
(G3) in the country, added 35 new accounts, 
including the prestigious ‘India Shining’ one from 
the Finance Ministry, and set up a research arm 
called Grey Cells. Heck, he even improved his 
golf handicap to a single digit. Now, the Hong 
Kong-based Media Magazine Asia thinks all that is 
so impressive that it has declared him Asian 
Advertising CEO of the Year. "I guess you can say 
the year's been good for us," quips Singh. Joining 
Trikaya Grey as a 26-year-old, Singh made CEO in 
eight years flat. He was instrumental in ensuring 
Trikaya's smooth transition into Grey Worldwide 
and its smart growth. Now, with G3, he's itching 
for some more. “People think I am losing it, but we 
can not only expand our advertising and research 
businesses but also explode our non-advertising 
based businesses such as PR and exhibitions," he 
says. 2004, here he comes. 
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Speedy Gonsalves 


V.R. SUBBU DRIVES HIS COMPANY THE WAY HE DRIVES 

his silver blue Sonata: As fast as he safely can. 
Barely eight years ago, he left Tata Motors to join an 
upstart Korean car company. Today, thanks largely to 
its 49-vear-old President, Hyundai Motor India is the 
second-largest car company (after Maruti), and last fort- 
night its 500,000th car (a bright red Santro Xing 
Automatic) rolled out from its assembly lines near 
Chennai. “I am kicked at having proved all the sceptics j 
wrong and kicked about the speed at which we did it,” 


= ge E says Subbu. Meanwhile, Subbu is already on to his next 
RI (| i ng H igh target: The million mark in another three years. 


EX LONG THIS MAGAZINE HAS MAINTAINED THAT 
rvs Motors’ Venu Srinivasan is one of the most 
*under-sold" CEOs in the country. Now that his two- 
wheeler company's stock has crossed the Rs 1,000- 
mark (on December 11), BT stands vindicated. Not 
that we had anything to do with it; the credit is due 
entirely to the industrious Srinivasan. Two years ago 
when he broke off his joint venture with Suzuki, 
people were ready to write him off. But Srinivasan, 50, 
has roared back on the scene with his best-selling four- 
stroke Victor. Knowing Srinivasan, he's more likely to 
be thrilled about sales figures than stock price. 
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Citizen Green 


I NOT EVERY DAY THAT AN ECOI OGIST, AN INDIAN AT 
that, gets invited to deliver a Nobel Memorial Lecture— 
especially if it's also the first ever. But then Madhav 
Gadgil is no ordinary ecologist. The Indian Institute of 
Science, Bangalore, Professor is arguably the greatest 
ecologist in the country (if you hadn't heard about him 
until now, it speaks more about your GQ, green quo- 
tient, than his work). Earlier this year, he won the Volvo 
Environment Prize in recognition of outstanding work in 
the field of environment. Besides heading usc’ Centre for 
Ecological Science, Gadgil chairs the Scientific and 
Technical Advisory Panel of Global Environment Facility 
based in Washington, D.C., USA. His message at the 
Nobel Memorial Lecture: Humans are the only prudent 
species on the planet that care about environment. Our 
message: Let’s not prove him wrong. 
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Year, New Job 


ARLIER THIS YEAR, RAJEEV DUBEY PUT IN HIS PAPERS AS 
Et Managing Director of Rallis India after he 
failed to turn around the ailing agro-chemicals com- 
pany, which is one of the oldest Tata entities. But 
Dubey won't have to spend the new year looking for 


another job; he's back in Bombay House's good 
books, and has been deputed to Tata Steel, where hell 
serve as an advisor to CEO B. Muthuraman. While 
Dubey refused to comment on his appointment, 
which some describe as a rehabilitation, one hopes 
Jamshedpur will prove luckier for the 1975 alumnus 
of Tata Administrative Services. E 

CONTRIBUTED BY KUSHAN MITRA, SWATI PRASAD, 
ANANDA BANERJEE AND ABIR PAI 





own, But Not Out 


OR A MAN FIGHTING WITH ONE HAND TIED 

back, Rajeev Chandrasekhar can still deliver some 
masterful manoeuvres. Only in August this year, the 
Chairman of the cash-strapped prt. Communications, 
sprung a surprise when he pulled off a financial closure 
for his Rs 3,248-crore business plan to beef up 
group's mobile services. Now, Chandrasekhar has 
surprised his critics all over again by buying out 
AT&T's stake in BPL Mobile, which provides cellular 
service in Maharashtra, Goa, Tamil Nadu, Kerala 
and Pondicherry. While BPL is mum on the price it paid 
for the stake, some analysts put the figure at over Rs 
200 crore. Where did the money come from? “Finance 
is something I don't want to talk about,” says 
Chandrasekhar. Given BPL’s health, not all surprises 
coming in the future may be as good. 
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What Leaders 








Do 


WILLIAM S. PINCKNEY, MD and CEO, Amway India 


FADERS SHOW THE WAY IN ORGANISATIONS. WHILE 
clear vision, sound judgement, knowledge and 
passion are qualities essential for successful 
leaders, there are some other essential traits that def- 
ine good leadership. 
Ethics: Leadership is built on trust. Leaders need to en- 
sure that their conduct inspires the confidence of 
the people they lead. They must consistently espouse 
and act upon their values, standards and principles in 
their public as well as private lives. 
Knowledge: Knowledge helps develop perspective. It 
also opens up the mind and removes biases. And it is 
this that helps leaders to see the big picture and 
develop an agenda that is aligned not only to the pres- 
ent but also to the future. 
The ability to listen: Almost everyone can hear. But 
few really listen, especially when they are at the top. 
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Good leaders need to be patient listeners—they must 
listen to their colleagues and collaborators, to markets 
and constituencies, and ultimately, to themselves. This 
feedback is vital to their staying on course to success. 
Decisiveness: Good leaders listen to all but do what 
they think is best for their companies. Leaders must rely 
on their intuition while making key decisions. 
Communication: Through communication, lead- 
ers inform, convince, unite, motivate, and direct 
their flock. The power to inform and persuade is 
critical to winning the hearts and minds of 
employees—something that is essential to leading 
organisations effectively. 

Exemplification: Credibility comes from walking the 
talk. Stepping back while others take risks simply doesn't 
work for leaders. They must be where they are expected 
to be—ahead, in front, leading the charge. 
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Same great taste 


Ly Every single Wills Navy Cut cigarette 

now bears the quality mark of WD & HO 

: Wills. It's the sign of legendary quality, which 
> already appears on your pack. Guaranteed to 
give you the same great taste that makes Wills 


Navy Cut the favourite choice of millions. 





STATUTORY WARNING: CIGARETTE SMOKING IS INJURIOUS TO HEALTH - 


JWT.3376M.2 
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LOOO PATENTS IN FIVE YEARS, OVER 100 TOP MNC 

ND INDIAN RESEARCH LABS, AND THE SECOND-MOST 
ENTREPRENEURIAL CULTURE ARE JUST SOME OF 

1E REASONS THAT MAKE INDIA AN IDEAS SUPERPOWER. 


€» HYUNDAI 


Leadership through listening 


We haven 
iust made 
nalf a million cars. 


We have made 
-half a million 
commitments. 





„LES HEAD OFFICE, NORTH REGIONAL OFFICA AMD HYUNDAI MOTOR PLAZA: A-30, Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110044. Ph 011-51678800. SOUTH REGIONAL OFFICK AND 
f£ MOTOR PLAZA: ห ล ร น ท ศั ท ก ล Building, Grownd Floor, Bhulabhal Dasal Road, Mumbal-400 026. Ph. 022-23325441 FAST RKMIOMAL OFFICE: F4, Block-GP, Sector-V, Salt Lake City, Kolkata-700081, 
Grey Worldwide HMIL 487 03 


EVERYTHING WE DO IS GUIDED BY ONE WORD - COMMITMENT. The unwavering promise 
to bring you nothing less than contemporary global technology, and exciting automotive 
expressions. It's been this singular passion that has allowed us to be part of your life and helped 
us ensure that you are treated as a true global citizen. One who gets the best the world has to 
offer. Today, as we celebrate the fastest roll-out of 500,000 cars in Indian automotive history, 


we are overwhelmed by the trust and support you have reposed in us. It makes us fee! special 


And inspires us to be even more committed to uncompromising levels of excellence. This, as 


P} 


we define one benchmark after another, and reinforce our drive to consistently spearhead 


nation's auto industry. 


www.hyundaimotorindia.com 
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SUPER POWER 
From The Editor-in-chief 


NDIA IS AN IDEA WAITING TO HAPPEN. ACTUALLY LOTS OF IDEAS 

that are fast being converted to patents. As most developed 

countries have discovered, this is the hidden wealth of any 
country. This is our investment for the future and passport to be- 
coming a truly global economic superpower instead of just a 
global sweatshop. We have always been proud of our brainpower 
and even suffered an enormous braindrain that has created 
wonders in the west. But now this brainpower is coming into 
fruition here in India. It is an important time for us as a coun- 
try and we for this reason have devoted our annual issue to bring 
to the forefront this somewhat hidden revolution. 

The evidence is hard to ignore. Indian companies, government- 
owned labs, and the local research centres of multinational 
companies have applied for 4,000 US patents in the past five years; 
at last count, some 50 MNCs had invested in research centres or 
labs in the country—and apart from every tech company worth 
its code, this includes the likes of GE, Astra Zeneca, and General 
Motors; and the international patents for drought-resistant seeds 
of several cereals is held by a Bangalore-based start-up. 

Personally, I am thrilled. All through the 1980s and 1990s, the 
various media vehicles that are part of the India Today Group 
had reported on the software services revolution, the business 
process outsourcing boom, and the great outsourcing wave in 
manufacturing. While all these helped the Indian economy grow, there was this niggling feeling within me that 
maybe, just maybe, we were well on our way to become another exporter of cheap labour. Today it is us, tomorrow 
it would be Africa. Nothing unique. No global brands. Few ideas that can make a difference. Just millions of warm 
bodies slaving away to specifications set down by a customer in a far away land. 

Events of the past two years have quelled such doubts. All around us, there is talk of Brand India. Apart from 
technology companies such as Infosys, Wipro, and TCS, pharmaceutical ones such as Ranbaxy, Dr Reddy’s 
Laboratories, and Aurobindo are going global, Tata Motors’ cars are sold in Europe, and commodities giants such 
as Hindalco and Sterlite have established a global presence. Combined with the growing realisation that intel- 
lectual property (IP) equals competitive, and commercial advantage, this bodes well for the country. 

We would be deluding ourselves if we believe there are no problems. The fruits of India's economic liberalisation 
are yet to reach the masses in any significant way; infrastructural constraints, especially those related to 
power, continue to choke industrial and economic growth; the quality of governance leaves a lot to be desired; 
and the government is yet to address key issues such as labour and agricultural reform. Still, there are bright spots: 
Chandrababu Naidu in Andhra Pradesh and S.M. Krishna in Karnataka have formulated a model of governance 
that is revolutionary even by first-world standards. And companies such as HLL and ITC are pioneering ways to 
successfully connect. India's vast rural economy with rest of India and the world. More than 80 per cent of the 
world's population lives in developing nations and if efforts such as these are successful, companies can repli- 
cate them to find customers in South Asia and deepest Africa. 

At one level, the 12th Anniversary Issue of Business Today is all about ideas and ideators. At another, it is about 
revolutions. One such is the iP boom, captured in a first-ever nationwide survey of patent filings out of India. 
Another is the transformation of once-sleepy government laboratories, a legacy of our socialist past, into hot- 
houses of research. And still another, the rush among global corporations to invest in research facilities in the 
country. There are more revolutions, big and small, that ห อ น will discover inside this issue. 

Hope you have a Prosperous New Year and one full of new ideas. 





VIVAN MEHRA 
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J.D. POWER CSI STUDY 2003 HIGHLIGHTS 
. Maruti Suzuki cars‘ performance 
across all the following 5 parameters 
has contributed to our No. 1 award: 
- Problems Experienced 
- Service Advisor 
- Service Performance 
- Service Timing 
- Facility Appearance 
๑ For nine out of ten makes ranked, 
customers report a greater number of 
repair problems in 2003. However, 57% 
of Maruti Suzuki customers report no 
repair probiem at all! 





*#1 Nameplate in Customer Satisfaction Four Years in a Row... D. Power Asia Pacific 2000-2003 India Cus 


This tim time, อ บ อ ก. awarded the No. 1 1 Nameplate 
in Customer Satisfaction by JD. Power Asia 
Pacific* has a special meaning. For no car 


company has achieved t this four times | in a 
‘row Ever ง 5 
Thank: eu ing ia S 
This i is a success story made , possible by our 
dealers, service personnel, workers, managers, 
engineers. and vendors who work so hard to 
deliver. quality. By demanding our best, yor uve 
Pru us on iur a- i | 





total of 3,295 consumer responses. www.jdpower.co.jp 
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The Leadership Factor 
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tomer Satisfaction Index Studi ies? 


inything about Maruti. Anytime. Call 1600 11 1515 (Toll Free) Or 98118015 15. “Qe myn 
(Service available in Bangalore, Chandigarh, Chennai, Delhi, Gurgaon, Hyderabad, Kolkata, (ย 6 แก อ พ, Müumliarand Pune) | 


Quality engineering and perlormance 

of our cars make our customers the 
happiest in the world 

We have over 40 fakh cars on the road 
today 

We sell more cars each year than all ไท ย 
competition put together 

We offer you cars with the lowest cost of 
ownership 

Widest service network: spread across 
more than 922 cilies, it makes service 
and genuine spares easily avaitable 






^ 2003 Study based on a 
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86 Distribution's Disruptive Duo 


A Deveshwar and Sivakumar have used digital technology to 
" redefine the dynamics of distribution. 


9 6 Tourism Troubadour 


Inveterate traveller Jayathilak seems to have perfected the 
art of coming up with ideas that sell just about any place. 


| 12 Lad Hope 


SEWA'S Mirai ee oversees the largest 
micro-insurance programme in the world. 


| 20 Biotech Romantic 


People say it's a hopeless idea, but Avesthagen's 
Villoo Morawala Patell thinks it's one whose time 
has come: An India-based global plant biotech company. ! 


3 1238 Indian Innovator | 


IIT Madras’ Ashok Jhunjhunwala believes the Indian 
market requires a home-grown school of R&D focussed 
on cost reduction, not feature enrichment. 


| 42 Man of Vision 


Ever since he founded the Aravind Eye Hospital in 1976, 
Dr. G. Venkataswamy has given sight to more than a 
million people, most of them poor. 


| SO Retail's Mr. No-Frills 


Shoppers should pay for the product, not the lighting and 
air-conditioning. On that simple premise, R. Subramanian 
y launched an Indian-style chain of discount stores, Subhiksha. 


| 62 Solid State Scientist 


He mid-wifed a major breakthrough in nanotechnology. But that’s just one 
reason why potential Nobel Prize winner C.N.R. Rao is a scientific genius. 


| 74 The CEO-CM 


Think a state can't be run like a company? Ask Andhra Pradesh's Chief Minister 
Chandrababu Naidu; he's shown how. 


| 76 The Quiet Reformer 


S.M. Krishna is forging alliances with the private sector to bring about a 
governance revolution in Karnataka. The initial results are encouraging. 


| 90 Citizen Ramanathan 
Ramesh Ramanathan's idea is simplicity itself: citizens are the best people to 
run cities. Hey, isn't that what democracy started out to be? 
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Mukesh Ambani 


The Chairman of Reliance Industries Limited on 
India's innovation imperative 


N. Chandrababu Naidu 


The CM of Andhra Pradesh explains how Indi 
can become knowledge-hub of the world. 


| 06 Alok Aggarwal 


The founder of Evalueserve argues that it is] 
time for Indians to create wealth from kno 


| 24 MS. Ananth | 


The Director of IIT, Madras, sees the IITs as 
India's magic gardens of innovation 


| 46 CK. Prahalad 


The management guru believes India can show 
world how to sell to the disenfranchised profitab 


| 58 RA. Mashelkar 


The Director General of CSIR insists that all 
scientific research must lead to wealth creation. 


| 70 Dan Schienman 


The Senior Vice President of CISCO on why India 
is a global driver of innovation and development. 


| 86 N. Vaghul 


The Chairman of ICICI Bank is certain effective seed-stage 
funding can help India duplicate Silicon Valley's success. 


| 94 Prasoon loshi 


The National Creative Director of McCann-Erickson India 
on how Indian advertising is learning to address the masses. 


202 Ashok Alexander \ 


The Director of the Bill and Melinda Gates Foundation’s 
local arm on using sound business principles to battle AIDS, 


ไน ท ท ร 


COLUMNS 
















eee CAN 








7 6 A Dozen Reasons Why 
India Is A Nation Of Ideas 


A scientist first citizen, Fakir Chand Kohli, middle- 
class values, a socialist legacy, supply-side dynamics, 
and seven other equally intriguing factors. 
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| 02 Patently, A New Era 


A first of its kind BT-Evalueserve research study 
throws up numerical backing for India's Ideas- 
superpower status: a boom in patent filings. 
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| | © At The Bleeding Edge 


From nanotechnology to MEMS to telemedicine 
to fuel cells, research on some of tech's most 


bleeding-edge areas is progressing in India. 
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| 32 The Design Idea 


A growing number of Indian companies are 
realising that the design idea can be the source of a | 
sustainable competitive advantage, even vitandi 
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| 36 Calling Kumbakonam... 


For anyone wishing to learn how to sell to the poor 
profitably, India is a great learning ground. 


| 54 Storm In A Beaker 


India’s government laboratories wake up to the 
realisation that IP equals money in today's world. 





| 66 Think Research, Think India 


Or why no ideation-minded company can 
afford not to maintain a presence in India, 


[68 MNCs ‘R’ Us 


A listing of some of the main MNC research 
labs in India and a profile of their IP activities. 





|78 10 Ideas The World Can 


Take From India 


Get a pen, scribble your choice of the 10 on the 
side of this page and see how many you got right. 
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Defining 
Moments 
Of 2003 


Bull Charge On Dalal Street 


Fuelled by foreign money, Indian markets had a dream run. 





Ts INDIAN STOCKMARKETS HAD A DREAM RUN IN 2003. THE BENCHMARK 
Sensex spurted from 3,377 last year to 5,699 (on December 26), a 
whopping gain of 2,322 points. Since the inception of Sensex in 1979, this 
is the largest gain in any calendar year. The other indices too reflect the mag- 
nitude of the rally. The Nifty touched its all-time peak on December 26. 

The huge quantities of funds from overseas have provided the 
much-needed trigger. Till December 24, the riis had pumped a net in- 
vestment of $7.43 billion (Rs 34,432 crore) into the Indian market. 
This is the biggest net Fil inflow into the country since the foreign 
tribe was allowed into India in 1993, and also more than double the 
previous high of $3.05 billion hit in 1996. The weakening US dollar has 
helped to wean away some investments from the US. For example, 
the net foreign investments in US assets dropped from $62 billion in 
August to $16 billion in November. 
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Team telecom: (L to R) Mukesh Ambani, Rajeev Chandrasekhar, Sunil Mittal, and Asim Ghosh 


Let The Games Begin 


All's well that ends well in the Great Indian Telecom saga. Or is it? 


T HE GRAND FINALE OF THE LONG-FESTERING SLUGFEST 
between Reliance Infocomm in one corner and pretty 
much all the other mobility players in the other corner 
over the Ambanis’ “tainted” entry into the wireless space 
came to a rather abrupt end in October when the Telec- 
om Regulatory Authority of India (TRA recommended 
the unification of separate categories of telecom licences. 
While these recommendations are not binding on the 
government, it chose to go with them. Not in a long 
time has the government moved so fast—within just four 
days it accepted the TRAI recommendations and for good 
measure the Cabinet also nodded its approval. 








Looking up: (L to R) Shashi Ruia, B. Muthuraman and Sajjan Jindal 


Back From Hell 


Steel is once again sexy, and might get even sexier. 


COUPLE OF YEARS AGO, ALMOST EVERY INDIAN 
| wannabe steel baron—The Ruias, Mittals, Jindals, 
i et al—appeared down and out for the count. Steel prices 

had collapsed just when their huge capacities had come 
on stream, and they were on the verge of collapsing un- 
der the weight of chunky interest charges and bloating 
losses. Then towards the end of 2002, and right through 
2003, steel prices maintained a northward trend. Also 
coming to the aid of the steel companies was a more lib- 
eral interest rate structure and the willingness on the 
part of the institutions to restructure loans. 

The buoyant demand conditions are likely to be sus- 
tained in the current year too. That's because the glo- 
bal steel sector is slowly, but surely, ironing out its over- 
capacity issues, and the current oversupply situation is 
expected to turn into a deficit by 2005. 

NARENDRA NATHAN 








The clear winner was Reliance Infocomm which, for 
a payment of Rs 1,542 crore, got the right to offer un- 
fettered mobility across the country. On Christmas eve, 
the government provided additional relief to the older 
mobile operators by lowering their licence fee. It also agr- 
eed to their demand to hike the foreign investment limit 
in telecom companies to 74 per cent. As a result, the court 
cases stand withdrawn and the associations representing 
different lobbies are planning to come together as onc. 
[n a sense, all companies are gainers. The biggest 
gainer though is the customer. 
VANDANA GOMBAR 





You Can Bank On Kotak 


He finally gets his licence—and dollops of respect. 


DAY KOTAK AND 2,500-0DD EMPLOYEES OF KOTAK MAHINDRA 

Group won't forget 2003 in a hurry. After many anxious 
years, Kotak Mahindra was finally granted a banking licence, 
making it the first non-banking financial serv- 
ices company allowed by the RBI to set up 
a bank. On the face of it Kotak Mahindra, 
the 20-year-old financial services brand 
had it all: Retail assets, a customer base, 
a branch network, an established brand 
equity, the very things other new private 
sector banks were so aggressively chas- 
ing. The banking licence, how- 
ever, gives Kotak something 
he's been yeaming for a long 
time: Respect. 

Now that they've got all 
that, Kotak and his A-team 
led by the likes of career 
banker and the bank's Exec- 
utive Director Dipak Gupta 
have charted out an inno- 
vative and non-traditional 
business model. As some- 
body once said, the good 
things in life take time. 

ABIR PAL 
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Made In India, And Proud Of It 


It isn't the end of manufacturing. It will never be. 


BRAND BHARAT ไห่ ค ต ร ต? THE LATE NINETIES, 
GMPNI = PRT manufacturing suddenly became un- 





fashionable, and asset creation was consid- 
ered passé, as “new” economy businesses 
with suspect revenue models and illogical 
valuations ruled the roost. It’s a bit different 
now. In 2003, India emerged as the hottest 
manufacturing centre in the world for cars, 
two-wheelers, tractors, auto components, 
steel and aluminium, textiles, petrochemicals, 
CD-ROMs, and what not. Delhi-based Moser Baer is one of the top 
three manufacturers of CDRs in the world. Tata Steel and Nalco are the 
lowest cost manufacturers of steel and aluminium, respectively, in the 
world. In textiles, Arvind Mills, Welspun, Trident, and Mahavir Spinning 
Mills have made a strong comeback. Pune-based auto parts company 
Bharat Forge is one of the leading suppliers to auto giants like Ford, 
General Motors, and Toyota, who themselves have to cut costs to stay 
ahead in an increasingly competitive market by obtaining cheaper parts 
from countries like India. This year, Bajaj Auto will ship 1.5 lakh vehi- 
cles to South East Asia, Africa and Latin America, which will take its ex- 
ports from Rs 353 crore to Rs 560 crore. Long live Indian manufacturing! 
SAHAD P.V. 








Global Charge 
India Inc. takes its first steps in its quest to achieve global dominance. 
OR CORPORATE INDIA, MOST OF THE ACTION IN 
2003 was outside the country. Every month, on 
an average, three Indian companies ventured over- 
seas, and in all corporate India has committed a lit- 
tle over $600 million in international acquisitions. 
In October 2003, Reliance Infocomm made a pitch 
for international undersea telecom operator FLAG 
Telecom Group for $207 million (Rs 950 crore). It 
still awaits shareholder approval, but once comple- 
ted, it would be the second largest cross-border deal. 
Ranbaxy Laboratories' acquisition of French gener- 
ics company RPG Aventis (for roughly Rs 385 
crore) is the largest ever overseas acquisition by 
an Indian pharma company. Wockhardt is another 
= leading pharma company, which lapped up CP 
* Pharmaceuticals of the UK in July 2003 for £10.85 


Brian Tempest: To head million (Rs 85 crore). 
Ranbaxy's global binge SAHAD P.V. 
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Creating 
Growth 


The ad industry records double- 
digit growth after three years. 


IX LIONS INCLUDING THREE GOLDS at 

Cannes; a five-day jamboree at 
Jaipur with Ad Asia coming back 
to the country after 22 years: and 
o&M's Piyush Pandey selected as 
the President for two juries at 
Cannes 2004.. .it’s been an event- 
ful year for Indian advertising. To 
cap a perfect year, money too be- 
gan pouring into the industry's cof- 
fers. Says Subhabrata Majumder, 
media analyst at brokerage firm 
Motilal Oswal: "2003 has seen a 
growth of 12.5 per cent in total 
billings and over the next three 
years the industry should grow at 
15 per cent annually." 

The cricket World Cup did its 
bit, with some Rs 800 crore esti- 
mated to have been spent on ad- 


| 


IM 


Piyush Pandey: Reflections of the 
feel good factor 


vertising. The Reliance Infocomm 
account is estimated to be around 
Rs 200 crore and the govern- 
ment's India Shining campaign 
obviously added to the feel good 
factor. Says Pandey, who suc- 
ceeded Ranjan Kapur as Executive 
Chairman of o&m: “Though we 
may not have seen great work 
this year, clients are looking for 
creativity and are more 
demanding.” High time they did! 
DIPAYAN BAISHYA 
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News Breaks Out 


Media finds its own place in the sun. 


HE DEAL SIZES ARE SMALLER, THE VALUATION 

less fancy, but the excitement levels amongst 
investment bankers has perhaps never been as 
high. Globally, media has been a favourite hunt- 
ing ground for investment bankers and deal- 
makers, but hardly so in India. However, 2003 
saw an unprecedented number of media deals 
and for a change most are not in the entertain- 
ment segment. NDTV, separating itself from 
the Star TV platform, launched two channels, 
also secured a valuation of $121 million and sold 
9.49 per cent to Standard Chartered Private 
Equity for $11.5 million (Rs 53 crore). Forced 
by regulations to bring down its stake to 26 
per cent in Star News, Rupert Murdoch came to 
India scouting for partners. 

After an aborted attempt to sell the stake to 
a clutch of investors, the Ananda Bazaar Patrika 
Group succeeded in picking up 74 per cent in 
Star News for Rs 74 crore. Financial Times, 
part of the Pearson Group, picked up a 13.85 
per cent stake in Business Standard for Rs 14.1 
crore. Hindustan Times raised Rs 125 crore by 
selling 20 per cent in HT-Media, a 100 per 
cent subsidiary, to Australian financial services 
company AMP Group Holdings. 

CNBC Asia diluted its 49 per cent stake in 
CNBC India to 10 per cent in favour of its prog- 
ramming partner TV18 and changed its name to 
CNBC-TV18. Last, but not least, TV Today Net- 
work approached the market with a 25 per cent 
public offer (the issue was oversubscribed 36 
times). Expect the action to continue in 2004. 


DIPAYAN BAISHYA 
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Cheap And Best! 


Many Americans and Britishers lost their jobs to Indians. 


GLANCE AT THE T-SHIRT IN THIS PICTURE 
would tell you what this story is all 
about. Whilst rr jobs have been moving to 
India for a while now, in 2003, thousands 
of skilled and semi-skilled employees in 
the US, the UK and parts of Europe lost 
| their jobs to Indians, where their coun- 
| terparts cheerfully did what they used to do 
at a much lower cost. Protests ruled the 
roost in the US, with no less than five 
American states proposing bills to stop 
outsourcing of jobs to India. Not surpris- 
ingly, the American reaction centred largely 
around legislation, what with 1,000 em- 
ployees of Sun Microsystems resorting to a lawsuit agains 
the firm on charges of racial discrimination (in favour o 
Indians!) in March. The British reaction, on the other hand, wa: 
to take to the streets in an organised protest. An announcemen 
by British Telecom of their decision to move 2,000-odd call cen 
tre jobs to India resulted in staged demonstrations outside 34 UF 
call centres by the Communications Workers Union, a trade unior 
body, early this year. The backlash could well intensify, if you 
| consider that 3.3 million US services industry jobs and $136 bil 
_ lion in wages are expected to move offshore within the next 1: 
| years, according to tech research firm Forrester. 
PRIYA SRINIVASAN 


Great Future For Options. 


The derivatives segment outstrips the cash market. 


T gens FUTURES AND OPTIONS) MARKET เพ wow CAME OF และ n 
2003. It was in June 2000, that the first tentative steps were taker 
with index futures, which recorded a modest monthly turnover of Rs 
35 crore on the Nse. By June 2001, the nse was offering index options, 
‘adie tl ROOTED Am IR pom eala 
has been mind-boggling, and as of November, the derivatives segment 
was doing ล monthly tumover of Rs 1,92, 171 crore on the Nse—well 
above the turnover in the cash market. "The speed of growth this year 
‘is really surprising,” gushes Satish Menon, Chief Operating Officer at 
 Geojit Securities.. "With investors learning more about the nitty-gritty 
- of options, the fear about it has gone," he adds. 
| Yet, it isn't as if the retail investor is active in derivatives. 
 Hardly. Thanks to sesi putting a minimum Rs 2 lakh limit for de- 
 rivatives trading, the value of which has since gone up to Rs 10 
lakh at several counters as the market moved up, it is largely the 
speculators who contributed to most of the turnover. Perhaps 
| 2004 will see more retail investors using derivatives. 
NARENDRA NATHAN 
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HSBC's Gold Credit Card. Let it speak for you. 


Long introductions are unnecessary when you carry HSBC's gold credit card. It's recognised across the 
world as a symbol of success. And our powerful local privileges make it even more coveted: - 0% fuel 
surcharge" - Insurance cover up to Rs. 40 Lakhs” - Exclusive travel benefits -Premium healthcare facilities 


Apply now! Free for Ist year for other bank cardholders* 


Call HSBC at the numbers given below or visit www.hsbc.co.in 
*Terms and conditions apply 
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Moments 


Of 2003 


Good Day, Mr Alagh 





Sunil Alagh's ungainly exit from Britannia Industries was easily the most high-profile CEO sacking. 


HAT DO RAVI DEOL, 

Ram S. Ramasundar 
and Apoorva Purohit have 
in common with Sunil 
Alagh? Easy question actu- 
ally: all of them one fine 
day suddenly found them- 
selves relieved of their du- 
ties as heads of their re- 
spective businesses (Deol 
from Barista, Ramasundar 
from Electrolux Kelvinator, 
Purohit as Head of Zee's 
programming. Purohit's exit 
from Zee was the least surprising, of course, considering 
the rather short distance many of her predecessors 
covered at Subhash Chandra's channel. Easily the most 
surprising of exits was that of Sunil Alagh, CEO of 
Britannia Industries since 1993, 

We'll skim over the lurid allegations that were strate- 
gically leaked in the press, but the short point is that Alagh 
got the sack because he allegedly was on an expenditure 
binge since 1994-95, a chunk of which (Rs 3.64-odd 
crore) wasn't approved by Chairman Nusli Wadia. The 








Nusli Wadia (L) & Sunil Alagh: Severed ties 
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official reason, as doled out 
to the stock exchanges was 
that Alagh "breached the trust 
and confidence. . .reposed in 
him by the Chairman and 
the Board of Directors...". 
This line of attack isn't 
the most convincing, and 
many observers did look at 
the entire episode as a witch- 
hunt. After all, what was the 
board and the auditors do- 
ing for all these years when 
Alagh was supposedly in the 
midst of his spending orgy? Meantime, the Britannia 
board did think it prudent to appoint an independent 
firm, C.C. Choksi, to undertake an independent examina- 
tion of the relevant papers and material. Whatever they 
find, it's clear that in the days head, fewer eyebrows will 
be raised when CEOs are shown the door. The days of 
longish five-year stints can also no longer be taken for 
granted, and CEOs will have little time to settle down and 
enjoy the perks of the top position. The mantra today is: 
Perform or perish. It isn't called a hot seat for nothing. 


na - — —— —— BR —Q i$ 


Watch 
it unfold 


25.12.1993 
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The future is here and now. As we 
surge ahead into new territories of 
enterprise and push back the frontiers 
of excellence. Something we have been 
doing quite regularly in course of our 
journey that began on the 25th ol 
December 1995 and completed ten 
eventful years on the 25th of December 
2005. Breaking the mould of doing 
business and recasting the shape ol 
corporate governance. Setting new 
benchmarks for performance and 
providing the first glimpse of the 
horizon that beckons the industry 
Redefining consumer confidence. Yes 


We are making it happen 


LIBERTY SHOES LIMITED 








Liberty House, 4/42, Punjabi Bagh, New Delhi-110 026 (India). 
Tel.: (91) 11-25934943—5. Fax: (91) 11-25934940~—1. E-mail: dei@libertyshoes.com Website: www.libertyshoes.com 
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Fake Stamps, 
Real Scam 


Telgi's dream run comes to an end. 


TL ABDUL KARIM TELGI WAS 
declared a proclaimed offender in 
1996, the real scam (involving politi- 
cians and high-profile police officers) 





Abdul Telgi: He is not going down am 


came to light only in 2003. He was 
selling fake stamps via a network of 
official stamp vendors, and had made 
inroads into 14 states. 

Telgi—and the ever increasing 
number of heads that have begun to 
roll along with his—may be the devi- 
ous brain behind this ingenious scam, 
but the larger issue is the lacunae in the 
country's tax collection system. Instead 
of using a 100-year-old system to col- 
lect taxes, state governments would be 
better off collecting the stamp duty di- 
rectly from users, using existing bank- 
ing channels. This system (direct pay- 
ment and franking the documents) is 
already in use in property deals. Stamp 
duties should also be rationalised. For 
example, the small denominations (like 
Re 1 revenue stamps), where the 
collection costs are more than the rev- 
enue, could be done away with. 

Meantime, the sordid saga prom- 
ises to continue in 2004, with Telgi 
taking some more big names down 
along with him. 

NARENDRA NATHAN 


22 BUSINESS TODAY JANUARY 18 


2004 


ง $ 
v eee Aw 


SEBI Cracks The Whip 


The regulator gets tough on insider trading. S s. 





-'EBI IS A FAVOURITE WHIPPING BOY, BUT IN 

2003 you couldn't accuse Chairman 
G.N. Bajpai of inaction. First the regulator 
hauled up Samir Arora, former Chief Invest- 
ment Officer of Alliance Mutual Fund, for 
manipulating stock prices and insider trad- 
ing, and promptly banned him from the 
market. seg! capped that by banning yes- 
terday's hot-shot broker Ketan Parekh for all 
of 14 years. 

Some of the charges against Arora 
aren't too convincing. That he failed to in- 
form companies when the investment : 
crossed the 5 per cent limit (this is the duty = ธ์ 
of the compliance department and not $ 
fund manager) and that he tried to spook 
the sale of Alliance Capital are the best ex- 


UMESH G 





amples of this. Samir Arora : Will the = — 
But the charge that his selling of Digital charges stick? — ed 
Global shares just before the announce- v deg 


ment of the merger ratio was based on inside information, is serious. E A e 
But here again, will 5 ะ ธ | be able to get enough proof to nail Arora? — 
NARENDRA NATHAN ii: 


MNCs Feel The Heat 


Some of the biggest global brands came under fire. 


HE SWADESHI BRIGADE MAY HAVE LOST ITS TEETH IN 

Global India Inc., but that doesn’t mean the MNCs are 
the poster boys of Indian business. Far from it. Since 
Coca-Cola and IBM were forced to leave India after a sus- 
tained campaign against them in the 1970s, the year 2003 
would have been the worst year for India’s transnationals. 

In February 2003, Delhi's fiery NGO, Centre for 
Science and Environment (CSE), brought out a test report, 
which said that pesticides were found in most bottled water, inclu- 
ding Coke's Kinley and Pepsi’ s Aquafina. The cola-makers promptly 
announced they were sprucing up their bottling plants. Four months 
later, the CSE targeted the soft drinks, alleging that the pesticide con- 
tent in them was about 30-36 times that of European Union norms. 
The subsequent months saw less and less people gulping soft drinks— 
which resulted in an estimated sales drop of Rs 120 crore. 


In October, worms were found in Cad- 
PERS! bury chocolates. The British MNC had to qui- 





ckly announce a new packaging system for its 
chocolates and a “Project Visiwas" to win the 
trust and confidence of the consumers back. 

SAHAD P.V. 
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Dont use a telescope 





Use a mirror. 


Pondicherry has been the setting 
for many a self-discovery story. 
Today, it could be the perfect 
setting for your own self- 
discovery story, with the 
abundance of meditation halls, 
spiritual monuments, yoga 
centres, aromatic oils, fragrant 
candles, soothing incense, quaint 
avenues, imposing cathedrals, =A 


communes, the balmy ocean and 


placid backwaters to help you 
along. Come over and discover 
yourself, one weekend at a time. 


ฐ ู 8 ค “5 ค ด ย, 


เล 


Bub Kas x dak, break. 





For further information, call Pondicherry Tourism at: 91-413-2334575/2333590/2330532. Fax:91-413-2330532, E-mail: e _pttde@sify.com Website: www.tourisminpondicherry.com 
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Bollywood Turkeys 


The year was littered with flops. 


HE YEAR JUST GONE BY HAD PLENTY OF HYPE AND 
hoopla in the guise of Bollywood's ‘big banner’ re- 
leases. It also had its fair share of flops. Trade maga- 
zine Film Information's Editor Komal Nahata picks the 
Abhishek Bachchan-Lara Dutta starrer Mumbai Se 
Aaya Mera Dost as the year’s biggest turkey. The 
film, produced by Vishal Nihalani is estimated to 
have cost a little under Rs 10 crore and is believed to 
have recovered no more than Rs 3-4 crore for its mak- 
ers. Turkey No. 2 would be the Kareena Kapoor- 
Fardeen Khan starrer Khushi, which is estimated to 
have lost some Rs 4 crore. Another high-profile loser 
was Main Prem Ki Deewani Hoon. The honours for 
the most high profile flop of the year, however, must 
go to the Kaizad Guztad-directed, Ayesha Shroff- 
produced non starter Boom. Neither Amitabh 
Bachchan's yak haired wig nor supermodels Madhu 
Sapre and Katrina Kaif's risqué outfits (if they can be 

called that) could save this film. 
PRIYA SRINIVASAN 


Bribe Tribe 





Sex And The Cityslicker 


Now you could, and should, be in trouble for 
making those "innocent" innuendos. 


HE ONE-TIME BLUE-EYED 

boy of Infosys and now 
CEO of iGate Technologies, 
Phaneesh Murthy, thought 
his troubles were over 
when in April his former 
employers reached an out 
of court settlement for $3 
million with Reka 
Maximovitch under which 
she would drop the sexual 
harassment charges against 
him. Infosys and its insur- 
ers picking up the tab. But 
lightning struck again, with 
a vengeance. Within days 
of his taking over as CEO of 
iGate, a certain Jennifer Griffith decided to file sex- 
ual harassment charges against Murthy, who duly rub- 
bished them as ‘baseless’ and ‘motivated by greed’ and 
also vowed to fight the case. 

The second big-ticket case of ‘alleged’ sexual ha- 
rassment pitted Coca-Cola marketing whiz Shripad 
Nadkarni against one-time Miss Universe and now 
Bollywood actress Sushmita Sen. Both parties have 
clammed up since, and hopefully Nadkarni won’t face 
the same fate as Murthy (of lightning striking twice). 
Retired Justice S.P. Barucha has been appointed the 
arbitrator between the two parties, but Sen has prob- 
ably already made her point with the reported Rs 1.45 
crore she received from Coke. 


PAWAR 


DEEPAK G 


Phaneesh Murthy: 
Accused again 


KUSHAN MITRA 


A minister gets caught taking money. Result? His party goes on to win an election. 


ONEY เร NOT GOD, BUT | SWEAR 

on God that it is no less than 
God." That's a translation of the 
line with which former Union 
Minister for Coal and Mines, Dilip 
Singh Judeo, one-time Raja of 
Junagarh (in Chattisgarh), al- 
legedly swallowed a bribe on the 
eve of the assembly elections in 
four Congress-ruled states. Judeo 


put in his papers. Days later his Dilip Singh Judeo (L) & Ajit Jogi: Caught! 
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party, the pup, duly won a clear 
majority in the Chattisgarh asse- 
mbly. A few days later, Chat- 
tisgarh cm Ajit Jogi was thrown 
out of the Congress party after 
he was charged with offering a 
bribe to newly- elected &JP leg- 
islators. The PM moaned that 
the entire episode had sullied 
Indian politics. India Shines! 
KUSHAN MITRA 
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The faster you can spot intruders the faster you can stop them. 








Corporation All rights reserved. 





High-speed intrusion protection from Symantec: How fast is fast? The answer: up to 2 gigabits per second, blisteringly fast 
performance that not only lets you spot intruders in real time but also ensures remarkably rapid throughput. But it doesn 1 just work 
fast. It also works smart, employing an advanced recognition algorithm known as protocol anomaly detection to quickly identify both 
known and unknown attacks. Network intrusion protection is part of Symantec" Enterprise Security, a comprehensive approach that 
integrates the critical security functions — alerting, protecting, responding and managing —to help companies run smooth) 
securely and successfully. Visit www.symantec.com or email us your contact details at custserv.india@symantec.com, and we ll send 
you our latest White Paper, "Intrusion Protection: Reducing Network Security Risk. " 

๑ symantec. 


Eo through concepts, i es andi € life examples. ci ass 
who wants to understand finances. | 
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Can You Trust Your Fund? 


It isn't time to panic yet, but keeping a watch on your MF will help. 


RE-2003 IT APPEARED AN UNLIKELY QUESTION, AND ONLY A HARDBOILED CYNK 

would have thought of popping it. But today mutual funds in the West are 
looked upon with extreme suspicion after a number of funds got embroiled 
in a series of scandals. These include marquee funds run by the likes of Janus 
and the Bank of America, which are being investigated by the New York 
Attorney General for allegedly allowing big institutional clients to trade their 
funds after market hours. To be sure, regulators in the US have been 
working overtime, filing suit after suit against companies over mutual fund 
pricing and trading. One such firm Prudential Securities, for instance, 
was targeted for its apparent failure to supervise brokers in its 
Boston office, who arranged for customers to make improper 
trades. Clearly, the myth that mutual funds are the safest way to 4 
grow your money has been well and truly shattered. Back home, 
not too many scandals have emerged out of the closet, but late trad- 
ing and insider trading aren't exactly unheard of. The good news 
is that the goings-on in the US are a good warning signal for Indian 


funds to clean up their act. G.N. Bajpai: 


BRIAN CARVALHO 
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trends Severe And Acute 


In these times, crisis can strike in any form. 


‘ EMEMBER SARS? NO, IT DOESN’T EXPAND TO 

om all Victory "single and really sexy", as one nurse in 

Singapore apparently chose to interpret it at the 

They got Saddam, but has the US really won the war? id 8 did 

| Organisation—however was no laughing mat- 

ter, hitting many South East Asian economies 

where it hurts most. That's the power of the 

virus, which resurfaced last fortnight in Taiwan 

just when the rest of the world had succeeded 
in eliminating sars from its lexicon. 

More than the actual victims claimed by 
SARS, threatening to cripple economies was 
the fear of the virus, which was resulting in de- 
lays in, if not outright cancellations of, invest- 
ments. Industries that were impacted directly in- 
clude tourism, hospitality, and the airlines. 


George Bush (L) & Saddam Hussein: Time for introspection The fear of sars may no longer exist, but much 
of the damage is already done: The wro, for in- 


hs GE AK 186198" 





HEY FINALLY DID GET HIM—EXACTLY HOW THE WORLD 

might never know—but nine months after George Bush 
launched his onslaught on Iraq and Saddam Hussein, you 
have to wonder: Was it really worth it? The US and its mot- 
ley crew of allies have finally caught the ace of spades 
(Saddam's picture was on the top in a bunch of cards the US 
supplied to its soldiers), but this victory has come at a con- 
siderable cost of money, resources, and lives. 

According to the US Department of Defense, military op- 
erations in Iraq, which lasted till April-end cost an estimated $12 stance, is believed to have reduced its forecast 
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billion. Add to that the cost of transporting troops and mate- of world trade growth in 2003 from 3 per 
rials to the West Asia and the cost of transporting these back, cent to 2.5 per cent because of the sans factor. 
the war itself cost an approximate $26-28 billion. Unfor- India mercifully proved immune to the sARS 
tunately, for the US, the war just did not end on the day virus—the wHo declared India sars-free—but 
(May 1) when President George W. Bush announced the ces- that didn't mean the domestic economy would- 
sation of major military operations. The war and the ongoing n't at least catch a cold. Not only did millions of | 


occupation has cost the US over $90 billion already and will dollars of trade with Singapore and Hong Kong ( 
soon exceed $100 billion (if interest costs are factored in). This get hit, but India's exports to the West also took 
is not counting the costs incurred by the coalition partners. None a beating as most shipments are routed via the 
of these numbers anywhere include the so-called *cost of re- Far East, what with Singapore and Hong Kong 


building’ Iraq, which could well be another $100 billion. being the hub of international trade. 

The US had lost (by the time BT went to press ) almost To be sure, sans wasn't just a Far Eas- 
475 soldiers since the war began on March 19, 2003. Over tern phenomenon, what with even the US 
a quarter of these losses have been in non-combat related mis- economy, which looks to South East Asia in no 
sions. Other countries, (UK, Spain, Italy, Japan, etc) have lost small manner as an export base, taking a few 
over 80 personnel in Iraq. The wounded count stands at al- knocks courtesy the virus. Just when the world 
most 2,700 for the US alone. Add to that the conserva- was beginning to breathe a lot easier post- 
tively estimated 10,000 Iraqis who have lost their lives... September, Taiwan got a rude reminder about 

Factor in also the loss of credibility: Where are those the existence of the sans virus. Hopefully, 
weapons of mass destruction? there won't be any more in 2004. 

KUSHAN MITRA BRIAN CARVALHO 
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Historically, the French have 
always believed in revolutions. 


This one happened in 1920. 


Merlin Gerin forged an international all consumers. Being a generation ahead, the 
reputation in 1920 with its core competencies in products are now a benchmark for the industry 
the main areas of electrical distribution. Since Today Schneider Electric, the world leader ir 
then its range of innovative end-to-end solutions ^ electrical distribution and industrial automat 
in low and medium voltage applications have continues to innovate with the Merlin Gerin range 


continuously improved safety and comfort for of high technology products 


a brand o - , 
Schneider ดี Merlin Gerin 
Electric 


The products featured here are Compact and Masterpact 
Schneider Electric India Pvt. Ltd. 
Corporate Office: A-29, Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110044. Phone: 011-51590000 
For more information, visit us at www.schneider-electric.co.in 
Visit us at Hall No. 6, Stall No. P1 at Elecrama 2004 at Pragati Maidan, New Delhi 








Bharat Petroleum's sol "Industrial & Commercial requirements 


on Fuel 
Fuel. d Solvents _ | EET | Management | .. ezibiz 





Bë smart* Pay! smart. 


P 





Experience the power of the e-world through the newly improved e-commerce portal 
from Bharat Petroleum. A host of exciting features helps you order your petroleum 
product requirements, track your order, get regular price updates, reconcile statement of 
accounts, and even make secure payments through e-banking. 

A 24/7 access to your business needs saves you the time and cost of paper indents, follow- 
up calls and payment hassles. Just log on to http://ebiz.bpc.co.in and stay in control. 





To get ezibiz savvy, log on to http://ebiz.bpc.co.in or write to ezibiz&bharatpetroleum.com 
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ends 
2003-2004 


Predictions 
For 2004 





Boom Times Ahead 


FII interest in India can only intensify. Look out for new all-time highs for stockmarket indices. 


|; 2003 SAW THE HIGHEST EVER 
inflows of foreign institutional 
money, they could easily get big- 
ger in the coming year. As Abhay 
Aima, Country Head, Equities & 
Private Banking Group at HDFC 
Bank, puts it: “What is huge for 
us isn’t internationally. That is 
because what we get now is (still) 
minuscule.” What should con- 
tinue to benefit India and emerg- 
ing markets is the pressure on the 
US dollar. *That's because the US 
has a huge current account deficit 
(currently placed at around 6 per 
cent of GDP)," says Raamdeo 
Agrawal, Managing Director, 
Motilal Oswal Securities. 

So where could the Sensex 
be headed, if flows similar to the 
$7 billion-plus of 2003 continue? 
Nobody’s talking about 6000 lev- 
els any more. Aima is upbeat that 
the 30-share index will cross the 
previous all-time high of 6150 
during 2004. And if liquidity is 
not an issue, the fundamentals 
too look good. Corporate results 


UMESH GOSWAMI 


are expected to be excellent at 
least for the first two quarters of 
2004. The budget too will be re- 
forms-oriented, what with 2004 
being an election year. The BJP, 
encouraged by its victories in the 
assembly elections on the reforms 
plank, will obviously be wise 








HDFC Bank's A. Aima (L) & Motilal Oswal Securities’ R. Agrawal: Upbeat mood 


enough to intensify that thrust. 
What should also help, as 
Agrawal adds, is that the selling 
pressure (from Indian financial 
institutions) is more or less over. 
So any way you look at it, it’s 
boom times ahead. 

NARENDRA NATHAN 


VAGONVA AVINYS 
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The IBM ThinkPad is the pinnacle of notebook technology. When you buy one, IBM recommends Microsoft Windows XP Professional for Business. 


you've earned one. For, no other notebook has won more than 1000 awards, 


including PC Quest Users’ Choice Award {or the last 3 years. Or been India's IBM ThinkPad X31 - Wireless Model 
1 selli f i J (Part No. 26/2CBA) 

No.1 selling notebook for 6 years in a row ๑ Intel” Coniring Mobile Technology 

And it isn't hard to see why. Future-ready technologies in the ThinkPad promise inte!" Pentium® M Processor 14 GHz 


i , ir Connection BOND 
the freedom of wireless connectivity’ and ensure you are online wherever i PR Wnioss ไห แพ ย ก (อ ชั ป 


: intel" 855 Chipset Family 
you happen to be. Ils unique Embedded Security Subsystem? ensures data * Microsoft* Windows" XP Professional 
security and complete peace of mind. A three-year global warranty’ vouches ipee! osa nin jm 
lor the security of your investment e 16MB Video RAM "T 
All IBM ThinkPad notebooks also come pre-installed with Microsoft® Windows’ Vend ห ล ก ค ณา ก ล ต ร ชา ด บก ต 

as Professional which offers mobile users powerful functions in enterprise network e Weight 164 kg 

deployment and management. Resulting in more stability, more security, higher : Ve arose 
performance and grealer ease of use, in any environment - wired or wireless. e ThinkLight Keyboard Light 
You can choose from a wide range of system options to enhance your GO 
ThinkPad experience. And if you buy before 31st January 2004, you can © Three-year CC! global warranty 
save up to Rs.1,85,000 with our Special Projector Bundle. « Price Rs. 145,000/-" 
Not surprisingly, the ThinkPad is still the No.1 selling notebook in India’. Choose an IBM ThinkPad today 
However, to fully appreciate it you have to own one. To buy direct from IBM, locate a 


reseller or for more information 
- www.ibm.com-n/tpdecision 








IBM ThinkPad notebooks, powered by the 
Mobile intel" Pentium" 4 Processor-M or 
Mobile Intel" Pentium” W Processor-M 
are designed to suit varying needs 


R Series: Best blend of portability and essential 
atures. Ideal for sales people. 
Price: From Rs. 54,990/- * 


T Series: A balance of performance and portability 
For the office, at home or anywhere in between. 
Price From Ris. 1,59,900/-* 


X Series: Fxtra- light, extra-small ultra-portable 
notebook Ideal for frequent travellers. 
Price From Rs. 145,000/- * 


LS IVI 
| 
Buy before 31st January 2004, and 
hits ^" & rä- 

_ avail our Special Projector Bundle 

| Buy 5 ThinkPad X31 notebooks (Part N 
26720 BA) and get an IBM microportable projector 
iLM 300 worth Rs 2.30000 at only Rs 45000 * 


e-mail response@in.ibm.com | 
Tr Bangalore - 6787216 
Chennai - 24988508 
Kolkata - 22822126 
Mumbai - 26533577 
New Delhi - 23702022 —< <= : 
IBM Smart Centre - 1600 446666 es es 8 : 
(For Service and Support) — == uUum um z 
| Weekdays 9am to 6pm — — ox + m (2 B 
MOBILE 
TECHNOLOGY 
IBM is a registered trademark ot International Business Machines Corporation in the US and/or other countries. Other Company product of service names may be trademarks or service marks of thes respactive owners. intet, Intel Centrino. intel Inside. the inte! Centrino logo. the 


inte? Inside logo and Pentium are trademarks or registered trademarks of Intel Corporation or sts subsidiaries In the United States and other countries. Microsoft and Windows are registered trademarks of Microsott Corporation Certain Microsoft software productis) included with 
this computer may use technological measures for copy protection. IN SUCH EVENT. YOU WILL NOT BE ABLE TO USE THE PRODUCT IF YOU DO NOT FULLY COMPLY WITH THE PRODUCT ACTIVATION PROCEDURES. Product ส (ห พ ง procedures and Microsott's prhaey policy 
will be detailed during the initial launch of the product. or upon certain reinstallations for the software product(s} or reconfigurations of the computer, and may be completed by internet or telephone (toll charges may apply) Location The Park Hotel, Bangalore 
“Price indicates Estimated Street Price. Sales tax and other levies extra. "Source: IDC 1996-2001 (on revenue) "Source: IDC 04, 2002 (on revenue). "Available on select models. Offer and prices subject to change without pror notice 
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ends 


Driving Into India 


Expect some new car makers to enter the country in 2004. 


HREE NEW CAR BRANDS MAY FIND THEIR WAY ONTO 
Indian roads in 2004. Volkswagen, Nissan, and 


BMW are tipped to be bringing their products into 
India. BMW plans to launch the 3-Series and 5- 
Series and Nissan may bring its sports utility vehicle 
Extrail. Hyundai Motor India will finally launch 
Getz in the B+ or the Fiat Palio segment. Hyundai is 
hoping to sell over 3,500 units of Getz each month af- 
ter its launch (in mid-2004). The company would also 
be launching the Elantra. Also expected are the new 
Honda Accord V6, Toyota Vios, Indigo Estate, 


Chevrolet Tovrea, and Ford Fusion. 


In bikes, both Bajaj Auto and TVS are launching in- 


The Year Of The IPO 


There'll be plenty of public issues to subscribe to. 


NDIV 





Sony Entertainment TV 


SEU 
AB Corp 


๕ Computer 

Bank of Maharashtra 
Dena Bank 

Petronet LNG 

Texmaco (rights issue) 
Securit Saint Gobain 
Punjab National Bank 
National Fertilizer — 


NHPC 
NIPC 
IBP 


Centurion Bank 
Central Bank of India 
Punjab & Sind Bank 
Mahanagar Gas 
ICIC! Infotech 

GAIL India 


Furos ane amounts to be ramsed 


ip Rs owe 
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F YOU'VE MISSED OUT ON THE 


STORMING THE MARKET | stockmarket rally, and can only 


BUE helplessly watch the Sensex gallop 
towards 6000 and beyond, 
there’s still a way to get in and 
make some decent returns. After 
all, it’s now time for the primary 
markets to get a dose of the action, 
and initial public offerings (IPOs) 
provide a great (and safe) route 
for investors to get into stocks. 
The number of IPOs expected in 
the New Year would be more 
than enough to satiate the hungry 
appetites of investors. “There 
would be a lot of opportunities 
for investment since monies in 
excess of Rs 30,000 crore are 
expected to be collected from 
the IPO market in 2004,” says 
Prithvi Haldea, MD, Prime Data- 
base. A warning from Haldea, 
though: Be cautious when the 
IPO rage becomes a frenzy. 
SHILPA NAYAK 


The Numbers Look Good 





IANUARY 15 2004 





Hyundai Getz: Ali 


digenously-developed products to take on Hero 
Honda’s warhorse Splendor. While Bajaj is launching 
a bike codenamed 51 in April and another 100 cc bike 
(codenamed K60) in June, TVS would be launching 
Electra in mid-2004. Market leader Hero Honda, in- 
cidentally, has only a new variant of Ambition up its sle- 
eves for 2004. This could be the year in which when 
Honda Motorcycles and Scooters India (a 100 per cent 
subsidiary of Honda Motor Corp of Japan) launches 
motorcycles. And with the Hero group’s joint venture 
with Honda Motor of Japan coming up for renewal in 
March 2004, tables may turn in the motorcycle market. 

SWATI PRASAD 





Corporate results will continue to please, Q after Q. 


Automobiles: The industry has been growing comfortably 
in double digits on the back of domestic demand. And it 
looks immensely sustainable. “Auto companies should grow 
by 15-20 per cent for the next two to three years” says 
Nimish Shah, Director, Parag Parikh Financial Advisory 


IT: Billing rates are beginning to stabilise, and the margin 
pressure that plagued the iT services sector for long seems 
to be over. “The earlier strategy of competing on price is get- 
ting replaced by value added (innovation) services”, explains 
Ganesh Natarajan, ceo, Zensar Technologies. 


Pharma: Though there was a small blip in the September- 
ended quarter of 2003, pharma companies are expected 
to report good numbers in the coming years. “The factors 
that drive this will be exports picking up and the in- 
creased domestic demand”, says Bhavin Chheda, Pharma 
Analyst at Pioneer Intermediaries. 


Banking: Banks may witness a slowdown, as the long 
rally in the gilt market has just reversed (during the quar- 
ter ended December). Private banks won't be too badly 
affected, though, since the treasury income compo- 
nent is small for them. 

NARENDRA NATHAN 
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introducing the new Microsoft Office System. 


Now users can do more for themselves so you can focus 


Microsoft More than what it used to be, Microsoft Office ts now ar 
Office System htegrated system of programs, servers, services and solutior 


. ‘ : ^ ^ P 5 
on the important things. That's because with Microsoft® oe gua idm 
Office InfoPath" 2003, company forms can now be woe eed PowerPoint" 2003 Mens Server 2003 a Mert % 
xce 2003 Project 2003 Live Commurucations Offu — 
i : - | i © ร ๓ Publisher 3003 Server 2003 = 
automatically updated with the latest information. The FrontPage" 2063: Publisher 2 righ Calutions z 
InfoPath™ 2003 Visio" 2003 VT x 
" ต ์ 4 4 ‘ive Server 2003 ส่ re 
result? Everyone has the most current version, minimizing OneNote™ 2003 Word 2003 เว 0 ล E 
Outlook* 2003 server 2003 n 
rework and data reentry. That means less busywork for D 
them. And better yet, less busywork for you. For more Enabling Technologies E 
- - ๑ Windaws Server™ 2003. Windows" SharePoint Services f 
information, go to microsoft.com/officelT Rights Management Service: = 
i 
23 
bd 
Microsoft 
a 
© 2003 Microsoft Corporation. All rights reserved. Microsoft, FrontPage, InfoPath, the Office logo, OneNote, Outlook, PowerPoint, SharePoint, Windows, Window: Office 
Server, Visio and "Your potential. Our passion.“ are either registered trademarks or trademarks of Microsoft Corporation in the United States and/or other countries 


get a bit more progressive 
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No More Pie In The Sky | 


CAS and DTH could finally become realities in 2004. 
UCH LIKE A CLICHÉD SAAS-BAHU SERIAL, CABLE OPERATORS, MULTI- 


Mi service operators and giant broadcasters have been fighting bat- 
tles (during most of 2003) for and against the launch of conditional ac- 
cess in the country. And so far, the broadcasters have been successful 
in scuttling the launch of cas, which has, at present only happened in 
select pockets of the country. Some like Zee and Star, on the other hand, 
are fine-tuning their direct-to-home strategies. Zee launched its DTH serv- 
ices on October 2, 2003, which according to a company spokesperson, 
has over 50,000 subscribers. An aggressive marketing and advertising 
plan will roll-out early next year. 

With the introduction of CAs and DTH, the number of cable homes 
may grow even further. As of today, 45 million homes in the country 
have access to cable Tv (total number of Tv homes is approximately 85 
million), up from 20 million in 2000. By 2007, this number is expected 
to grow to 64 million. The idiot box rules. 

SWATI PRASAD 


More Power To The Weepy 


The family soap will continue to rule the roost. 


TH RULED THE IDIOT BOX FOR A COUPLE 
of years, but what's starting to affect the 
popularity of once-hot saas-bahu soaps like 
Kahaani Ghar Ghar Kii and Kyunki...Saas Bhi 
Kabhi Babu Thee are the arrival of fresher 
concepts, like Jassi Jaisi Koi Nabin on Sony, the 
story of a clumsy, but intelligent secretary. 
But that doesn't necessarily mark the end of the 
saas-babu theme. At least that's what Sameer 
Nair, Chief Operating Officer, Star India, be- 
lieves: “The soap is a story telling device about 
Indian families," he observes. Sunil Lulla, 
Executive Vice President, Sony TV, feels, 
“there will be a change towards more com- 
petitive and compelling alternative programming”. 

A recent survey revealed that almost 50 per cent of the respondents 
considered the character of Tulsi (from KSBKBT) as their role model even 
though they voted heavily in favour of an equal marriage and an in- 
dependent career. The saas-babu syndrome will go on, albeit with some 
much-needed, progressive amendments. 





“4 


Soap opera: They might just 





SUPRIYA SHRINATE 
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Budget 2004-05 
Revealed 


Even if it's vote-on-account, expect the 
reforms thrust to continue. 


ERE'S WHAT TO EXPECT ON FEBRUARY 28. 
Hopefully it won't be another 135- 
minute crawl. But in defence of Finance 
Minister Jaswant Singh, you'd have to 
admit that he'll have a lot to say in an elec- 
tion year, even if it's not a full-fledged 
budget and just a vote-on-account. "No 
prizes for guessing it will be a populist- 
cum-reforms-oriented budget," as a 
finance ministry official puts it. And once 
budget is announced, peak tariffs will be 
rationalised to 20 per cent or so, from the 
existing 25 per cent limits. The focus 
again will be on reducing import duties on 
various commodities, especially steel, 
copper, aluminium, etc, whose prices 
have virtually gone through the roof in 
recent times. The hardware sector could 
see a reduction in excise duty from 16 
per cent to 8 per cent, and the 4 per 
cent special additional duty (Sap) could be 
done away with. The focus on hardware 
also stems from the fact that the previous 
Budget's special focus on textiles, health- 
care, housing, and auto has paid hand- 
some dividend. "Tax cuts (read govemment 
interver Ytior 1) in these sectors have wor ked," 
avers a senior finance ministry official. 
Another proposal is to do away with the 
2.5 per cent surcharge on corporate tax 
and to promote India as an investment 
centre through greater liberalisation of 
policies. Then there will be the usual pop- 
ulist measures like greater spend on agri- 
culture and rural sector (development of 
wasteland, capital expenditure in agricul- 
tural growth and expansion of irrigation and 
value addition of agricultural produce). 
Subsidies on food and fertilisers won't of 
course be tinkered with. The thrust on 
infrastructure-creation will continue, with 
ports getting special attention. But what is 


-- 


it that industry wants? Says Anand Mahin- . 


dra, Managing Director, Mahindra & Mahin- 

dra: "A pragmatic, reform-oriented, 

forward-looking budget." That's all? 
ASHISH GUPTA 
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The widest range of 
safes that are listed with 
BIS today'! 


Unmatched! 

That's Defender Plus! The widest range of 
BIS-listed burglar- and fire-resistant safes 
from Godrej. 

A range that spreads across 5 category types 
(Class C to Class AA), and available in 7 sizes 
The premier choice of bankers and jewellers 


acrossthe globe. 


Some of its unparalleled features: 

e A double body construction with a 5 mm 
thick outer plate and a proprietary Double 
Duty Barrier - material unique to Godrej 

e All steel parts go through a state-of-the-art 
computerised surface treatment plant - a 
corrosion resistance process unique to 


Godrej. 





He saw... He left? 


e Surpasses the BIS standards on fire 
resistance. Unlike others, offers upto 60 
minutes of fire resistance against 30 minutes 
stipulated by the standards 

e The only category of safes to have an 83mm 
composite barner in door - surpasses the 


stipulated BIS regulation 





e | hese safes are also tested and listed at UL, 


An ISO 9001:2000 & 14001 Business 9 Secunng peace of mind at home and work USA (TL-30). 


With over 100 years of nation-wide leadership in Physical Security Equipment, 
you can completely rely on the latest range of Godrej Defender Plus safes and strong room doors. 


Service across 24 branches and an extensive dealer network. 


Godrej and Boyce Mfg. Co. Ltd., Plant 17, Security Equipment Division, Pirojshanagar, Vikhroli, Mumbai 400 079. Tel 022-5: 164752-63 
Fax: 022-5596 | 509, Email: semktg@godrej.com 

Ahmedabad 5601951-54; Bangalore 2216487/6382/6465/6538/6297; Bhopal 276} | 30/3! /32; Bhubaneshwar 250602 | /20/23/24; Chandigarh / | 200 
704567/709683/896699: Chennai 26245693/26358135/26257331/2625729; Cochin 2354793/2366284/2364129/2382438; Coimbatore 2319/5/ 
5571/9725; New Delhi/Faridabad/Ghaziabad 55507070/7575/7140/7141/7142; Guwahati 2540339/2510762; Hyderabad 23073933/5848/583: 
Ranchi 2510558/738; Jabalpur 5036055/2314321/4543/3499; Jaipur 2545687/5601/5602; Kolkata 23570895-99/23576|08/235768t 
Lucknow 2221671/228963/227712; Mumbai (Fort) 56365741/09, (Vikhroli) 55964166/4167; Patna 2212116/2212117/2237434/5; Pune 6136374 
61/67/68; Trivandrum 2460455/246 | 649; Visakhapatnam 27465 | | /12/13 


CALL TOLL FREE 1600 22 551 | (Mumbai, Delhi and Pune) 


In view of the Godrej policy of continuous devetonment and improvement the dimensions and specifications may be changed without pror nobce or e 
Colours of the products shown moy not match the actual product due to panting ümitanons 
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Year Of The 
Indian Tiger 


In 2004, India will be the place to do business in. 


Bey 2004 IS THE YEAR OF 
the monkey according to 
the Chinese calendar. But as far 
as business goes, it could well 
be the year of the Indian tiger, 
a year in which the world fi- 
nally starts speaking of “India 
with China" in the same 
breadth—both in terms of 
growth opportunities and a 
great place to do business in. 
The positives of the 
world's second fastest growing 
economy (slated to grow at 
7.3 per cent in 2003-04) are now being heard louder 
in the first world: Relatively undervalued stocks, an 
appreciating rupee, strong corporate performance, 
low interest rate, a billion dollars in forex, and a 
huge domestic market are just some of them. 
“What has also changed is the brand image of the 
country and a new-found confidence among Indian 
corporates to take on the world, "contends Jyoti Jai- 
puria, Head (Research), DSP Merrill Lynch. That’s 
why G. Kliesterlee, CEO, Philips, is looking to ramp 
up exports from India in the next three to five 
years. There will be many more like him. 
ASHISH GUPTA 





G. Kliesterlee: Banking 
on exports from India 


Shakeout Season 


‘a f | 


Power tussle: Sonia Gandhi (L) & Atal Bihari Vajpayee 


Clean Sweep? 


The BJP-led coalition is the favourite to win the elections. 


OST LIKELY BY SEPTEMBER A BILLION-PLUS PEOPLE WILL CAST 

their vote to elect some 545 members of Parliament 
in the 14th Lok Sabha elections. And the two big national 
parties—the gP and the Congress Party—along with their 
alliance partners will be slugging it out to gain that 
magic 270-plus seats to form the government. 

One likely scenario: The BJP comes back to power 
with a slight majority, albeit with a little help from its 
National Democratic Alliance (NDA) partners. Expect 
then to see a speeding up of the reforms process, con- 
tends Kashi Memani, Chairman, Ernst & Young. Reason: 
Not only is the BJP convinced that good economics 
translates into good politics—a lesson well learnt from 
the assembly elections—it will also have no fear of fac- 
ing any elections in the near future. "Moreover, it will also 
get greater support from the allied parties, which are also 
convinced about the efficacy of reforms," adds Memani. 

So, expect a consolidation of reforms, even attempts 
at tackling the second generation of reforms and greater 
consensus building on disinvestment issues, if (or rather 
when) the BJP is returned to power. 

ASHISH GUPTA 





There will no more than five big players jostling for a pie of 60 million wireless subscribers by year-end. 


The Leviathans: Bharti Televentures and 
Reliance Infocomm will leverage their all 
India presence. Bharti will fuel growth 
inorganically. Reliance will launch of 
the much popular pre-paid cards and 
enterprise products to grow numbers. 

Tata Group: Has recently acquired 
almost a dozen new licences for offering 
CDMA-based telephony taking the total 
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number of licences to 17. Expect it to 

grab a larger share in 2004. 

BSNL: In a league of its own is the 

government-owned behemoth Bharat 

Sanchar Nigam Limited. The planned 

network expansion is likely to see it 

recapturing its place in the sun. 

Hutch: Deep pockets will ensure survival. 
VANDANA GOMBAR 
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2003's 
Hottest 
Women 


VICE CHAIRMAN & MANAGING DIRECTOR, 
HSBC SECURITIES & CAPITAL MARKETS 








HE'S BEEN A WOMAN IN 4 MAN'S WORLD 

for almost a decade now, ever since she 
put together the J. M. Morgan Stanley joint 
venture in the mid-nineties. Since then she's 
clambered with unfailing regularity onto 
sundry international listings, including 
Fortune's ranking of powerful women. These 
days, though, Kidwai isn't the only Indian 
woman in business hitting the headlines, as BT 
discovered in its November 23, 2003, cover 
feature Tbe 25 Most Powerful Women in 
Indian Business. But she's still the only invest- 
ment banker in that list, cutting mega-deals in 
India's private and public sector including 
the IPO of Bharti Tele, Wipro's overseas listing 
and the Tatas’ acquisition of VSNL. The last 
feather in her cap in 2003 was the Maruti IPO, 
after she took over as Vice Chairman & 
Managing Director of HSBC Securities & 
Capital Markets. There will be many more. 





I VAONVUI AVINYS 
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NEW INTERNET EXPERIENCE 


ONLY FROM FAFA INDICOM 


TOTAL INTERNET 


* GREAT SPEED * SUPERIOR NET TELEPHONY * EXTRA STORAGE SPACE * ENHANCED WEB MAIL 
We gave you the first Internet connection in India, and the fastest too. Now, with Total Internet, you can zoom ahead 
with a whole lot more. 


Make international calls economically and with superior voice quality using Total Internet's Net Telephony. Enjoy 
features like phone book and speed dialing with the Tata Indicom Softphone for Net Telephony. Store all your additional mails 
online with Total Internet's extra storage space. Get enhanced Web Mail with filters, virus scanning and folders. All this, with 
a single TATA Indicom Total Internet pack. 


TATA Indicom Total Internet. Go get the experience of a lifetime. 


TATA 


Total Internet 








MISTING SUBSCRIBERS OF TATA INDICOM INTERNET SERVICE FROM VSNL HAVE BEEN UPGRADI TOTAL INTERN! 

ar Customer Service Phone nos.: Arvi: 02132-242824 * Bangalore: 080-56600121 * Bhubaneshwar: 0674-2546828 * Chandigar! 257119 * Chennai: 044 401 

ibatore: 0422-2578282 * Dehradun: 0135-2668282 * Ernakulam: 0484-2421720 * Gandhinagar: 079-3229905 * Goa: 0832-2783121 » Guwahati: 0361-2468282 * Hyderabad 
230121 * Indore: 0731-5020121 * Jalandhar: 0181-2259765 * Kanpur: 0512-2581282 * Kolkata: 033-23558282 * Mumbai 55990121 * New Delhi: 011 121 * Patna: 061 
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The Money-spinner 


RENUKA RAMNATH, 
MD & CEO, ICICI VENTURE FUNDS 


4 6 BEEN A RELATIVELY QUIET YEAR ON THE 
merger & acquisitions, and private eq- 
uity fronts. Try telling that to Renuka 
Ramnath, Managing Director & CEO, 
ICICI Ventures Funds. A few months 
ago, she got the better of rival bidders like 
CDC Capital and Citigroup Ventures when 
ICICI Venture succeeded in picking up a 
50.17 per cent stake in Tata Infomedia for 
Rs 140 crore. The way Ramnath sees it, 
this is only the beginning, and in 2004 
don’t be surprised if you hear of a few 
more deals sewn together by this engineer- 
MBA who’s also doing a decent job raising 
money. In 2003, she collected Rs 750 
crore through the India Advantage Fund. 
She’s currently managing Rs 2,250 crore, 
and is all set to go shopping. Clearly 
Ramnath’s got the skills not just to con- 
vince investors to put their money where 
her mouth is, but also to cut deals that 
turn out to be win-win propositions for all 
the concerned parties. 


On The Fast Lane 


SULAJJA FIRODIA MOTWANI, 
JOINT MANAGING DIRECTOR, 
KINETIC ENGINEERING 


T 32 SHE'S CALLING THE SHOTS ATA 

Rs 275-crore company that’s 
slugging it out in the two-wheeler 
market that’s dominated by Hero 
Honda and Bajaj Auto. And in 2003, 
Sulajja Firodia Motwani appeared to 
have got her act together, launching 
four new motorcycles at aggressive 
prices. These include the 115 cc 
Boss in the economy segment, and 
the 115 ce executive model Velo- 
city. Motwani isn't exactly a green- 
horn in the rapidly-growing two-wheeler market. Her father inducted her 
into the business way back in 1996, when Honda was still a joint ven- 
ture partner to the Firodias for making scooters. Since then Motwani has 
seen the company through a complete rehaul. Honda is no more an ally, 
and Kinetic has since taken aggressive strides into the motorcycles busi- 
ness via technical alliances with players like Hyosung of Korea. She's 
as hands-on as any cto, making it a point to visit dealers and monitor 
customer feedback. Clearly, the years ahead are going to be extremely 
challenging as Kinetic attempts to take on leader Hero Honda, a reju- 
venated Bajaj Auto, and not-to-be-underestimated TVS Motors. 


The Crusader 


SUNITA NARAIN, 
DIRECTOR, CENTRE FOR SCIENCE AND ENVIRONMENT 


F 
(4% T^ 


VANDANA KANDPAL 





UNITA WHO? ER...SHE'S A DIRECTOR AT THE CENTRE FOR SCIENCE 

And Environment (CSE). Centre for wot? 

A year ago that would have been the most probable reaction if any- 
body mentioned Sunita Narain’s name on the business and social 
cocktail circuit. Today, thanks to Coca-Cola and PepsiCo, 
you don’t deserve any prizes for guessing who she is. 
The cse—be honest, did you know this?—is an “inde- 
pendent, public interest organisation that aims to in- 
crease public awareness on science, technology, envi- 
ronment, and development". The CSE did all this 
and more when it took Coke and Pepsi to the 
cleaners for the allegedly high levels of pesticides 
in their respective coloured waters. Narain’s 
targeted other topline corporates too, right 
from the Tatas to most bottlers of what 
is ostensibly drinking water. Narain’s 
success may be difficult to quantify, 
but you can be sure that with her on the 
prowl, the Indian corporate sector will 
have to make more than just token noises 
about the environment and the consumer. 
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bl's 
Blockbusters 


Ideally we'd like to squeeze all our 26 issues since the 2003 Anniversary 
special into these pages, but our backs would turn sore if we pat ourselves 
that much. So we've decided to pick out six of the best. It wasn't easy. 





Can the Ruias Save Essar? ¢rebruary 16) 


year ago, such a question would have invited (and in fact did elicit) plenty 
Ait incredulous guffaws. After all, here was a business group that wasn't 
only down, but a few thousand feet deep under the ground. Almost every- 
thing that could have gone wrong did go wrong with the Ruias' grand 
ambitions for Essar. Their steel plant couldn't have come on stream at a worse 
time—when steel prices had been hammered to an all-time low. Their 
grandiose refinery project got stuck because nobody was willing to lend. And 
what wasn't helping at all was the group's perception as a siphoner of 
funds that were raised from the public. 

Rather than fade away, the Ruias have chosen to fight it out. Aiding 
them in that comeback bid are steel prices, which are finding new highs 
every month, and which promise to smartly change the fortunes of the once 
deep-in-the-red Essar Steel. What's more, after five years the refinery is 
finally looking a reality with institutions willing not just to lend, but to re- 
structure the Ruias' debt. And their detractors too seem to be silenced. At 
least for the moment. 


Can the Sensex Touch 4000? (march 30) 


Jue question, another one that had many (including at times the writer 
of that story himself) wondering how this gargantuan target for the stock- 
market index could ever be achieved in this lifetime. Remember this was the 
time when the Sensex was having problems kissing the 3,000-mark and the 
Gulf War was threatening to dampen whatever little bullish sentiment 
existed at that time. The market experts BT spoke to did predict better times 
towards the year-end, but the most bullish prediction for the Sensex by year- 
end was 3700. Today, the Sensex is within striking distance of 6000. 
Moral of the story: Don't even attempt to predict markets. Just put your 
mouth where the money is! 
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Hint: Don't let the current lull fool you. 














CFO's Day Out ivay25) 


ges year must go down as the year of the cro. Why? Because he made it to 
the cover of BT, another business magazine coincidentally realised the CFO 
had suddenly come of age, and CFO awards, seminars, and television discussions 
were all over the place. On the cover of CFO’s Day Out was Sumant Sinha, the 
36-year-old former New York-based debt capital markets specialist from ING 
Barings, who’s also the son of External Affairs Minister Yashwant Sinha. Now 
the A.V. Birla Group's PR machinery insists on telling journalists that Sinha 
isn’t the CFO of the A.V. Birla Group, and that D.D. Rathi should enjoy that 
distinction. Perhaps, but Sinha is surely the brightest, and most exciting face 
in corporate finance today. Watch out for him. Other CFOs to keep track of 
include Ravi Ramu of Mphasis, Deepak Ghaisas of i-flex, and N.S. Kannan 
of ICICI Bank. 


City In Sync (August 17) 


T he big story wasn't that Bangalore, a city of six million that's emerged the 
hub of knowledge businesses in India, is changing, but how it is changing. 
How government (Karnataka CM S.M. Krishna), business (Nandan Nilekani, 
CEO, Infosys, and also Chairman of the Bangalore Agenda Task Force) and 
administration (Bangalore Development Authority—its chief, Jayakar Jerome 
shared the cover with Nilekani and Krishna—and other administrative 
agencies like the city corporation and the police department) are forging a part- 
nership to create India's city of the future. 


| How Indian Business Learnt To Fly INDIAN BUSINESS 
(August 31) LEAR 


|: was a Special Issue in more ways than one. It attempted to track the var- 
ious freedoms India, its business world, and its consumers have got 
over the years. Whilst it may be a long time since 1947, few would disagree 
that the real freedom (from limited means, and of choice) came post-1991, 
when liberalisation was ushered in, and economic reforms dismantled 
many of the chains that had fettered Indian business for so long. Better late 
than never, we're sure you'd agree. 

P.S: The I-Day Special also gave BT the opportunity to create a unique 
product of its own: The BT Freedom Index. Check it out if you haven't 
yet and still can. 


What's In Store For 2004 (January 4) 


Or previous issue was a blockbuster because it provided answers to 
questions that matter to most of us. What's more, we were ready with 
those answers first, perhaps when many of our esteemed rivals were busy shap- 
ing the questions. Would the Sensex touch 6000 (okay, that's an easy one; per- Win thon ac ๒ ๕ กา ด 
M: ห ili the economy quicken its pace 

haps will is the wrong word, when would be more apt), will GDP grow by 7.5 Will the Sensex top 6,000? 
per cent, will disinvestment reforms resume, will the BPO backlash worsen, will Will jobs and salaries boom 
interest rates firm up, will salaries boom? Hmm...some of those questions 
aren’t easy ones, but that’s exactly why BT is around, right? 


- 
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Most Visible 
Faces Of 


KUMAR MANGALAM BIRLA 
Earning His Spurs 


I YEAR, SINCE HE TOOK CHARGE 
IN 1995, has been eventful for Kumar 
Mangalam Birla, but the Chairman of 
the Rs 27,000-crore A.V. Birla Group 
would easily rank 2003 as one of the 
more happening. It was the year in 
which Birla succeeded in acquiring L&T 
Cement, after a prolonged slugfest with 
the “professional” management of Larsen 
& Toubro, headed by Mp A.M. Naik. 
The Birla camp’s contention has always 
been that his group and L&T made a 
perfect fit because his management was 
as professional as the one that existed at 
L&T. Finally Naik did give in, and Birla 
today is one of the country’s largest cement 
manufacturers. It was also the year in 
which Birla pulled off a cross-border deal 
by acquiring a 46,000-tonne copper mine 
Down Under. He's done 12 acquisitions 
in eight years, and it's this stress on 
inorganic growth that has helped him 
grow at a cumulative average rate of close 
to 18 per cent over the past eight years. 
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Sometimes, businesses can come crashing down. 


A calamity in your warehouse is a possibility. Think of how much you stand to lose. Insure your business 
with the leading general insurance company in the private sector: IFFCO-TOKIO. Their Trade Protector 
guards you against fire, accidents and associated perils. So that fear has no business dealing with you. 

Surely you deserve as much. 


๑ Home and Family Protector e Auto Protector + Travel Protector ๑ Personal Accidents Insuranc 


Special Perils Insurance « Burglary and Housebreaking Insurance 
๑ Group Medishield Insurance. 
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IFFCO-TOKIC 


GENERAL INNS UPRAWN ( FE 


The Life You Deserve 


r 6 information 


call our Customer Care at 1-600-333303 (toll-free) or 1 
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NIALL BOOKER 


The Underdog Has His Day 


RE-2003 HSBC WASN'T EXACTLY PERCEIVED AS AN 
Po bank relative to most of its foreign sib- 
lings, and certainly not a candidate to acquire local 
private banks in a hurry. So, at a press-conference 
in Delhi, when Niall Booker announced his bank’s 
Rs 306-crore spend for a 14.7 per cent stake in UTI 
Bank, it took everybody by surprise. The 45-year- 
old banker, who took over the Indian operations in 
November 2002, has been touring his company 
offices across the country and making presenta- 
tions to employees on HSBC’s performance in 


Y.V. REDDY 


Ready And Willing 


ONTINUITY WITH CHANGE. 


Governor of 
India, the 


soon after taking over, 


ker with rates. 


agement departments. 


officer. 


> home state Andhra Pradesh. 
also served at the International 





z also stands for Versatility. 
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That's the mantra of the 19th 
f the Reserve Dank of 
60-year-old Yaga 
Venugopal Reddy. If you're won- 
dering what that means, well for 
one, you could interpret it as status 
quo as far as interest rates go—for 
the newly- 
anointed governor chose not to tin- 


Prior to taking over at the RBI's 
helm, Reddy did a six-year stint as 
deputy governor in charge of mon- 
etary policy and internal debt man- 
This 1964 
batch Indian Administrative Service 
with a brilliant academic 
background, spent the first phase of 
his career drawing up plans for his 


He 


2 Monetary Fund as an Executive 
4 Director. Perhaps the V in his name 
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relation to its more aggressive rivals. Booker doesn’t 
rule out further acquisitions and a foray into insur- 


ance is also likely. It’s another matter that his golf 


handicap has slipped from an envious six to nine. 


JASWANT SINGH 


FM Shining 


EN THE 65-YEAR-OLD 
cavalryman finally com- 
pleted his first Union Budget 
speech earlier this year, 135 
minutes had elapsed since it 
began. It caught many by 
surprise—and if one may 
dare say, lulled quite a few 
to sleep too. Apparently it 
was supposed to be a 40- 
minute quickie, but if you're 
the FM you're entitled to go 
on and on. The capital market's initial reaction was 
tepid, but nonetheless the budget had something for 
everyone and Singh had then expected industry and 
trade to "stand up and seize the opportunity". Well, 
now the market is on a high, growth rates have 
picked up, forex reserves are booming, disinvest- 
ment is getting a second wind and Singh has com- 
missioned a campaign suggesting India is Shining. 
However, the fiscal deficit continues to be uncom- 
fortable and with the elections round the corner 
Singh will have to do a balancing act in his second 
budget. For now, he shines, along with most of India. 





VIVAN MEHRA 





Jet Airways receives the Best Domestic Airline Award, 2003. 


At Jet Airways, we're honoured to receive the Galileo-Express Travel and Tourism 
‘Best Domestic Airline’ Award, 2003. We'd like to thank the experts in travel 
and hospitality who've ranked us as the best. And like all our other awards 
we dedicate this one as well to our flyers. After all, it is they who make us 


India's most preferred airline 





JET AIRWAYS 





THE JOY OF FLYING 





GAUTAM SINGHANIA 


Speed King 
UMBAI'S CHATTERING CLASS—ALL ( 
1,500—are probably still talkir 
about Gautam Singhania's party on tl 
third Saturday of December, which 
course was duly lapped up by Page 
content packagers. But the Chairman of tl 
Raymond group of companies is muc 
more than just another common par 
animal. Speed thrills Singhania. Wheth 
he's on the fast-track or on water, he's g 
VIJAY MALLYA the insatiable desire to step on the gas. H 
๑ two sports cars—a Lotus Elise and 
Let The Good Times Roll Honda S2000--dfe now a regular at t 


increasingly-popular drag races arour 


f 
e 
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LMOST EVERY FRIDAY EVENING, VIJAY MALLYA, MEMBER OF THE the country. And on an evening outsic 

Rajya Sabha and Chairman of the UB group of companies, takes a Mumbai’s Gateway of India, you just migt 
flight out of Delhi and heads towards his Kingfisher Villa in North Goa. get a glimpse of Singhania at the wheel « 
Over the weekend, he puts his feet up, and enjoys the Goan sunset, af- one of his speedboats, opening up t 
ter partying Saturday night in his discotheque within the villa. On throttle up to 40 knots an hour. A 
Monday morning, Mallya is back in Parliament. He doesn't have to Singhania about his flamboyant lifestyle 
worry too much about his liquor and beer companies, which are and he'll promptly tell you: "I work hard fc 
run by competent professionals. Probably the best brand ambassador it too." The Chairman of Raymond certain 
the UB group could ever have is its Chairman itself. does, and is currently scouting for acqu 


sitions in textiles and the brande 


menswear segment. 
SCOTT MCNEALY 


Messiah Cometh 


I WAS HIS FIRST VISIT TO INDIA. 

And he did it in style—right 
from making sales pitches for 
Sun, to that inevitable bait- 
ing of Microsoft, and the even 
more inevitable mega dona- 
tion. In four days, the 48- 
year-old Chairman, President 
& CEO of Sun Microsystems 
covered New Delhi, Mumbai, 
Bangalore, and Chennai, and 
was at his sparkling best. 
When a journalist asked him 
about the future of Linux, he 
did his best to confuse him. “I 
don't know why you are get- 
ting so fixated on a piston 
(Linux). We sell cars (Solaris- 
SPARC). In an interview with 
BT, he thundered: *We'll 
change the way people buy 
software." Amen. 
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Two is always better than one. Start conversation over a cup of coffee, gossip during the meals, play 
interactive games together or just lie back and enjoy companionship. And for all this and more, you can 
take along anyone with you almost absolutely free*, when you fly business/first class** with us. 


Your experience will be well complemented by staff attentiveness, efficiency, sincerity, personality and 
warmth of the cabin crew voted as the 'World's best Cabin Staff of the Year 2003', a consecutive third 
year in a row. To make you more at ease, Indian crew is also now on-board. It is just another way of 
getting closer to build a stronger relationship with you. 


IRLINES 


as 
*at the rate of 10%. ** Wherever applicable F mala ‘Sid 
Hurry! Offer valid for limited period only. Conditions apply a 


Going beyond expectation 





For reservations and flight schedules, please call Malaysia Airlines at 011-2335 9711 (New Delhi), 022-5637 0678 (Mumbai), 044-5219 1919 (Chennai), 080-212 2783 (Bang 
040-2341 0276 (Hyderabad), 0484-235 7715 (Kochi), 0431-240 2224 (Tiruchy), 0181-508 9064 (Jallandhar), 079-801 3355 (Ahmedabad), your travel agent or log on t 
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AVANTI BIRLA 


Woman On Top 


à 


W: SEE HER ON PAGE 3. WE KNOW SHE'S 
the wife of industrialist Yash Birla. 


but what on earth does Avanti Birla do?” 
That may be your second question, be- 
cause the first could well be: “What on 
earth does Yash Birla do?” But this piece is 
about Avanti Birla, and if you are one of 
the clueless masses who’ve been pondering 
over this very relevant question, BT has 
the answer. She runs a designer furni- 
ture store of her own, called Yantra. And 
that’s not all, we can assure you. She 
also has an outfit called Birla Lifestyle, 
which operates a coffee shop called 
Coffee Mantra, a personal grooming ad- 
visory called Image Inc, and a hair salon 
called RIAH (hair spelt backwards, don’t 
ask why). So if you don’t see too much of 
Avanti Birla prancing on Page 3, you 
know where to find her. 
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Lightning Moves 


FTER 11 YEARS WITH MORGAN 

Stanley, and managing over 
$24 billion of investments in 
India at the time of leaving, 
Vinod Sethi decided it was time 
to do a few different things. So 
he founded Sethi Capital Inc., a 
New York-based private equity 
firm that would invest in com- 
panies of the future. Now you'd 
expect Sethi to know a thing or 
two about such companies; he 
was the chief investment officer 
and the day-to-day portfolio 
manager of the Morgan Stanley 
Mutual Fund. His investments 
include a mineral water maker 
(in which he holds a control- 
ling stake), a waste management 
firm, and a software solutions pro- 
vider listed in Scotland. Sethi’s 
most exciting passion, as of May 
2003, was Kung Fu. One won- 
ders what he’s up to now. 


UMESH GOSWAMI 





M. DAMODARAN 


Miracle Man 


ส จ THE MAN WITH 
the magic touch. 
Pre-2003, the Unit 
Trust of India (UTI) 
looked like an entity 
whose future was bleak, 
its end near. The port- 
folio looked ragged, the 
reputation was tattered, 
and a mention of the 
brandname tended to 
get people abusive. By 
July 2003, the turn- 
around was in place: UTI 
MF, now a SEBI-compli- 
ant AMC, was able to mop up Rs 1,000 crore with its first scheme in 
just two days. The problem scheme, US 64, was given a decent bur- 
ial in end-May. Today, uri looks shipshape to take on the future. 
Damodaran, meantime, has taken charge of IDBI, where his task is 
rather simple: Perform another miracle. 
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In The 
New Year 


In 2004, some will be more equal than others. Here are some of those vacancies. 


obless growth is a bit like art for art’s sake: It serves little purpose except for the statistician, just as a 
great piece of work that nobody understands might just be good enough for at least the artist to get 
his jollies. So as the Indian economy promises to hit the growth trail, and industry trailblazes with 
record sales and profits, it wouldn’t be unreasonable to assume that companies—at least those in the 
private sector—will be hiring. What's significant, though, is that the demand for some jobs will be 
higher than for most others. Check out if you fit the bill for some of these postings: 


independent Directors 

It’s an enviable slot at the top, as 
marketing consultant Rama Bija- 
purkar and cir's Chief Economist 
Omkar Goswami, both inde- 
pendent directors on the Infosys 
board, will testify. Corporate gov- 
ernance regulations dictate that 
companies bring in outsiders for 
an independent and impartial 
judgment on the board's deliber- 
ations, involving issues of strategy, 
performance, and conduct. On 
an average, expect this tribe to 
make around eight visits to the 
company a year and charge any- 
where between Rs 50,000 and 
Rs 5 lakh a visit. Now, whether 
you like it or not, there aren't 
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Rama Bijapurkar: |n demand 


too many people who command 
the status and respect that Gos- 
wami and Bijapurkar bring along. 
SEBI'S committee on corporate 





governance stresses on the calibre 
of independent directors, and 
clearly hiring any Tom, Harry, 
and particularly Dick doesn't 
count. Other than calibre of such 
directors, what also matters is the 
number. Independent directors 
can constitute up to half of the 
board members, and if the com- 
pany has a non-executive chair- 
man, the 50 per cent limit is 
mandatory. Clearly the demand 
exists, but you have to wonder 
whether the supply does too. 


HR Honchos At BPOs 

The Nasscom-McKinsey study on 
the ITES industry, 2002, predicts 
that by 2004 there will be room 
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for 100,000 HR professionals in 
BPOs. Here, the churn is high, and 
the biorhythm, dry. Retention ex- 
perts hold the key. Given the 
spate of new captive centres as 
well as third-party players opening 
shop, most good HR pros receive 
several offers a month these days 
from reputed organisations like 
Fidelity, BankAm, Accenture, and 
IBM, amongst others. 


EVP, Sales 


As corporates now shift gears into 
growth mode, the focus is moving 
from bottomline related issues 
like cost-cutting to gaining mar- 
ketshare and growing the top line. 
Wanted: people to participate in 
that growth thrust. 


Linguists 

As Indian BPOs flank out to non- 
English speaking turf, people with 
knowledge of multiple languages 
will be in demand. And if the 
spurt in tourism continues 
through 2004, linguists are the 
people to watch. 


Chief Ethics/ 

Compliance Officer 

In the developed world, most pub- 
lic companies are just starting to 
implement programmes to meet 
and exceed the requirement of 
Sarbanes-Oxley (an act dealing 
with board accountability and such 
issues post-Enrongate) and corpo- 
rate reform. The Chief Compliance 
Officer oversees the corporate 
compliance programme, func- 
tioning as an independent and ob- 
jective body that reviews and eval- 
uates compliance issues/ concerns 
within the organisation. The posi- 
tion ensures that the board of di- 
rectors, management, and em- 
ployees are in compliance with 
regulatory agencies and corporate 
policies. Though we may not see 


an overnight transition, the seeds 
are likely to be sown in 2004. 


Chief Knowledge Officer 


A key post wherein the execu- 
tive is responsible for handling 
and leveraging all information 
for business and liaising with all 
the functional heads to syner- 
gise information. 


VP, Datamining 

Remote accessing through IT is 
becoming really big, whether it 
is Customer Relationship Manage- 
ment or database management. 
When a company grows, its bot- 
tomline staff more or less remains 
at the same level, but the topline 
number-crunchers and strategists 
grow by leaps and bounds. This 
gap will be filled by communica- 
tors, customer relations managers 
and connectivity experts—they 
are the dataminers, and they will 
make a difference this year. 


Chief Anti-Piracy Officer 
Media, entertainment, software— 
they all need a specialist to combat 
piracy and the burgeoning grey 
market. As quality starts dictating 
the rules of the game, the corpo- 
rate cop will be called on to patrol 
the flea market. 


CEO, Retail Business 
As consumers get brand 








Raghu Pillai, MD, FoodWorld: He needs skilled personne! to stay ahead of competition 


conscious, retail gets bigger. 
And retailers are getting more 
and more clued in to sourcing 
and channel management. As 
they target the middle-income 
families, pricing becomes critical. 
Ergo, they are increasingly scout- 
ing for people with strong supply 
chain management and sourc- 
ing skills. Four years back, India 
had zero malls, today there are 
over 150, and in four years there 
should be over 500. 


VP, SME Business 


Small and Medium Enterprises 
are a growing business opportu- 
nity for banks, telcos, and IT com- 
panies. A specialisation in this 
field will look good as this is the 
segment that is expected to grow 
at the fastest pace in the coming 
years. This would include busi- 
ness with revenues typically in 
the range of Rs 350 crore. 


CEO and Chief Scientific 
Officer, Biotech 


There is a huge amount of work 
that is being outsourced to India 
in the pharma sector. Biotech, 
although still in the research 
stage, is one of the hottest sec- 
tors to look at and finding a 
head to lead such a company 
from R&D to the marketplace 
is worth millions. 

MOINAK MITRA 
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year ago, when we launched Reliance Infocomm, we 
komised India a new way of life. It was our Founder 


Chairman's dream 





to bring about the 
Meath of Distance’, and we have fulfilled this with our path 
eaking mobile tariffs and entry costs, to bring mobile phones 
within everybody's reach. As 
is quite evident, the first year 


of Reliance Infocomm has quite 





appropriately been the year 
f the 'Mobile Revolution'. Within eight months of the 
ommercial launch of 

ur next generation เณ 50 0 
nobile service, Reliance, with its network in 1101 towns, has 
jene become India's largest mobile operator and the 
Most Trusted Telecom Brand'*. More importantly, with our 
| entry, India, from 
รส ว ว ร บ being one of the 
nost expensive mobile telephony markets has become one 
ff the most affordable. Today, 
one of every ten mobile phones 


iold in the world is bought by 


1n Indian customer. 


‘Source: The Economic Times Brand Equity Survey, 2003 by AC Nielsen ORG-MARG. 









- 


The unique experience of data “ญี 


applications on our hi-tech multimedia 
mobile phones has created world 
records - one million hits on R World in 
a single day and a billion in a month. With all this, it's not 
surprising that India 
or is fast catching the 
world in mobile usage. Soon, the day will come when the world 
will be catching up 
with India! Having เว 
started the mobile revolution we are already looking to 
transform the future with the ‘Broadband Revolution’. 
Our 249 WebWorlds 
ร ล ณ์ operating in 111 
cities are rapidly ushering in the advantages of ‘Real 


Broadband’. In the years to come our Digital Convergence 


Set Top Box will 





revolutionise Indian 
homes with easy access to TV, Video-on-demand, Audio and 
Internet at the press of a button. This 


is only the start of ‘A New Way Of Life’ 





Reliance 
Infocomm 


and a way to global leadership for 


India in the knowledge era. A New Way Of Life 


Mudra:RI:2897 
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NDIA MAY NOT EXACTLY BE GIZMO-LAND, UNTIL OF 
course you squeeze your way into the infamous 
 grey-market shopping havens in the big cities, in 

which you'd find the kind of software and hardware 
that would invariably make you wish you earned two 
times as much you do currently. In the computer 
world, Apple's Power Mac GS rules the roost. Yes, it 
might cost an arm and a leg, but it is fast! But, then 
again, Macintosh is not exactly mass-market. That's 
right up Microsoft's street. Windows ! 
fans can get their PCs (any make) 
equipped with AMD's new 64-bit Athlon 
processor. This really does make certain 
applications a lot faster and data gets 
crunched in double-sized (vis-à-vis stan- 
dard 32-bit processors) bites. 

On the software front, there is 





always a lot happening, and some Grand Vitara: Riding the SUV boom 


good new versions could be seen on 

shopshelves. These include a brilliant 
version of Apple's Final Cut Pro, which can help you 
put a movie together. But for those of us not aspir- 
ing to be Steven Spielberg (or even, ouch, Kaizad 
Gustad), the most significant bit of software launched 
. [ast year was the new Microsoft Office Suite. There 
| may UE Quee a few nayago out there, pui be- 
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Blue-ray discs, 128-bit processing, direct-to- home TV, super-efficient hybrid cars. they w were eall there 
for the taking. But all we can say is: You ain't seen nothing yet | 


lieve us: This is really tiei most t radically advanced - 
version of MS-Office in several years, and is worth 
it for, if nothing else, the far slicker version of MS- 
Outlook (that. e-mail/organiser program that you 
usually wrestle with in the morning). - 


‘The good news for shutterbugs was not necessarily - 


new models of digital cameras, but thar they j just got- 


a load cheaper. Still not cheap enough, though, and - 


when you consider the printing costs perhaps it’s 
still not time for most of us to acquire one. For 
music aficionados (and music pirates, 
never mind the war against them!), 
MP3 players became a lot smaller. 
In fact, Moser Baer made life a 
lot easier by easing the supply 
chain on blank writable cps. 

If there was any one category 
that boomed last year, it’s undoubt- 
edly cellphones. It's pretty common. 
these days to see consumers swap- 
ping phones every few months, the latest acquisi- 
tion not necessarily being the best. Example: Nokia’s 
N-Gage, which is not just unwieldy—you’ve got to 
hold it sideways to your ear to talk-—but has the 
nasty habit of crashing at (naturally) crucial mo- 
ments. BIS s test t N- Gage euplayed t this a | 
























message: ‘Start-up failure. Please contact your retailer.’ 
_ The retailer we contacted had never seen the phone (it 
-— had just been launched) and had no idea what to do. 


In contrast the SonyEricsson T610 is cool, but certainly 
‘not as cool as Samsung 's sleek SPH A600 rotating cam- 


era phone. Over the past few months, Nokia and 
SonyEricsson, to their credit, have done well to launch 


- handy executive phones. The Nokia 6600, for in- 
stance, has a lovely shape and great functionality and 
A the SonyEricsson P900 is possibly the best crossover 


phone/handheld on the market today. 
2003 saw the launch of several 
flat screen television sets and DVD 
players—with more competitive 
price tags. In fact, today a 21- 
' inch flat-screen TV costs down- 
wards of Rs 15,000 and a pvp 
player is available for only Rs 
5,000. And it can only get better 
from here, what with Chinese prod- 
ucts expected to invade the market—one Chinese 


Hong Kong partners add value 
to your China business 


consumer electronics producer, Haier, had a 


December launch. Expect price-cuts on products like 


thin-panel LCD and plasma screen TV sets and com- 


puter monitors too. 

We can't leave out the cars, can we! 2003 was 
clearly the year of the suv, with the Suzuki Grand 
Vitara, Honda CR-V, Hyundai Terracan, and the 
Chevrolet Forrester hitting the roads. Yet, the best 
four-wheeler to be launched last year arguably is the re- 
vamped Honda City. It’s the most radical looking car 
in India, has stunning fuel economy and despite its size 
is very spacious, due to its 'cab-forward' design. 2004 
will of course be a year of even more exciting launches, 
the new Tata Indica Estate being just one them. 

2003 was not the most happening of years on the 


technology front, but this year we did see glimpses 


of what the future might hold for us in India. Blue- 
ray discs, 128-bit processing, direct-to-home TV, 
super-efficient hybrid cars.... Let's see what 2! 04 
holds in store. 





Hong Kong companies have unparalleled expertise 
and experience in manufacturing, sourcing, 
marketing, financing and other professional services. 
Coupled with their extensive experience in the China. 
Market, they are the perfect partners for tapping 
this exciting market. 


Supported by a vast database of 100,000 quality 
Hong Kong business contacts, our team of Business 
Matching specialists can match you with companies 
that meet your needs for specific products, services 
or expertise. 


Fax or e-mail to TDC Singapore Office or visit our 
online. service at www.hkenterprise.com for 
Business Matching service now! 


Singapore Office: 
Fax: (65) 6538 7167 / E-mail: singapore. office@tdc.org hk 
Hong Kong Head Office: 


Tel: (852) 2584 4333 / Fax: (852) 2824 0249 
E-mail: hktde@tde. org. hk 
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The long-term trend is bullish, and if you're looking towards Dalal Street, here are 10 stocks 
that are set to beat the market in the new year. 


"HE | MONSOONS WERE 
generous, the macroecono- 
mic numbers are strong, in- 

dustrial activity has picked up, order 
books are bursting at the seams, 
corporate results are impressive, 
and sustainable, interest rates are 
down, inflation is under control, Fis 
are pouring it in, and forex reserves 
crossed the $100 billion-mark last 
fortnight for the first time. Now if 
ever there was a good time to invest 


in stocks, it's now. Expect some minor 


corrections, but the long-term trend 


is clearly bullish. Here are 10 stocks 
that could beat the market in 2004. 


HDFC (Rs 659) 
Synonymous with 
Indian households 
over several decades as the most 
trusted and friendly home loan 
provider, HDFC’s focus on the ret- 
ail segment is paying rich dividends. 
What should also. hasten the growth 
impetus is the reduction in interest 
rates coupled with very realistic 
property prices. 


Aventis Pharma (Rs 682) 

Aventis is one of the most profitable 
MNC pharma companies and oper- 
ates in the fast-growing cardiovas- 
cular, anti-allergic, and anti-infective 
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segments. “A niche focussed product . 


portfolio, with presence in several 


high potential areas and growth in 
F. exports makes it a company 





. with strong 
tis future pros- 
pects," avers 


Rajiv Thakkar, Head (Equity 
Research), Parag Parikh Financial: 
Advisory Services. Since the com- 


pany invests large amounts of monies 


Nestlé (Rs 660) - 







Nestlé has ved ๓ 


folio 0 with continuous new 
launches should see the g ๐ 8 pem mo- 


mentum contin- - 
 uing into the for- E 
i eseeable future,’ s 





on a small basket of products, it pen 


derives benefits of focussed mar- 


keting, economies of scale, and. 


tremendous brand longevity. 


Hero Honda (Rs 462) 

Improvement in the agricultural 
sector on the back of good monsoons 
is expected to translate into strong 
growth in motorcycle sales in the 
second half of the current year. Hero 
Honda is also expected to benefit 
from the 
soft inter- 
est rates 
that have 
driven demand for two-wheelers. 
“We expect the company to post a 
net profit of Rs 400 crore in the sec- 
ond half of 2004 as against Rs 210 








crore achieved in the first half,” | 


says Motilal Oswal, CMD of Motilal 
Oswal Securities. | 


cient ne wading capital management, a 


BHEL (Rs 490) 
BHEL derives over 65 per cent of its 
revenues from the 
. power sector. The 
-expected capacity ad- 
ditions by power. 
g . companies and the 
refaris bappening i in the industry. 





would benefit BHEL immensely. “The — 
company has a significant order ^ — 


book position," says Nilesh Shah, 
CEO (Broking) of Edelweiss Capital. 


Indian Hotels (Rs 460) 
are getti ting g better ed the 





jess,“ Y ees po 








number of business 
^ . visitors, as well as lei- 
sure travellers. The 
company is building Q > 
its brand and lookin 
beyond India for expanding its chain 
of properties. “The company should 
get 2.5 to three times book value 
(which means that its marker value 
of assets is much higher than its book 
value),” says Chetan Shah, Head 
- (Research), Quantum Securities. 





$BI (Rs 522) 


~~. The largest bank in the country has 
=` caught up rapidly on the technology 
front over the last two years and 
should make similar progress with its 
asset quality as well. The spi man- 
agement expects the pressure 

b on net interest margins (NIMs) in 

| the last quarter to subside. A 
Strong growth in NIMs Is ex- 














pected at 14-15 per cent in the third 
quarter “We expect earnings to grow 
by 21 per cent in fiscal 2004 and 16 
per cent in 2005. The consolidated 
EPS for FYO4 would be Rs 102, giv- 
ing the stock a P/E of 5x,” says 
Oswal. Now isn’t that attractive! 





Tata Motors (Rs 438) 

The auto giant’s design to execution 
capabilities make it 
unique in the domestic 
sector. The recent 
buoyancy in the vehi- TATA 
cles market is expected 

to spill over to the next fiscal. “At 
ower break-evens the profits will be 
strong,” points out Shah of Quantum. 





GE Shipping (Rs 147) 

Freight rates are expected to give a 
strong fillip to the company’s earnings 
in 2004. Despite the cyclical nature 
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Now heavy good 
take a smarter ro 


to market. 


can now transport heavy goods swiftly and securely to their final destination, 
much less than you'd expect. Whether you're importing components or exporting 
hed goods, you'll benefit from our wide range of innovative and flexible services that 
e DHL Fast Forward the revolutionary and cost-effective shipping solution. Take the 
. challenge right now and discover why the world no longer has to wait for heavy goods. 
ply log onto www.fastforward.dhl.com or call us 24 hour toll-free on 1600 111 345. 


EA EN 
T 


of the industry, the per- 

formance of the com- a 

pany has been good, With D 
significant acquisitions in the current E 
fiscal, the growth momentum sho- | 
uld continue right through till 2005, 

















GAIL India (Rs 226) ; 
This gas distributor will operate the a 
national gas grid, which is estimatec 
to be operational by 2008- 
09. Under the administered 
price mechanism, GAIL’s fi- 
nancial performance has 
been steady. But market-driven pric- 
ing will now add some more sheen 
to the bottomline. What shouk 
also send this stock heading north- 
ward is the 10 per cent equity dilu- 
tion recently approved by the Cabi 
net Committee on Divestment. 











- 





(Stock prices as on December 26, 2003) 
SHILPA NAYAK 
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Maruti Udyog 


T MAY HAVE NOT BEEN THE YEAR OF THE IPO, 
but it was the year of Maruti’s (Managing 
Director Jagdish Khattar, right) IPO for sure. At 
a time when the current bull market rally had- 
n't yet quite taken off, the promoters of India’s 
largest car-maker—the Indian government and 
Suzuki Motors of Japan—decided it was time to 
make a public offering. The timing couldn’t 
have been better, and the Maruti issue appears 
to have opened the floodgates on Dalal Street. 
After yielding control to Suzuki for Rs 1,000 
crore, the government decided to offer 25 per 
cent of its holding to the public via the book- 
building route. After a series of splits from a face- 
value of Rs 100 to Rs 5, the floor price for 
the IPO was kept at Rs 115. The issue was over- 
subscribed 13 times and the government actually 
ended up retaining 10 per cent of that amount, 
and the price rose to Rs 125. On the first day of 
listing, the stock spurted 35 per cent. These 
days it trades in the Rs 360 range, an apprecia- 
tion of almost 300 per cent, handily outper- 

forming even this bull market. 
KUSHAN MITRA 


ไล ลา ท ร แท 
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VIVAN MEHRA 





Fast Forward. The revolutionary 
new way to move heavy goods. 


ว น can now transport heavy goods swiftly and securely to their final destination using 
HL's express service, often for less than what you're paying your existing freight 
ค ว ขั ต ล And we can prove it. Whether you're importing piston rings or exporting crankshafts, 
u'll benefit from our wide range of innovative and flexible services that make DHL Fast 
»rward the revolutionary and cost-effective heavy weight shipping solution. Take the DHL 
iallenge right now and discover why the world no longer has to wait for heavy goods. 
mply log onto www.fastforward.dhl.com or call us 24 hour toll-free on 1600 111 345. 


ur Toll Free 


all อ 
600 111 345 











ae. 





ends 
2003-2004 


Atal Bihari Vajpayee 


ห THERE IS ONE PERSON WHO 
can walk away with the 
“Politician of the Year” trophy 
without even a murmur of 
protest, it is unquestionably the 
79-year-old Indian Prime 
Minister, Atal Bihari Vajpayee. 
His position in history is already 
assured—as the first non- 
Congress leader to complete a 
five-year term leading a 24- 
party coalition. “His strategy 
of combining diplomatic repo- 
sitioning, India’s growing eco- 
nomic clout, and military firmness has given the coun- 
try a new importance in the international league,” 
says BJP President Venkaiah Naidu. 

It is the PMO that has really been driving the reforms 
agenda, clearing the air whenever various ministries have 
squabbled. In fact, at the 50th meeting of the National 
Development Council last January, the PM not only signal- 
led the government’s resolve to accelerate and expand 
reforms, but also focused on four major development 
issues: poor governance, barriers to internal trade, cre- 
ating an investor-friendly climate and empowerment 
of panchayats. Vajpayee’s second innings has just begun. 
ASHISH GUPTA 





M&A 


Grasim-L&T Cement 


|: TOOK ITS TIME TO HAPPEN, BUT ONCE IT DID IT WAS 
certainly worth all the effort put in by the A.V. 
Birla Group's experienced corporate finance team 
led by cro D.D. Rathi (above). Clearly such a 
think-thank came in good use, what with the ac- 
quisition not proving easy. There were the institu- 
tions with which Birla had to hectically negotiate 
with (the Fis are the single-largest shareholders in the 
company). Finally, after months of to-ing and fro- 
ing, the L&T management agreed to cede control in 
the demerged cement company to Grasim. This 
deal has helped the Birlas become the largest cement 
manufacturer in [India with a combined capacity of 
around 31 million tones per annum. The closest 
competitor is the Gujarat Ambuja-ACC combine 
with around 30 million tones. 

As per the three-step demerger plan, L&T will 
hive off the cement business into a separate com- 
pany, Cemco, where the parent (L&T) will hold 
20 per cent. The entire process is expected to be 
over by the middle of 2004. At the L&T EGM on 
February 3, these demerger plans will be discussed. 
The tough part, Birla will agree, is over. 

NARENDRA NATHAN 
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Mukesh Ambani 


ONTROVERSIES, LITIGATION, POOR 

connectivity, rival networks 
blocking calls and messages...the 
odds were clearly stacked against 
Mukesh Ambani's grand telecom blue- 
print. Despite his detractors writing off 
Reliance India Mobile (Rim) in early 
part of 2003, the Chairman of 
Reliance Industries delivered what he 
promised in 2002. Within 10 months 
of launch, Rim has garnered a 23 per 
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cent marketshare in the wireless te- 
lephony market (Gsm and coma), with 
the backing of 52.13 lakh subscribers 
(as of November 30, 2003). rim is 
adding 30,000 subscribers each day. 
There’s plenty more to come: 
Netway, broadband for enterprises, 
Reliance mobiles with cameras, 
pre-paid cards, and Java Green 
Coffee Gourmet shops at Reliance 
outlets. Seems like Ambani is poised 
to eat into the marketshare of Gsm 
players in the coming months. 2004 
could well be his year too. 
SWATI PRASAD 



















CHEVENING 
TECHNOLOGY ENTERPRISE 
SCHOLARSHIP PROGRAMME 


Do you have a Ph.D or equivalent 
technology expertise? 


Take advantage of a full scholarship 
for training in the UK 


The Chevening Technology Enterprise Scholarship (CTES) 
Programme gives you the skills to commercialise technology 
innovations in large companies or start-ups. 


lf you are interested in this prestigious international 

nine-month programme and want to become one of a 
growing number of highly skilled, motivated and globally 

= aware technology-based professionals, then apply now at 


www.ctesnet.com 


Last date for applications: 1 March 2004 


Contact us at: 
enterprise.scholarship@in.britishcouncil.org 


Partners in the CTES Programme 


CSEL 


Tee sere !' 
Scientific Enterprise 
— LONDON — 
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Keeps faith in himself. 
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HE BANKING SECTOR WAS DOUBTLESS ONE OF THE STR( INGER FLAVOURS 
Ta 2003, but few banks—private or public—can hold a candle to 
HDFC Bank’s quality of assets and earnings, and also its pace of 
growth, even after reaching a balance sheet size of Rs 30,000 crore. 
Aditya Puri, Managing Director, HDFC Bank, has plenty to be proud 
of: a high and sustainable fee income, low cost of funds, a roaring cash 
management system for stock exchanges and corporates, and a 35-lakh | 2E 
strong customer base, 25 lakh of which are demand accounts. And every ! ณ์ 
month, Puri’s adding some 1 lakh accounts. 

At the same time, HDFC Bank is opening up newer revenue 


streams like supply chain management for large corporates, which al- HY DO INVESTORS LOVE RELIANCE SO 
lows for instant money transfer between a company and its clients. Puri’s VV mnt Is it for a) petrochem, b) 
also filled the one glaring gap that existed in his bank’s portfolio— hous- oil & gas, c) petroleum products mar- 
ing finance—by tying up with parent HDFC to market its home loan keting, d) telecommunications? It’s 
products for a commission. We could go on, but by now you should tough to choose actually from any of 


be convinced about HDFC Bank’s status as India’s No 1 bank. these businesses, some in which the 


xh ER ea ed On Ambanis enjoy supremacy (petro- 
chemicals) and others (like oil & gas 

INVESTOR and telecom) that promise to add huge 
. new revenue dimensions to the 

Ra kesh Jhu n | h U nwa | a Reliance group. According to the com- 


pany's estimates, oil & gas could record 
























WES THE STOCKMARKET RALLIED THROUGH incremental annual revenues of Rs 
the better part of this year, Rakesh Jhunj- 10,000 in three to four years. 
hunwala was driven to exasperation by persistent The other new businesses also ap- 
doubts raised by journalists and fellow investors. pear poised for exciting times. The 
“Is this rally for real”, “Will a HM/KP kind of scam Ambanis expect to have 1,500 retail 
send the market crashing”, were some questions outlets for marketing petroleum prod- 
he had to answer virtually every day. Jhunjhun- ucts by June this year. And the most 
wala saw this rally coming way back in May 2002, exhilarating of projections is that 
when he told a pink daily: “We are at the thresh- Reliance Infocomm—which at one 
old of a structural and secular bull run... The incre- time looked like a monumental blun- 
ase in FII investment is inevitable..." Some scoffed, der—is poised to enter the black in its 
others ignored him, but a few who did believe him first year of operations. Small won- 
must have surely raked it in. “I am happier that I der then that Reliance Industries, besi- 
stand vindicated rather than that I made money,” des emerging as BT's Most Valuable 
says R.J., who’s estimated to have trebled his in- Company, also bagged “India’s Best 
vestments to Rs 600 crore in the current rally. Managed Company” Award in mid- 
Confident that the market will stay bullish, Jhun- 2003, based on a BT-A.T. Kearney 
jhunwala is now looking for a new home, taking Study. For India’s No. 1 private sector 
up a plush 4500 sq feet office in Nariman Point, company with sales of $13.7 billion 
and is expanding his team from six to 20, When (Rs 63,020 crore), there are still plenty 
the going gets good, Jhunjhunwala gets going. of more chapters to be written in the 





DIPAYAN BAISHYA Ambani growth story. 
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Why buy separate functions 
when you can get 
a multifunction device to cover 
your needs for Rs. 40,000* only? 


THE DOCUMENT COMPANY 


XEROX. 


Xerox WorkCentre® PE 16 
Print/Copy/Scan/Fax Xerox Modicorp Limited : A Xerox and Modicorp Joint Venture 





Multifunction devices for corporates and small offices. 

*Sales tax and other government levies extra. 
Xerox Modicorp Limited, 19th Floor, DLF Square, Jacaranda Marg. M Block, DLF City Phase-ll, Gurgaon-122002 (Haryana) India. Tel: 0124-2561930/40, Fax: 0124-2561255 
E Ahmedabad: 798605555 & Bangalore: 9844266836 Bi Bhopal: 9827055088 & Bhubaneshwar: 9861023630 li Chennai: 9841050993 Bi Cochin: 9847061953 i Delhi: 9811592773. 9811569777 
E Guwahati: 9864023356 W Hyderabad: 9849041360 8i Indore: 9826254590 li Kolkata: 9830124748 WW Lucknow: 9839022219 ส Ludhiana: 9815001202 B Mumbai: 9821214886, 9820549098 


ll Pune: 02031005806 li E-mail: digital solutions@ind.xerox.com ส ี Website: WWW xerox com/india 
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THIS SEASON, CAPTAINS-OF INDUSTRY 
WILL EXCEL ON DIFFERENT GROUNDS. 
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Witness some of India’s biggest names in business play a whole new 
ball game. Royal Challenge presents Business Today Pro-Am of 
Champions 2004. Held for the 9th year, this is India's only PGAI 

recognised pro-am golf event and the common ground for distinguished 
names in business and golf. Where the national winners will win exciting 


holidays to foreign destinations, courtesy British Airways and Marriott 


Global Sales. It is life with a little challenge. Are you game for it? 


Entry by invitation only 
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B-SCHOOL 


IIM-A 





ERRY RAO WAS THERE. SO WAS M.S. BANGA. 

And K.V. Kamath. And Kishore Chau- 
kar. N.R. Narayana Murthy even worked 
there. If you haven't guessed by now, 
we're talking about the hallowed Indian 
Institute of Management, Ahmedabad 
(IIM-A). Rao, Banga, Kamath, and Chaukar 
are all part of the recently founded 
Alumni Council of IIM-A. 

But all these CEOs are creations of the 
past. What is it about IIM-A that makes it 
tick today—and in the process the best B- 
school in India, according to a BT sur- 
vey? It could be the alumni, and the faculty. 
And also the institute's method of in- 
struction. The case study format may not 
be unique to IIM-A, but it's the sheer depth 
and intensity it injects into a case study that 
makes it possible to bring it to life. 
Unsurprisingly then, IIM-A tops the charts in 
terms of brand equity, enjoying the highest 
recall amongst MBAs, wannabe MBAs, HR 
heads, young executives and functional 
heads. Giving IIM-A a run for its money, 
however, is IIM-B, which scores higher (al- 
beit marginally) on parameters like repu- 
tation, placement, quality of placement 
and faculty. But at the end of the day, as 
marketers (not only those from IIM-A) will 
tell you, it's the brand power that counts. 
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STATE FOR BUSINESS 


vance of Mumbai in the Indian economic — 










Maharashtra 

F MAHARASHTRA EMERGED TOP DOG, IN THE | 

BT-Gallup survey of The Hottest States 
For Business, it's with good reason: |. 
Superior infrastructure, a vast pool of | 
skilled labour, and an almost endless sup- _ 
ply of raw material are just three of them. 
But, without doubt, what also helps - 
Maharashtra top the charts is the rele- — 



















and industrial scheme of things: Most ofthe MEER 

banks and financial institutions are con- — vwrsucoswawr 

856) are located in this city, and the biggest corporate houses (Reliance, - 

the Tatas, and the A.V. Birla Group) are headquartered in what's still 

known as Bombay for most of the city's populace. ม 7 
Of course, it isn't as if everything is hunky-dory in Maharashtra. 






If Chief Minister Sushil Kumar Shinde wants to hold on to his numer 
got to get a grip on the security issues that plague the state. The in- 
frastructure too needs to be beefed up, and numerous initiatives tha 
have been blueprinted need to take off fast. Otherwise, Mal 
may soon lose its position of eminence. = — — | 
5 BT'S BEST EMPLOYERS 


A IN INDIA survey reveals, 
it isn't necessarily the better 
performing, or the higher 
profile, or the more ag- 
gressive companies that are 
great havens for their em- 
ployees to work in. Last 
years No. 1 Best 
Employer was Procter & 
Gamble (Chairman Bharat 
Patel, left) a huge name 
in healthcare and fast- 
moving consumer goods 
globally, but certainly not 
the biggest FMCG player 
in India (not by a long 
way). But it certainly does 
hit the headlines for its employee-friendly culture. 

P&G hires freshers straight out of B-school, and empowers 
them to build the business. For instance it isn’t uncommon 
for virtually fresh recruits to be put in charge of brand launches. 
What also helps is that the Indian operations are a huge talent 
pool for P&G worldwide, and it isn’t uncommon for two and 
three-year-young P&G-ites to be picked up by other P&G oper- 
ations in the region. So, if your goal is to become an entrepre- 
neur manager, you know where you should be headed. 





EMPLOYER 


P&G 


























SUPER POWER 


Twelfth Anniversary Logistics 


The rationale behind the issue and some tips on how to read it. 


T’S POETIC JUSTICE OF SORTS THAT BUSINESS TODAY, 


a magazine that believes in the power of ideas, 
is the first publication to recognise a truth 


that stares us all in the face: That India is a na- 


tion of ideas and an ideas-superpower in the 


. making. Chances are, this won't be the last you hear 
on this topic. 

The idea for this issue came from several sources 
and in several forms: a government-owned labo- 


ratory filing the most patents in the country; the 


chief of another government-owned | 
laboratory defecting to the private 
sector; a resurgence in venture cap- 
ital activity in the country, this time 
focused around the creation of IP 
(Intellectual Property); a continua- 
tion of the trend of multinationals 
putting down research laboratories | 
and development centres in India; 
and a significant growth in patent- 
filing activity by Indian companies. 
Like all good ideas it grew and grew 
till it acquired a life of its own. 

Early on in the making of this, 
BT's Twelfth Anniversary Issue, it 
became evident that this wasn't just 
about multinationals setting re- 
search-shop in India. 

That's a trend that began almost 
two decades ago and although it has gathered mo- 
mentum in the recent years, it isn't a new phe- 
nomenon. Nor is it all there is to India being an 
ideas superpower. The currency of any ideas rev- 
olution is IP, more significantly, patents. If our 
hypothesis on India becoming an ideas- “superpower 
was right, the reasoning within the magazine went, 
then it would show in the number of patents being 
- filed from India. 

Sure mes in 2003, some L ,700 ” filed at 
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the US Patent and Trademark Office were assigned 
to Indian companies or inventors (the number was 
1,200 in 2002). These numbers were some of the sig- 
nificant ones that emerged from a first of its kind sur- 


vey of patent filing activity in. India, comducted for 


Business Today by our research partier Evalueserve, 
an IP research firm. - ee CH 
It also became evident, early othar not “all the. = 


Big Ideas evolving had to do with. technology. 
| Tar explains the sheer diver: 


ty of the ideators pro- 
filed in this issue: from ITC's Yogi 
:: Deveshwar and S. Sivakumar, the 
men behind the e-choupal i idea that 
could revolutionise distribution to 
Ramesh Ramanathan, a former 
Citibanker who is rewriting the 
ร: ' ed democ- 











to Dr Eo ule, who ve 
shown that profitable and charita- 
ble healthcare can co-exist. 

One common thread runs 
through the 11 profiles in this mag- - 
azine: each of these individuals has 
a Big Idea, and this could change 
the world. 

Interspersed with the profiles— 
they are undoubtedly the piece de resistance of 
this issue—are columns on the same theme by 
such worthies as Council of Scientific and Industrial 
Research head R.A. Mashelkar, Andhra Pradesh 
Chief Minister Chandrababu Naidu, ICICI Bank 
Chairman N. Vaghul, Reliance Industries Chairman 
Mukesh Ambani, and management guru C.K. _ 


` Prahalad and features authored by our own writers 


on some of the idea- revolutions happening around 
us. Happy Radu Ww ' 
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A Dozen Re sons 





YESTERDAY, THE WEST SAW INDIA AS THE 
LAND OF SNAKE CHARMERS AND NAKED | 
FAKIRS. TODAY, IT SEES US AS A HAPPENING" 
MARKET AND A POTENTIAL RIVAL. 

HERE'S WHY THIS PERCEPTUAL SHIFT 

WAS PRE-ORDAINED. 















The Boffin At The Bhawan 


India's President, a scientist himself, is reflection of the nation's aspirations. 


NFOSYS’ SPRAWLING BANGALORE CAMPUS, RANBAXY'S RESEARCH FACILITY IN 
Gurgaon, and Rashtrapati Bhawan have come to figure in the itinerary 
of most heads of state and heads of business who visit India. The pres- 
ent occupant of the Bhawan is the son of a fisherman who rose to be one 
of the country's most-respected scientists. If a nation is known by its first 
| citizen, then India is, at once, a meritocracy, a hotbed of scientific 
talent, and a developed nation in spirit. 
Since July 25, 2002, when he took up office, Kalam has delivered 
230 speeches on subjects as varied as fashion technology, the challenge 
i of development, even the use of nano-technology in brain surgery. The 
typical speech ends with a series of questions, a sort of try-this-for-size 
challenge the President tosses out to all takers. Posing questions 
comes naturally to Kalam the scientist. Once, when he was head of 
India’s Defence Research Development 
Organisation, he visited a friend who A.P.]. ABDUL KALAM 
had undergone an angioplasty. He got HON. PRESIDENT OF INDIA. 
talking to the surgeon in charge, Dr Som ละ แพ แนะ แร ก จ น น 
Raju, about stents, metal spirals inserted into 
the blood vessel. Angioplasties were expensive, explained Raju, because the 
stents cost Rs 75,000. Kalam got a local defence research lab to collaborate 
with Raju; the result was the indigenous Kalam-Raju stent, made with the same 
anti-corrosion technology used in submarines and costing around Rs 5,000. 
This background gives the President’s call to arms credibility: management 
guru C.K. Prahalad heard Kalam’s call to make India a developed country by 
2020 for the first time at a conference in Cochin. His reaction: Nothing like this 
had happened to India since Mahatma Gandhi's call for Poorna Swaraj. That's be- 
cause, nothing like A.P.]. Abdul Kalam has, either. 
VIDYA VISWANATHAN 
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The Father of Coders 


The founder of TCS engendered India's most global industry, software. 


F YOU ARE AN INDIAN, GOES PREVAILING 

logic, you must be a good software 
engineer. The image of Indian coders 
going at it in Silicon Valley, the heart of 
the world's technology industry, has become so ubiq- 
uitous that mainstream American media is no longer 
excited by once-novel disclosures about a canteen 
at Oracle serving sambbar. Attribute that to one 
man: Fakir Chand Kohli. In the early 1960s, Kohli, 
now 77, was a director on the board of Tata Electrical 
Company, one of the six utilities in the world to be 
digitised; in the late 1960s, when the Tata Group dec- 
ided that Tata Consultancy Services (TCS) would focus 
on technology solutions, he was a natural choice to 


2 KOHLE i 


FORMER DEPUTY CHAIRMAN, TCS 
Technocrat, manager, visionary 


head it. Kohli was convinced India 
could exploit the global market for 
software and for warm bodies familiar 
with code. The discipline of software 
engineering wasn't around in those days, so TCS deci- 
ded to recruit engineers and masters in science in any 
discipline and train them. By 2000, an estimated 
20,000 Tcs-trained engineers were working for other 
companies. Body-shopping gradually gave way to 
offshoring but as early as 1974 rcs developed a 
healthcare system for Burroughs out of India. And the 
body-shopping boom had its positives: how else 
would the world have learned about Indian rr? 

VIDYA VISWANATHAN 


VIVAN MEHRA 


The Compleat Manager 


Infosys' Chairman made Indian software, even industry, respectable. 





CHAIRMAN, INFOSYS TECHNOLOGIES 
Entrepreneur, global manager. mentor 


|: THE WORLD CANNOT SEEM TO HAVE ENOUGH 
of Nagavara Ramarao Narayana Murthy, it’s 
because he was the very antithesis of the typ- 
ical (and stereotypical) Indian entrepreneur: 
austere, willing to share wealth with employees, governance-oriented, and focused 
on building a global brand and corporation. The result is a company that has, to 
its credit, a seemingly unending list of firsts: Infosys was the first Indian com- 
pany to issue stock options, host analyst meets, list on NASDAQ—essen- 
tially, the first Indian company to grab Western eyeballs. Murthy lavished money 
and attention on the company’s Bangalore campus; he wanted overseas visitors 
to take back the message that Infosys was no sweat-shop. And he splurged and 
hosted customer meets at the best hotels in the US: one year, the setting was 
New York’s famed Waldorf Astoria. Infosys was the immediate beneficiary, but 
then, the rest of the Indian rr industry and, eventually, all of India Inc gained 
from Murthy’s efforts. Not surprisingly, rumours abound about his appointment 
to public office. The man belongs there. 

VIDYA VISWANATHAN 











INFOSYS WAS THE FIRST INDIAN COMPANY TO OFFER 






















The Networked Nation 


The network and cluster effects make it difficult for the world to ignore India. 


ES ee E l i E 


WHITEFIELD, BANGALORE 
102 tech companies, over 50% MNCs 


| DEAS, AND IDEATORS, DO NOT THRIVE 
in vacuum. The latter, whether it is 
individuals or organisations, do well in 
clusters, such as the software one in 
Bangalore or pharmaceutical one in Hyderabad. 
Most ideas that see the light of day are the result of 
fertile networks incorporating inventors, companies, 
venture capitalists, and markets. India has always 
been a network-oriented culture—“I know someone 
who knows someone ..."—Aand it was but a matter of 
time before someone extended the Rolodex-pumping 
concept to ideas. Take, for instance, the network of 
TeNet Group, an incubator founded by Ashok Jhun- 
ihunwala a professor at irr, Madras. Today, TeNet 


works with HP, is designing an ultra 
low-cost automated teller machine tor 
ICICI Bank, and has venture capitalists 
lining up to fund the companies it 
starts up. There are more such examples: R. 
Chidambaram, Principal Scientific Advisor, Govern- 
ment of India has put together a project called Core 
Group on Automotive R&D that will develop advanced 
technologies for the automotive industry; partici- 
pants include several government labs and Indian au- 
tomotive companies; now, Chidambaram wants to sell 
the concept to non resident Indians in the auto trade. 
The network, as Chidambaram knows, is everything. 
VIDYA VISWANATHAN 


India's Best-known School 


The US has MIT and Caltech; India, the Indian Institute of Technology. 
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Vinod Gupta studied here 


WY 0 IT IS THE PIONEERING ALGORITHMS 
oF Narendra Karmarkar, the innovative 
leadership of Manohar Parrikar, or the count- 
less start-ups in Silicon Valley, they all have their 
genesis in the innovative brain of an irrian." That's Infosys CEO Nandan 
Nilekani’s tribute to his alma mater (he is from irr, Bombay). Even before 
Dilbert creator Scott Adams immortalised the schools—there are now seven of 
them and if the Government of India has its way, the number could go up to 20— 
in his strip (the super-intelligent techie Asok is from tT), the schools were well 
known in the West. The majority of each graduating batch from the irrs heads 
West. The achievements of those who have trod this path has directed the world's 
attention to the rs. Not content with merely serving as a finishing school for some 
of the world’s best science talent, the tits have now embarked on collaborative 
research initiatives with companies—IBM's India Research Center, for instance, 
has a partnership with irr, Delhi—and, to use the words of R.K. Misra, Director, 


irr, Bombay, “are harnessing ideas for the benefit of the country." 
KUSHAN MITRA 
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Socialist B 
Time was, when the state had to do everything. Thank God. 


NE MAN WHO DESERVES 

O much of the credit for 
modern India’s scientific and 
technological prowess—he 
rarely gets any for it—is the country’s first Prime Minister, Jawaharlal 
Nehru. Self-reliance in science, after all, was one of the main strands 
of the Nehruvian school of socialism. Even before the country became 
independent, Nehru invited renowned scientist Shanti Swarup to build 
the scientific infrastructure of independent India. Swarup, who was 
the founder of the Council of Scientific and Industrial Research (it was 
set up in 1942) recommended that the country invest in state- 
owned national laboratories. In April 1947, four months before 
India became independent, the National Chemical Laborat: ry in Pune 
came into existence. The government established a clutch of others— 
National Physical Laboratory, Delhi; Central Fuel Research Institute. 
Dhanbad, and Central Food Technological Research Institute, 
Mysore included—in 1950. Then, there were entire government de- 
partments that Nehru created: among the first, were the departments 
of science and technology, space, and atomic energy, and he personally 
oversaw the three. Today, India boasts over 200 national laborato- 
ries. That's one reason why India, circa 2004, has world-class capa- 
bilities in emerging areas such as molecular biophysics, liquid crystal 
displays, superconductivity, advanced materials, and atmospheric sci- 
ences. Why, it is one of the nine nations that have successfully 
launched satellites. Much of this technology is now being patented: 
with 184 patent applications, CSIR was the single largest patent filer 
under the World Trade Organisation's Patent Cooperation Treaty (it 
shares the top spot with South Korea's Samsung) in 2002. Better still, 
India's government labs are increasingly looking to commercialise their 
IP (Intellectual Property). Textbook socialists may not approve of this 
development, but the country has come a long way since the 1940s, 
SAHAD P.V, 


PROE VS. RAMAMURTHY 


SECRETARY, DST 
Bureaucrat and scientist 


IN THE 1990S, THE US WOKE UP 





VYHAW NVAIA 


Mindspace From 
Corner Rooms 


Having several Global Indian Chief 
Executive Officers Helps 


happen and, finally, in the mid- 

990s, it did. Graduates of the Indian 
Institute of Technology started look- 
ing westward in the mid-1970s. 
Almost two decades later, the US woke 
up to Indian CEOs. There was Rajat 
Gupta at McKinsey & Company, the 
most visible of them all. There were 
Rakesh Gangwal at US Airways and 
Rono Dutta at United Airlines. There 
was Shailesh Mehta at Providian 
Financial. And there was a clutch of 
technology entrepreneurs, CEOs, and 
venture capitalists. The world already 
knew Indians to be fine scientific 
minds and sincere workers; the as- 
sault of the GICEO helped establish 
their credentials as great managers. 
The wave has continued: circa 2004, 
an Indian being named to the top 
post in a multinational corporation 
no longer makes news (except for 
breathless financial papers). Has this 
changed the way India is perceived? 
Suffice it to say that managers look at 
a country entirely differently when 
they suspect their next CEO could 
come from it. 


|; WAS AN EVENTUALITY WAITING TO 
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MOINAK MITRA 

















RAJAT GUPTA _ 


FORMER 
MANAGING PARTNER. 
MCKINSEY & CO 
The most-visible of them all 
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A Billion Re 


A market of a billion keeps companies on their toes. 


OST MULTINATIONALS, LIKE GE, CAME TO 
India to tap its booming (or so they 
thought) market. The market disappointed 
them, but they realised that they could lever- 


age the country’s resources—talented coders and engineers, say, or plenti- 
ful English-speaking call centre agents—to make their global operations more 
efficient. And so, they stayed back. Circa 2004, however, most multinationals 
catering to the Indian retail consumer will have to admit that the market is 
beginning to look attractive again. Attribute that to rising discretionary in- 
comes, an increase in the number of double-income households, and a first- 
world-like attitude to credit. The market is also wholly Indian; products and 
communication that worked well elsewhere don’t exactly do well here; and 
companies have to come up with innovations related to cost and usage if they 
wish to succeed in India. And where better to create ideas for India (or other 


similar nations) than India? 


India has a treasure-trove of techies of all hues. 


IRST, THE NUMBERS: 

India has 270 universi- 
ties, 10,000 arts and sci- 
ence colleges, and 2,400 
engineering and medical 
schools that produce 2 million graduates every year. As 
of April 2002 some 8.8 million Indians were enrolled 
in graduate programmes. IT education in India costs a 
eighth what it does in the US. Finally, private spending 
on education in India has grown at a CAGR of 10.38 per 
cent over the past decade. When people speak about 
plentiful low-cost English-speaking skilled labour be- 
ing available in India, chances are they are referring to 
one of the numbers listed above. These supply-side dy- 
namics alone make it difficult for knowledge-ori- 
ented industries anywhere in the world to ignore 
India. Then, there's the government's prescience in 
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METROPOLITAN MALL 


Third World Or First? 


HUGHES SOFTWARE 5 


People-shortage? What's that? 
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NOKIA'S HIGH-END PHONI 
Class 


Western 


Cost is all 


ER ACEMEN] AND 
upgradation, not penetra- 


tion, are key market drivers in 
the First World. Ergo, com- 
panies focus their efforts on 
feature enrichment rather than 
cost reduction. A growing 
number of Indian innovators 


OL mass 


- 


GURGAON 


and companies have realised 
this and are in the process of 
developing (or have already 
developed) products and so 


lutions that are relevant to 
the Indian market in terms of 
cost and reach. Think of it as 
an Indian model of R&D. 






identifying the next big thing. As early as the mid- 
1980s, the National Biotechnology Board introduced 
an integrated training programme in biotech. And 
the industry really took wing in the 2000s. Any guesses 
on where biotech’s biggies will find their workforce? 

SAHAD P.V. 
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It's simple really. Entrepreneurship equals ideas. 


HE LONG-SUFFERING BRITISH HAVE A 
Lih about Indians. Why don't 
Indians do well in football, it goes. The 
punchline: Well, you show them a corner 
and they put down a shop. Most humour is a reflection 
of reality and this joke is probably fallout of the grow- 
ing number of Indian shopkeepers in England, 
particularly London. However, Indians in India, the 
consensus went, weren't cut out to be entrepreneurs. 
Sociologist Max Weber blamed India's caste system 
for this, arguing that it restricted each caste to its tra- 
ditional occupation. Inspired by Weber, social psy- 
chologist David McClelland said Indians had religious 
values that didn't promote achievement motivation, 
the desire to achieve for its own sake. Weber also of- 
fered a corollary that stated that Jains and Parsis 
made good businessmen because they has certain re- 
ligious values that were the equivalent of the 
protestant work ethic. That things have changed 
since the days of Messrs Weber and McClelland is 
evident in the Global Entrepreneurship Monitor 


Middle-Class Values 


Education and effort lie at the core. 


"E HE INDIAN MIDDLE-CLASS BELIEVES 
in the power of education to 
make a difference. When it began, 
for instance, the great Indian soft- 


ware revolution was largely built around middle-class engineering 
graduates from Tamil Nadu and Andhra Pradesh. Today, the most sig- 
nificant expenditure of middle class households, apart from rent and 
food, is education. And while the Indian middle-class is waking up to 
the worship of Mammon, intellectual pursuits retain their lure. Given 
the choice, most parents would prefer that their child graduate from 


IIT rather than play cricket for the country. @ 


| 6% OF INDIAS WORKFORCE IS INTO ENTREPRENEURSHIP 


__AGROCER'S . 


THE HEART OF INDIA 
A nation of shopkeepers? 


— .QFF TO SCHOOL 


DELHI 
Education is everything 


"3. 


The Second-most Entrepreneurial Nation 


(GEM) a report published in late 2002 
by London Business School. This reck- 
ons that nearly 18 per cent of India's 
workforce is engaged in some form 
of entrepreneurial activity as compared to 2 per 
cent in Japan and 10.2 per cent in the US (the 
global average is 7 per cent). Only Thailand ranks 
higher. Such entrepreneurial activity is most evident 
in new industries. Infosys was promoted by N.R. 
Narayana Murthy (he would have been a priest by 
Weber's calculations) and five others; Dr Reddy's 
Laboratories and Apollo Hospitals were both pro- 
moted by professionals (doctors, actually); and 
one of India's largest mobile telephony compa- 
nies was founded by Sunil Mittal, who started off 
with a bicycle spare parts business in Ludhiana. 
Better still, armed with defection capital, a growing 
number of executives are opting for the risky life of 
an entrepreneur over their 'safe jobs'. Low achieve- 
ment motivation, indeed. 


SAHAD P.V. 


SHIVAY BHANDARI 


INMVUOUNVHWU AVAIHS 








Profit from it with 


Chola Triple Ace 
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| CTA CRISIL 





| Regular | Composite No matter what the market situation, one mutual fund has never 

| | | 

| | Bond index | wavered from its investment philosophy centred on SAFETY 

| av 8.93% 8.72% : ^ ; 
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And became the first fund to get approval as an AAAI-rated 
Past performance may or may not be sustained in M UTUAL 


FUND 


fund! Study our consistently healthy performance - and enjoy the 
the future. The distribution tax has been included . : * 


in the calculations of returns 


rewards of playing safe. For more information, call your 
$ Compounded Annualised Returns-X > - 





NAV returns as on November 28, 2003 investment advisor or any of our offices given below 

CHOLA MUTUAL FUND BRANCHES: Ahmedabad: 98240 80023 * Bangalore: 5113350? + Baroda: 98790 11161 * Chandigarh: 9814 8 * Chennai 

* Cochin: 98461 24652 * Coimbatore; 98431 36005 * Delhi: 23353048/49 + Hyderabad: 98490 20815 * Jaipur: 38290 50247 » Kolkata: 2?! * Lucknow 
* Madurai: 38421 17174 + Mumbai: 56574000 * Pune: 98901 86658 + Raipur: 98271 9259; 

Investment Objective: To provide regular and stable income. (This is an open ended pure 


pen ncome scheme) Risk factors: M 


investments are subject to market risks, read the offer document carefully before investing. The rating of CRISII 
the asset management company's willingness or ability to make timely payment to the investor. The rating is 
Stability of the NAV of the fund, which could vary with market development. + Load/CDSC: (i) 0.50% if 

6 months from the date of investment for investments below Rs. 10 lacs. (ii) 0.25% if units are redeemed wit! 
of investment for investments of Rs. 10 lacs and above but less than Rs. 1 crore (iii) No Contingent Deferred S 
be applicable for investments of Rs. 1 crore and above * Statutory Details: Chola Mutual Fund has beer 
under the Indian Trust Act, 1882 by Cholamandalam Investment and Finance Company Limited (liability restr 


of Rs 1 lakh) with Cholamandalam Trustee Company Limited as the Trustee and Cholamandalam AMC Limited 


c 


Manager. Sponsor: Cholamandalam Investment and Finance Company Limited. Investment Manager: 0 ท 6 เส ! 
Trustee: Cholamandalam Trustee Company Limited. 











Deveshwar and Sivakumar have used digital technology and the very | j indiait concept | 
of a gathering place, choupat, to redefine the dynamic of distribution. 


NE DAY IN THE SPRING 


war was closeted 
with some of his key 
managers in the company's head- 
quarters, Virginia House in Kolkata. 
ITC is one of India's oldest pro- 
fessionally run companies—it was 
founded in 1910— and Devesh- 
war, an engineering graduate from 
the Indian Institute of Technology, 
Delhi, one of its most respected 
managers. In 1991, the govern- 
ment handpicked him (on loan 
from ITC) as the Chairman and 
Managing Director of Air India, 
the state-owned national airline, 
a position he held till 1994. Since 
1996, when he was named to head 
ITC, Deveshwar has had to man- 
age the company's uneasy rela- 
tionship with its single-largest share- 
holder British American Tobacco. 
And he has had to constantly think 
about a Plan B for a company, 
much of whose revenues come 
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of 1999, ITC Chair- . 
man Yogi C. Devesh- 


BY MOINAK MITRA 
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from cigarettes. 

Growing awareness of the tiaz- 
ards of smoking—Deveshwar him- 
self gave up smoking three. years 


ago-—1is shrinking the market for - 


cigarettes, even in India, and the 
government is considering banning 
all cigarette ads. Tobacco compa- 
nies, if the government has its way, 
will not even be allowed to sponsor 


sports events or teams, something - 


that almost left the Indian cricket 


team without a sponsor in February 


2001 when ITC's Wills brand, the 
then sponsor decided to be proac- 
tive and move on before 1t was 
forced to. In his seven years in off- 
ice, YCD, as most people know 
him, has scripted several Plan B 
forays: these include a growing 


emphasis 0 on the company: $ hotels 2 


| pany acquired 1 in: March 2002. 


~~ of these; it was about the company’s - 








_ business and diversifications into 
.. information technology, ready-to- 
= wear. apparel and ready-to-eat 







ds, and confectionery—the man 


- himself is said to be. partial to 


‘a brand. of mints his com- 
The meeting wasn't about any- 


International Business Division (IBD). 
Although its name doesn’t say as 
much, the D is India’s second- 
largest exporter of agricultural pro- 
duce, including soya, wheat, sesa- 
me, pepper, shrimp, and coffee. In 


2002-03, the division contributed 


Rs 1,040 crore to ITC’s revenues of 
Rs 11,024 crore. India’s archaic - 
laws regarding agriculture (cor- 
porate farming, for instance, is a no- 
no), and a legacy of fragmented 
land holdings makes this business a 
difficult one to manage. It is replete 
with inefficiencies, middlemen, and . 


logistical snafus—the perfect set- 
| ting for a radical solution. 


The discussion Y was s heading 
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nowhere, so Deveshwar suggested 
to one of ITC's brightest ห อ น ท ย 
managers, then still in his thirties. 
that the solution would probably 
require an entirely new model foi 
the business, one that used the 
power of the internet to hook 
things up, and together. The ma: 

ager was S. Sivakumar, now 43 
and the Chief Executive of the IBI 


t must be factors related to 


history and geography that 
make the Institute of Rui 
Management, Anand (IRMA, fi 
short) a very different kind of B 
school. Anand, after all is hom« 
the Gujarat ( O-Operative Milk 
Marketing Federation (GCMMI 
India's most successful cO-Operativt 
And IRMA was founded by Verghese 
Kurien, the architect of Operation 
Flood. the world's largest dairy 
development programme. Ni 
everyone who passes through IRMA 
ends up working for a deve 
lopmental institution, but the school 
does leave its mark on most. 

Even as a graduate student at Sil 
ver Jubilee College, Kurnool, Sivaku- 
mar craved “a career option that 
would combine development and 
management." He was set to take the 
entrance examination for the Indian 
Administrative Service or enroll in a 
MBA programme when he heard 
about IRMA, and 1981 saw him hea 
ded for a 60-acre campus chara 
terised by verdant lawns, abundant 
toliage, and black-faced monkeys. 

Deveshwar’s brief appealed to 
Sivakumar. Here was a chance to 
look for a solution that was an equal 
mix of the yin and the yang; that sat- 
istied the usually conflicting objec- 
tives of community development 
and private profit. And so, he and his 


team set out to create a business 
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Ideas 


SUPERPOWER 


model that would improve the lot 
of farmers, take the company closer 
to them, render middlemen red- 
undant, and improve efficiencies 
all along the chain. 


isrod (population: 

3,000) is a village in 
the central Indian state of Madhya 
Pradesh that isn't famous for anyth- 
ing, not even the soyabean most 
of its farmers grow. In June 2000, 
it was here that rc decided to kick- 
off the implementation of the so- 
lution Sivakumar had put together: 
it was an internet-enabled one that 
was at once knowledge-based and 
customer-focussed, all three nov- 
elties in the agricultural commodi- 
ties business. At the core of the so- 
lution was the concept of e-cho- 
upal, a hybrid word ITC created 
combining the e of e-biz with 
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the real impact has been the 
empowerment of farmers." 
Today, ITC has 3,000 e-chou- 
pals connecting 18,000 villages 
across Madhya Pradesh, Uttar 
Pradesh, Andhra Pradesh, 
Karnataka, and Maharashtra. Apart 
from soyachoupal.com, the com- 
pany boasts three more portals, 
plantersnet.com (for coffee traders 
in Karnataka and the site is available 
in English and Kannada), 
echoupal.com (wheat farmers; Uttar 
Pradesh; English and Hindi) and 
aquachoupal.com (shrimp farm- 
ers; Andhra Pradesh; English and 
Telugu). And it has spent around 
Rs 60 crore on the initiative. 
Sivakumar's masterstroke, one 
that often gets overlooked, was his 
approach to separate the flow of in- 
formation in the commodities 
chain, from that of the products. 


E-CHOUPALS HAVE 
EMERGED AS AN 
| ALTERNATIVE 


|. DISTRIBUTION SYSTEM 


choupal, the Hindi word for a village 
gathering place. The front-end of 
the e-choupal at Misrod was an 
internet kiosk that enabled the vil- 
lage’s populace access the www; 
the back-end, an IBD portal soyachou- 
pal.com (now available in Hindi 
and Marathi) that provided farmers 
with information on agricultural 
inputs, best practices in soyabean 
farming, the market price, and the 
weather apart from serving as a 
trading platform. Result: “A typical 
farmer’s income in Misrod is up 
25 per cent,” says Sivakumar. “But 
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FOR TAPPING THE 
POTENTIAL OF THE 
RURAL MARKET 


Middlemen typically controlled 
both. In the e-choupal model, the 
internet takes care of the informa- 
tion bit: the IBD appoints a local 
farmer sanchalak (conductor in 
Hindi) to serve as an interface bet- 
ween the computer and other farm- 
ers—he gets a commission of 0.5 
per cent on the produce sold. And 
rather than appoint someone to 
aggregate, store and transport the 
produce, Sivakumar thought it a 
good idea to use the existing mid- 
dlemen rendered that much pow- 
erless by the fact that they no longer 
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controlled the flow of information. 
ITC rechristened these individuals 
samayojaks (co-ordinators); each 
samayojak earns a commission of 1 
per cent on transactions. 


he e-choupals have hel- 
ped ITC’s IBD improve 
the quality of products it sources 
and reduce costs (on soyabean it 
saves Rs 250 a tonne). In the busi- 
ness of agricultural commodities, 
where margins can often be as slim 
as 1 per cent, that’s a lot. Then, 
there’s what it has done for the 
farmer. None of this, however, is as 
relevant as the e-choupals’ transition 
into an alternative distribution sys- 
tem in a country where the poten- 
tial of the rural market has never 
fully been tapped. Today, 60 compa- 
nies, including the likes of Nagar- 
juna Fertilizers, Monsanto, Eicher, 
BPCL, TVS Motor, Hero Cycles, LIC, 
and ICICI Prudential sell their prod- 
ucts through the e-choupal net- 
work: ITC earns a commission of 
anything between 3 per cent and 40 
per cent on these. Not surprisingly, 
Deveshwar, expects the e-chou- 
pals—the network would cover 1 
lakh villages by 2010—to bring in 
more revenues than the cigarette 
business by the end of the decade. 
Sivakumar, a Carnatic-music 
aficionado with a knack for under- 
statement is loath to take credit for 
the e-choupal revolution. “This 
was no one’s idea,” he says, adding 
that some “15-20 management 
concepts” and a synthesis of the 
business models of five different 
companies, “seeds major Cargill, 
ITC’s own tobacco division, re- 
tail monolith Walmart, American 
credit card company Capital One, 
and online auctioneer eBay” have 
gone into it. Still, someone had 
to put it all together and come 
up with a radical solution to reach 
India’s 700 million rural popu- 
lace. Someone did. @ 
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: Delphi - an opportunity to join the partners of progress. 
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Hiranandani Business Park. 





Hiranandani Business Park. 


Hiranandani Business Park 


Powai, Mumbai. 


Now launching [) = L P H | A new commercial building 


isy Accessibility: Proximity to domestic, international airports e Connected by Western & Eastern Express Highways and 
iilways e Major growth centers like SEEPZ, SEEPZ ++ & MIDC in the vicinity e 8 five-star hotels nearby 

frastructure: Dual-feed power supply e Fiber optic cable backbone * Digital exchange in the vicinity 

orid of conveniences available at the Business Park: 8 Banks & ATMs ๑ RODAS - an Ecotel Hotel « 24-hr. Coffee Shop 
Vlulti-speciality Hospital (Under Construction) e Residential leasing options available. 


rer 1 million sq. ft. of Commercial Property already developed and another million rising. 





fices available on lease / outright basis in Delphi (Ground + 6 storeys) 
ea 2,735 sq.ft to 3,75,000 sq.ft (approx.) 


ympia, Central Avenue, Hiranandani Business Park, Powai, Mumbai - 400 076. 
mail: bizpark @ hiranandani.net » Website: www.hiranandani.com 


il.: 2576 6734 / 45 * Fax: 2570 6444 * Ashutosh: 9821054714 » Anil: 9820235991 





shoulders with your kinds! 


Growth is a way of life at the Hiranandani Business Park 


Here dabei reigns, success dwells and communities 


A AGN Yy 


AR. platform in the form of a solid infrastructure-support 

and an international work ambience. Little wonder, fast paced 
industries like FMCG, Engineering, Banking, Pharma, BPOs, 
Call Centers, Software and Shipping are flourishing at the 


Over 86 corporates including Colgate-Palmolive, Wipro 
Spectramind, Prudential, Nestle, General Mills, Mentorix, 
Maersk, Samsung Engineering, Schulte, P&O Nedlloyd, 
Owens Corning, Mastek Deloitte Consulting anc 

Blue Star Infotech are breeding success everyday at the 








creating better communities 


Jaya 


” HE WHEELS OF HISTORY TAKE PERIODIC 
TURNS. Before our eyes is a similar process 


21st century the India Century. All the es- 
sentials to make India a great power are em- 
mone in the richness of our civilisation already. These 
are: the tradition of lifelong intellectual quest, respect for 
wealth creation and. work excellence held in high esteem. 
A variety of favourable factors have arisen in the 
20th century to nurture these seeds and help them 
grow into a mighty force. These include a critical 
mass of educated and skilled young men and women, 
strong institutions of science and technology, ส new 
sense of self-confidence amongst professionals, and last 
but not least, the unleashing of the private sector's pro- 
ductive energies. Indians are set to climb new peaks of 
innovation and creativity. 





| ndia has a momentous opportunity to leverage 
the power of her people and build on the 
promise of her potential to emerge as a global super- 
is Bowen. To ก this poe "we. need.? to > focus 
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€ Invest in. profession Ar 
bridge people power and gk 


in motion, and I believe we can make the - 
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๑ Empower j young ร ท ร ธั ; leaders i in a il walks of life 
to stimulate over a bill eople in a resurgent wave. 









e Nurture i innovation to differentiate and; promote ic 
digenous initiatives that could define the future. 


| 9 Develop infrastructure to bring people, resources and 


opportunities together, in.an inclusive eco-system. 
@ Foster information and communication technolo- 
gies—powerful tools of the knowledge age—to per- 
vade the economy and society in a ubiquitous manner. 

Innovation has the potential to distinguish India 
from other nations. We have one of the largest edu- 
cation infrastructures in the world. We have one of the 
largest science and technology manpower bases in 
the world. We have a strong institutional framework - 
in science and technology. The cognitive ability of 
Indians is legendary. We now need to bring about a 
dynamic partnership between creators of wealth, pro- 
ducers of goods, providers of services and people en- 
gaged i in generation of ideas. ° 

-Thep propensity fo dnnivadon. should be con- 
i ๊ "Lack ofa significant ' 
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JAYANTA SAHA 


infusion of public funding for basic research must 
become a story of the past. Science and technology in 
public institutions must now be exposed to social 
scrutiny. Deficiencies in protection of intellectual 
property must be removed. Linkages between acade- 
mia and industry must be strengthened. We need a 
competitive and demanding environment for science 
in universities and research institutions. Finally, the pri- 
vate sector must give up its nonchalance towards re- 
search and development. 


lot of innovation in the developed world 
has come from the private sector. These 
have been facilitated by sizeable public funding, sur- 
pluses from traditional businesses of large corporations, 
protection for intellectual capital, vibrant venture 


Mukesh 


Ambani 





CHAIRMAN AND 
MANAGING DIRECTOR, 


RELIANCE INDUSTRIES LTD 


capital participation, a competitive marketplace and, 
above all, a demanding environment for academic 
researchers. Therefore, any perspective on the Indian 
private sector in the context of long-term R&D must 
take into account the larger climate for innovation. 

It is time to trigger the potential of the private sec- 
tor to elevate India’s profile in the world of science and 
technology. This calls for an environment where sci- 
ence is placed at the forefront of economic and social 
development activity in the country. 

There are several opportunities for research by 
the Indian private sector. For example, a huge resou- 
rce base in chemistry in India can support pharma 
ceutical companies to be at the frontier of new drug 
discovery. Consumer product companies can capi- 
talise on traditional schools of medicine to develop new 


We need to bring about a dynamic 
partnership between the creators of wealth 
and people engaged in generation of ideas 








SUPER POWER 


Innovation — 

is the essence | 
of the world 
today. 
Resources 
and market 
advantages 
dont matter 
much. 
Intellect and- 
innovation do 


า ร ๓ ๕ 
Ww 


เฟ —À M —ÜO——————————————— - — — ee ————————————————————————————— 





cosmeceutical and nutraceutical prod- 
ucts. Initial gains in information tech- 
nology can be stepped up by technol- 
ogy companies to deliver new software 
solutions. The vast pool of biology pro- 
fessionals can be channeled to cutting 
edge life sciences research. A large and ge- 
netically diverse patient population can 
help healthcare organisations undertake 
epidemiological and medical research. 
An emerging automobile industry can 
help create new component and product 
design features. Above all, a richly en- 
dowed and varied geography can support 
agricultural, materials and energy com- 
panies explore enhanced products and 
non-conventional alternatives. 

The Indian private sector also has 
the opportunity to contract research 
from the western world on the strength 
of its professional resources, institutional 
framework, diverse population and large 
number of patients covered by India's 
healthcare system. This could help res- 
earch in the areas of chemistry, biology, 
aerospace, materials and medicine. 

Further, the Indian private sector has 
the opportunity to leverage a vibrant 
information technology industry to bring 
about new trends in research, ranging 
from virtually networked research and 
remote design to development services 
and electronic clinical trials. 

The challenge for the private sector is 
to move away from a screwdriver mind- 
set and shift to a drawing board outlook. 
Instead of assembling personal computers 
(PCS), we should be making low-cost sim- 
puters and high performing supercom- 
puters. Instead of buying software pack- 
ages, we should be packing our own soft- 
ware for buyers. Instead of assembling au- 
tomobiles, we should be designing cars for 
the world. Instead of tweaking processes 
to make pharmaceuticals, we should be 
testing our own new drug molecules. 

[t is not that the Indian private sector 
has been oblivious to the innovation 
imperative. The IT, communications, 
pharma, biotech and healthcare sectors 
are now entering innovation mode. This 
will gain momentum over the next few 
years. The transition to an international 
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patent regime and a globalised market- 
place post 2005 will give an impetus to 
private research. A significant fillip to 
research will come from the creation of 
universities in science and technology 
by enlightened private organisations. 


eliance has been acutely con- 

scious of the need for a re- 
search-led renaissance. This year, we 
opened the Reliance Technology Center 
at Patalganga for creating new technol- 
ogy-led opportunities in synthetic mate- 
rials. The Center has forged a strategic re- 
lationship with DuPont to be a global hub 
for research. Reliance Life Sciences is 
gaining eminence in a global context for 
its research in frontier areas of medical, 
plant and industrial biotechnology. It 
was one among 10 companies listed by 
the National Institutes of Health, USA, to 
be involved in embryonic stem cell res- 
earch. Reliance Infocomm has devel- 
oped a whole suite of wireless data ap- 
plications in-house. It is now extending 
both their range as well as their diversity 
in video and value-added applications. 
The Dhirubhai Ambani Institute of Infor- 
mation and Communications Technology 
at Gandhinagar is involved in research-led 
education in information technology and 
communications and its interface with 
other disciplines. 

These are undoubtedly initial forays. 
Over the next few years, Reliance aspires 
to grow as an enterprise with a very 
strong portfolio of intellectual property, 
built on the strength of its research and 
development initiatives in diverse areas. 

[Innovation is the very essence of the 
world in which we are entering. In this 
world, resource and market advantages 
will not matter. Intellect and innovation 
will. In a globally competitive world, 
enterprises, like sharks, have to keep 
swimming in order not to drown. 

India must ignite the intellect of mil- 
lions, and initiate, innovate and invent— 
to attain global eminence in the knowl- 
edge age. For this, the Indian private sec- 
tor must help place science and invest- 
ment in long-term research at the van- 
guard of value creation. 
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The ideal gift for every woman 


Gift your nearest and dearest ones something that means far 
more than money. UTI Mahila Unit Scheme. 


UTI Mahila Unit Scheme is a open end debt oriented scheme 
exclusively designed for the benefit of Indian women. 

ITS' GIFT PLAN IS AN IDEAL GIFT FOR WOMEN ABOVE 
18 YEARS. 


It enables you to choose gift units of predenominated 
amounts of Rs. 1,100/-, Rs. 2,100/- or Rs. 5,100/- or in 
multiples/combination thereof. Under Gift plan you can avail 
the Festival Cash Option wherein minimum investment 
amount is Rs. 5000/-. Gift Units can be purchased by any 
resident Indiar/NRI or a Trust/Company/OCB etc. in the 
name of a woman. 


FESTIVAL CASH OPTION ENABLES HER TO 
AUTOMATICALLY WITHDRAW THE APPRECIATION 
NEAR THE TIME OF A FESTIVAL/ OCCASION OF HER 
. CHOICE. 


While under the Growth Option, repurchase is made at NAV 
based price, under the unique Festival Cash Option, units 
are automatically repurchased at 9996 of NAV to the extent of 
appreciation, once in a year near the time of a chosen 
festival/occasion. 


SO THE NEXT TIME YOU CONSIDER A GIFT FOR 
SOMEONE YOU LOVE. THINK OF UTI MAHILA UNIT 
SCHEME. GIVE HER A GIFT THAT GROWS WITH TIME. 


Fund Performance as on 28th November. 2003 


Performance comparison with Benchmark Index 
NAV Rs. 15.5727. 


Compounded Annualised NAV CRISIL. MIP 
Returns* Blended Index 





UTI Mutual Fund 





The new UTI. Ready for tomorrow. 


For application forms/offer document, contact your nearest UTI AMC Branch/UFC or Chief Representative / Agent. 


OBJECTIVE : An oun savings ndr so an ester vence so as 1o ge pared cash ow rar e e n EM MUN MP In AMI SUA 
into an investment vehicle so as to get cash flow near to the time of any chosen festival/occasion or to allow income/gains 
เร iens e LOAD : Entry load: Nil, Exit Load : ida soviet stank 
rab ate REGISTERED OFFICE: UTI Tower, ‘Gn Bandra Kurla Complex, Bandra i 
in mutual fund เซ I andihe NAV of he tunda may gouprdow depending on te factors and rcs the securities markets. There can be 
no assurance that the Fund's objectives will be achieved. Past performance of the Sponsor/Mu ta feces ANC Era essay aca ia ask UTI Mahila Unit Scheme is 
only the name of the scheme and does not in any manner indicate the quality of the scheme, its future prospects be instances where no income distribution could be made 
Realisation of all the assurance and promises made, if any, 525 230 ๓ 921 ร ร ส ie das scheme is to risks relating to Credit. Interest Rate, 
Liquidity, Securities Lending, Investment in Overseas re CMM COME gn ntal Error, Interest Rate Swaps and 
Forward Rate Agreements). Pease read the Offer Documento dale Rsk actors before investing. 
UTI Financial Centres : Churchgate (Lotus Court) 2622513, 22885976 ๑ PETTEE ร รา ชา ร ชั 2648 è Kolkata 
è Chennai: 25210335/356-359 ๑ New Delhi : 23319786 7827 23731401 © Preet Vihar (New Dethi) 22629374/9379 


















(Rash Behari) : 24639811/3 è Kolkata : 22214994/22213036/8 
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Ch handrababu 
Naidu 


. ANDHRA PRADESH 








CHIEF ' | 





i 
E 
| 
i 
+ 


M HMM MM rnin a a scent eter พ 0 0 ว ห อร น ล อ อ อ a reae osea rre tene enn petias aiva tp mein ie eai imei 


05094: BUSINESS TODAY JANUARY if 2004 





T THE RECENTLY- HELD ASIA PACIFIC ECONOMIC COOPE RATION (APEC) 
summit in Bangkok, the economic committee. presented a provocative re- 
port concluding that the more advanced a country is in sectors of knowl- 
|. edge—such as computer science, communications and applied research— 
. the better economic performance it has. Tod ay, knowledge-ba ased industries, 

linked to advanced. technology, constitute the single most important factor that can has- 
ten India’s progress into the league of developed countries. Moreover, wl ile India re- 








mained a bystander to the Industrial Revolution, we have the potential toe emerge at the - D : 
forefront of the Knowledge Revolution by becoming the knowledge hub of the world. — 


But it is not a given that India will succeed in this new era. What will it take for us 
to succeed? First and foremost—a vision. Former American President Woodrow Wilson 
once said, “There are many voices of counsel but few voices of vision... and little con- 
cert of thoughtful purpose." We need a coherent national strategy for building and sus- 
taining our value proposition as a global knowledge hub. We also need to change our 
mindset from ‘can’t do” to ‘can do’. Cynicism and pessimism, which have eaten 
into the vitals of the country, must be expunged. 


ne key area of focus must be developing world-class educational institutions. 

Mohanbir Sawhney pointed out an interesting paradox—tindia has a fair 

number of good quality high schools, but other than the rs there are no world-class 
universities, unlike the US. Despite the significant achievement of the irrs, we do not 
have a single Nobel laureate at any of them. Yes, we need to improve research facil- 
ities, libraries, Internet connectivity and other resources. Further, the skills should be 
marketable, so the education should be market oriented. But apart from that, we have 
to attract world-class teaching staff, the kind who may be termed ‘academic entre- 
preneurs'—people who actually do things that impact industry. I recall the World 
Economic Forum (WEF) study two years agor on the global competitiveness of | nations. 
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... To enhance Indian competitiveness on quality 
and cost, we need to eliminate outdated laws that 
constrain growth or inhibit modernisation. . . 











To be 

. recognised as 
. a knowledge 
hub, we need 
to promote 
India as one. 
We must 
market the 
-opportunities 
we have 
to offer 

















Of 53 countries surveyed, India ranked 
No. 53 on linkages between academia 
and industry. This is appalling. 

Andhra Pradesh has already tried to 
form alliances with top-flight interna- 
tional academic institutions and compa- 
nies. The Indian School of Business (ISB) 
in Hyderabad has affiliations with 
Kellogg, Wharton and London Business 
School. The Msrr programme introduced 
in Andhra Pradesh is in collaboration 
with Carnegie Mellon University. 

Knowledge does not recognise natio- 
nal boundaries. Consequently, when we 
think of becoming a knowledge hub, we 
must create the conditions to attract the 
best minds to our country. This would 
mean that we improve the quality of life 
in our cities, and put in place policies that 
encourage creativity and innovation. 


B enjamin Franklin once said 
that an investment in knowl- 
edge always pays the best interest. Andhra 
Pradesh has been an early mover in the 
creation of technology parks with high- 
speed connectivity, uninterrupted power 
supply, and other infrastructural backing, 
The state's HITEC City, for example, of- 
fers fibre optic networks, plug-and-play 
facilities, and a lot more. This explains 
our success in attracting investment from 
the likes of Microsoft and Dell. 

Government policy is also important 
in transforming India into a knowledge 
hub. I am reminded of a chapter in Tho- 
mas Friedman's book Lexus And The 
Olive Tree, titled ‘Buy Taiwan, Hold 
Italy, Sell France'. Friedman explains 
how forward thinking on the part of 
government plays a significant role in 
the knowledge space. 

In India, typically, the government 
and the bureaucracy tend to hinder rather 
than help the knowledge economy. Our 
software industry has grown largely bec- 
ause the government was not aware of it; 
the story was a success not because of the 
government but in spite of it. 

In Andhra Pradesh, we have 47 levels 
of bureaucracy. We need to quicken deci- 
sions and spur the growth of organisa- 
tions that create and disseminate knowl- 


edge. Unless we do this, we will not att- 
ract the best companies and institutions. 
By thinking of itself as a facilitator 
instead of a regulator, the government 
must work towards a policy environment 
conducive to growth. It is critical to sim- 
plify and rationalise procedures. Trans- 
parency is the other attribute business 
would appreciate. To enhance competi- 
tiveness, we need to eliminate outdated 
laws that constrain growth or inhibit mod- 
ernisation of industries. At the same time, 
we need to develop strong enforcement 
mechanisms that are fair and transparent 
in order to protect the interests of people 
and create confidence in investors. If inter- 
national investors are assured that their IP 
is safe, that their patents are protected, they 
would be more willing to invest here. 


inally, to be recognised as a 
knowledge hub, we need to 
promote India as one. To compete with 
other countries, we must market the op- 
portunities we have to offer. A case to 
point is Malaysia's success in attracting IT 
investment through a blitz led by its 
prime minister, targeting IT communities 
and companies around the world. The 
government should set up specialised 
bodies to boost promotion and interface 
between the private sector and the gove- 
rnment. This will strengthen Brand India. 
Indians have been doing extraordi- 
narily well abroad. Distinguished Indians 
such as Dr. Hargovind Khurana and Dr. 
Amartya Sen have won Nobel prizes, but 
have spent most of their professional 
lives abroad. We need a serious under- 
standing of why Indians perform so well 
overseas but not in India. I strongly believe 
that we lack an environment conducive to 
achieving excellence in different spheres. 
The global knowledge economy pres- 
ents great opportunities for India—but 
also poses a big challenge. Our ability to 
rise to it will be determined by our will- 
ingness to set world-class aspirations and 
persevere towards them. We need to 
radically rethink our approaches and 
policies if we have to become the knowl- 
edge hub of the world. There are no 
short cuts to success. [m 
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Inveterate traveler Jayathilak seems to have perfected the art tofi coming g up with E 
ideas that can put just about any place on the global tourism circuit. i ne 


wg F SOUND CAN. WARM, THAT OF A 
| 22600 Turbo D1 engine 
E revving surely will. It is 7 am 
E E. somewhere in Chattisgarh, a 
ล state carved out of Madhya 
Pradesh three years ago and the fog 
is thick enough to be cut with a 
knife. That doesn't seem to dam- 
pen the style of a lanky five feet 
nine inches individual clutching a 
. Nokia Communicator who opens 
the door of the steel-grey Scorpio 
and slips into the passenger seat, all 
in one lithe motion. He rummages 
through a heap of cassettes—the 
-: sound tracks of old and older- 
5c than-old Hindi motion pics—finds 
one that he seems to like, slips it 
into the Kenwood system, and 
nods to the driver. The customised 
four-wheel drive pulls out, its halo- 





gen headlamps burning a path 


through the morning mist. 
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BY ABIR PAL | 


DR. A. |AYATHIL AK 


Managing Director, 
Chattisgarh Tourism Board 





daily schedule for the last eight 
months: leaving early, returning 


late, crisscrossing the 16 districts 


that make up the state, and taking 
in hundreds of miles, over dusty 
tracks and village roads. The 
speedometer on Jayathilak's Scor- 
pio, his favourite steed, and just six- 
months old, shows a staggering 
28,000 kilometres, a little over 
150 kilometres a day. No, โล ห ล - 
thilak is not a wandering minstrel 
or a troubadour though his itiner- 
ary and his appearance—pensive, 
bespectacled—does bear uncanny 
resemblance to one, As the Mana- 
ging Director of Chattisgarh Tou- 
rism Board, this 37-year-old Indian 


Administrative Service (AS) offi 


nations, an 


with’ " Chatoparh,” ~ 





cer's goal isto make the state one 





objective he pursues 
with near fanatical zeal SERR 






qualified doctor (think medicine) 
from Thiruvananthapuram, “was 
that people didn’t know where it 
was.” To rescue his state from such 
anonymity, then Chief Minister 
Ajit Jogi roped in Jayathilak. The 
man had already built a formidable 
reputation in the tourism indus- 
try as Managing Director Kerala 
Tourism Development Corpora- 
tion (KTDC) and as one of the pow- ~ 
ers behind the state’s successful 
God's Own Country campaign. But - 
he realised very quickly that what 


_ worked for Kerala would not nec- 
| escis work for Comet. For 
one he knew Ke : 








say the same thing about Chattis- 
garh. And so, the 1991 Kerala 
cadre officer—iAS officers are assi- 
gned to a state at the beginning 
of their career; transfers across 
states is rare; it took seven months 
for Jayathilak’s transfer papers to 
be processed—whose Hindi is yet 
patchy began his all-consuming 
peregrinations that would involve 
hitting the road from 7 am to 10 at 
night, waking up at 4:30 in the 
morning to catch up with e-mail 
and picking one’s way through 
one of the most remote and back- 
ward states of the country. 


poets comes easy to 
Jayathilak, born into a 
middle class family in 
Thiruvananthapuram. His par- 
ents were executives at the gov- 
ernment-owned Life Insurance 
Corporation, and while toddler 


Jayathilak wasn't exactly an early 
walker, his peregrinations took 
off while he was in college. 

The doc is a fine quizzer, and 
there is money to be made in the 
college quizzing circuit; funded by 
his takings and some change from 
All India Radio's Thiruvanantha- 
puram station where he served as à 
radio jockev, he and a few friends 
would backpack across the country. 
*You could say I perfected my itin- 
erary planning in college," smiles 


Jayathilak. *We used to travel at 


night to avoid spending on hotels 
and have hitched rides in train en- 
gines when low on funds." Once, 
while travelling in Himachal 
Pradesh with two of his mates, he 
hit upon the perfect plan to find 
free boarding: post offices. "A 
small tip, and the caretakers took 
pity on three guys from South 
India; we were not only allowed to 





camp at the PO, but treated to some 
excellent tea," says Jayathilak. The 
trio covered six POs in 10 davs. 
Travel, goes the cliché, broadens 
the mind; it must have Jayathilak’s. 
By the time he finished medical 
college, he knew a career in med- 
icine wasn't for him. He signed 
on at the Indian Institute of Mana- 
gement, Bangalore, for a one-vear 





programme in health management, 
but his mind was made up: he 
would join the civil services. Not 
too many fairy tales get written in 
the LAS. People don't get postings 
of their choice. And those that do, 
rarely get to have things their way. 

Signs that Jayathilak’s career 
would be different (and blessed 
by Lady Luck) came early: he met 
his wife, an IAS batchmate, at the 
Old Delhi railway station where 
both were waiting to catch a train 
that would take them to Mussork 
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where all 15 officers undergo train- 
ing (she too sought a transfer and 
is now serving as District Collector, 
Korba, Chattisgarh). Jayathilak's 
first posting was as sub-collector of 
Mananthavad and Managing 
Director of Priyadarshini Tea Esta- 
tes, a state-run organisation foc- 
ussed on rehabilitating bonded 
labourers. It was thanks to the lat- 
ter that he discovered the power of 
the brand. The estate used to sell 
bulk tea; tea that was packaged 
and branded, Jayathilak discovered, 
brought a better price. It was 
chance that saw him land his first 
break in tourism: in 1997, he was 
named Director of Kerala Institute 
of Tourism and Travel Studies. 


in the country with 50-60 per cent 
of the volume of Niagara Falls," 
says Jayathilak. Trivia comes nat- 
urally to Jayathilak the quizzard. 
Combined with his determined 
forays into the heart of darkness, 
the result is nothing short of star- 
tling: a Power Point presentation ti- 
tled Where Would You Find? Chat- 
tisgarh, it emerges, is home to the 
world's oldest tribal community, 
the deepest living cave, 22,000 
varieties of rice, and Asia's oldest 
Catholic church. All facts, stresses 
Jayathilak, are vetted by entities 
like Imperial Gazeteer and the 
National Geographic Society. 
When Jayathilak chanced on 
Chitrakote, it was just 15 acres of 
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From then on, Jayathilak’s pas- 
sion for travel and performance 
took over: he was soon named 
Managing Director of KTDC. God's 
Own Country was a magnetic line, 
but the man followed it up with 
his own alphabet of implementa- 
tion. “A for Ayurveda. B for 
Backwaters. C for Culture, and D 
for lack of Distance. ” 


| t's a chilly December evening 
when this writer, having jour- 
neyed some 300 kilometres from 
state capital Raipur, first meets 
Jayathilak. In the background is 
the awesome floodlit spectacle of 
the 97-feet horseshoe-shaped 
Chitrakote Falls. “ll bet you did- 
n't know these are the largest falls 
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E STRATEGY FOR 
CHATTISGARH: 
ECO-TOURISM, FALLS, 
GROTTOES, AND 
HANDICRAFTS AND 

- 4 HANDLOOM 


wilderness. Today, a local hotelier, 
chosen after a transparent and rig- 
orous tendering process, manages 
Indravati Luxury Camps. 
Devendra “Bunty” Singh, who 
runs the camp, says he has seen a 
40 per cent increase in business 
over the past 10 months. Why, 
you can even pick up a Chitrakote 
Falls T-shirt. 

Jayathilak has structured the 
Chattisgarh Tourism Board on the 
same lines as the Singapore or 
Malaysia Tourism Boards, esc- 
hewing the corporation model pre- 
ferred by other states. “A board’s 
role is to facilitate and promote,” 
explains the doctor. “The day-to- 
day management should be left to 
professionals.” Jayathilak is prob- 
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ably the board's only full-time 
employee. Everything else—an- 
swering calls, managing projects, e- 
mail management, auditing, com- 
munications—is outsourced. And 
the board pays market rates. Its 
marketing and communications, 
for instance, is managed by Suniti 
Ghoshal, who quit as head of cor- 
porate communications, Aviva to 
join him. Jayathilak has also 
formed a 15-member board com- 
prising tourism experts, govern- 
ment nominees, hoteliers, airline- 
representatives that meets from 
time to time to evolve a strategy to 
market Chattisgarh. 

Yet, the tourism crusader is 
quick to emphasise that he is after 
"class tourism, not mass tourism". 
His m.o. is unique: he unearths 
new destinations by asking village 
elders and busy bodies about places 
of interest; when he realised that 
the state didn't have trained guides 
he released ads in local papers and 
received 500 responses. "There 
were trained IIT engineers, aca- 
demics, English professors, all from 
Chattisgarh who wanted to take up 
the job because the thought of be- 
ing a guide appealed to them." 

Halfway into Jayathilak's soj- 
ourn into Chattisgarh (he is on a 
three-year deputation), the results 
are beginning to show. Hotel 
chains such as Taj, and resort- 
chains like Sterling and Club 
Mahindra are scouting for prop- 
erties; Indian Airlines, which used 
to operate three flights a week to 
Raipur earlier, now has one every 
day. Already this vear, the state 
has attracted some 10,000 foreign 
tourist, 900 per cent higher than 
the corresponding number for 
2002. And after making a success 
of his ABCD strategy in Kerala, 
Jayathilak has an EFGH one ready 
for Chattisgarh. “Eco-tourism, 
Falls, Grottos, and Handicrafts 
and Handloom.” [ฟิ 
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India’s first-ever 
survey of patent 
filing trends 


shows a dramatic 


increase in 
their numbers 
over the years. 
Welcome to 
India, the 

new ideas 
factory. A 
BT-Evalueserve 
Research Project. 
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manufacturer of auto 
J components in Delhi, 





were pending buy orders for 2 
of its shares on the Bombay Stock 
Exchange, but no share was being of- 
fered for sale. The result: the stock 
quickly soared to a 52-week high of Rs 
21.80. A penny stock catching the mar- 
ket wave? Hardly. Just the previous 
day, a pink daily had published news of 
Clutch Auto receiving its first US patent 
for a new clutch system that requires 
less foot pressure to operate, which in 
turn reduces driver fatigue—a major 
cause of road accidents in the US. Sudd- 
enly, an automotive industry minnow 
with Rs 25 crore in annual sales had 
better prospects of breaking into the $1- 
billion (Rs 4,600 crore) original equip- 
ment market (OEM) for clutch systems. 

Not too long ago, the story would 
have read very differently. Either a 
company like Clutch Auto wouldn't 


have bothered filing for ; a du or 


QN DECEMBER 13; 2003, | 
| Clutch. Auto, a small | 


— faced a peculiar, but 
happy, situation.’ On that day, there 
10,616 . 








| investors s would. ic chasis at 
the news. Obviously now though, 
« patent-protected innovations like 
Clutch Auto's are being recognised 


for what they a are: a ญะ ห en to 
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counttyd. How | many y patents. from -— 
India. are being filed in the US? Or 
what technologies are these patents 
trying to protect? 

Until recently, all these questions 
would have drawn a blank, simply 
because there is no consolidated data- 
base that readily answers these ques- 
tions. Of course, you could have obtai- 
ned some numbers from the Indian 
Patent Office, but that would not give. 
you any idea of how many applications 


for patent are being filed from India in 


the US: Besides, the Indian Patent 
Office takes 18. months . or more to 
publish a patent for opposition after it 
is filed, and six to seven years to grant 
a patent. So, any data i is bound to be 


* dated. While Br can ndo little : about the 
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patent granting procedures, it has done 
its bit to bring you the first ever survey 
of patent trends in the country. 
Conducted in association with 
Evalueserve, a New York-based IP res 
earch firm, the survey is a maiden at- 
tempt at piecing together India’s patent 
story. What did we discover? Nothing 
less than a thriller in the making. 
Here are some numbers from the 
BT-Evalueserve Research survey; In 
1997, Indian companies and/or Indian 
inventors filed a mere 183 patents at 
the US patent office. Two years later, 
the number had jumped to 285, and in 
2001—the latest year for which final 
numbers are available—it soared to 
883. Assuming a modest 40 per cent 
rate of growth in patent filing, one 
could expect 1,200 patent applications 
from India for 2002 and a whopping 
1.700 for 2003 (See The World of 
Indian Patents). As for the patent app- 
lications received in India, the num- 
bers—according to Delhi-based patent 
lawyer Pravin Anand—have shot up to 
about 15,000 from 4,000 or so up 
until 1995, Another indication that 
the patent market is busier than ever is 
the surge in the number of patent 
agents: 147 in 1992 and 514 this vear. 
Says Anand, who has helped file more 
than 10,000 patents in India and else- 
where: *Now there is no field where iP 
(intellectual property) is not involved. 
People who think IP see IP in every step." 


hat are the industries that 

are on a patent overdrive? 
While traditionally it used to be chem- 
icals, the new aggressors are electri- 
cal and electronics, and pharma (there 
15 some amount of overlap between 
chemicals and pharma). That's hardly 
surprising. Two of the biggest growth 
stories in the past decade have been r1 
and pharmaceuticals. Besides, the two 
Simplifying surgery: Ribbel's R.K. Kanoria filed patent for a new surgical scalpel design have been the most affected by changes 


Ribbel's buyers asked the firm to patent its new 
surgical scalpel design to pre-empt copycats 
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in India’s own patent regime. 
While the country has had a Patent 
Act since 1970, it only recognised 
process, and not product, patent in 
food, drugs, pharma and agro- 
chemicals. But after India signed 
the TRIPS agreement in 1994, the 
rules of the game started changing. 
And a third amendment to the Act 
was tabled in the just-concluded 
winter session of Parliament, 
paving the way for a product 
patent regime starting 2005. 
While pharmaceutical compa- 
nies made the most of the process 
patent regime by reverse engi- 
neering a new process for an exis- 
ting drug, the software industry 
faced a slightly different situation. 
Unlike in the US, India’s Patent 
Act does not cover software, leav- 
ing it to seek protection under the 
copyright laws. Nevertheless, soft- 
ware, being an industry where a lot 
of IP gets created, has been a key 


Flexing muscles: Fa 


driver of the intellectual property 
movement in India. Says Prabhu 
Goel, Chairman, iPolicy Networks, 
a networking security start-up that 
has 20-odd patents pending in the 
Us patent office: “To be successful 
in the marketplace, you have to 
make sure that you are protected.” 

For the past few years, pharma 
companies have been using patents 
to muscle their way onto the turf of 
foreign majors. This usually invol- 
ves developing a new manufactu- 
ring process or a new drug delivery 
system to launch generic versions 
of blockbuster drugs where the 
patent has expired (a patent is valid 
for 20 years). The most recent exa- 
mple is Ranbaxy’s challenge of 
Pfizer’s anti-cholesterol drug 
Lipitor, which has raked in $8 bil- 
lion (Rs 36,800 crore) in revenues. 
The decision in this case may take 
three to four years to come. 
Although litigation costs in such 





a case can be as high as $2 million 
(Rs 9.2 crore), companies like 
Ranbaxy don’t shy away from it, 
simply because if they win, their 
generic drugs can fetch much 
more. Says Raghu Cidambi, Head 
(Corporate iP), Dr. Reddy's Labs: 
"Patents are top of the mind for 
discovery-driven companies like 
ours and Ranbaxy." 

It's not just private sector com- 
panies that are piling onto the pat- 
ent bandwagon. Even once-sleepy 
government labs are turning patent 
savvy (See Storm In A Beaker, page 
154). And right at the forefront, 
ahead of even Dr. Reddy's and 
Ranbaxy, is the Council of 
Scientific and Industrial Research. 
Ever since R.A. Mashelkar took 
over as its Director General in 
1995, he has brought in a strong 
patent culture. These days CSIR sci- 
entists are forbidden from pub- 
lishing a research paper without 
actively considering filing for a 
patent first. In doing that Mashel- 
kar has corrected a problem that 
had long plagued India's scientific 
community: technology developed 
in the country would get patented 
by somebody else abroad. Courtesy 
Mashelkar, CSIR has more than 
600 patents filed for under its belt. 
Says he: “It is important to find a 
way from Saraswati (read know- 


ledge) to Lakshmi (wealth).” 


G uess what? Doing that is- 
n’t all that hard. Why? 
Because patents are not so much a 
product of deep science as good 
business. Most patents are granted 
for inventions that are simple, incr- 
emental and that help in improving 
a technology or a business model. 
For an invention to be patentable, 


For the past few years, pharma companies have been 


using patents to muscle into fore 
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A Rs 4.5-crore loan, two British consultants and 
ambition helped Clutch Auto jumpstart its research 


it must be new, non-obvious and 
useful, and nothing more. One 
example of a simple invention is 
the popular Post-it™, a product 
of skunkworks at the Minnesota 
Mining & Manufacturing (3M) 
Corporation. This invention was 
conceived when a 3M employee 
wanted something that would help 
mark the pages of his hymnbook. 
The Post-it™ design and its uses 
prompted 3M to think innova- 
tively and patent numerous appli- 
cations, including one for software 
applications that had a user inter- 
face identical to Post-it". 
SpinBrush is another example 
that demonstrates the patentability 
of simple inventions. It is an elec- 
tric toothbrush made by Procter & 
Gamble (P&G), but was invented by 
four entrepreneurs from Cleveland, 
USA, who patented it. Later, they 
sold the patents and its technology 
to P&G for a whopping sum of 
$475 million (Rs 2,185 crore). 
Patents are also granted for simple 
improvements or a modification 
of a known technology or an inven- 
tion. For example, there are more 
than 400 patents for different kinds 
of paper clip, which was invented 


way back in 1867. Evalueserve es- 
timates that just the licensing value 
of these 400 paper clip patents is 
over $80 million (Rs 368 crore). 

India, because of the limited 
R&D budgets that most companies 
have to work with, happens to be 
a natural breeding ground for sim- 
ple and incremental research. Just 
ask R.K. Kanoria of Ribbel 
International, a Rs 5-crore surgical 
instruments company located out 
of Old Delhi’s congested Darya- 
ganj. In April 2003, Ribbel filed for 
a US patent for a new design of 
surgical scalpels. The innovation in- 
creases the safety features of the 
scalpel and reduces several health 
hazards that doctors and nurses 
are exposed to in the operating 
theatre. Says Kanoria: “Our inno- 
vation is based on the feedback 
from our buyers. They told us to 
patent the innovation so that we 
could prevent others from copying 
our design.” 

For Clutch Auto, the motivation 
was the changing rules of the tech- 
nology game. About four years 
ago, the company tried striking a 
joint venture with multinational 
clutch-makers like Valeo and Sachs 


| 


Mannesmann. But they put for- 
ward stiff conditions—a minimum 
ownership of 51 per cent, no bank 
borrowings, no public ownership, 
and disbanding of the current 
product line. *It was too high a 
price to pay for their technology," 
Says V.K. Mehta, the 
Managing Director. 
So Mehta decided tO turn to 


his own R&D for developing new 


company s 


products. He hired two British 
consultants, arranged for a Rs 4.5- 
crore soft loan from the Department 
of Science and Technology and 
aimed big. When Clutch had the 
innovation in place, its team sifted 
through 11,000 patents filed since 
1926 On clutch cover assembly, 
just to make sure no patent was 
being infringed. The patent was 
filed in February 2001 and it was 
granted in September this year. 
Mehta has four more innovative 
products in the pipeline, patents 
tor which have already been filed 
over the last four months. 

If more Mehtas and Kanorias 
think IP, you may just have a coun 
try that makes up for its patents 
tardiness with a vengeance. [m 
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- Here's the first-ever compilation of data on Indian patents. Among other things, it looks 
at patent filing trends in India and the US, the top patentees, and industries where patent 
filings are more. A caveat: A US patent is generally published 18 months from the date of 
filing. Therefore, numbers from 1997 to 2001 are a better indicator of the trend. 


Where Are The Patents 


Materials Mechanical 


Coming From? 
The concentration is in technology-intensive industries. 
Electrical & 

Others ** Chemicals Drugs Electronics 
1997 353] 3207 1135 2349 1,686 
1998 3490 3084 1371 2024 405 
1999 2236 2321 1,173 1,367 300 
2000 2404 2293 1322 1,529 362 
2001 3161 2671 2176 1,948 991 
2002 1,934 1,550 1,256 1176 351 
2003* 357 266 124 142 78 
* Till Jan 2003 Filings granted or published by Indian Patent Office 


**|nclude general utility patents for technologies like sediment filters 





mm 1998 == 1999 
m 2001 ซะ 2002 
๒ ๒ Total 






mm 1997 
mn 2000 
แพ 2003 






CSIR Dr. Reddy's Research Ranbaxy Dabur 
Foundation/ Laboratories Research 
Dr. Reddy's Laboratories Foundation 


For more information contact Evalueserve at www.evalueserve.com 


Indian Oil 
Corporation 


Orchid Chemicals 


The Beeline Gets Bigger 


A US patent is hot commodity. 


1997 EN 183 Patents filed (which are 

assigned to Indian 
4g; FE 211 companies/inventors or 
1999 MANN 285 which have one of the 
^m 338 inventors as an Indian) 






2001 883 
o NN] 1 ล 
อ ได้ ท ด กา กั ศร รก ห ขด 
*The patents considered are those available in the patent databases till 
Dec 9, 2003. There's an 18-month lag between filing and publication 


of a patent in the US 
**Assumes 40% growth over previous year 











Panacea Sun National Torrent 
& Pharma Biotec Pharmaceutical Institute of ^ Pharmaceutical 
Industries Immunology 
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Patentees In Hot Sectors AN p Smart 


e Indian Oil Corporation: 211 granted e Dabur Research Foundation: 29 "cg 3 od Ae rt- UJ DS 


e Biocon India: More than 100 filed e Aurobindo Pharma: B A » Size has to do with 
e Dr. Reddy's Laboratories: Jd granted 

e Lupin Laboratories: 110 filed, BO granted 

@ Orchid Chemicals & Pharmaceuticals: 13 granted 

e Panacea Biotec: 155 granted a LE [| 
e Ranbaxy: B6 PCT applications in Ree i a ih 

2002, $7 at USPTO 


PCT—Patent Cooperation Treaty 
Includes all major patents 






















pene patents filed from = in 2003 
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กา ร ณะ ES What Are The Patents For? 


New e weal 25 (In the US patent office) 


Preservation viz., herbicides, pesticides As 41 


Chemical or physical processes, | — AS. p d 
e.g, catalysis, colloid | 


Electronics| ง : 79 Busy MNCs เท India 


It's the tech companies that lead the charge. 

















= uds e 
Philips Innovation Campus (PIC) 102 1,203 
Cisco Systems 120 242 
Intel 125 1,126 
Analog Devices 33 87 
Texas Instruments 225 745 
Cadence Design Systems 4 33 
IBM 120 3,343 - 
GE 5 1,758 
Adobe Systems 10 30 
a Oracle India Development Centre 10 85 
National © Wockhardt Biocon India จ ั ต ส ย ท ห ล ล — — £35 015 
เฉ 6 M Ciba Specialty Chemicals 9 154 


*Figures are for 2002 **Estimated no. of patents filed by September 2002 
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At the heart of India's poor track record 
at sia: lies our profound disdain for the 


very idea of commercialising knowledge 
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พ ยศ ป ั ต ล ท aversion to a creation ae om. 0 The follo 
bai Bic profound. disdain for the very pe of commerce cia 






A oemos-creating Brahma ind กร แล 1 E M. conduit live เจ 
gether in harmony—reflecting the Hindu discomfort in linking knowledge and wealth. ' | 
Eu Even today, it's unusual to find images of Saraswati and Lakshmi in the same house. 
India abounds with anecdotes of gurus who imparted wisdom without expecting any- 
É 0 hing in return, with students offering just a voluntary ‘guru dakshina’ (offering) in grat- 
1 .. itude. In history, King SUUM Maurya's pragmatic advisor on statecraft, 
_ Chanakya; seems to have been the id noteworthy exception. “Arth karicheye vidya” 
: (create wealth from knowledge’), he asserted, almost 2,300 years ago. 
50 Given the cultural context, it is hardly surprising ะ that Dr. Jagdish Chandra 
^ Bose the first to invent a wireless system that transmitted radio waves over a dis- 
tance of 75 feet—was against any financial gains from his inventions. In a letter FOUNDER, - 
~ to Rabindranath Tagore, he explains why he turned down the business pro- EVALUESERVE | 
posal of a telegraph company proprietor who had come ‘patent formin hand’; “My | 
friend, I wish you could see the terrible attachment to gain in this country, that 
< al-engaging lucre, that lust for money and more money. Once caught in that trap, 
— there would have been no way out for me.’ 
In 1904, frustrated by Bose's 1 0 two of his friends, Sister Nivedita and 
m Sara Bull, took the initiative and obtained an American patent in his name (for his | 
j vention of the galena single contact point receiver), Bose, however, still refused a 
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A culture of 
patentin 
for profit | 

comes from | 

big success 
stories. 
Indian 
genius is | 
recognised, 
but money 


is important 











Thomas Alva Edison: 
King of patents 
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to make money out of his invention. 
Patrick Geddes summarised Bose's re- 
action aptly in his authorised biogra- 
phy later on: “Simply stated, it is the po- 
sition of the old rishis of India, of whom 
he is increasingly recognised as a re- 
newed type, and whose best teachings 
were ever open to all willing to accept 
it." Isn't it ironic that the spiritualist 
Nivedita had to do what the inventor 
Bose ought to have in the first place? Or 
Is it simply that the British-born Nivedita 
was a child of industrialised Europe? 
Judge the West's patent-savviness 
from the following: 
e Guglielmo Marconi, who filed the 
world's first patent in 1896, for a system 
of telegraphy using Hertzian waves, 
founded the world's first wireless tele- 
graph and signal company in 1897. 
@ Albert Einstein was a Swiss patent 
examiner during 1902-1909, when he 
wrote his papers on Relativity. He con- 
tinued at the patent office even after 
achieving fame in 1905, though he later 
became ล professor. 
e Alexander Graham Bell patented the 
telephony system in 1876. In 1877, two 
businessmen financed him to create Bell 
Telephone Co. that later became AT&T. 
e Thomas Alva Edison sold his first inv- 
ention—an unpatented stock-quotation 
printer—for $40,000 (Rs 18.4 lakh) He 
used this money in 1876 to start a lab that 
led to 1,093 patented inventions, one of 
which helped the installation of the 
world's first large central-electric power 
station (in New York) by the Edison 
General Electric Co., today's GE. 
e Abraham Lincoln was awarded a patent 
for a ‘Device for Buoying Vessels over 
Shoals’ on May 22, 1849, and he remains 
the only American President to have 
been awarded a patent. 


Ax our record? More than a 
century has gone by since 
Bose, but not much has changed. 

e Professor C.N.R. Rao, the former 
Director of the Indian Institute Of Scien- 
ce (Sc), published more than 1,000 resea- 
rch papers, but did not file a single patent. 
e The Council of Scientific & Industrial 
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Research in India (CSIR), with 5,400 
scientists working with annual funding of 
$225 million, has been granted 159 
patent applications by the US Patent and 
Trademark Office (USPTO) during 1991- 
2000. In contrast, the IBM research divi- 
sion, with 2,700 scientists and about 
$540 million, filed over 900 patent app- 
lications in the year 2000. 

e The seven irs, the All India Institute 
of Medical Sciences, and the tse have 
hundreds of professors and students. 
And yet, these nine institutions only 
filed 84 patents with the usPro during 
1991-2000. 

e India lags the US, Japan and Germany 
in terms of converting government exp- 
enditure on R&D into valuable patents. 


uring 1997, the IBM Research 

Division assigned me the task 
of setting up an IBM Research 
Laboratory, which I did in April 1998, 
on the irr Delhi campus. Now IBM oper- 
ates on patent application ‘quotas’, and 
we were asked to file 12 during 1999. 
Thanks to the Indian genius, we ended 
up filing 19. Impressed with our 
progress, GE decided to open a lab in 
Bangalore of its own. 

Yet, creating a culture of active patent- 
ing and generating value from it requires 
some big success stories. Indian scientific 
competence has already been acknowl- 
edged, but at the moment, even Florida 
State University, with seven patents per 
year, earns more revenue from patents 
than CSIR. Commercialisation is important. 

India's premier research institutes 
are so focussed on basic research that the 
business prospects get left out. Lack of 
Intellectual Property (IP) policies, of 
course, is another problem. But on the 
whole, much can be done. And must be 
done quickly, if India is to catch up 
with the West. *The introduction of 
patent laws," said Lincoln, *was one 
of the three most important develop- 
ments in the history of the world," and 
"the patent system adds the Fuel of 
Interest to the Fire of Genius." For 
India, it's time to renew the old advice: 
Arth karicheya vidya. @ 
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พ 1510 ON A MONDAY MORNING, 
| and Mirai Chatterjee is sitting 
cross-legged on the concrete 
floor of SEWA's (Self-Employed 
า อ ท 7 ร Association) base- 
in Ahmedabad, offering 
ith prayer along with 25 of 
-her colleagues. After the prayer, 
the women will spend another five 
minutes on yoga and physical exer- 
..-—. cise, and then set off for the day's 
work, which could range from 
^. dealing with a woman's health 
^. problem to convincing one to buy 
- an insurance to visiting day care 
— * centres, “We never have a typical 
day,” says Chatterjee, a tall, light- 
skinned woman, dressed in a 
khadi saree and her hair tied in a 
bun over the back of her head. 
“When I start the day, I have a 
plan, but whether I stick to it is 
another issue," she adds, starting 
on a flight of stairs to her 10x15 
feet, ground-floor office. 
200 00 By any measure, the 44-year- 
- "old Chatterjee has work unlike 
anybody else's. As the coordinator 


















She runs the largest r micro-insurance e programme 1 















of SEWA? ร social security initiatives, 
she’s. responsible for- organising 


healthcare, child care, insuranc 
services and. shelter to some 5 lak 
poor women, and their husband 


and children in 13 districts of wan ha: 
Gujarat. SEWA's insurance pro- - 
gramme, called VimoSEWA, is the . 
largest micro-insurance programme 


in the world, and covers 1,12,112 


women members, their husbands. . 


and children. Its integrated insur- 
ance package covers everything 
from life to. livelihood to assets. 
Annual premium? Rs 85 for the Þa- 
sic scheme, which covers hospi- 
talisation risks up to Rs 2,000, ac- 


cidental death insurance of Rs: 
40,000 and household cover of 
Rs 10,000. Two other schemes 
with annual premia of Rs 200 and. 





Rs 400 Joffer greater benefits. 


: policies and thes pie at the central i 
office in Ahmedabad. every] Monday 


mium. So SEWA is developing alter 
-pate systems like linking 
. and insurance so th 
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re than 112,000 . x 


Co-ordinator (Social Security), | = ee 












and Thursday for servicing claims, 
review and direction. Says Shilpa 
Pandya, C coordinator, VimosEWA: 
“It is not easy: to sell insurance, so 
aagewaris are specially trained for 
selling the concept of insurance." 
The biggest barrier, as Chat- 
terjee has discovered, is simply 
economic. Many women, espe- 
cially in a lean or drought year, 
find it difficult to pay the pre- 
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save the year round in small 
monthly installments towards the 
annual premium. They are also 
encouraged to put in a fixed depo- 
sit of Rs 1,000 with the SEWA Bank, 
the interest on which goes towards 
paying the premium, ensuring 
long-term continuous insurance 
coverage. Deposit-linked insurance 
schemes entitle women to mater- 
nity benefits and older women to 
reimbursements for cataract ope- 
rations—something no insurance 
company covers. 

But it's not so much a stand- 
alone insurance policy as a com- 
prehensive social security net that 
SEWA provides. In fact, when Ela 
Bhatt, or Elaben as she is more 
popularly known, started her grass- 
roots movement in 1972 for 
women engaged in the informal 
economy, the goal was to organise 
them to achieve full employment 
and self-reliance. She found that it 
wasn't enough if her organisation 
focused on just one side of a poor 
woman's needs. For the poor to be 
economically productive, health 
care, child care, shelter and cover 
against uncertainties were required. 
That's why SEWA today offers 
everything from healthcare and 
child care to banking. 

The thrust of SEWA Health is on 
providing simple, life-saving health 
information, with a focus on dis- 
ease prevention and promotion of 
well-being. Local women, espe- 
cially traditional midwives, are 
trained to be “barefoot doctors" 
and to provide services to the very 
poor, particularly in areas not serv- 
iced by governmental or other 
non-government organisations. 
Day care for children is an integral 
part of the service because it frees 
up the women to take up a job or 
do business. SEWA’s studies, for ins- 
tance, show that women's income 
increases by 50 per cent when 
child care is provided. 
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The SEWA Bank, on the other 
hand, not just offers credit, but 
savings options and insurance. Says 
Jayashree Vyas, Managing 
Director, SEWA Bank: “We see our- 
selves as lifetime friends of our 
women members and look at pro- 
viding services catering to their 
lifecycle needs." Child care, health- 
care and insurance combined make 
for a potent empowering tool. 
Notes Chatterjee, mother to three 
daughters: “It is unlikely that one 
without the other will help the 


poor reach their goal of full 
employment and self-reliance." 


hatterjee's tryst with social 

work occurred 30 years 
ago when she was a student at 
Mumbai's Cathedral and John 
Connon School. To do her bit for 
the poor, she would visit slums 
to help out children during week- 
ends. Even as recently as the sec- 
ond week of December, she and a 
German government official spent 
three days in the house of an 
Ahmedabad construction worker 
and a VimoSEWA aagewan, 
Hiraben, to better understand iss- 
ues of poverty and social security. 
During those three days, 
Chatterjee worked alongside 
Hiraben at a construction site. 
"We try to connect with the 
women on the ground as we have 
to keep our ears and minds open 
to constant information," she says 


ก รา ร เศ ร ร ร ร อ อ ก ร ซอ เล ห เร ร ร ห ร ห ฑา ก ร ห 
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as a matter of fact. 

Chatterjee first visited SEWA 
in 1982 as a post-graduate stu- 
dent of public health at the John 
Hopkins University in the US. 
She was “moved” by the idea of a 
poor women’s labour union and 
responded when Elaben made a 
general call for help. She signed 
up as a coordinator of the health- 
care team in 1984. Eight years 
later, SEWA Bank established 
VimoSEWA to support women’s 
livelihood and complement 


THE COOPERATIVE 
ISN'T AN END IN ITSELF 
FOR CHA IT 
IS A MEANS TO HER 
GOAL OF INSURANCE 
FOR EACH OF SEWAS 
7 LAKH MEMBERS 


SEWA's healthcare work. 
Chatterjee became the coor- 
dinator of all the social security 
programmes in 1999 and a year 
later, with its membership 
swelling, SEWA insurance became 
an independent unit. 

Having proved that insurance 
programmes organised by the poor 
for themselves are viable, Chatterjee 
wants to turn it into a coopera- 
tive programme, like SEWA Bank 
and SEWA Health and Child Care. 
“Nowadays, I am obsessed with 
the idea of setting up of an insur- 
ance cooperative," she says. But 
for Chatterjee, the cooperative isn't 
an end in itself. Rather, it's only a 
means to her goal of insurance for 
each and every of sEWA's seven 
lakh members spread over seven 
states of India. *I wouldn't be satis- 
fied with anything less," she says. 

Lucky, the poor village women 
of India. 
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Think path- 
breaking work 
happens only in 
the Western 
world? Think again. 
Here are eight 
examples of 
cutting-edge 
research happening 
right here in India. 
P.S: It’s not a round 
10, so we must be 
telling the truth. 


BY VANDANA GOMBAR 
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Ranbaxy’s R. Barbhaiya: | 





IRCA 2004, THE EGGHEAD-WORLD IS EXCITED ABOUT 
nanotechnology, micro electro mechanical systems (or 
MEMS), stem cell research, fuel cells, biotech, and geno- 
mics, though not necessarily in that order. If that’s too 
much jargon, think regenerative medicine or growing 
another liver to replace one damaged by cancer; think atom-sized 
robots; think innovative drug delivery systems; think the power 
to suppress genes responsible for hereditary diseases; and think 
pocket-sized power plants (well, almost). Now, how would you 
react if we told you that work—not just ordinary work but 
bleeding edge stuff—on all these areas was progressing (and very 
well indeed, thanks for asking) in India? Surprised. Well, Indian 
scientists aren’t just participants in these areas, they are leaders 
in several, and leaders who are busy acquiring patents and get- 
ting commercial. Not too much noise, however, is being made 
about this work at the bleeding edge. Attribute that to the 
uniquely Indian trait of understatedness. This may be the first 
time you hear about some of these technologies and people, but 
mark our words, it won't be the last. 








PHARMACEUTICAL RESEARCH 


In Quest of the 
_ Next Blockbuster. 


Indian pharma's search for new chemical entities. 


T. HAS BEEN 17 MONTHS SINCE RASHMI BARBHAIYA, A 50-YEAR-OLD 
non-resident American, took up Ranbaxy’s offer to head res- 
earch and development at the company. Since then, the 
Bristol-Myers Squibb vet has seen Ranbaxy’s research facility 
in Gurgaon—its strength now stands at 906— grow some 40 
per cent in size. And Barbhaiya has pulled off an alliance 
with Europe's largest drug maker GlaxoSmithKline for the joint 
development of new drugs with shared rights in marketing. 
More alliances, and some new chemical entities, or new drugs 
in layspeak, are in the offing says the researcher. 

From high throughput screening (testing multiple new 
drug molecules at one go ) to research on novel drug delivery 
systems to clinical studies, there's nothing multinational phar- 
maceutical companies can do that Indian ones cannot. “There 
is incredible talent here. Blend it with experience and you have 
a winning proposition," says Barbhaiya. Ranbaxy and Dr. 
Reddy's are Indian pharma's research hothouses, but others like 
Nicholas Piramal and Wockhardt aren't far behind. And 
Indian Pharma is yet to leverage the natural advantages India 
possesses in in-silico (software-based) drug research. 


IMMUNOLOGY 


A Cocktail Of 
Vaccines, Anyone? 


| India is up to speed on edible, recombinant, or DNA vaccines. 


TYPICAL BABY GETS A FEW TENS OF SHOTS IN THE FIRST 18 

months of its life. Wouldn’t it be nice if all these could be 
combined into one safe, side-effect free cocktail? Delhi-based 
Panacea Biotec is working on it. Wouldn't it be even better if 
your food could be naturally laced with vaccines without any 
change in taste? Well, Indian researchers are working on cul- 
tivating tomatoes and muskmelons with in-built cholera and ra- 
bies vaccines. What about a magic vaccine for Acquired Immuno 
Deficiency Syndrome (AIDS)? Well India could be the first 
country in the world to come out with one; Indian Council of 
Medical Research, National Aips Control Organisation, and US- 
based Internal Alps Vaccine Initiative are testing one. Can 
India be vaccine-producer to the world, an honour that comes 
with a $8 billion bounty? Maybe; it’s definitely not a long shot. 





SHIVAY BHANDARI 















































AN 


ideas 


SUPER POWER 


FUEL CELLS 


Forget E, H Is For Energy 


Pune’s NCL may soon have an alternative to fossil fuels. 


N O ONE IN INDIA IS DEVELOPING AN ENVIRONMENT -FRIENDLY “ag " 


car like the Tovota Prius, but Pune-based National 
Chemical Laboratory (NCL) is working on something based 
on the same principle, fuel cells. The principle is quite easy to 
understand: Electrolvsis is the process by which water is 
broken into its constituents, hydrogen and oxygen, using 
an electric charge; the use of hydrogen as a fuel is based on the 
premise that when it and oxygen combine to create water, they 
produce electricity. NCI began its research into fuel cells 


feedstock: Will the hydrogen be produced at one location and 
piped (an expensive proposition), or will it be created on-site 
(a much more viable option)? P.S.: The water produced in this 
process is pure enough to drink. Surely, that should be a ma- 
jor plus in a pure-water-starved country like India? 

PRIYA SRINIVASAN 


three years ago. Right now, it is addressing the crucial issue of / 
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NATUROPATHY 


The Natural Road 360: Joni 


To Wellness NANOTECH 
Ayurveda makes a resounding comeback. Rebui | ding The World: 


NE OF INDIA’S TRADITIONAL SYSTEMS OF MEDICINE, LO By; LO 


Ayurveda, goes back a few thousand years. If it is Smallest is beautiful in India’s research 


making a comeback, attribute it to the emergence of natur- 

opathy on the therapeutic mainstream. And as researchers AS [IO THINK THAT THE BIOMOLECULAR 
grapple with the challenges involved in creating herbal lectronics and Nanotechnology divi- 
formulations, marrying Ayurveda with modern science to of- sion of the Central Scientific Instruments 
fer herbs-in-a-capsule is catching on in India. Ravi Prasad, Organisation that Dr. Lalit M. Bharadwaj 
the Chief Executive Officer of Himalaya Drug Company, heads was founded just over a year ago. 
calls this process “active Ayurveda” and believes this could [oday, financial institutions, companies, 
be India’s ticket to the big time. Ranbaxy Laboratories and Ph.D students, and MNCs are falling over 
Panacea Biotec are converging on the opportunity too. themselves to buy into his vision. “My Ph.D 
The latter has even filed patents for a herbal diabetes drug. students receive offers of scholarship from 
The estimated opportunity: $5 trillion (Rs 23,000,000 Berkeley (the University of California),” gloats 
crore) by 2050. Bharadwaj. Ones they refuse, naturally, for 


the division is one of the very few in the 


i , i 3 อ 2 wa . eSI 
- See worild working on DNA-processors and storage 
ee | devices. “A single gram of DNA can store 
๑ E a , b j ' + 

£z = more information than a trillion CDs,” say 
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MICRO ELECTRO MECHANICAL SYSTEMS 


Waiter, There’s A 
MEMS In My Soup... 


... and it probably has a higher IQ than you, sir. 


N THE BEGINNING WAS THE MAINFRAME AND THE 

mainframe was with God and the mainframe was 
God. Then came, in quick succession, the desktop, the 
laptop, the palmtop, and the personal digital assistant. 
Today's researchers are working at the level of a mic- 
ron (one-millionth of a metre) to create micro electro 
mechanical systems (or MEMS). Think of these as fully- 
functional robots on a microchip with all the capa- 
bilities of sensors, actuators, and processors and which 
will, in all likelihood, be at the core of tomorrow's 
communication, entertainment, computing, even med- 
ical devices. For instance, an MEMS-on-a-pill could 
collect data, visual and pathological, as it passes 
through a patient's intestine. Within the next year, the 
Central Scientific Instruments Organisation (CSIO) will 
boast a prototype of an MEMS-based tuberculosis di- 
agnostic kit that will reduce the time taken to diagnose 
the disease from a few weeks to a few hours. Next step: 
diagnostic kits for malaria, hepatitis, and Aips. *We are 
racing the world to manage a first," says R.P. Bajpai, 
Director, CSIO. And India's Council of Scientific and 
Industrial Research, Defence Research and 


REGENERATIVE MEDICINE 


To Make In One's 
Own Likeness 


Stem-cell based therapy is actually happening in India. 


TEM CELLS, ESPECIALLY THOSE DERIVED FROM EMBRYOS 

have the ability to evolve into any kind of cell, a 
skin cell, a heart cell or a kidney cell. Research into 
stem cells could hold the key to regenerative medicine. 
Of the 10 organisations recognised as a source of stem 
cells by the US’ National Institute of Health, two, 
Reliance Life Sciences (Mumbai), and National Centre 
for Biological Sciences (Bangalore) are in India. Even 
more significantly, India is among the pioneers in stem 
cell-based therapy. The Hyderabad-based L.V. Prasad 
Eye Institute uses stem cell technology to reconstruct 
corneas, "We have the first large scale successful 
trial of adult stem cell technology on humans," says 
Dr. D. Balasubramanian, the director of research at the 
hospital. There's more: at Delhi's Maulana Azad 
Medical College, Dr. B.G. Matapurkar has worked 
out a technique of regenerating organs and tissues 
from stem cells. And Mumbai’s Asian Heart Institute 
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Development Organisation, Department of Science and 
Technology, Indian Space Research Organisation, 
and Department of Information Technology have 
put up Rs 75 crore to fund a National Programme on 
Smart Materials under which a clutch of institutions is 
working on MEMS applications. The size of the global 
MEMS market is estimated to touch $10 billion (Rs 
46,000 crore) by 2006. 


Prasad's D. Balasubramanian: 





and research Centre is developing therapies using 
stem cells. Sensing the opportunity that the emerging 
area presents for the country, President A.P.J. Abdul 
Kalam has favoured the launch of a national stem cell 
research programme even as the rest of the world de- 
bates the ethics of using embryonic stem cells. We 
were among the first to get into the game. We could 
finish first in the race. Im 
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5 A 10-YEAR-OLD AT 
Hyderabad’s prim St. 
Anne’s (boarding) School 
for girls, Villoo Morawala 
would routinely add to the 
despair of her teachers, mostly Italian 
nuns, by making it a habit to push her 
chair back to the tipping point. Thirty 
eight years on, a child’s playful defiance 
has turned into an adult scientist's abid- 
ing quest for pushing the frontiers of 
biotechnology. Morawala, now Patell 
and mother to two girls (Farah, 22 and 
Sanaya, 20), is the founder and CEO of 
Avestha Gengraine Technologies, a 
three-year-old biotech company (yes, 
she was 45 when she started it!) that is 
defying popular wisdom—which is to 
do something that fetches money every 
quarter—to bet on basic research. 
That makes Patell’s Avesthag 
which draws the first part of its name 
from the Zoroastrian holy book, Zenda 
Avestha, or book of knowledge, and 
the latter part from a combination of 
words Gene and Grain—the only bio- 
tech start-up of its kind in the country. 
Biocon, another Bangalore-based bio- 
tech player founded by a woman, Kiran 
Mazumdar Shaw, started as an enzyme 
company and still does bacteriology- 
based biotechnology, which mostly 
does not involve creating a new prod- 
uct from scratch. Strand Genomics, 
again Bangalore based, is a bioinfor- 
matics company that makes software 
for drug discovery and development. 
Shantha Biotechnics, a biotech player 
in Hyderabad, makes recombinant 
drugs, which involves experimenting 
with two existing drugs to create a 
new, more effective drug. So basic 
research is still a no, no for most. 
Not surprising, because a business 
model like Avesthagen’s is not terribly 
lucrative. In fact, in the last three years, 
the 96-employee, privately-held com- 
pany has earned a bare $2-3 million, or 
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ries, ม AvGen me and Avesthag n 
Quality Agriculture Services (AQUAS), | 


perennially scrambling for funds. 
Understandably, then, there are 


-people who dismiss Patell as a bio- 


tech romantic, whose stated mission 


| 0 - (“to improve productivity in agri- 
culture and develop agro-tech- 
-< nologies that would lead to value 


addition in food and pharma prod- 
ucts") and chosen route are at odds 
with business logic. Says a Ban- 
galore-based venture capitalist who 
has been watching the company, 
but did not wish to be identified: “I 
have the highest respect for Dr 


Patell as a scientist and an individ- 
— ual, but I have doubts about | 
.— Avestha's ability to deliver. They are - 


| 100 confused about their business 








R ut har S something og 


Patell—a petite, short- 


haired woman, with dark brown 


eyes and a strong-set jaw—has 
been hearing ever since she laun- 
ched Avesthagen as a concept at 
the University of Agricultural 


Sciences in Bangalore, where she 
was a professor. In fact, the first 


person to tell her so was the oth- 
erwise prescient Dr K. Anji Reddy 
of the eponymous pharma com- 
pany in Hyderabad. Although 
Reddy, an old acquaintance of 


hers, did give her Rs 50,000 to 
put together à project report, when. 


it was done (she titled it From DNA 





even, fell on deaf ears,’ 
Whose affluent forefathers moved 
- to Hyderabad in 1920s on invita- 
< tion from the then Nizam. So, in 
* September 1999, she was surprised 
when one state-funded venture 
— capital firm showed a keen interest 
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: dal I was out to create IP intek. 

- lectual property) in the genomic 
space and that the services part of 
_ Avestha was fundamentally. differ- 
ent and would take time to break 


in funding her. But, of course, 


บ there was a catch: It wanted half 
the company for a paltry Rs 1.5 

' re, It was a moment of anguish. 

| To xi c he e merely. heard her Patell e whe 






















SUPER POWER 


accept the humiliating offer or 
abandon the whole idea of setting 
up a plant biotech company. 
Summoning every ounce of 
courage in her, Patell decided to do 
neither, instead make one final 
attempt at tapping friends for funds. 
In 1999, when all this was hap- 
pening, Keon Wentink came to 
town. Wentink, a Dutch national, 
had been a student at ICRISAT 
(International Crop Research Insti- 
tute for Semi-Arid Tropics), where 
Patell used to do research before 
she left for a PhD at the Louis 
Pasteur Institute in Strasbourg, 
France (that’s another interesting 





story we'll come to in a moment). 
Wentink heard Patell out and deci- 
ded to invest his life's savings as 
an angel investor in Avesthagen. 
The first two years of Avestha- 
gen at the University of Agricultural 
Sciences, before it was spun off as a 
separate company in 2000, was 
funded out of the money put in by 
Patell and Wentink, and two re- 
search grants from the Rockefeller 
Foundation. Then, the tide started 
to turn for Patell. icici Ventures 
came in as an investor in March, 
2001, investing $1.5 million for a 
25 per cent stake. GTB chipped in 
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with Rs 2 crore, and four months 
later, Tata Industries put in another 
Rs 1 crore. Says Renuka Ramnath, 
MD & CEO, ICICI Ventures: “Villoo 
is very passionate about the job she 
does. Inner strength and confidence 
in herself are the factors that have 
helped her come so far.” 


ou can say that again. 

Patell was already 31 
years old, married for 10 years and 
a mother to two daughters when 
on an impulse she decided to chuck 
up her job at ICRISAT and pursue 
higher education. “After 10 years at 
ICRISAT, I was bored. The work was 
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repetitive and tedious. I wanted to 
do things differently," recalls Patell. 
Through a mutual acquaintance, 
she met a professor of molecular bi- 
ology from the Louis Pasteur 
Institute. After a three-hour dis- 
cussion, he agreed to take her on as 
a doctoral student. So at the age of 
31, Patell found herself moving, 
family in tow, to France to make a 
new beginning. 

After six years of research, 
Patell got her PhD and came back 
to India. This was when she initi- 
ated efforts to start a company 
(she had not decided on Aves- 





Eu 


thagen till 1998, she says), but 
was rebuffed by all the vcs she 
approached. In 1995, she moved 
to the University of Ghent in 
Belgium for post-doctoral work. 
This is where Patell's resolve to 
return to India and set up her own 
biotech company would get streng- 
thened. Here' s what happened. 
During her stint in Belgium, Patell 
closely observed a company called 
Plant Genetic Systems (PGS), which 
despite a 13-year history only had 
patents to show, but no revenues. 
Yet, it was considered a hot 
biotech company. In 1996, PGS 
was scooped up by Hoechst for a 


whopping $800 million. “I could 
not believe it. I then began to 
understand how valuable iP could 
be and decided to build a research- 
based company in India," says 
Patell. 

Returning once again to India, 
she joined the University of Agricul- 
tural Science in Bangalore, where 
she resumed her efforts to launch a 
company. To start with, she used 
the university's resources to get 
working on her ideas. Her first 
experiments were on developing 
drought resistant strains of rice 
and other hybrid seeds. You alrea- 


Me for bind related to diabetes, obesity 
















know what happened when 
atell set about wooing investors. 
nents she: "India has some of 


of failure is too high." 


Fortunately for Patell, either | 


there's no dearth of risk-taking 
scientists or her conviction and 
enthusiasm are infectious. For 
example, take Victor Moreno, a 


PhD from Cornell University and 
former director of R&D. at both 
< Nestle and Procter & Gamble. In 








‘October 2002, Patell met him 
ugh a mutual acquaintance in 
the US, and lost no time in selling 


TOO HIGH 


. him the biotech opportunity in 


1 India and particularly Avesthagen. 
» Recalls Moreno, five feet six inches 
tall with a head full of shocking 
c snow-white hair: “Here she was 


explaining to me what she wanted 
to do and how she planned to go 
about it. It was simply amazing.” 
Six months later, Moreno, who 
incidentally was involved in the 
development of P&G’s famous Vicks 
lozenges, was on board Avesthagen 
as the head of its US subsidiary, 


. AvGen Inc., which focuses on 


developing nutritional compounds 


" พ น E 


the best scientists in the world but 
. very few entrepreneurs. The price 


v times 








and bone loss. Wentink's decision 
to join Avesthagen was also settled 
by Patell's conviction. Says Wen- 
tink, CEO- of the group's services 
subsidiary, AQUAS: “What attracted 
me to invest and join Avestha was 
Villoo's vision, commitment and 


research capabilities.” 


Other top scientists at Aves- 


thagen, such as Rajyashri K.R. and 
“Swati Bhattacharyya, have also 


come. on board simply because 
the start-up gives them an oppor- 


tunity to work on the cutting edge. 
o£ biotechnology. That, however, : . 
doesn't mean that researcher's at 
-the company get packets of GM 
sumer resistance.” 


seeds for pay. All employees have 
stock options. 
Because she's s passionate about 


-what she does, Patell can some- 
๊ seem like a control freak; - 
. For example, she likes to look at ^. 
-every piece of scientific documen- Xue 
tation before it is sent out of the. 
company either for filing of patents - 
_ or for any form of public disclosure. 
.— The lady herself bristles : at such ale o 











legations.. “IFI don’t part with a 


major chunk of the company foran . 
unreasonable price, and if | want to . 
be kept informed of all important — 
developments, does that make me — 


a control freak?” she asks. 
To be fair, Avesthagen is at a 


stage where it demands—and, ind- — 
eed, does get—the full attention of 

Patell. So much so that ask her 
what her biggest challenge has 


been and she'll tell you that it is in 
making sure that her family does- 
n't get totally neglected. “I don't 
think Pve been able to spend as 
much time as I would have liked to 
with my children when they were 


growing up,” says Patell. “So is. 


the case with my husband." Her 


hubby Zareer, a martial arts ins- 
tructor and the owner of a chain of 
gyms in Hyderabad (he's also an | 
ace jazz pianist), has been her pillar 
of eng, even as Patell rode the | 


highs and lows of her dream. 
Her efforts, though, have star- 
ted to bear fruit. Two months 
ago, Avesthagen received US pat- 
ents for transgenic modification 
(GM) of everything from basmati 
to maize. With that come poten- 
tial licensing z deals with seed com- - 
panies. For example, its trans 
genic Basmati 370 allows seed. 
companies to create new hybrids - 
cheaper and faster. Says Patell: 
“The seeds based on our techno- 


logy will be available in less than | 
a year with the GM tag. As only > 
plant genes are being used, we. 


do not expect any farmer or con- 


The technology can be applied 


^to anything from rice to cotton to 
maize to even. vegetables like rine 
: jals and tomatoes, In other words, 
every plant. that has aco 











cial hybrid seed available i 
market can be transgeneticall 
modified using Avesthagen's a 


E nology. The company does not, 


however, plan to get into. seed 
*. 
production; it will license the 


technology to seed companies to. 
- produce and distribute. 2 ae 
Even as things look promising, °° 
0 Patell knows that each of — 
er companies—eventual vee 
- Avesthagen will be holding cor » 
pany for the two subsidiaries and 
.a third joint-venture company 


that it is setting up with the gov- 
ernment of Kerala for phy- 
topharmaceuticals—needs ood- 
les of more money to pump up 
R&D. It may be years before 
serious money starts rolling in, 
but Patell is loath to shift focus 
away from her basic-research-to- 
services model. “We cannot be a 
me-too player. If for that reason 
some business is missed, so be 
it,” she says. Her critics are right: 
She is a biotech romantic. But 
for our sake let's hope she stays 
one. Incurably. Œ 
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| garden. “Managing it requires contradic tory appro- 
aches: one, hands-on—design, oil, power up and 
manage the machine, and the other, hands-off—cre- 
BÀ ate conditions under which it can flourish, stand 
back and let the magic occur, then harvest the magic gar- 
den,” says T. Stewart in The Wealth of Knowledge. 
The idea factory approach is more appropriate 
for innovation in industry where the focus is on 
short-term gains amidst global competition. The 
magic garden approach is more appropriate for 
innovation in an academic environment, although 
many successful market innovations also trace their 
origins to the magic garden. 
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[ ู NNOVATION IS BOTH AN IDEA FACTORY AND A MAGIC 


_ it seems, ave prepared their students’ minds rather wel 





system, the irr name has bec me a password for free 


entry to a world of economic opportunities. The irs, = 


Unfortunately, chances appear to favour our graduates. ? 
more often outside India than here. — | 


Sy lence and technology related activity in 
the IITs can be described under four broad 
categories: teaching, industrial consultancy, spon- 
sored research and fundamental research. Fundamental 
research is the most demanding of these. It deals with 
abstract ideas, and is concerned more with under- 
standing than with doing. It is a non-linear process, and 
is often about going up blind alleys to find out if 
they’re really blind. It requires an obsessive interest in 
solving a problem or overcoming a conceptual diffi- 
culty, a knowledge of what other researchers have done 
before (“standing on the shoulders of giants”, in Sir 
Isaac Newton’s words), hard work and resilience. 
Application is not the immediate goal of fundamental 
research—it is, rather, an investment for the future. 
Industrial consultancy relates to design and trouble- 
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shooting, involves the innovative application of knowl- 
edge and is a fairly linear process. Sponsored research 
is somewhere in-between. 

Over the past 12 years, the systems development 
lab in the computer science department has been 
grappling with the diversity of Indian languages for the 
development of software tools. It became clear that 
working with text at the level of an akshara (syllable) 
will permit text-to-speech output in all languages and 
thus allow blind persons to operate computers using 
their mother-tongue. The lab's achievements have 
recently won recognition from the government. 

Sometimes, learning from failures is the only way 
to solve problems like scaling-up—a serious engineeri- 
ng problem. This is how the metal-forming laboratory 


Prof M.S. 


Ananth 


DIRECTOR, 


INDIAN INSTITUTE OI 
TECHNOLOGY, MADRAS 


developed a successful technology for superplastic 
forming of the titanium alloy, Ti-6AI-4V, for defence 
applications. Direct exposure to communication prob 
lems led to the development of a net-based video-con- 
ferencing software. A rural ATM, costing less than 5 per 
cent of a conventional one but with advanced features 
such as fingerprint detection and smart cards, is ready 
for deployment in 2004. 


D^ all good academic institutions, the IITs 
are full of the germs of good ideas. Research 
ideas arise from persistent efforts, frequent discussions 
and chance meetings of minds. Students serve as a 
sounding board, and can often bring a refreshingly 


original view to a long-standing problem. The very 





The IITs are full of the germs of good ideas. 
Students serve as a sounding board, and bring 
original views to long-standing problems 





A proven 
stimulus of 
innovation is 
the meetin 
of unlike 
minds. It | 
throws up 
ossible 
. applications 
of fundamental - 
research 








lack of knowledge about previous work 
in the field is sometimes an asset. 

Some work on eco-friendly refrigerant 
mixtures was triggered by a question that 
an M.Tech student asked in class. It led to 
the development of a world-class vapour 
compression cryogenic refrigerator that 
can reach temperatures as low as -200 *c 
in a single stage. These refrigerants can 
replace liquid nitrogen in a number of 
applications—in fire-fighting, military 
and in medical applications. 

During the annual technical fest 
Shaastra, \tt-Madras students built the 
longest and tallest manila rope-stayed 
paper foot-bridge, spanning 11 metres, 
with an elevation of 2.5 metres above the 
ground at its highest point. Much brain- 
storming went into making it. 

In sponsored research and industrial 
consultancy, good ideas often arise from a 
meeting of unlike minds: the experience 
and practical focus of the engineer on 
the one hand, and the erudition of the fac- 
ulty consultant on the other. One of the 
proven stimuli of innovation is the meet- 
ing of unlike minds. It throws up possible 
applications of fundamental research. 

The bio-medical engineering division 
has been trying to find ways to identify the 
risk of foot-sole ulcers at an early stage of 
diabetes. Interaction with doctors regis- 
tered for a PG degree has led them to cre- 
ate an ingenious method using foot pres- 
sure-measurements in a pedobarograph. 

A faculty member once made a 
chance visit to the National Institute of 
Ocean Technology. His informal discus- 
sions with the scientists there led to an 
creating an ingenious method of harves- 
ting ocean wave energy using a fixed-vane 
turbine in an oscillatory water column. 


| | n the innovation process, intelle- 
ctual investments come first, 
followed by physical and financial inves- 
tments. This raises the issue of intellectual 
talent. Intellectuals look for meaningful 
research opportunities at organisations of 
repute. What can attract and retain them? 
e Informal atmosphere, horizontal organ- 
isations with minimal bureaucracy 
@ Unrestricted working hours at well- 
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equipped laboratories 
@ A critical mass of vibrant minds to make 
the collection’s growth auto-catalytic 
@ Associated technology parks for the 
university’s interaction with enterprise. 
@ Emphasis on high-tech education that 
lures high-tech companies 
@ Open-minded organisations 
@ Organisations that value creativity and 
foster interdisciplinary collaborations 
@ Campus exposure to some of the 
world’s truly creative scientists 
@ A diverse campus 
@ An urban location, campus 
accommodation, educational opportu- 
nities for children 
@ A hobby workshop to foster acquisition 
of skills and nurture creativity 
@ Lively on-campus coffee-and-music bars 
To promote entrepreneurial innova- 
tion, IrT-Madras will soon set up an R&D 
Park similar to those associated with 
Stanford and Harvard. The Park will 
provide infrastructure, invite world class 
companies to set up R&D facilities, pro- 
mote and nurture new ventures, encour- 
age interaction between the Institute and 
businesses and urge technology-led develo- 
pment for the community at large. The 
Park will also help set up hi-tech compa- 
nies such as those incubated at irr-Madras. 
To complement the irr^s faculty resources, 
the Park will house a large number of 
professional experts. Park researchers 
would be expected to register for Ms and 
Ph.D programmes at the Institute as well. 


n developed countries, the aca- 

demia-industry link has resulted 
in cross-fertilisation of ideas, and this 
has yielded benefits for both. India can do 
it too. Innovation is not a linear "scientific 
push" or *market pull" process, but a 
non-linear "system integration and global 
networking" process. It will take an 
unprecedented level of teamwork bet- 
ween academia, industry and the gov- 
ernment to convert innovative ideas into 
commercially and socially successful proj- 
ects. We at the irrs already have most of 
the elements of the magic garden. We 
simply have to work more creatively to 
reap a wonderful harvest. E 
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The Challenge 






challenge faced by every company — big and small. You'd 
the toast of HR honchos if you could come up with a sureshot 









answer. The question is simple, deceptively simple. How do you 
7 empower and keep your talent pool happy? | 


: Successful companies have a lot on their oi and growth has 
its own ‘people challenges’. As companies get increasingly 
preoccupied with customers and business priorities, there is an 
inherent risk of being perceived as impersonal on the ‘internal 
front’. It becomes difficult to say in regular touch with every 
nee employee. 







KEEPING 


. India, a part of the ABB group - a global leader i in power und 
๊ automation ne in over 100 countries, is a prime Pis 





- ABB chose SAP, the world’s largest. business solutions provider, 
| to spearhead the development of its ERP and business processes. 
. HR processes were an integral part of this endeavour. In SAP’s 


favour was its vast track record of dealing with these issues globally, 


Us an in-depth knowledge of the requisite technology anda committed 


‘team to put it all together in record time. 








e The > SAP experience 


= SAP and ABB's HR team designed a blueprint for implementation, 
taking into account the key issues that needed to be addressed. 
In January 2000, SAP developed a payroll package for the Indian 
market called ‘India Payroll’ in close collaboration with ABB. 


dk is interesting to note that. ABB became SAP's first customer 

to use the India Payroll product. ABB's Bangalore unit was chosen 
or the pilot run of India Payroll in February 2000 going live in 
Apr. 2000. ABB formed a core team of HR professionals based in 
0 to implement mySAP HR modules such as organisational 
. management, personal management, personnel administration, 
- compensation, personnel cost analysis and time management. 
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t ccessful companies are quick to recognize these challenges ' 
๊ and actively take timely measures to address these i issues. . ABB * 


^ "n a glance 


As part of the second development phase, in February 2003, 
ABB went live with new HR modules such as training and event 


management, succession and career planning and performance 
^. appraisal. The objective of adding these modules was to allow 
the HR department to automate its key HR processes and give 


the team more time for strategic HR manageri like building 


knowledge capital. 


The best part is, ABB went a step further and took dei initiative - 
to develop a unique package called Employee Self Service 0 158), 
an employee portal, which acts as a one-stop. information source. > 
and workflow tool for employees, encompassing compensation - 
management, salary statements, gratuity, leave records, approvals 


etc. Christened. Cafe HR (C CU Access For aiii Mie 









this ESS portal exiends. the power and functionality of mys APC 


HR to every employee i in ABB India, enabling direct real-time 
interface and greatly enhancing efficiency and pn 





xductivity at work. 


For example the company now issues employee compensation 
review letters within a few hours of the decision to act as compared 


to several days it took earlier. ABB India employees can now - : 


process personnel expenses across locations with the click of a 
mouse. This has helped the company analyse and control expenses 
more closely as well as track details in real-time — even on a daily 


basis. It has also. helped the company in its journey towards a 


aperless HR procés and reduce stacks of oe files. and records, 






For more information about mySAP HR write to 
info.india@sap.com, or call toll-free on 1600-445959 
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Jhunjhunwala believes the Indian market requires an Indian - of R&D focussed c on n cost. B 


reduction, not feature enrichment. 


พ พ F YOU ARE LUCKY, YOU WILL FIND 
our way to Ashok Jhunjhun- 
^wala's modest. three-bedroom. 
| | apartment in the leafy cam- 
i. pus of the Indian Institute of 
Techology, Madras, blocked by 
a spotted deer like this writer once 
did. The school's campus segues 
into the grounds of a neighbouring 
deer park and is dotted with boards 
requesting motorists to watch out 
for deer. The one that blocked my 
path was a fine specimen, a male in 
the prime of its life, its antlers glis- 
tening with morning dew as it eye- 
balled me without fear or shyness. 
Then it trotted away into the woods 
and I continued on my way to 
Jhunjhunwala’s abode. 

The deer isn't as much out of 
place on the campus as the 50-year- 
old professor of electrical engi- 
neering is. Jhunjhunwala is a 
Marwari from Kolkata who has 
made Chennai his home for the 

past 22 years. He dresses like a 














Tamil at home, preferring the dhoti 
2 m to 2 pyjemas, si sits te crose cage on the 
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cult. 


BY NITYA VARADARAJAN. 


ASHOK — 
Ik IUNJHUNWALA. 


2 3+3 11110 ่ ื เต 0 ล 0 taa 


Professor, I1T-Madras, 
Director, TeNet. 





‘foot with: an ease that could givea | 


Tamil Brahmin a complex, and 





technology, for i instance, is Euro- 
|. pean or Am 





nerican. So, to under- 
stand. what. Jhunjhunwala means, 
think an. Indian communication 


u technology . The professor did. 


» TeNet (Ee elecom and 





speaks | chaste Tamil. And in an is- : Jae fellis: 


0 


preneur, having founded, or co- 
founded, seven companies. All re- 
volve around either a uniquely 

Indian innovation of an existing 
technology or a new technology 
altogether. That's because Jhun- 
jhunwala believes India requires 
Indian solutions. The western model 
of research and development is fo- 


cussed on feature-enrichment, he : 


likes to say; in a country like India, 
where western cost-structures are ir- 


relevant (and out of reach to most 
people), the focus has to be on cost 
reduction. That may sound sim- . 
plistic in print; in reality, it isn’t, 
and achieving it is very, very diffi- - 
Most communication _ 


: Günsalsies--is , a thriving busines 
- network. Its constituents include 





Midas Communications, a com- 
pany that has designed a low cost 
communication technology, corDect 
WLL (Wireless in Local Loop); Ban- 
yan Networks, which works on DSL 


(Digital Subscriber Loop) techno- 


logy; NMS Works, a network man- 
agement company; Nilgiri 
Networks, a Linux-based solution 
provider targeting small Internet 
service Providers (isps); Integrated 
Soft Tech Solutions, which provides 
high-end software services; and n- 


Logue, an isp and telco rolled i into 
one, which hopes to use corDect to 
wire. India' s villages. TeNet has | 

















“9 


) Ad เห ล า ษา เ 


เพ น พ น ร นพ 7 พ ห จ “จ เห ท ง 


technical alliances with a tew other 
companies, including Chennai Kavigal, 
which is in the business of developing 
Tamil language software interfaces. 

Jhunjhunwala does not hold equity 
in any of TeNet’s companies. He is a 
very hands-on director, serves as the 
public face of the group, and has app- 
ointed himself corDect's chief ey ange- 
list. That's not what he promised him- 
self he would do 37 years ago when his 
grandfather died. Soon after, there 
were squabbles over the partitioning of 
wealth and the joint family broke up, 
scarring a 13-year-old Jhunjhunwala. 
When he grew up, he told himself, 
he would found a business that would 
generate enough wealth to bring the 
family back together. 


| he typical 13-year old is not 
concerned about wealth or the 


creation of it. The worship ot Mam 
mon begins later, in the mid-20s when 
MOSt people lose their illusions and 
get on with the business of making a go 
of things. In that respect, Jhunjhunwala 
is different: it was the five years he 
spent in the Indian Institute of Techno 
logy, Kanpur, that changed his mindset. 
This was the early 19705: Jhunjhunwala 
had opted to specialise in electrical engi- 
neering on the recommendation of one 
of his 50-odd cousins, and like many 
students of the time, was influenced 
by social reformer Jayaprakash Narayan 
and the Naxalite movement. “You may 
disagree with the manner in which 
Naxalites handle issues,” says [hunihun- 
wala, “but these were issues that needed 
to be addressed.” By the time he grad 
uated from irr, Jhunjhunwala no longer 
wanted to found a business and bring his 
family together again; now, he wanted 
to do something for the world at large. 

In quest of experience, he spent six 
years in the United States: he was a 
student at the University of Maine for 
four of these; he involved himself in 
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the activities of the Maine Peace 
Action and opposed the Vietnam 
War, apartheid, military rule in cer- 
tain Latin American nations, even 
the National Emergency in India. 
Then, he taught for two years at 
Washington State University. 
Wishing to return to India, he wrote 
to the IITs seeking a position. “All 
other irrs wrote back bureaucratic 
letters but (P.V.) Indiresan, the Dir- 
ector of irr, Madras, wrote a really 
nice letter and sounded genuinely 
interested in having me at the col- 
lege." Jhunjhunwala has been teach- 
ing there ever since, but the desire to 
do something more than teaching, 
something that would make a dif- 
ference, stayed with him even af- 
ter his return to India. At irr, he 
founded a group called Patriotic 
and People-oriented Science and 
Technology (pst). This did three 
things: it helped him learn more 
about Mahatma Gandhi; it taught 
him the strengths of science and 
technology; and it taught him the 
inadequacies of existing technologies 
in serving the masses. There were 
other things as well in this time: 
small research projects commis- 
sioned by companies; some work for 
the electronics industry; an exposure 
to telecommunication technologies; 
marriage to Bhavani, a banker he 
met at a meeting of an environment 
group; and his encounter with 
Messrs Ramamurthi and Gonsalves 
in 1989. Then, it all came together. 


n the early 1990s, India’s tele- 

density was a mere 1.5 per 
cent. There’s a direct relationship 
between telecommunications and 
the economy: the more wired a 
country, the healthier its economy, 
Unfortunately, most telecommuni- 
cations majors hail from the first 
world where teledensity is high and 
the cost, as low as it needs be. This, 
Jhunjhuwala discovered, was still 
too high for India. Worse, no 





130 BUSINESS TODAY JANUARY 18 2004 


American or European company 
had reason to work on low-cost 
technologies. CorDect was a res- 
ponse to this. 

In 1994, six students who were 
sold on Jhunjhunwala’s idea that 
Indian technologists should stay 
back in India and corDect incor- 
porated Midas Communications. 
Ray Stata, the then CEO of Analog 


Devices, a US chip major, was imp- 
ressed enough with Jhunjhunwala 
to agree to design and supply the 
chipsets needed for corDect net- 
works. And the professor raised 
money, in the form of future lice- 
nce fees, from HFCL, Shyam Tele- 
com, ECIL and Crompton Greaves. 
The revolution was on. Today, 
Midas has orders worth Rs 250 
crore on hand, and there are 
corDect networks operational in 
countries such as Madagascar, Fiji, 
and Brazil. Midas was the first 
company Jhunjhunwala founded 
but his favourite has to be n-Logue. 

This is Jhunjhunwala’s end- 
game, a grand design that will take 
access to the masses. Despite the 
fact that India’s teledensity has gro- 
wn from 2.5 per cent (25 million 
connections) to 5 per cent (50 mil- 
lion) in the past three years, much 
of the country's rural hinterland 
remains unconnected. Jhunjhun- 
wala’s vision is to increase this to 20 
per cent (200 million connections) 
by 2010. n-Logue hopes to pro- 
vide telephony (it doesn’t have a li- 











cence for this and will likely work 
with telcos) and internet services in 
these areas using corDect and a 
three-tier business model: internet- 
kiosk operators at the village level 
at the base; local service providers, 
who are franchisees of n-Logue, 
servicing several villages and enhan- 
cing coverage by continuously 
identifying possible kiosk opera- 


JHUNJHUNWALA'S 
VISION IS TO RAISE 

] INDIA’S TELEDENSITY 
TO 20 PER CENT 
(200 MILLION 

7 CONNECTIONS) 

PSI BY 2010 


tors in more villages in the vicinity 
at the middle; and n-Logue at the 
top. Today, n-Logue has wired 
up some 800 villages in Tamil 
Nadu, Maharashtra, Gujarat, Kar- 
nataka, Andhra Pradesh, Madhya 
Pradesh, and Rajasthan. By 2005, 
it hopes to have added 30,000 
more villages to its fold. 

The results are apparent in the 
villages surrounding Madurai, a 
city in interior Tamil Nadu where 
n-Logue has been active: T.S. 
Pandy, a 54-year-old farmer from 
the village of Tiruvadavur, waxes 
eloquent on the power of the in- 
ternet—in the local dialect laced 
with English words such as e-mail, 
chat and computer. In another vil- 
lage, Keelavallur, kiosk operator 
Abdul Razack talks of teaching vil- 
lagers to trade in shares online. 
Jhunjhunwala likes Hindi motion 
pics, the occasional Tamil one, and 
likes to cook for his friends, but 
the things that the internet has 
made possible in villages like Tiru- 
vadavur and Keelavallur—that give 
him the greatest satisfaction. ไฟ ๊ 





IL. 
Led Growth' 


with Retail Indüstry leaders addressing key fac 
operations. 


Seminar (Feb 12-13, 2004), with speakers invited from 
leading Indian and International Retail groups, sharing their 
experience on Innovation led Growth 


AsiaShop (Feb 11-13, 2004), the largest annual store design 
and retail support systems and accessories exposition in Indian 
sub continent 


Like the previous summits, Retail Summit 2004 shall 
define the directions for the development of Indian 
retailing. 


The participants shall include Heads of Businesses, Functional / 
Department Heads, and Operational Managers from industry 
segments 
like: 
e Retail e Fashion ๑ Food & Grocery e FMCG e General 
Merchandise e Healthcare e Apparel & Footwear e Electronics 
& Consumer Durables « Advertising & Research 
e Information Technology ๑ Real Estate e Banks / FI 
e Education- e Leisure & Entertainment e Food Services 
e Retail Design & Store Solutions 

Register Online 


E www.ksa-technopak.com 


By 


a 
Retall 
P » 
"For more details, please อ ย ์ ก ็ 1 ล ๐ ! T. V. Gomathi at 
Phone: 91-11-2629 1111 


Fax: 91-11-2629 1112 
e-mail: RS2004@ksa-technopak.com 


KSA Technopak, A-5, Pamposh Enclave, New Delhi - 110048, India 


Confirmed Speakers 


Mr. Jean-Christophe Goarin 
Expansion General Manager 
Carrefour SA, France 


Mr. Francis McCauley 
International Directoi 
Debenhams plc. UK 


Mr. V Vaidyanathan 
Managing Directo 
Retail Asset Management Group, 


ICICI Bank. India 


Mr. Arvind Singhal 
Chairman. 


KSA Technopak, india 


Mr. Richard Traish 
Principal 
Kurt Salmon Associates, UK 


Mr. Micky Jagtiani 
Chief Executive 
Landmark Group. UAE 


Mr. John Wheeler 
Vice President 
Mall of America . USA 


Mr. Peter Peritz 
Head of Fashion 
Manor AG, Switzerland 


Mr. Hari Darmawan 
Honorary Chairman 
Matahari Corporation, Indonesia 


Mr. Kishore Biyani 
Chief Knowledge Officer 
Pantaloon Retail (India) Limited. India 


Mr. B S Nagesh 
Customer Care Associate, MD & CEO 
Shoppers' Stop Ltd.. India 


11-13 FEBRUARY, 2004 
HOTEL ASHOKA 
NEW DELHI, INDIA 


Organised by. 


—Ooo-4 
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Scandinavian is 
minimal. Italian 

is stylish. If it is 
American, it is 
utilitarian (and a 
miracle of mass 
marketing). And 
Indian... (Ahem!) 
Don't scoff. Indian 
companies are 
beginning to 

get serious about 
design (or just about). 
One look around 
you should bear 


this out. Why, ล > E. 


they are even = 
beginning to export. : 


Footloose bags: Orange and black 


BY AMANPREET SINGH AND SUPRIYA SHRINATE 
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T’S ALL ABOUT ATTITUDE! YOUR BAG, Y YOUR JEWELL 
are about sporting your attitude. Circa 2004, attitude defines a brand. 
And design creates. attitude (thi ink i k iMac, Ali 
Design is about style, ease of use, n 1aterials 
combinations of these create new duct. Design: can also mean lower - 










“RY, YOUR T-SHIRT, ALL 


A lienworks, Hugo Boss) . 
and colours; different 


costs, perhaps, versatility in use. However you see it, until recently, no 
one in their right minds spoke of design and India in the same breath. Indian 
designers either headed Westwards (think Anand Jon) or morphed into lone 
rangers working on one-off projects. Those that managed: to secure 
employment in companies were put to work on reverse engineering products 
or simply tinkering with designs inspired (read borrowed) from companies 


2 n will cid The 


Tisi isn ta an abortion a 


| and seen elsewhere i in ithe word. dice all that i ร g fining: to e 








- y; ickp: gm “company makes 
] har TUE vell be the ened i in | the o And the 


B | | Made-in- india Footloose backpacks are wing With Jansport and Trunk & Co. offerings for mindspace. 


[ HELPS THAT THE PRIMARY 
I market for. backpacks thinks 
. Footloose is, like most other edgy 
- offerings of the ilk available, an 
- international brand. Actually, the 
brand i is owned by Indian lug- 


~ gage maker VIP. The company 
sells Footloose bags through out- 


lets on campuses, music chains 


| E -Planet M and Music World, other 
similar hotspots, and the luggage 


“maker’s existing channels (al- 


-> though discontinuing the last 


: . won't be such a bad idea given 
. the rucksack's edgy image). 


The design of Footloose was a 


course pct for. National 


Institute of Fashion Technology < E 
(NIFT) student, Dhirendra Kharka. 
His peers didn’t find the idea of- 
working a project for VIP hot, - 


but Kharka spotted a mass-market 


opportunity. His inspiration came : 


from the NIFT basketball court 
and his original name for the line 
was Slam. “Basketball is truly 
international, attractive, and vib- 
rant and translates into the 
aspirations of the global youth," 
says Kharka. 

VIP followed up Kharka's des- 


ign idea with an equally innova- 
tive communication one: its com- — 
mercials featured a Footloose 
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meter that measures the footloose 
level of people. Sudhir Jatia, the 
managing director of the com- 
pany, claims the sales of the 


Footloose range are growing at 


around 70 per cent. The empha- 
sis on design and marketing has 
helped. Today, Footloose stands 
head and shoulders above local 
competitors and rubs shoulders 
with the likes of Jansport in its 
targest audience's mindspace. 
Better still, export orders are 
pouring in from Europe and West 
Asia. And to think it started with 
a student-project that not too 
many people wanted. 
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Magppie ware: Designer Sahdev holds 


Style In Steel 


Think minimal, think steel, think Indian. 


TEEL IS NOW OFFICIALLY A FASHION STATEMENT IN INDIA. AND ONE 
5 0 from Delhi’s Wazirpur Industrial Area can stake claim to 
some of the credit for bringing an emerging Western fashion trend to India. 
Magppie is the name of the company, and it started life as just another steel 
sheet fabricator in the dingy bylanes of the borough. Then, on a visit to 
Germany, the youngest of the Jain brothers who run Magppie, Vinod Jain, 
visited the Ambiente Exhibition; Vinod knew a good thing when he saw 
it and realised that the company could achieve a great deal more through 
the design route. Today, Magppie’s range of salad bowls, ice buckets can- 
dle stands, tape dispensers, cocktail shakers and serving spoons are all the 
rage. Most of these have been designed by Kunal Sahdev, an acces- 
sories designer from NIFT who stumbled onto the wonders that be 
wrought with steel on a visit to Magppie’s production facility (his personal 
favourites are a cocktail shaker and ice bucket inspired by bowling). The 
results were almost instantaneous: export-orders soared. Today, 90 per 
cent of Magppie’s Rs 50 crore revenues come from exports. 

In 2002, convinced that there was a domestic market for its prod- 
ucts, Magppie went in for an India-launch. At the time, it boasted a range 
of 14 products; today, the number is over 150. The company adds 
around 100 designs every six months. There’s more than just the fash- 
ion-factor involved here: it takes between six and eight months for a 
competitor to clone a Magppie product; by the time the imitations hit 
the market, the company is on to the next thing. 


2004 
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Fashion, No 
Only For 
Thé Wrist 


Carry the street fashion 
design to accessories too. 


"E 
Fastrack: Watches 


r^ STEEL IS A FAS% ON 
statement in productg#ike 
cocktail shakers and salad Is, 
but jewellery? And how about 
mixing some new age materials, 
notably plastics, with the steel, for 
some incremental edginess? 

Watch major Titan is doing just 
that with its Fastrack range. 
Originally launched as a watch 
range targeting late teens (this 
was in the late 1990s), Fastrack 
has built a reputation for the in- 
novative use of steel mixed with 
materials as diverse as carbon fibre, 
canvas, silicon, even polyurethane. 
The jewellery is an extension of 
that; Titan has test-launc a 
range of jewellery E 
Fastrack brand that uses a of 
steel and translucent plastic. 

The design proposition: strong 
geometric lines that are making a 
comeback in everything from hand- 
bags to shoes to cars. 

Fastrack designer Michael Foley 
is quick to point out that steel-and- 
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...Fastrack: Steel and plastic jewellery 


plastic won't be the only theme. 
Street fashion, he clarifies, is the 
driver, much like in any part of the 
world. On the cards are Fastrack col- 
lections made of materials like leat- 
her. “The materials will be commo- 
nplace but the interpretations will 
make the difference,” explains Foley. 

After five years of existence, 
Fastrack is still only a Rs 25-30 
crore brand. “We floundered a bit 
but have got the pricing right 
now,” says Manoj E CLR YL 
brand's manager. The watches are 
priced between Rs 750 and Rs 
2,500. The jewellery is priced bet- 
ween Rs 70 and Rs 350. That 
makes Fastrack about as expensive 
as junk jewellery, but Titan is hop- 
ing the design will set it apart. 
Tadepalli believes Fastrack can be 
a Rs 100 crore brand soon. The 
company’s unusual promotions for 
Fastrack include three-minute 
movies on the brand produced by 
students of the local college. That's 
a good way to sell street-fashion. 





Safe And Light 


Tilak Lodh’s new-age medical equipment is both. 


P: iraina HDD INDIA'S 
new-age designs for 
medical equipment (not 
the scanner or ultrasound- 
type, but stretchers and 
the like) to founder Tilak 
Lodh's education and fam- 
ily-background. Tilak went 
to National Institute of 
Design, India's best design 
school, and his brother 
was in the air-rescue busi- 
ness. Tilak heard horror 
stories about how a pa- 
tient's problems often got 
aggravated during transit 
and was appalled at "the 
lack of value for human 
life in India." Then came 
the chance meeting with 
an army general at a med- 
ical equipment exhibition. 

Learning of Tilak's 
interest, the general 
showed him a prototype 
stretcher, part of an im- 
ported trauma care kit 
from the US and chal- 
lenged him to replicate 
it. Tilak did one better: 
he improved on the orig- 
inal not only in terms of 
finish, but also reduced 
the stretchers weight by 
three kilogrammes to to 
7.5 kilos. The secret: an 
aluminium composite ex- 
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New-age stretcher : Made of aluminium composite 


clusively developed for this purpose by an Indian metals major. HDD’s 
air-lift stretcher is multipurpose: it can be fitted with skis and dragged 
along on snow, and its sides can be folded up to ensure that it does not 
hit against rock sides when hauled up. 

Tilak has also designed an aluminium Scoop Stretcher for Apollo 
Hospitals. The Scoop's frame is constructed in two halves. Uncoupled, the 
halves slide under the patient; recoupled, the stretcher lifts the patient. 
Impressed by HDD’s designs, the US Army has approached the com- 
pany for stretchers. However, Tilak hasn't followed up: his business is cap- 
ital-intensive and HDD’s strength is design. — El 
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Calling 
Kumbakonam... 


... and Chapra. With a population in excess of a billion, 
India may teach the world a thing or two about reaching 
out to the under-privileged, profitably. sy DIPAYAN BAISHYA 
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HERE COMES A TIME IN 
the career of most CEOs 
when they start speak- 
ing about reaching out, 
about making a differ- 
ence. Philanthropy, this isn’t: 
Rather, it is Big Business looking 
hopefully at the 80 per cent of 
ก -the world's population that lives 
. ^in developing countries. Can it, 


..— the argument goes, make a market 


ae of this five billion individuals by 


E E either i improving their lot or de- 


signing products and channels 
that are different? 
|... Hewlett-Packard ceo Carleton 
US Fiorina calls her company's shot at 


ii A this e-inclusion; Ericsson CEO Carl- 
.. Henric Svanberg calls his com- 
— pany’s, ‘The Next Billion 


. Customers’; and Unilever's Indian 
: “subsidiary Hindustan Lever 
nited, Project Shakti. There are 
he challenge remains 
: Is it possible to sell to 
Or. profitably? | 
: ndia is a good place to ask 

this question. Of its population 
of a billion-plus, nearly 700 mil- 
lion live in rural and semi-urban 
- areas. That's around 12.2 per cent 


.— of the world’s population, and a 
.. market twice as large as the US. 
> India's National Council of 
-Applied Economic Research esti- 


= | mates that by 2006-07, the ma- 


jority of these households (68.1 


million, or around 400 million: 


consumers) will earn between Rs 
22,000 and Rs 45,000 a vear—in 
dollar terms that translates into ส 
range of $489-$1,000. . 

โก terms of profit margins, 
this isn't the greatest of market 
opportunities; in terms of vol- 


ume, it is the mother lode. Better 
still, any company that cracks 
this ‘market has the. opportunity 


to replicate its success across 
South Asia, Africa, Latin America, 
and Eastern Europe. - 

Dr. C.K. Prahalad, manage- 
ment guru, co-author of the best- 
selling Competing For The Future, 


and professor at the University of 
Michigan, is the high priest of this 
movement. Prahalad's pyramid, 

part of a presentation the man 
makes on why it makes sense to 


sell to can sd is — burned 










x for the Holy 


| power and incremen- 


tal cor sumption will come from ง 
the. people atthe bottom ofthe 
pyramid," says K. Ramachandran, | 





CEO, Philips India. 
There are several roads to that 
and over the past few years com- 


-tribute a sizeable chunk 


== screen, especially if tha t means : a 
_ lower-cost phone. 


| -follows a similar app 





panies have tried most out: de- 


«signing products and packaging 


thatll work; providing access to 
credit or ways to enhance income; 
improving access through innova- 
tive channels of distribution: and 
shaping aspirations through edu- 
cation and communication. 


[hy does a mobile phone 
| need a screen?" asked 


` Ericsson's Svanberg during a visit 


to India in mid-2003. He had just 
stated his company's desire to ex- 
plore everything from low-cost in- 


— frastructure to lower-cost mobile 
.. phones, a desire born out of the be 
| lief that India and China, both 





cost conscious markets, would con- 
ik of the next 
billion mobile telephony customers, 





and was responding to a follow-up 


question on just what that meant. 
Ericsson haar’ t launched a mo- 


bile phone without a screen n (at 
oni 1 least, not yet), but £ 
hort — in rural areas can do 
"Grail. E 


er cent of the increase in 















Consumer durables major LG 
roach: for in- 
tors it sells in 








stance, the refrige! Tr 


— the rural market do not have ice 
trays, deodorisers, and a few other 


add-ons. The impact? These cost 
Rs 2,000 less. Does price matter? 





WHY THE RURAL MARKET CANNOT BE IGNORED - 0 


Class Annual income - 





. 1995-86 





2001-02. 2006-07 


ds Source: NCAER 
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remove the hair; ergo, 66 
per cent of Indian men 


! In a market like India, it 
sure does. Every time mo- 
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D 1.7% Entertainment 










" bile telephony rates fall, verses ine T | &Music who tried out a twin-blade 
. the market's circumference Medicines & ; 2395 Hag Tazor reverted to a dou- 
} increases to include the — Liquor & Tobacco — ble-edged blade. 
| next lower income layer. 16% Gillette’s research cen- 
Today, India’s mobile — tre in Boston came up with 
telephony rates are the we the solution: Vector Plus, a 
lowest in the world (and — 0.3% razor with a knob that 
headed South); not sur- Appliances when pressed separates the 
prisingly, the market is ex- 0.5% blades making it easy to 
pected to double every 12 Home Textiles remove the hair. 
| months or so. — 25% “This is the biggest ini- 
3 The imperative to Household tiative taken by Gillette 
Maintenance 
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keep cellular tariffs low 
could explain Nokia's 
launch in 2003 of equip- 
ment that could reduce 
operating costs by as much 
as 50 per cent. Any telco 
that moves to this equipment, then, 
can reduce its cost-to-subscriber 
by 50 per cent with no impact on 
profitability. 

Often, cost isn't the only issue. 
Gillette India’s research showed 
that 97 per cent of Indian men 
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3.1% Savings 
Source: KSA Technopak 






still preferred the old double-edged 
blade to new-age twin-blade and 
three-blade shaving systems. 
Reason? Three out of four Indian 
men shave without running wa- 
ter; most shaving systems need to 
be rinsed under running water to 





a 1.7% Jewellery 
— 3.9% interest Payment 


for India across the chain 
from R&D to product de- 
velopment, testing, place- 
ment, marketing and dis- 
tribution,” says Manoj 
Kumar, Regional Business 
Director, Gillette India. Vector 
Plus was launched in October and 
Gillette India is busy pushing it 
through 100,000 outlets across 
3,500 towns; if it does well, it will 
probably be rolled out across other 
markets where running water is a 
problem (God knows there are 
enough of those). 


he two-wheeler and con- 
sumer durable boom in ur- 
ban India can be attributed to the 
emergence of consumer finance. 
Pradeep Kashyap, Managing 
Director, Marketing And Research 
Team (MART), a rural marketing 
consultancy, believes “this will be 
one of the main reasons for an in- 
crease in sales of consumer 
durables as it converts a consumer's 
willingness to buy into action". 
Some banks do cater to semi- 
urban markets. However, the 
reach of most banks and financial 
services firms is limited. *We see a 
lot of opportunities in the mass 
market for future growth," says 
Chanda Kochchar, Executive 
Director, ICICI Bank, *but we 
need to set up a distribution net- 
work and develop a credit delivery 
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SUPER POWER 


mechanism and bring down costs 


c ef operation in order to penetrate 
. these areas.’ 


Technology could provide the 


. answer just as it did in the case of 
retail banking. By wiring their in- 
nards and reducing transaction 


costs, banks such as HDFC Bank 
and ICICI Bank have been able to 


-grow at a scorching pace: in the 
- past nine years, the former has 
3 added 3 5 million retail customers; 


| WAITING TO BE TAPPED 
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the latter, 6 million. 

< ICICI Bank is working with NT 
Professor Ashok 
Jhunjhunwala (See Indian 
Innovator on page 128) to develop 
an automated teller machine 
(ATM) that will cost just around 
Rs 30,000; today, one costs 


Rs 600,000. 


The bank has already made a 
go of disbursing loans through an 


ATM at Nellikuppam, a village in 
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Tamil Nadu (the loans are sanc- 
tioned at the nearest branch of 


the. bank located, in this case, 


the town of Cuddalore, around 
15 kilometres. away); n-Logue, a 
company that has been promoted 
by Jhunjhunwala’s TeNet Group, 
has wired up the village. Kochchar 
says the new ATM will be “a bare 
bones cash dispensing machine 
which will help us reach more 
small towns”, 





he emergence of self help 

A groups ($HGs) as micro- 

credit. organisations is a wholly 
Indian phenomenon. . 

Typically, these are groups of 

10-20 women in rural areas who 

contribute Rs 10 to Rs 20 per head 


per month (even per week) to cre- 


ate: a corpus. rom which small 
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success has. MEM others to 
: experiment with the SHG route: 
TTK Prestige's Project Mahila 
Prestige (in Andhra Pradesh, again), 
for instance, sells pressure cookers. 


de to members at 
f around 13 per 





B in other markets. 
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over 40 per cent of the one million 
SHGs present in India. 

Past moving consumer goods 
major Hindustan Lever Limited 
has leveraged this fact to launch 
Project Shakti, an effort to harness 
SHGs to create entrepreneurs and, 
at the same time, improve distri- 
bution efficiencies. Put simply, 
this involves getting the SHG to 
loan money to one of its members 
to become a distributor-cum-re- 
tailer of HLL. products for a cluster 
of villages; even HLL, arguably 
the company with the widest 
reach in India doesn’t reach most - 
villages directly. : 

Today, Project Shakti covers 


5,000 villages in Andhra Pradesh, — 


0 Madhya Tratan, and a 
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More than sHGs, however, 


-FTC's efforts to build hybrid óne .: 


line-plus-offline communities of 


farmers (See Distribution? s 
- Disruptive Duo on page 86), the e- 
_ choupal have proved effective in 
teaching rural consumers. 


As a purchaser of agricultural ° 


commodities the company gains 


(in terms of cost and quality) 
and as sellers, the farmers bene- 
fit (the middlemen no longer con- 
trol access to markets). Mutual 
economic benefit makes the con- 
cept of the e-choupal sustainable 
and a clutch of companies wishing 
to tap rural markets is queuing up 
to tap the adventitious benefit: 
selling their products to member 
farmers. Better still, there is no 
reason initiatives like e-choupal 
and Project Shakti shouldn't work 
m 
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HE FIRST TIME GOVINDAPPA 
Venkataswamy held a 
scalpel over an eyeball, it 
took some effort to hold it 
steady. No, it wasn't be- 
cause he, 37 years old back then, was 
feeling nervous. The problem was al- 
together different. Struck by rheume- 
toid arthritis when he was just 30, 
Venkataswamy had been battling to 
overcome the painful disease of the 
joints and establish himself as an eye 
doctor at the government-run Egmore 
Ophthalmic Hospital in Chennai. 
Incredibly, despite his gnarled fingers, 
Venkataswamy became so proficient at 
eye surgery that by 1960—he had 
moved to Madurai by then—his fame 
had spread to neighbouring cities. 
5oon, people were coming from 
all over to get operated by *Dr. V" (a 
moniker that has stuck). In fact, he 
kept getting so good at his job that by 
1976 he opened his own 10-bed eye 
hospital, which today has grown into 
the Aravind Eye care System, with 
five centres and 3,650 beds, and 
which, in 2002, performed a stagger- 
ing 2 lakh surgeries and treated 16 
lakh out patients, making it the world's 
biggest community eye care provider. 
Besides the hospitals, there's a centre 
for manufacturing intra-ocular lenses 
(at Rs 150 apiece, the cheapest in the 
world), an eye bank, an institute for 
training, another one for research, 
even a college that offers a Master of 
Science course in ophthalmology. And 
despite its low-cost care, Aravind is 
one of the most profitable hospitals in 
the country. Says Alfred Sommer, 
Dean, Bloomberg School of Public 
Health at the John Hopkins University 
in Baltimore, USA: “Not only has 
Aravind...made an enormous differ- 
ence within Tamil Nadu, but (has) set 
the standard for the delivery of high- 













i ‘oun: practical, and cost-effective 
eye care for all of India and in- 
eed for all of the world.” 

ravind's business model is a 
g success—and a model 














PI cause Venkataswamy, at 86 the 
.... grand old man of eye care, never 
= set out to create a profitable en- 
© terprise. (In fact, it’s a trust, Govel 
... Trust, that runs the hospitals, and 
\ the extended family owns no 
— shares in the hospitals.) Rather, 
his idea was to help as many poor 
| patients as possible and, therefore, 
everything was worked backwards. 
— 0. When banks refused to lend him 
2 money, Venkataswamy mortgaged 
his own house to raise Rs 5 lakh to 

- start construction of the hospi- 
tal. The civil contractors, his own 
— two brothers, built the ground 
floor free of cost and the first 








two ophthalmologists who came - 











n board were Venkataswamy's 
ister and her husband. 








“studied, including by the | 
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Aravind had 100 beds, of which 70. 


were exclusively for the poor, non- 


paying patients. (Today, of the | 
3,650 beds, only 775 are paid for.) 
At the same time, Venkataswamy ; 


brought in state-of-the-art equip- 


ment, although the rooms were. 
spartan. The free rooms do not 


have beds, instead patients sleep on 


reed mats. Air-conditioning? Forget 


it. Explains Aravind Srinivasan, 
Venkataswamy's nephew and ad- 
ministrator of the Madurai hos- 
pital, who has an MBA from the 


University of Michigan: *Villagers | 
are used to charpoys and they . 
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nosed by ‘Riavind o over mop 


the internet. A webcam captures a 
photograph of the eyes and an 
online questionnaire gets imfor- 
mation on symptoms. An eye 

specialist goes through the e- 
mailed pictures and data and con- 
ducts an online chat with the pa- 


tient (the internet kiosk operator 


helps). When the patient turns up 
for his appointment at the hospi- 
tal, trainee paramedics do the pre- 
liminary tests like dilation, then 
resident doctors examine the pa- 
tient, writing down the diagnosis 
and making recommendations. 
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Patients that require surgery 
are dealt with in a similar assembly 
line fashion. In the operation the- 
atre (OT), the doctor stands his 
place. Patients are wheeled in (at 
Madurai, for instance, one can ac- 
tually see track marks in the or), 
surgery is performed in about 25 
minutes, the patient is patched up, 
and out he or she goes. It is this in- 
dustrial rhythm that allows a doc- 
tor to do a whopping 25 opera- 
tions a day, or about 2,600 sur- 
geries a year. Compare that to the 
national average of 400 a year. 

How does Venkataswamy, who 
thinks it is possible to eradicate 
preventable illness in another 10 
years, manage to retain doctors 
with the modest salaries Aravind of- 
fers and the backbreaking work it 
extracts of them? With some diffi- 
culty. Every year, the hospital sys- 
tem loses a quarter of its doctors, 
but an equal number, or more, 
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joins. Why? For one, having 
Aravind on the resume can take 
an ophthalmologist far in his career. 
The experience that one gathers 
here is unlike any available else- 
where. To add to that, the hospital 
sends its doctors abroad to train 
in new technologies. 


enkataswamy was not 
born a genius. Nor was 
genius thrust upon him; he sim- 
ply grew into one. Born into a poor 
farmer's family in the small village 
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of Vadamalaipuram in Tamil Nadu, 
Venkataswamy's is a classic rags 
to greatness story. As a boy, he 
would walk two kilometres to the 
school in the neighbouring village. 
When a school did come to his vil- 
lage, it forgot to bring along the 
teaching paraphernalia (like a black- 
board, paper or chalk). Ergo, the 
young Venkataswamy had to write 
on sand brought from the nearby 
river bed, and spread on the class- 
room floor. When things improved, 
he got palm leaves to write on. 
Had Venkataswamy continued 
in the school, you may not be read- 
ing this story. But fate intervened in 
the form of his father, who was ea- 
ger to get his son a good education. 
Therefore, when Venkataswamy 
was 10, he was packed off to his 
uncle's at the bigger town of Koil- 
patti to pursue his next eight years 
of education. After a BA intermed- 
iate and a year of law, he switched 


ARAVIND'S MODEL 

IS A ROARING 
SUCCESS, BECAUSE 
VENKATASWAMY 
^... NEVER SET OUT TO 
2020) CREATE A FOR-PROFIT 
€ ENTERPRISE 


course to medicine (this, after all, 
was 1944). He then joined the 
British army to serve in the second 
world war in India and Malaysia. 
In 1947, when he developed severe 
arthritis, he retired from the army. 

He joined a hospital in Chennai 
for post-graduate training. But be- 
cause of arthritis his joints became 
swollen and hands severely gnarled, 
and he had to abandon his training 
as an obstetrician. He underwent 
treatment in Chennai, and at the 
end of a long year he was able to 
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stand on his legs again. “I felt as if 
I was on top of the Himalayas,” re- 
calls Venkataswamy, the day still 
fresh in his memory. In 1950, he 
got a break at the Egmore 
Ophthalmic Hospital in Chennai, 
but by 1956 had moved to the 
Erskine Eye Hospital in Madurai. 
Here he saw parents bring in chil- 
dren who had gone blind due to 


‘malnutrition. Thus began his re- 


search on Vitamin A, the lack of 
which is a major cause of night 
blindness. By 1961, he had mo- 
bilised the administration’s help 
to launch mobile eye camps. 

Four years later, on his first 
visit to the US to attend a confer- 
ence on the rehabilitation of the 
blind, he struck a lifelong friend- 
ship with Sir John Wilson, founder 
of the Royal Commonwealth 
Society for the Blind (now known 
as Sight Savers International), 
which helped organise eye camps 
in India. In 1971, with the Sir 
John’s help, he established a nu- 
trition rehabilitation centre. By the 
time Venkataswamy retired from 
the government hospital in 1976, 
he had an eye care network in 
place. (In any case, he was already 
part of the national mission to 
control blindness.) That’s when 
he thought of setting up a not-for- 
profit eye hospital. 

Today, with Rs 175 crore in 
assets, Aravind wants to build its 
name in areas other than cataract 
surgery. For example, the Coim- 
batore hospital is focussing on oc- 
ular oncology, and the Theni hos- 
pital on glaucoma. Already, the 
Madurai hospital is a training 
ground for interns from places like 
New York, Boston and Chicago. 

Aravind, and India, may still not 
meet Venkataswamy’s goal of era- 
dicating preventable blindness by 
2013. But one thing will never be 
held against the man: That he never 
tried his darnedest best. Œ 
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CURN NG THE LAST TWO YEARS, THERE HAS 
| been. a lot of excitement in India with 
_ firms such as GE, Siemens, Intel, Philips 
"rid. others announcing that they are 
= moving significant R&D work to India. 
Osiensibly; the advantages are cost, quality and access 
to a large talent pool. There has been recognition of the 
latent capabilities of India's many scientific institutions. 
—- Texpect MNCs to lead the "university-business" colla- 

= boration for joint technology development efforts. 
 -But—why this sudden surge of interest? What 
< -shape will these initiatives take? How can India shape 
the contours of this emerging opportunity? 





W: can 1 understand these trends from two 
perspectives—the traditional “cost arbi- 
trage” view, with MNCs transferring work around the 
world, and from the viewpoint of new innovation 
opportunities in India. The former is the dominant 
public perspective in the US, Europe and surpris- 
z ingly, h India too. I call i it the "Lou Dobbs” show on 
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MNC managers involved in outsourcing Wi 
they find the case not just more ‘compelling, but more .. 
complex than that. Young Indians, they find, have the 
training and drive to undertake tasks of ever increas- 
ing levels of complexity. The competitiveness of MNCs 
is increasingly dependent on their India connection. 
This makes India proud and confident; this is India's 
big global opportunity. We call it spo. But can the - 
problems of India, especial ly of the poor—at the bot- 
tom of the economic pyramid (BOP)—«create a global 
opportunity for India as well? Is BOP for real? 

Yes. There exists an India that is different—poor 
and disenfranchised. Some 750 million people live at 
the nor: More than 250 million people live on less than 
a dollar a day, making i it the fourth largest "country 
within a country"—one of the largest and poorest 
countries in the world, within India. Can it create new 
opportunities for India? Can we grow global businesses 
by serving the most disenfranchised? T believe that the 
answer is an unqualified “yes”. 











CNN: greedy MNCs in ee of 5 6 labour. Yet, all. a 
“ill tell you that 








Managers, NGOs, bureaucrats and politicians tend 
to agree that the very poor—the 500 million-plus at 
the BoP in India—are the wards of the state. Their sol- 
ution to poverty alleviation is subsidies and aid. But 
this solution has underdelivered around the world. | 
believe that the best way to eradicate poverty is 
through profit. We need to bring the disciplines of or- 
ganised business to bear on poverty—starting with the 
assumption that the BOP represents a potential mar- 
ket. The poor must become consumers, and get the 
respect accorded to consumers. 


he first step in converting the poor into cons- 
umers is to create the capacity to consume. 
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Consider India's “single-serve revolution". With sham 
poos, confectionery, pickles, tea, fragrances, creams and 
much else available in sachets or other affordable 
unit packs for rupees one to five, many of the poor are 
already consumers. Thanks to self-help groups, access 
to credit has play ed its part, too. The growth of direct 
distribution—be it Amway, HLL Net or others—has also 
fostered a sort of entrepreneurship. 

ไท all, the capacity to consume is rising, and this 
could create staggering opportunities. Consider th« 
wireless revolution, which 15 delivering connectivity to 
people who couldn't have dreamt of it till recently. 
Nowhere else in the world do managers talk about 
adding 1.5 million new consumers per month. By 


The best way to eradicate poverty is through 
๊ profit. The poor must become consumers, 
and get the respect accorded to consumers 
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2005, India and China will have an inst- 
alled base of 350 million wireless devices. 
By comparison, the US may have 150 
million. The masses are driving growth. 

How, then, do we develop products 
and services for the poor? Based on my 
research over the past four years, I have 
identified four basic building blocks for 
BOP businesses. First, we need innovative 
technologies. Last generation technologies 
from developed countries will not do. 

We need to invent solutions—a crea- 
tive mixture of advanced technology and 
poor infrastructure. An example of a 
hybrid solution is the Indian experiment 
that marries satellite imaging with the 
net-linked-PC to let poor fisherwomen 
spot the movement of fish shoals and 
guide their fishermen husbands. The 
boats and logistics remain the same, but 
fishing now is very different. Or take 
the work done by Shankera Netralaya, a 
world class eye care facility in Chennai. 
Thanks to a bus equipped with technol- 
ogy, it can upload high-resolution pictures 
of the eye from a poor village in South 
India to its facilities in Chennai and have 
experts examine the complicated cases. 
This is telemedicine with a BOP twist, 
and the model can be replicated. 

The systems must always be scala- 
ble. While NGOs do a great job of finding 
unique solutions to BOP problems, these 
are often too localised to be scalable. 
Yet, in a country so large and diverse, 
scalability is a critical success factor. 
Amul, Aravind eye hospital, ITC e-ch- 
oupal and ICICI self-help group fina- 
ncing are all examples of organised scal- 
ing. This applies to raw materials—be it 
raw milk, eye patients, soyabean aggre- 
gation from subsistence farmers, or meet- 
ing the financial needs of the poor in 
remote areas—as well as the conversion 
and selling of the finished good. 


he price-performance relation- 

ships must be dramatically diffe- 
rent in BOP markets. The focus is not 
just on price points, but on value. 
Performance must be both objective and 
subjective. The poor are as conscious of 
‘brands’ as about inherent quality. A 
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recent example is the growth of Lifebuoy 
soap. The product, redone with new 
technology, costs the consumer more— 
but the enhanced value bundle has res- 
ulted in market share growth. This is 
no different from farmers willing to pay 
for quality electricity. 

The focus on value can also turn 
India into an unbeatable exporter. In 
healthcare, India already has some adv- 
antages of many orders of magnitude. 
Some examples: Jaipur foot in lower 
limb prosthetics (200-fold advantage 
over equivalents in the US), Aravind 
in cataract operations (100-fold adva- 
ntage) and cardiac care in general (10- 
fold advantage). 

That the Jaipur foot has found tak- 
ers in 16 countries is no surprise. India 
could also become a destination for 
eye and cardiac care. It is the focus on 
value for the poor that has delivered 
this opportunity. 

A frontier that is still to be explored is 
ecologically-friendly development, which 
could present similar opportunities. I do 
hope that increasingly, Indian firms will 
focus on water, pollution, energy, recy- 
cling, agriculture and education. The 
opportunities for the private sector are 
huge. Bottled water is already one of 
the fastest growing businesses in India. Is 
there a market for quality water afforda- 
ble for the very poor? Can we eliminate 
stomach disorders? Investors should ask. 

The question for managers in firms 
large and small, Indian and MNCs, is sim- 
ple. Can we convert the problems of the 
poor into an advantage for global busi- 
nesses? By addressing the needs of the 
750 million Indians at the BOP, can we 
serve the five billion poor—a stagger- 
ing opportunity—around the world? 

More importantly, can we change 
the basic economics of businesses in 
fields as diverse as wireless, cardiac 
care, personal care and distribution? 
Can India become the laboratory for 
“next” practices in business—new solu- 
tions and new business models? 
Paradoxically, the very poor of India 
may hold the key to making India a 
source of innovation. @ 
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SUPERPOWER 








Shoppers should pay for the product, not the lighting and air-conditioning. C on that simple 
. premise, Subramanian launched a chain of discount stores, Subhiksha Trading Services, | 


which today is 145-store big. BY NITYA VARADARAJAN | 


pene HREF DAYS AFTER 
Pp: Subra- 


. Subhiksha store in 
Chennai's middle-class 
พ ล์ of Thiruvanmiyur, 
he was pleasantly surprised to find 
a big crowd gathered outside the 





store around its opening time. - 


. Subhiksha, which sells grocery and 
| pharmaceuticals, was the first dis- 
count-store chain of its kind in 
Chennai, and true to its business 
model, all products were priced 
an average 8 per cent lower than 
the maximum retail price (MRP). 
And although Subramanian, its 
Managing Director, did expect a 
“warm response to the chain from 
' Chennai's thrifty shoppers, 
expecting people to literally queue 
up, as they had that day, was too 
good to be true. 
— As it turned out, it was. The 
_. crowd outside was not of eager 
shoppers, but angry pharmacists 
-who had gathered to protest 
a jainst Subhiksha’s 5 cut- price 











. manian opened the first — 


“ESO BUSINESS TODAY JANUARY 18 2004 





prem in Director. 
subniksha 


strategy. It took Subramanian two- 


and-a-half hours to pacify the mob, _ 
but it did go away without inflict- 
ing any damage to the store. But 


that was not to be the end of 


Subhiksha’s troubles. In days to 


come it would get visits almost 
every day from drug inspectors 
asking all kinds of questions, cus- 
tomers would suspiciously look at 
the expiry date on the products 
to ensure they weren’t being sold 
outdated stock, there would be 
court cases slapped against it, and 
even Glaxo (Pharma) would drag 
the retailer to the Supreme Court 
to stop it from challenging Glaxo's 
right of refusal to sell to a retailer 


merely on account of discounts 


offered to the public—a case that 
already went in favour of Subhik 














1a 
in the lower court. (Glaxo went " 


| usiness),” says 
Subramanian, wh re cs six-and- 





model. In terms ares its. i stores, u | 
offered ล much better shopping 
experience than the neighbour- 


hood kirana stores, but at the same 


time was significantly cheaper 
than bigger retailers like, say,- 
FoodWorld. That's why the drug 


inspectors thought Subhiksha was 


selling spurious/dated drugs and 
consumers thought they were get- 


ting products cheaper because they 


had turned bad. - | 

But opening a chain of no-frills 
stores—no air-conditioning, no 
fancy lighting, no touch-and-feel 
experience, (customers have to ask 
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when Subramanian, who grew up in 
Chennai, started looking at retail af 
ter having done a variety of things 
at a non-banking finance company 
(NBFC) called Vishwapriya Financial 
Services (it still is Subhiksha’s pro 
moting company), he didn’t want to 
set up just another retail chain. He 
wanted to pioneer a new trend" 
because of what he had found out 
about the retail industrv: that the 
No.1 retailer makes the most 
money, the No. 2 makes some 
money, while the third (and the 
others) has to eventually shut shop. 

ว ั บ [ what would lure customers 
into Subhiksha? That was a tough 
question to answer bec ause there 
were an estimated 15,000 mom-n- 
pop stores in Chennai. Besides, 
while Chennai's mamis were will 
ing to travel a great deal of dis- 
tance to buv silk sarees or jew 
ellerv, they could not be expected 
to do the same for a packet of Surt 
or a bag of rice. 

The answer, as the fast-talking 
Subramanian discovered, lay in cre 
ating a new hybrid model: One 
that had all the clout of a big retailer 
and yet was low COSI and accessible 
enough to compete with the neigh 
bourho d stores. No wi inder, then, 
Subhiksha's business model is 
uniquely Indian. For starters, it 
doesn't focus on the rich, but the 
middle-class, upper and lower. 
Shops are located not on the main 
road, but just off it, to take advan 
tage of vastly lower rentals. Th« 
catchment area of customers is 
rarely beyond a two-km radius, 
since its customers usually come 
on two-wheelers or on foot. Seems 
painfully methodical? But that’ 
Subramanian. Says Sanjee\ 
Bikhchandani, CEO of Naukri.com 
and his batchmate at M-A: “Unlike 
the others, he was always a person 
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of regular habits, going to bed at 
10 and getting up at five." 

Inventory management is aus- 
tere, too. All goods are bought on 
cash to extract the maximum dis- 
count from suppliers; SKUs (stock 
keeping units, or the number of 
items on display) are restricted 
to the fastest moving ones of 
about 1,500. Most of the SKUs 
are bought directly from the man- 
ufacturer, cutting the intermedi- 
ary out. A supply chain software, 
developed in-house, keeps track 
of what's selling and what isn't. 
Management is divided into two 
simple sections: operations, which 
is centralised and looks after 
everything from ordering to ac- 
counting, and stores, which is 
responsible for all store-level ac- 
tivity. There's one manager for 
every three stores, and he re- 
ports to a chief manager res- 
ponsible for business develop- 
ment, who in turn reports to a 
vice president. The vrs are res- 
ponsible for sales targets. 

Last year, the chain raked in 
Rs 200 crore in revenues and net 
profit of Rs 3 crore, with 145 stores 
across Chennai (which has 72 
stores), Madurai and Coimbatore 
(eight each), Trichy (six), and the 
rest of Tamil Nadu. By 2006, 
Subramanian hopes to have 366 
up and running, including ones in 
markets such as Bangalore, Mysore, 
Mumbai, Gujarat, and Delhi. Says 
Bala Deshpande, Director, ICICI 
Ventures (it holds a 10 per cent 
stake in Subhiksha): “Few are cap- 
able of actually dirtying hands and 
building an enterprise from the 
scratch, since it calls for a totally dif- 
ferent kind of psyche. Subramanian 
has that psyche.” 


e wasn’t thinking this 
big when he kicked off 
Subhiksha. In fact, he wasn’t even 
thinking retail when he passed out 
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of nM Ahmedabad in 1989. After a 
two-week stint at his first employer 
Citibank, Subramanian joined his 
mentor (late) 5. Vishwanathan, 
who then ran Enfield Industries. 
It was a BIFR company and 
Vishwanathan thought he could 
use Subramanian’s help simply be- 
cause although he was only 24, he 





| 


— 





K.S.B. Sanyal, among others. 
Given that Vishwapriya was a 
start-up, Subramanian had to figure 
out innovative things to do in the 
financial services business. Amaz- 
ingly, he came up with a series of 
them, moving on to a newer serv- 
ice every time the bigger NBFCs 
and banks caught up with him. 


"OUR STRENGTH WAS 
; IN PIONEERING NEW 
| CONCEPTS. ONCE 
OTHERS FOLLOWED, 
WE WOULD LOSE 
THE ADVANTAGE, 


น AND MOVE ON" 


had acquired quite a reputation at 
the B-school, where he was known 
as thalaivar (Tamil for chief) for 
consistently topping the class (he 
eventually won the gold medal). 
At Enfield, Subramanian helped 
professionalise a hitherto family- 
run set-up and rope in Ficher as a 
buyer. Says R. Hariharan, who was 
Executive Director at Enfield when 
Subramanian was the chairman's 
Executive Assistant: “I found his 
knowledge phenomenal—he could 
handle all issues...legal, financial, 
and operational with a finesse that 
was startling for one so young.” 
By 1991, when Eicher was in 
place, Subramanian decided to quit 
and get into financial services. 
Once again, Vishwanathan decided 
to help him start an enterprise. 
Vishwapriya Financial Services was 
born. Among the first things that Sub- 
ramanian did was to put together an 
impressive board of directors, in- 
cluding the former Chairman of uc 
R. Narayanan, Justice G. Ram- 
anujam (retd.) of Chennai High 
Court, Prof. K. Balakrishnan of 
IIM-A, and Andrew Yule Chairman 








For example, he was the first to 
introduce debenture consolidation, 
the first to launch asset securitisa- 
tion for retail customers, and the 
first to finance IPO (initial public of- 
fer) purchases by small investors. 
Says Subramanian: *Our strength 
was in pioneering new concepts. 
Once others followed, we would 
lose the first-mover advantage, and 
we'd move on.’ 

Is something like that likely 
in retail? “No,” says Subramanian. 
"In Vishwapriya, we were late 
movers and small in size com- 
pared to banks, which can source 
money more advantageously. In 
Subhiksha, we are the prime 
movers and have built a scale and 
advantage that competitors will 
find difficult to reach.” It can’t 
be ruled out, though. Besides, 
Subramanian is too much of a re- 
alist to let emotions get in the 
way of a good deal (should some- 
body want to acquire Subhiksha). 
Meanwhile, he’s betting his com- 
pany on a conviction that it’s a 
no-frills discount chain that India’s 
booming middle-class needs. 
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The biggest 
experiment 
underway at 
India's government 
laboratories is 
their own 
transformation 
from sleepy 

outfits to 
commercially- 


Savvy resea rch Anew liquid crystal display (LcD) device with higher contrast ratio, 
crucibles. metric and wide viewing angle features, and with a new driving 
scheme that runs on ~9 V direct current (trials are on to reduce volt- 

BY SAHAD P.V. age to 3 to § V). 






* 
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VIVAN MEHRA 


A portable PC-based software for bioinformatics, called Biosuite, which 
will run on a variety of platforms including Pcs. 


A cost-effective Simple Office Computing (SofComp) platform to replace 
PC for day-to-day office work, and priced at between Rs 10,000 and 
Rs 26,000. 
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UESS WHO'S WORKING ON BRINGING THESE NEW TECHNOLOGIES 

to shop shelves? Sony? No. Philips? Wrong. Samsung? 

Wrong again. It is the Department of Scientific and 

Industrial Research, a government of India establishment. 

Or to be more specific, it is the New Millennium India 
Technology Leadership Initiative (NMITLI), which the department has 
set up with the specific goal of achieving global leadership—as against 
catching up—in select technology areas by leveraging the skills of 
government labs, industry, and universities. 

Even up until the mid-90s, expecting a government lab to have a 
commercial mindset would have been akin to almost insulting them. 
After all, the old argument held, science must be pursued for the sake of 
knowledge, and not the commerciable patent or intellectual property 
that it creates. Fortunately for the labs and India, the argument has died a 
sudden death. Most of the forward-looking government labs realise that 
a breakthrough that has no commercial potential is no breakthrough at all. 
Ergo, NMITLI’s efforts to develop an affordable PC. 

No other government agency symbolises this profound transformation 
better than the Council of Scientific and Industrial Research (CSIR), which 
runs a network of 38 labs, including the famous National Chemical 
Laboratories, Pune, and the Centre for Cellular and Molecular Biology of 
Hyderabad. Until Raghunath Anant Mashelkar—who incidentally is also 
the man behind NMiTLI—took over in June 1995, CSIR was your average 
government outfit. While it did have some superlative scientists, it lacked 
a commercial focus, did not have a deadline orientation, and was bound 
down by obsolete rules and regulations. Over the last five years, Mashelkar, 
who is CsiR's Director General, has roped in more than 1,000 scientists and 
researchers, done away with inflexible and uninspiring rules, and al- 
lowed his colleagues to move into the marketplace rather seamlessly. In fact, 
40 per cent of CSIR's net income goes to its scientists. "Science that works 
in isolation is rather useless," quips Mashelkar. 

That also means patenting ideas. Until Mashelkar arrived on the scene, 
CSIR only filed for a dozen or so international patents every year. But last year, 
it pocketed 189—the highest for a single organisation among the 150 coun- 
tries that form the Patent Cooperation Treaty under the World Trade 
Organisation (it tied with Samsung). But it’s not as if Mashelkar is on a patent 
shopping binge. Rather the idea is to not let up on commerciable oppor- 
tunities for a lack of patenting discipline. Says Tarun Das, DG, Cit: “People 
like Mashelkar have brought a new meaning to scientific research.” 

Even vintage CSIR labs have benefited from Mashelkar’s new broom. 
Consider the Central Drug Research Institute (CDRI), one of the oldest labs 
set up in 1948. For most of its history, CDRI researched only on family plan- 
ning, kala azar, and a bit of malaria. Mashelkar, however, encouraged it 
to focus on newer areas such as osteoporosis and lifestyle-related diseases 
like diabetes. In 1999, the Centre joined hands with Danish drug major 
Novo Nordisk on a diabetes drug, which is entering the second phase of 
clinical trials, which involves testing the drug on a larger sample of patients. 
It will get milestone-linked payments (anywhere between $13 and 15 mil- 
lion, or Rs 59.80-69 crore), and a 3 to 7 per cent royalty once the drug is 
marketed. CDRI, which now boasts of state-of-the-art equipment like 
high throughput screening machines, is even game for a risky play in joint 
development of drugs. Says the Institute's Director, C.M. Gupta: “I will 
not give away the molecule. We will share the profit and loss.” 
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Quiet 


Revolution 





NO. OF PATENTS: Filed for: 230 overseas, 
370 India 

ANNUAL COMMERCIAL income: Rs 10-13 crore 
BREAKTHROUGH: Pioneered robot-assisted 
technique to make large number of 
chemical compounds in a very short 
period of time. 


NO. OF SCIENTISTS: 300 

NO. OF PATENTS: Filed for: 654 

ANNUAL COMMERCIAL INCOME: RS 8 crore 
BREAKTHROUGH: Introduced the 
technology for instant convenient 
food in India. 


e Central Institute of Medicinal and 
Aromatic Plants, Lucknow 
DIRECTOR: S.P.S. Khanuja 

NO. or SCIENTISTS: 100 

NO. OF PATENTS: 100 international; 40 
India; Filed for: 200 

ANNUAL COMMERCIAL INCOME: Rs 4 crore 
BREAKTHROUGH: Produced two varieties 
of high yielding menthol, Himalaya 
and Kosi; developed a plant-based 
malaria drug, Arimisin. 


€ Central Leather Research 
Institute, Chennai 

DIRECTOR: T. Ramasami 

NO. OF SCIENTISTS: 131 

NO. OF PATENTS: Filed for: 70 

ANNUAL COMMERCIAL INCOME: Rs 10 crore 
BREAKTHROUGH: Has helped shift to bio-pro- 
cessing instead of chemical treatment. 
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R. Chidambaram, Principal Scientific Advisor, GOI: The 


EE 


or a government lab, that may be a totally new language to speak, 

but it is fast becoming vox majority. For example, the National 
Chemical Laboratory in Pune has geared up for the product patents 
regime beginning 2005, by investing in a new combinatorial chemistry lab 
that will help discovery in drugs and agro-chemicals. Ranbaxy and Reliance 
Life Sciences are already using the facility. Says S. Sivaram, Director, NCL, 
which files the largest number of patents for any laboratory in India: 
“We are moving towards the backend of research for industry, an area where 
we can simply add value without getting into process execution.” 

Ditto Centre for Cellular and Molecular Biology at Hyderabad. Set up 
in 1977 to emulate the work being done at the pioneering Edinburgh 
University in the UK, CCMB did not have a single patent in its name up un- 
til 1996. Then, Lalji Singh took over as director. The first patent came in 
1997, and since then the Centre has racked up 14 more international 
patents. Says Singh: "Till a couple of years ago, research used to be done 
for its own sake. Even scientists were not aware of the commercial po- 
tential of some discovery." To make sure that it never becomes an issue 
again, Singh has set up a marketing department that actively scouts for 
commercial opportunities for the centre's discoveries. 

Marketing is something the defence ministry's research arm, Mishra 
Dhatu Nigam Ltd (or Midhani) in Hyderabad has started doing too. It not 
only “direct markets" its technologies, but also has an understanding 
with the Armed Forces Medical Service (AFMs) for development of in- 
digenous bio-medical implants. The commercial potential of some of 
Midhani's technologies is immense. For instance, over the last 10 years, it 
has come up with at least half-a-dozen breakthrough products, including 
polio boots, Kalam-Raju stent (for use in angioplasty), pacemaker, titanium- 
based dental implants, and computerised cardiology equipment. Some of 
the products have already reached the market via industrial partners. 
But in others, the monetary potential remains untapped. Still, that's 
changing says Rahul Bajaj, Chairman, Bajaj Auto: “I am glad that the fo- 
cus of research in India has changed from basic to commercial.” 
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* Centre for Cellular and 
Molecular Biology, Hyderabad 
DIRECTOR: Lalji Singh 

NO. OF SCIENTISTS: 78 

NO. OF PATENTS: Filed for: 16 overseas 
ANNUAL COMMERCIAL INCOME: Rs 8.5 crore 
BREAKTHROUGH: Developed DNA 
fingerprinting in 1998 and a DNA 
marker for hybrid seeds in 2001. 


for super computing, and weather fore- 
casting and dimate modelling software. 


* Centre for DNA Fingerprinting 
and Diagnostics, Hyderabad 
DIRECTOR: Seyed Hasnain 

NO. OF SCIENTISTS: 14 

NO. OF PATENTS: 10 

ANNUAL COMMERCIAL INCOME: Rs 10 crore 
BREAKTHROUGH: Early intervention 
technique for primary congenital 
glaucoma, and three new high yielding 
hybrid varieties of silk worms. 


* Indian Institute of Chemical 
Technology, Hyderabad 

DIRECTOR: K.V. 

NO. OF SCIENTISTS: 250 

NO. OF PATENTS: Filed for: 1,000 India; 400 
overseas 

ANNUAL COMMERCIAL INCOME: Rs 15 crore 
BREAKTHROUGH: Joint research with 
Toyota for chemicals used in special 
solar devices, which would convert 
solar energy into electrical and 

other forms of energy. 


* Indira Gandhi Center for Atomic 
Research, Kalpakkam 

DIRECTOR MATERIALS AND CHEMICALS: 
Baldevraj | 

NO. OF SCIENTISTS: 1,100 

NO. OF PATENTS: Filed for 20 in India 
ANNUAL COMMERCIAL INCOME: 20 per cent 
of the budget (Not quantified) 
BREAKTHROUGH: Building country's 

first Fast Breeder Reactor with a 
capacity of 500 MW 


ป 2e EEBEEEEE B 





>. Sivaram, Director. NCL: 


Bajaj should know. In April 2003, the auto industry and the government 
(rather, R. Chidambaram, Principal Scientific Advisor to the Government 
of India) joined hands to set up a Core Group on Automotive R&D 
(CAR). The only industry-government collaboration of its kind, CAR (it has 
big auto companies, including Bajaj's, and government research institutions 
as members) will drive fundamental research in six high-tech areas of au- 
tomotive engineering: embedded systems, telematics, hydrogen energy, ad- 
vanced materials, safety and recycling of auto systems and parts. Each area 
has a six-member panel that will come up with a research roadmap by mid- 
January 2004. Says Chidambaram, CAR’s driving force: “Industry is going 
to need more and more Indian R&D.” Adds Pawan Goenka, coo 
(Automobiles), M&M: "The idea is not to reinvent the wheel, but to develop 
technologies that are suited to Indian conditions." 

Another role that CAR hopes to fulfil is of coordinating research taking 
place at various universities and government labs. For instance, there's a 
lot of research being done on hydrogen fuel at the Banaras Hindu 
University and irr Madras, besides which companies like 10C and จ 6 
Foundation are doing work on the production end. But none of it adds up 
to much because of a lack of coordination. CAR expects to develop at least 
1,000 hydrogen energy-run vehicles by 2008. 

NMITLI too has a keen eye on goals. It currently has 25 projects involving 
50 industry partners and 150 R&D institutions. One of the projects is for 
developing a bioinformatics software called Biosuite, where TCs is the lead 
industrial partner to a consortium of 21 research institutions, that hopes 
to hit the market early 2004. Says Mashelkar: *We are looking at a 
new Indian industry. An industry that has moved from reverse engi- 
neering to forward engineering." Adds Mangal Rai, DG of Indian Council 
for Agricultural Research: “Industrial context is changing while the research 
community is responding to that change.” 

That may just be the scientific renaissance a resurgent India needs. 

ADDITIONAL REPORTING BY VENKATESHA BABU 
AND PRIYA SRINIVASAN 
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e Institute of Genomics and 
Integrative Biology, Delhi 

DIRECTOR: S.K. Brahmachari 

NO, OF SCIENTISTS: 40 

NO. OF PATENTS: 18 India; 15 overseas; 
Filed for: 30 India; 70 overseas 

ANNUAL COMMERCIAL INCOME: N.A. 
BREAKTHROUGH: Developed vaccine for 
Anthrax and identified mutation of 
gene responsible for schizophrenia. 


BREAKTHROUGH: First in India to estab- 
lish a bank of HIV strains acquired 
from different parts of the country. 


BREAKTHROUGH: Developed herbal 


piRECTOR: K. VijayRaghavan 

NO. OF SCIENTISTS: 120 

NO. OF PATENTS: N.A. 

ANNUAL COMMERCIAL INCOME: NA. 
BREAKTHROUGH: Has helped fight cervical 
cancer caused by papilloma virus. 


NO. OF SCIENTISTS: 75 
NO. OF PATENTS: Filed for: 57 India; 
10 overseas 
ANNUAL COMMERCIAL INCOME: R5 3 crore 
BREAKTHROUGH: The first government 
institute in India to be involved in 
impurity profiling of active 
pharmaceutical ingredients . 
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India will be among the world’s three biggest 
economies by 2050. We will be there much earlier 
if we can master the economics of knowledge 





VY AN INTERESTING REPORT ABOUT. HE UNIVERSITY OF CALIFORNIA. 
THIS university has won 42 Nobel so far. At the same time, based on sci- 
itific research done in the Universit 


| several biotechnology companies have been 
set up around the campus with their mari 


: 't capitalisation reaching : a few billion 
. dollars. Over 80 per cent of the employe 


























— this university. Saraswati and Lakshmi seem to co-exist happily here. 

I was looking at a list of the Nobel prize winners in Chemistry over the last three 
years. It included great names like Allan Heeger, Ryoli Noyori and Barry 
Sharpless. Each one of them has acquired a large number of patents. While 
4 doing Nobel class scientific research, they appear to have understood the wealth 

v anon potential of scientific research. 
0 "This is all happening i in the developed world. What aboüt the developing world? 
eal was looking at the major patent applicants under the Patent Cooperation Treaty (PCT) 
|. from the developing countries for 2002. The top 50. list is created every year by the 
... World Intellectual Property Organisation (wipo) in Geneva. I was, of course, very pleased 
.. to see that our own Indian Council of Scientific & Industrial Research (CSIR) was tied 
at the number one position along x with Samsung. It was also pleasing to see a few Indian 
pharma and biotech companies appearing in the list. But Falso saw that around a dozen 
-— universities from China, South Korea, Brazil and Singapore had appeared in this top 
50 list. I did not see a single Indian university or an Indian Institute of T echnology (iT) 
- « en that list. The sad reality, it seems, is that we do not understand the meaning of ‘econ- 
4 . omics of knowledge’. This does not augur well for the country. All the more so for a 
us _ country with a dream of becoming à major à economic c power in the decades ahead. 















ees in these companies are graduates of 
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W: need to recognise that incr- 
easingly, the traditional fac- 
tors of production—land, labour and 
capital—are becoming less important in 
comparison with technology. The source 
of technology is science—rooted in 
knowledge. Worldwide, a knowledge 
revolution is on. International trade was 
once dominated by primary products, It is 
now moving to knowledge-intensive 
goods. High-tech goods have doubled 
their share of world merchandise in the last 
20 years, while primary products have 
lost their share by half. Over half the GDP 
of major Organisation for Economic Coo- 
peration and Development (OECD) countries 
is attributed to the production, distribution 
and valourisation of knowledge. 

The world's major growth industries 
—microelectronics, biotechnology, 
telecommunications and designer mate- 
rials—are already knowledge industries. 
Knowledge is like a candle. It lights other 
candles without extinguishing itself. Thus, 
these knowledge industries stimulate 
other industries, in turn, to become 
knowledge-based. Consider the oil indu- 
stry. The ‘bottom of the barrel’ model 
drives the economics of this industry. 
But new knowledge embedded in three- 
dimensional acoustical sounding and 
horizontal drilling is turning the oil busi- 
ness into a knowledge industry too. 

The emergence of knowledge-based 
industries is good news for India because 
of its scientific manpower. But we must 
learn to create wealth, for which I would 
suggest five simple things. 


F irst, let us change our value 
system. A leading Western sci- 
entist had once said that the creativity that 
went into the zip was greater than what 
went into a Nobel prize winning dis- 
covery. Rewarding scientists who make 
“things that work” is the first step. 
Second is the emphasis on protection 
of usable knowledge. True, knowledge 
can be converted into wealth. But incre- 
asingly, this is so only of ‘protected’ 
knowledge. Such protection is provided 
by patents. Scientific institutions must 
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change their mindset of ‘publish or perish’ 
to ‘patent, publish and prosper’. 

In the same way, our industry must 
become patent literate, realising that 
tomorrow’s wars will be fought not by 
conventional weapons such as guns, mis- 
siles and so on, but will be fought in 
knowledge markets with the new 
weapons of information and knowledge. 

Third, we need to create conditions so 
that thousands of *technopreneurs' will 
flourish. Technopreneurs have entre- 
preneurial minds and technology in their 
hearts. This means our universities, IITs 
and national laboratories will have to 
change their mindsets as well as their 
rules to allow several Indian silicon val- 
leys and genomic valleys to bloom. 

Fourth, we must recognise that scien- 
tific innovation is like a baby. It requires 
a mother, a father and a pediatrician. A 
mother is one who supports and cham- 
pions the young child. The father figure 
provides the finance. Investments increase 
sharply as one moves from idea incuba- 
tion to prototyping to manufacturing. 
Therefore, we require different forms of 
technology financing. Angel funding and 
‘real’ vc funding must grow. 

Fifth, the Indian industry must take a 
vow that ‘T in industry will stand for 
‘innovation’ and not for ‘imitation’ or 
‘inhibition’. To survive fierce global 
competition, innovative public-private 
partnership is one of the answers. The 
CsIR-led New Millennium Indian 
Technology Leadership Initiative (NMITLI) 
has created a huge public-private part- 
nership with 50 private sector compa- 
nies and 150 laboratories and institu- 
tions with the very objective of creating 
wealth through scientific research. Beyond 
this, industry must also create ‘a strong 
demand pull’ that would draw Indian 
academia to its R&D laboratories. 

Goldman Sachs’ recent BRIC report 
predicts that India will be among the 
world’s three biggest economies by 2050. 
I am convinced that this can happen 
much earlier if we can master the ‘eco- 
nomics of knowledge’ in all its nuances, 
and put it into practice. 








oq" ง Celebrate Profit 


In Years To Come 


The 5th Shopping Mall Is In The Making 


After catering to the discerning customers in 
South Delhi and Faridabad through its two 
functional malls, and after the subsequent 
launch of its 3rd and 4th Mall at Greater Noida 
and Ludhiana, Ansal Plaza is now launching its 
5th Mall in Palam Vihar, Gurgaon. Its quality, 
ambience, the proposed features and its 
association with reputed brands will ensure a 


unique experience in shopping and 


entertainment. 





๑ Shopping Zone *3-Screen State-Of-The-Art Multiplex * Food Court 
* Revolving Restaurant with Pub * Banquet Hall *Service Apartments 


+ Centrally air-conditioned + 100% power 
supply + Escalators & elevators 
+ Ample parking space + Eco-friendly & 
no-smoking mall + Efficient fire protection 
system + International quality mall 
maintenance + Expertise in mall management 
4- Security & surveillance system 












Brands to accompany you 
Subway, Music World, Geoffreys, Oriental Bloom and many more 
Make a quick move! Limited space available 


For Booking/Details Contact : 


ส ิ ท ร ส น PPOPerties & เท พ ิ น 51185 LTD. 


115, Ansal Bhawan,16, Kasturba Gandhi Marg, New Delhi-110 001 
Lease : 9811043617 (Ritu), 9811041040 (Rohinish); Sale : 9811663466 (Ravi), 9810061252 (Rahul) 
Ph.: 55302265-66 (D), Fax : 91-11-23352519, 23322009 e-mail : ansal@vsni.com 
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DON'T LIKE TO SPEND TIMI 
at gab fests. At my stage in 


life. | have too little time 


for research to indulge in 


these things," he is explai- 


ning to somebody over the phone 


why he must decline an invitation 


162 


to be part of a felicitation function. 
It's a December Sunday morning, 
and | am at the office of Chinta- 
mani Nagesa Ramachandra Rao 
at the sprawling Indian Institute 
of Science's campus in Bangalore. 
[he man on the phone looks every 


bit what, I am told, he is: a distin- 
guished professor. He is dressed 
in a rather trussed up shirt, his thin 
frizzy hair fluttering to the ceiling 
fan's slow rotation. 

While there is nothing formi- 
dable about his appearance, I can 
















MN feel a mild, child-like fear creeping — 


.up on me. It’s the same fear that 
one experiences if you are a poor 
udent and. have been ushered 
office of your school prin- 
xplain your performance. 
raw fear, but one that spr- 





















(0. person and a sense of your own 
.. inadequacy. And in this case, it 
: would be presumptuous for most 
_ scholars—forget me—to even hint 
at sore kind of an intellectual par- 
ity with Rao, the Linus Pauling 
research professor and President of 
Jawaharlal Nehru Centre for 
Advanced Scientific Research. 
-~ Try matching this for creden- 
|... tials: Rao has not one or two but 
0 28 doctorate degrees from nine 
-international and 17 national uni- 
yersities; he has authored 36 books 
. and written more than 1,200 res- 
earch papers; he is a fellow of 24 
“major science academies (unlike a 
membership, a fellowship is only 
on invitation); he is on the editorial 
-board of 15 professional journals 
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: reason why potential Nobel rize 
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At 69,1 A mid-wifed a major break H rough i in nano o technology. But that's not the only 
v : E Rao i is one of India’ s greatest scientific ideators. 





V Resa Professor, 
jana lal Nehru Centre for Advanced 
` Seient e Research 





and the editor of two: he has won 


20 international awards (Marlow - 
Medal from the Faraday Society — 
and the Hevrosky Gold Medal. 


from the Czech Academy of Scien- 
ces to name two, besides Padma 
Vibhushan and the C.V. Raman 
Award for experimental research); 
he is currently the President of 
Third World Academy of Sciences; 
he has been a scientific adviser to 
the Prime Minister of India, Direc- 
tor of the Indian Institute of Sci- 
ence and is the current chairman of 
mr Kanpur; he has been a member 
of every-—yes, every—single scien- 
tific and technology committee set 
up by the government of India in 

the past 30 years. Last but cer- 
tainly not the least, he is considered 
a world authority on solid state 


ฉั ้ ต ต ต า ง ร ต ต ตะ ร ว y 


Research Laboratory, Unive 


and materials chemistry and is rou- 













tinely tipped to be the next Nobd 
Prize winner from India. Says Tony : 
Cheetham, Director of Materials. 


of California, Santa Barbara: “TI 
work done by Prof Rao is extr 
mely fundamental (to) c 
standing of material scier 
een his inl | 








wife 5 1 tede. Me inf a, 
me, and he's planning to take her. E 
out in the afternoon. "Even. at < 
69,” says Rao, ^l am a romantic at 
heart. It's my wife who has borne 

the brunt of my odd working. 
hours," he says. The easy banter, 

the enviable ability to balance seri- 

ous scientific work with a zeal for 

life comes easy to Rao. People in 

his trade may be in awe of him, but 

the man himself loves being in the 


company of young students. Why? 
Simply because he believes that 


Indian mind and Indian capabilities 
are the best in the world and asa 
professor it is his job to help young, 
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enthusiastic minds make India a 
scientific superpower. “The average 
Indian psyche is defeatist and nega- 
tive, we have to change that to 
succeed,” he says. 


eople who know Rao 

say that his zeal for sci- 
ence and its education is not new. 
But Rao, who graduated with a 
BSc. degree from Mysore University 
in 1951, gained recognition when 
he was a doctoral student at Purdue 
University in 1958, for the work he 
did in the study of structure of 
molecules using electron defrac- 
tion of gases. From then on, it has 
been a research journey, studded 
with recognition and awards—the 
Marlow Medal in 1967, the Bhat- 
nagar Prize in 1968, Padma Shri in 
1974, Padma Vibushan in 1985.... 

Even at isc, which he joined in 
1959, eventually becoming its 
director between 1984 and 1994, 
Rao is credited with expanding 
the institution in terms of both its 
academic activity and infrastruc- 
ture. Says G. Padmanaban, Hono- 
rary Professor and Emeritus Scien- 
tist, Sc, who succeeded Rao as 
the director: “Honestly, I felt nerv- 
ous getting into his shoes." 

Rao's bigger preoccupation, 
which has turned into a crusade of 
sorts, is trying to help India realise 
its scientific potential. *I do not bel- 
ong to the doom and gloom school 
of thought," he declares. “I feel 
that we've only scratched the sur- 
face of India's potential in science 
and technology. By 2030—1 may 
not be alive then—but I am sure 
India would have become the kno- 
wledge storehouse of the world." 

For that to happen, Rao says, 
the country needs to change its 
education and research system. He 
contrasts the government's success 
in space and atomic research with 
the state of institutes of higher 
learning, where “infrastructure is 
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crumbling and the quality of 
research output mediocre at best." 
His solution: Give the private 
sector a greater role in most areas, 
and make sure the government fo- 
cuses on those where the private 
sector has no commercial motive to 
invest in. At the same time, he 
maintains that it is a mistake for the 
government to withdraw from 
higher education. Reason being 
that there is no varsity in the private 
sector in India that is world class. 





But it's not as if Rao thinks the 
private sector has either all the ans- 
wers or doing all the right things. 
He cites his own case as an exam- 
ple. Although Rao is considered a 
worldwide authority in the area of 
solid state and materials chem- 
istry—the University of California 
pays him $20,000 for the one 
month he teaches there every 
year—it is American and Japanese 
companies that tap him, not Indian. 
“Not a single Indian company has 
come to me and said ‘Prof. Rao, 
here is a problem that we are not 
able to solve. Can you help us?” 

A greater emphasis on result- 
oriented research, better industry- 
academia cooperation, and greater 
appreciation of patents and intel- 
lectual property rights, says Rao 








(ironically, despite 1,200 research 
papers, he has no patents to his 
name—that’s because, he says, dur- 
ing his era there was no patent- 
ing culture and taking out patents 
cost $10,000 a pop), will help 
make scientific research more effec- 
tive. Besides generating IP and 
patents, he adds, it is their com- 
mercial application that must be 
emphasised. “Education and 
healthcare are the twin arcs on 
which India can power its way to a 


"EDUCATION 
AND HEALTH- 


WHICH INDIA 
: CAN POWER 
ITS WAY TO A 
GLOBALLY 


globally significant role," he feels. 

At an age when most people 
have hung up their boots, what 
keeps Rao going? Rao relates an 
anecdote to answer that question: 
“I was working with a student on 
nano tubes. I suggested that we 
make the first nano crystals of 
Gallium Nitride, which is a semi- 
conducting electronic material of 
the future. After two months of 
trial and effort, one night the stu- 
dent cried Eureka! It had worked. 
Like a child with a new toy, I could 
not sleep properly for two weeks." 

Now you know why a mere 
felicitation ceremony pales in com- 
parison to the sheer thrill of dis- 
covery. Even if you are 69. And 
even if you've achieved more than 
what most ever will. Œ 


——— 


CARE ARE THE 
TWIN ARCS ON 


> 
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Just ส minute sir, | 


After the meeting: 





to you = | | 
ł 7 “ae 


in a floppy, sir! px 


sa 








A What do you do now, Jack? What do you do? 


You just plug in a Sony Micro Vault and download it, young man. And password-protect it. Floppies? Zip discs? 
CDs and wires and writers? Spare yourself the risk and thé trauma. Jack? Not Jack. Corporate Vice President is more like it. 











Actual size 5.5 cms 
Weight: Approximately 12g (including cap) 





PLUG & PLAY 


Mini Micro Vault 


Micro Vault is the ideal media for easy storage, editing and transfer of large data files. It can also store data equivalent to 177 floppies. 
Just plug it into your USB port and store heavy files like Power Point Presentations, JPEG & PDF images, MP3 music and MPEG movies with ease. 


e Plug & Play « High Capacity e Mobility « PC-MAC Compatible ๑ Higher Speed e Password Lock ๑ Mini Size e Cradle « AutoZip « PC Lock « AutoLogin 


1 Models available: | 
Mini: USM32(MB)SE - MRP Rs. 3,290/-; USM64(MB)SE - MRP Rs. 3,850/-; USM128(MB)SE - MRP Rs. 6,300/-; USM256(MB)SE - MRP. Rs. 10,450/- 
Standard : USM32(MB) ป 2 // M2 - MRP Rs. 2,995/-; USM64(MB) U2 // M2 - MRP Rs. 3,500/-; USM128(MB) U2 // M2 - MAP Rs. 5,700/-; USM 256(MB) ป 2 // M2 - MRP Rs. 9.500/- 
For sales and service queries, call 1600-11-11-88 toll free or e-mail us at mktginfo@sid.in.sony.com.sg č 
SONY INDIA PVT. LTD., DELHI: A-31, Mohan Cooperative Industrial Estate, Mathura Road, New Delhi - 110 044. Ph: (011) 26959990. Fax: 26959141/42. AHMEDABAD: Ph: (079) 6427004 
BANGALORE: Ph: (080) 5294983-85. CHANDIGARH: Ph: (0172) 653245, 653255, 653136. CHENNAI: Ph: (044) 28292571/72. COCHIN: Ph: (0484)2357831/32/33/34. HYDERABAD. 
Ph: (040) 23415099/23400313/415. JAIPUR: Ph: (0141) 5110054. KOLKATA: Ph: (033) 24614382/83. LUCKNOW: Ph: (0522) 2208019/27. MUMBAI: Ph: (022) 28313333, 56919999. PUNE: 
Ph: (020) 5530553. R K SWAMY/BBDO SIL 21796 
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The epicentre of research and developr ne ent is moving to Inc dia, 


BY PRIYA SRINIVASAN 


y HROWING STONES IN 
Bangalore can be an 
edifying experience: in 
the 1970s, you would 
have hit a park; in the 
1980s, a pub; in the 1990s, a soft- 
ware services company; and now, 
in the 2000s, you will probably 
hit the research facility of a multi- 
national firm. A roll call would 
probably go somewhat like this: 

Intel? 

Present 

Cisco? 

Present 

GE? 

Present 

Motorola? 

Present 

AstraZeneca? 

Present 
- General Motors? 

Present 

Google? 

Should be here soon. 

It isn't just Bangalore, although 
the city boasts the highest num- 
ber of research centres of MNCs. 
There are others scattered across 
Mumbai, Delhi, Chennai and 
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Hyderabad. And the. number is 
increasing by the hour, For. com- 


panies with an eye on the main 


chance—and_ most MNCs grew to- 
be because their e eyes are always c on. 
the main chance—India i is it. ts. 
been said so often it’s become 


hackneyed even for television chan- 
nels with their 40-minute. cycles, 
but jet-lagged. MNC-execs seem to 


never tire of it: “The | next big 
breakth rough. for our company 





could well. come from India.” 
Supply is one reason: India 
produces 350,000 code-jocks and 
3,500 Ph.Ds a year. Cost is an- 
other: a company wishing to hire a 
Ph.D in India can avail of one's 
services for as little as $15,000 
(Rs 6.9 lakh) a year. In the US, 
the cost would be at least $100,000 
(Rs 46 lakh). Still, it seems a little 
facile to believe that cost and sup- 
ply matter, not in the pursuit of re- 
search where talent is all. Then, 
there's the issue of timing: the 
world has been aware of the soft- 
ware skills of Indians for over 15 
years, and some MNCs set down 
research facilities in India almost a 


| India!!; s and ไธ ห 
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2 ส 1 1 were sup 1o, 


nor 0 these MNCs were, with _ 
each passing year, allocating a 
larger share of their annual R&D 
budgets to their Indian research 
centres. Now, it emerges that one 
of Adobe’s most recent products 
was developed at its facility in 
Noida, adjoining Delhi, that Intel is 
moving the R&D of entire product 
lines to Bangalore, and that i2 
Technologies has already done the 
same. These ‘Made in India’ sto- 
ries, apart from providing fodder 
to publications specialising in cov- 


 erage of the breathless kind (Nortel 


To Move Switching ROD To India!; 
Cisco T: 0 Outsource More R&D Tó 
search 
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Destination India: 


Labs Working On Demand Com- 
puting!!!), encourage other MNCs, 
ones that don’t have an R&D facil- 
ity in India, to take a serious look 
at the country. 


f Bangalore has emerged 

India’s chip-design hub, 
blame it on Texas Instruments. In 
1985, when TI set up a facility in 
the city, the world was just waking 
up to the Indian software story 
and chip-design was an esoteric 
concept even in the West. But the 
company pressed ahead. The chip- 
design companies that came after TI 
had it relatively easy. For one, 
there were trained chip-design en- 
gineers they could poach. The net- 
work and cluster effects can pos- 
sibly explain why most MNCs opt- 
ing to put down a research centre 
in India head for Bangalore. 

At last count, the city had 
around 50 of the breed. And they 
explain why it is destination India 
for any research-minded MNC. 
After all, globalisation is mostly 
about setting up operations in cou- 
ntries where there is a great market 
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opportunity, manufacturing wher- 
ever in the world it makes eco- 
nomic sense to, and sourcing the 
best and lowest cost components, 
again, from all over the world. 


f research were all about one 
big idea and didn’t involve a 
complex supply chain, things 
would have been very different. 
Fortunately for India, it isn’t. In the 
IT products space, for instance, re- 
search involves product conceptua- 
lisation, design, development, and 
building components and sub-com- 
ponents. There’s a similar chain 
in pharma R&D, from coming up 
with new molecules to clinical test- 
ing and involving biotech research 
and process research, and every- 
thing between. From Wipro to 
Infosys to a clutch of pharmaceu- 
tical start-ups to more-than-a-hand- 
ful of engineering hotshops, India 
boasts a thriving ancillary industry. 
This doesn’t just lower the cost of 
operations for MNC research cen- 
tres, it reduces cycle time. 
Asia and Latin America are the 
growth markets for most compa- 





nies. Unfortunately, not all prod 
ucts and ‘services that succeeded 
in the first world, do so in devel- 
oping countries. Issues related to 
economics and culture often make 
it easier for companies to develop 
products for these markets out of 
research centres based in them. 
Whether it is a global pharma ma 
jor aiming to discover new che- 
mical entities to treat infectious 
diseases in the developing world or 
a telecom behemoth striving to 
design low-cost communications 
solutions, India, it emerges, is the 
place to be. The country’s huge 
population is a bonus, and one 
that can't easily be ignore d by 
companies in the business of ch- 
nical or genetic research. 

As more companies start put 
ting down research arms in India, 
even more will feel the pressure to 
do so, if only to advertise to their 
stakeholders that they are present 
in what is perceived to be the most 
happening ideas market in the 
world. Keeping up with the Joneses 
is as much a corner-room obsession 
as it is a suburban one. Bl 
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An MNC 





R&D Powerhouse 


India's whiz kids may 
not actually heat 

a cold cup of tea 

by imagining fire 
(despite Dilbert), but 
they can still give fair 
value for the dollar. 
Which is why big-time 
MNCs have set up 
brain shops, ahem, 
R&D facilities, in 
India. Here's an 
overview of some 
such non-IT MNCs, 
followed by some 

in IT and telecom. 


Delphi's J. Zachariah: 








THVONYHY AVAIHS 


@ AstraZeneca 

SCIENTISTS: 70+ 

EXPERTISE: Biochemistry and molecular 
biology, synthetic and medicinal 
chemistry, microbiology, 
animal and cell sciences, and 
analytical and metabolic sciences. 
PATENTS: Not disclosed 
INVESTMENTS: $40 million 

(Rs 182 crore) 


@AVL 

SCIENTISTS: 900 in affiliates including 
India 

EXPERTISE: Instrumentation for 
powertrain development and 
emissions measurements; powertrain 
engineering solutions from 
concept to start-of-production; 
advanced simulation technologies. 
PATENTS: Not disclosed 
INVESTMENTS: Not disclosed 


€ DaimlerChrysler 

SCIENTISTS: 15 

EXPERTISE: Signal or image process- 
ing, information security, inter- 
vehicle communication, modelling 
and simulation of automotive 
systems, detection of road surface 





EXPERTISE: Embedded software, 
systems and controllers for diesel 
common rail engine management, 
engine controls, transmission 
controls, antilock brake controls, 
radios, instrument clusters, remote 
keyless entry, air control systems, 
powertrain controllers, and 
mobile multi-media systems. 
PATENTS: Not disclosed 


INVESTMENTS: Not disclosed 








condition (dry/wet/icy/snowy) using | 
| evaluation, corrosion technology, 


microphones. 
PATENTS: Not disclosed 
INVESTMENTS: Not disclosed 





@ Delphi Technical Centre 
Scientists: 280 





168 BUSINESS TODAY JANUARY 18 


2004 





e Electrolux 

SCIENTISTS: 29 

EXPERTISE: Industrial design, 
concept creation and 2D/3D draw- 
ing creation for washing machines 
and refrigerators, colour research, 
creation of graphics, prototype 
build-up for components and 


| complete appliances. 
|J. PATENTS: Seven 


INVESTMENT: Rs 7-8 crore (planned) 


e GE India 
SCIENTISTS: 1,800 
EXPERTISE: Electromagnetic analytics, 


. engineering analysis, computational 


fluid dynamics, composite mate- 


| rial design, colour technology, ad- 


ditive technology, non-destructive 


MEMS, molecular modelling, power 
electronics and analysis technologies. 
PATENTS: 95 

INVESTMENTS: $80 million 

(Rs 364 crore) 





VSLVAIMS 


Mico's Jochen Landes: Diese! specialist 





@ GM India 

SCIENTISTS: 17 

EXPERTISE: Manufacturing technolo- 
gies, math-based tools for product 
design, human modelling for crash- 
worthiness prediction, embedded 
control infrastructure, automotive 
materials and chemical systems. 
PATENTS: Not applicable 
INVESTMENTS: $60 million 

(Rs 273 crore)* 


e Imperial Chemical Industries 
SCIENTISTS: 20 plus 

EXPERTISE: Organic and polymer 
chemistry, physical chemistry of 
colloids, emulsions and dispersions, 
colour solutions, microbiology and 
textile chemistry. 

PATENTS: 50 applied 

INVESTMENTS: Not disclosed 


@ Mico Application Centre 
SCIENTISTS: 220 

EXPERTISE: Diesel fuel injection equip- 
ment for automotive, industrial and 
marine applications. 

PATENTS: 6 filed 

INVESTMENTS: Rs 38.4 crore in 2002 


e Whirlpool 

SCIENTISTS: 100 

EXPERTISE: Mechanical structures 
design, design cost optimisation, 
cooling systems design, wash 
systems design. 

PATENTS: 29 

INVESTMENTS: Rs 21 crore @ 

* Market Estimate 

COMPILED BY AMANPREET SINGH 








IT & TELECOM: THE BIG PICTURE 


Here’s what MNCs in the telecom and IT 
sectors are doing in R&D in India. 


COMPANY NAME 


3Com India 

Adobe Systems India 
Agere Systems 
Analog Devices India 
Autodesk India 


PATENTS BY THE INDIA 
INDIAN ENTITY RESEARCHERS 
No research in India NA, 
10 filed from set up to September 2002 N.A. 
N.A. N.A. 
20 invention disclosures generated in 2002 30 
N.A. N.A. 
N.A. N.A 
4 filed from set up till September 2002 130 
N.A. NA. 
120 filed in 2002 3,000 
NA. N.A. 
N.A. N.A. 
N.A. N.A 

N.A. N.A. 
N.A. 40 
N.A. N.A. 
N.A. N.A. 
N.A. N.A. 
75 filed in 2001 

125 invention disclosures and several 1,400 
patent filings in 2003 

N.A. N.A. 
N.A. 300 
N.A. N.A. 
N.A. 175 
N.A. 200 
N.A. NA. 
N.A. NA. 
N.A. 80 
N.A. N.A. 
N.A. 40 
N.A. N.A. 
10 filed from set up till 3,700 
September 2002 

1,500 invention disclosures generated; NA. 
100 of these are in various stages of filing. 

N.A. N.A. 
N.A. NA. 
NA. 600 
N.A. N.A. 
N.A. N.A. 
N.A. N.A. 
10 filed from set up till September 2002 NA. 
N.A. N.A 
225 filed in 2002 800 
N.A. N.A. 
N.A. NA. 


Source: Evalueserve Research 
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India: 


B BS NEWS’ 60 MINUTES PROGRAMME 
recently pronounced this Indian univ- 
ersity 'the most important university 
you've never heard of’. Its distinguished 
alumni run some of the most powerful 
corporations both in India and abroad. Comparing it 
to Harvard, MIT and Princeton put together, 60 
Minutes pointed out that gaining admission here 
was more difficult than getting into the best of the Ivy 
League schools in the US. The university in question— 
Indian Institute of Technology (irr)—accepted just 
3,500 of 1,78,000 applicants last year. 

According to National Association of Software 
and Service Companies (NASSCOM) estimates, the 
overall Indian information technology (IT) market 
has grown from $1.73 billion (Rs 7,785 crore) in 
1994-95 to $16.5 billion (Rs 74,250 crore) in 2002- 
03, accounting for 3 per cent of India's gross domestic 
product (GDP) in the year. The tr industry has created 
employment opportunities for over 7,00,000 pro- 
fessionals in India in the year 2002-03. The total 
number of IT software and service companies in India 


| - Bt estimated. to a De around 3 ,000. Of ai 60 per cent 
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of the companies are. domestic players, while 40 per 
cent are multinational corporations (MNCs). The split 


in terms of revenue is 35 per cent from. domestic play- ae 


ers and 65 per cent from the MNCs. 


The greatest Indian success story of di last dade 


has undoubtedly been the emergence of a globally 
competitive Indian rr sector. A direct result of dereg- 
ulation and privatisation of the IT sector and tech- 
nology convergence, India’s first generation entrepr- 
eneurs were quick to seize the opportunity presented 
with open arms. These entrepreneurs have given 
India a new sense of pridein the global arena and its 
economy a much-needed boost, something that has 
been missing for a while. If it can leverage this strength 
and sense of pride to propel itself into a fast-growth 
economy, it will be the first developing nation that used 
its brainpower, not natural resources or muscle of 
labour, as the catalyst. The signs are there. 


| he first IT wave in India may have begun on 
the back of an anticlimax in the form of the 
*OK' time-bomb. However, the dominance of Indian 


B: today can no longet solely mi rest on the ล that 
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India is a low-cost arbitrage destination. The current 
business process outsourcing (BPO) wave in India is 
showing signs of graduating towards complex research 
and analytical process outsourcing. 

Outside the country, Indian engineers and scie- 
ntists form the backbone of several Silicon Valley 
Fortune 1,000 companies. Indian knowledge work- 
ers are making their way up the new economy 
food chain mastering tasks that require the highest 
levels of acumen, creativity and skill. Technical 
skills aside, Indian 11 professionals score well on ac- 
count of several factors such as cultural adaptabil- 
ity, English language and problem-solving skills 
and their lateral thinking abilities. 

The country has also witnessed a healthy growth 
in the number of its IT professionals. From a base of 
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SENIOR VICE PRESIDENT 
(CORPORATE DEVELOPMENT), 


CISCO SYSTEMS INC. 





6,800 knowledge workers in 1985-86, the number 
of IT software and services professionals is esti- 
mated to have grown to 6,50,000 by March 2003. 
These iT professionals are helping address the 
global shortfall for such professionals as well. The 
good news for the rest of us is that this base of pro- 
fessionals is growing consistently. The number of en- 
gineering colleges in India is slated to go up by 
50 per cent to nearly 1,600 in four years. 

India has gradually emerged as a critical research 
and development (R&D) hub for many major global 
corporations, and deservedly so. Companies that 
come to India for cost savings stay on for the quality 
of people, and ultimately invest in innovation. The 
good news from India’s perspective is that more 
industries are going through this cycle. Aeronautical 


The BPO wave in India is showing signs 
of graduating towards complex research 








and analytical process outsourcing 
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to India 
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on for the 
Quality of 
people and 
ultimately 
invest in 
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and manufacturing companies are 
expanding the size, scope and com- 
plexity of their work done in India, 
increasingly tapping the skills of Indian 
engineers and scientists. 

It would be only fair to say that 
Indian R&D centres of all major global 
technology companies today play a cru- 
cial role in the companies’ future success. 
Meta Group figures that at least a third 
of the new IT development work for 
big US companies happens overseas with 
India being the largest site. To cite our 
own example, Cisco’s Global 
Development Centre in Bangalore works 
on next generation internet protocol 
technologies—key to Cisco and the 
networking industry. 


he success story has also been 

supported by industry-friendly 
measures undertaken by the Indian gov- 
ernment and private entrepreneurs. The 
government has been proactive in setting 
up software export zones and software 
technology parks that enjoy significant 
tax breaks. Recognising the need for a 
strong telecommunications environment 
to complement IT growth, it has also 
made significant strides in liberalising 
the telecom market. On the education 
front, the government initiatives are 
helping young Indians receive five more 
years of schooling on an average than 
their parents. Today, India possesses 
some of the basic tenets of a strong mar- 
ket-driven economy: namely, a demo- 
cratic government, growing private cor- 
poration base, educated workforce and a 
growing middle class with increasing 
purchasing power. 

With so many positive factors work- 
ing in favour of the Indian rr industry, the 
natural question left to consider is what 
more can be done to spur it to greater 
achievement. While India's software exp- 
ort industry has been a beneficiary of ล 
global trend in outsourcing, India's dome- 
stic IT market needs to grow substan- 
tially in order to further cultivate 
entrepreneurship. According to NASS- 
COM estimates, India currently spends a 
small fraction of its GDP on rr—about 
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1.1 per cent—compared to the US, which 
spends 5 per cent of its GDP on IT, or 
France, which spends 2.7 per cent of its 
GDP on IT. India’s attention on the dom- 
estic market is quite limited, with the 
domestic IT services market constituting 
around $1 billion (Rs 4,500 crore) in 
2001-02, compared to the $7.8 billion 
(Rs 35,100 crore) exports market. In 
fact, revenues from the domestic market 
account for only 10-30 per cent of reve- 
nues for players in all segments. 


he second crucial factor that 

hampers both the domestic 
Indian rr market and foreign investment 
in India is the issue of intellectual prop- 
erty (IP) protection. Though copyright, 
trademark and patent laws in India are 
very strong, the common consensus is 
that the country must work on enforcing 
them before it can attract more foreign 
investment. Has India made significant 
progress on the often hotly debated issue 
of IP protection? India ranks fourth on the 
world’s first index of IP protection. But 
this list, released by the Intelligen Group 
recently, comprises only five countries— 
US, Japan, Singapore, India and China. In 
the coming three to six months, more 
countries will be added to the study. If 
nothing else, the list is a positive ind- 
icator in the right direction. 

Finally, India needs to build 
Innovation Valleys—geographical clus- 
ters in the country where entrepreneur- 
ship can flourish. While several countries 
worldwide have tried to replicate the 
innovation culture of Silicon Valley and 
failed, Bangalore in India has been succ- 
essful in providing a technological hotbed 
for technology incubators. But ideas and 
the desire to incubate start-ups are just 
the first steps. Building a self-sustain- 
ing eco-system for entrepreneurship will 
largely depend on the country’s ability to 
nurture innovation further, and back it 
with reliable infrastructure, financial 
assistance and monetary incentives. 

To borrow a cliché, the signs are on 
the wall, and if India can stay focused on 
its goals and milestones, the journey looks 
promising—and better still, exciting. Ell 
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Wr Niraj Bajaj, Chairman, IMC Frontier Technology and Quality Improvement Committee and 
Suresh Lulla, Chairman, IMC RBNQ Awards Committee, are the driving force behind the IMC 
RBNOA right from its inception. In a conversation with Chandragupta Amritkar, they spoke on 


the importance of the award. 


How important is quality today to the 
industry vis-a-vis a decade ago? 
KB Quality is taking the top priority in most 
of the industries. Today it is not only a need 
for growth, but also the bottom line for 
survival. Many corporates and even SSIs are 
aware that if their quality does not match 
international standards, they will not last 
long. About 10.to 15 years back, many did 
not look for. quality, neither the 
manufacturer nor the consumer. But with 
customers becoming more and more 
demanding, we are now adapting to their 
Quality needs. Earlier, quality was a nice- 
sounding word and was given lip service. 
There was a chalta hai attitude. All that has 
dramatically changed. 
SL Earlier quality was limited only to 
products. Today, it has penetrated every 
segment, be it services, documentation, 
education, etc. From the shop floor, it has 
moved to the boardrooms. Today quality is a 
part and parcel of any business plan. 
With so many quality awards, was there a 
need for another award? 
NB We wanted to have a national quality 
award, which would not only recognize 
quality achievements of Indian companies 
but also become a great quality process for 
all companies. At a time when Indian 
companies were getting international 
P 
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exposure, we wanted Indian companies to 
focus on quality. This is when IMC took the 
initiative and the Bajaj family is grateful to 
Shri Pravinchandra Gandhi to have 
recommended that this award be named in 
memory of Shri Ramkrishna Bajaj. His 
focus was on quality even in the days of 
licence raj. He was particularly concerned 
with ethics in Business and started the 
Council for Fair Business Practices 25 years 
back. 

Our award is not just another award. In 
RBNQA the process is most important, 
the trophy is only an end result. We have 
created guidelines and criteria, which are of 
international standards and help companies 
in evaluating their own quality 
improvement efforts. 

SL I would like to only add that when we 
started giving this award there were not 
many awards. To be precise, there were only 
two awards. We also wanted to customize 
international standards for Indian 
companies. The spin-off was if you own an 
award or not., you still gained by putting in 
practice a model for excellence. We made it 
an action-oriented award. 

What exactly is involved in the process? 
SL The whole process generally takes 9 to 
10 months. There are numerous stages 
involved right from submitting your 


LE sale 


application to consensus review, site visit 
review to feedback reports, announcement 
of awards to awards ceremony 

NB The process starts right from writing an 
application, which is again ล quality 
process. Then examiners are trained. Mr 
Lulla has trained over 200 examiners. They 
in turn help in reviews, site visits, 
preparation of feedback reports, etc. It is a 
massive process because of which many 
believe it is the best award (smiles) 

What are the cost economics? 

NB This is the best part. For a nomunal 
amount (for manufacturing and service 
organizations Rs 2.5 lakh and for small 
business it is Rs. 75,000) the company gets 
the process, guidance from trained 
examiners, a feedback report that enables 
the applicant to make a road map. There ts 
no doubt that 


inexpensive consultancy 


this is a dramatically 
SL I believe the money is not an issue. 
Today, companies fear whether they will be 
able to submit a good application as a lot of 
work is involved even in preparing the 
application. In fact, we have a two-day 
training course on how to write an 
application. The whole process is of 
discovering and rediscovering oneselt 

You have another award, IMC Juran 
Quality Medal. 

SL This is awarded to an individual who has 
contributed to enhancing the quality image 
of India. Some of the past winners are FC 
Kohli, Dr Irani, Dr Mashelkar, etc. The 
award has been named after Dr JM 
Juran, the man who taught Japan how to 
manage quality. 1 have known him for 
more than a decade. It has been a great 
privilege that he has consented to lend his 
name to this award 

What are your future plans? 

NB We want our award to stand out as the 
most prestigious one in the country. We also 
aim to keep improving the quality of our 
examiners as well as increasing their 
number. 

SL We are looking at the possibility of 
making this an international award. 


Contact: Dr Geeta Bharadwaj 

Executive Director, IMC Quality Cell, 
Indian Merchants’ Chamber, IMC Building, 
Churchgate. Mumbai 400 020 

Tel: 22025438/22046633 Fax: 22048508 
Email: qualaward ? imcnet.org 


TR nos, 
« n uf " 
๒ ง 4 as 





TE 
3. 








ideas 


SUPER POWER 


PAWAR 


NLY A CHIEF EXECUTIVE 
Officer, not a politi- 
cian, would have hit 
upon the idea of get- 
ting his state-capital 
to host an F1 race as part of an 
effort to get his state on a map. 
F1 chief Bernie Ecclestone’s recent 
admission that Hyderabad will host 
an F1 race, The Indian Grand Prix 
in 2007 (and for six years after 
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that), is the latest in a long and 
growing list of items of evidence 
that point to Chandrababu Naidu’s 
standing as an astute CEO. F1 of- 
ficials, say reports in the local 
press, have already identified 
around 1,400 acres of land in 
Gopanapally on the outskirts of 
Hyderabad as the setting for the Rs 
1,100-crore project. Apart from 
the badge-value associated with 





getting on to the F1 circuit—to- 
day, only 17 cities in the world 
host these races—Naidu is hoping 
some of McKinsey & Company’s 
projections about the economic 
benefits of hosting an F1 race come 
to pass. The specifics: The creation 
of 100,000 jobs and incremental 
tax revenue of Rs 41 crore. 
Naidu, the consummate back- 
room politician who called the 













shots as general secretary of the 
Telugu Desam party founded by 
his late father-in-law and Telugu 
motion pic icon N.T. Rama Rao— 
he built his career, both as an actor 
and a politician, playing Hindu 
on screen—has emerged, 
995 when he took over as 
Chief Minister, India's most gov- 
 ernance-focussed political leader. 
Naidu's approach to business and 
governance can probably be at- 
tributed to his experiences while 
. serving as Director of the Andhra 
Pradesh Small Scale Industries 
— "Development Corporation between 
s. 1979 and 1983. Here, at close 
-- quarters, were living examples of 
what a closed economy could do to 
industrial competitiveness. 

In 1999, The Economist, a 
newspaper that is usually pretty 
miserly with its praise wrote, “The 
sort of revolution Mr. Naidu is 
aiming for in Andhra Pradesh, a 
managerial, not an ideological one, 

——. dsexactly what India needs.” Power 
< Point is more a part of this revolu- 
— tion than power politics and early 
on in his stint as Chief Minister, 














BY VENKATESHA BABU 


Chief Minister, | 
~ Andhra: Pradesh 


Naidu ai nel his prbferetice a 
being considered CEO of the state, | 






Think a state can't T run like. a company? Ask Naid “he's show 












and his proclivity for structured — Kris E 


manager-style presentations... be 
Not surprisingly, when.  érgi 
DC clusion ¢ 

State's. 





Microsoft was looking for a loc 
tion for its first development centr 


in India, it was Hyderabad it chose. 
And when consulting- firm 
McKinsey & Company, some of 
India’s best-known CEOs, and ล 


clutch of American B-schools de- 


cided to put down an Indian School | 
it was Naidu’s 


of Business, 
Hyderabad they decided on. And 


whether it was William Jefferson 


Clinton, Bill Gates, or Arun 
Netravalli, Naidu either played 


host to them at Hyderabad or met 
them elsewhere during their visits to 
India, his faithful iBM Think Pad 
(and presentation on why it made 
sense for anyone to invest in the 
state), Andhra Pradesh has also 







the state to further his career. After - 
all, he is a mere 52-years-old, 
adolescent i in a world domin m 
| by sexa- and septuagenari: ns. m. 






























of o have on reinforced... 
this impression. Still, Naidu has 
played the development card well, 
using his party’s standing as one of 
the ruling Bharatiya Janata Party’s 
kev allies in the Centre to extract 
concessions for his state. He has al- 
ready become the longest-serving 
CM of Andhra Pradesh, and if he 
does win one more term 1n office, 
Naidu will probably look outside " 
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the very embodiment 

















he is educated, a Fulbright scholar, 
no less, who has studied at 
J. Southern. Methodist University 
and George Washington Univ- 
ersity. Then, there's his penchant 
for lawn tennis and designing 
men's garments when he has the 
time—gleeful critics pounced on 
-.these and have bestowed him the 
sobriquet English Gowda (Krishna 


Vokkalinga or Gowda commu- 
nity). To be perceived as urbane— 
and there's no denying the fact 


v : z the world of Indian politics. - 


Lodo THE STILL SPRIGHTLY E 
À and. dapper S.M. | 
Krishna seems to be. 


: of former US President ง 
odore Roosevelt’s maxim _ 
about speaking softly and carry- — 
| ing a big stick. In many ways, the o 
man sticks out like a sore thumb in _ 
India's political : scenario. For one, 


belongs to the powerful landed . 


that Krishna is—is a liability 1 in. 





Krishna’ s idea of governance has elements of the radical, once-sacrilegious 
* partnerships with the private sector included. It works. E 


BY VENKATESHA BARU 





“Chie! Minister. 
, Karnataka ) 


ot e in 1962 but 


his inability to become Chief 


Minister—he came. close to it 


twice, in 1989 and again in. 1992— 


| soon earned him the tag of eternal 


best man. And when he did bec- 
ome Chief Minister in November 
1999, there weren't too many exp- 
ectations of him. For much of the 
1980s and 1990s, Karnataka had 
been blessed with CMs who did- 
n't exactly cover themselves in 
glory. Bangalore had become the 
technology capital of India and 
the fastest growing city in Asia but 
there was a growing feeling. that 
this growth was coming at the. cost 
of quality of life. | 


Today, Karnataka hasn't us | 


retained its position as the pre- 


he . ferred destination for technology — 
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| companies—in 2003, some 3 7 

tech multinationals set up shop in 
- the state capital Bangalore—but 
become a centre of apparel man- 


ufacture. It. accounts for almost a 


third of India's softwai 












$10 billion (Rs 46,000 crore Y the a 






Bangalore Develo, 


over is today a profit-making. or- 
ganisation with revenues in excess 
of Rs 1,000 crore. The Chief 
Minister’s reign hasn’t been a fairy 
tale: despite his recent efforts to 
take the Bangalore model to five 
other. cities and towns in 
Karnataka, much of the state rem- 
ains an area of darkness; power 
continues to be a problem, in 
Bangalore and elsewhere in a state 
dependant on hydroelectric 


. power; and the state government's 


inability to capture forest-brigand 
and poacher Veerappan remains 
an irritant. 


chee t Bangalore, cho- . 
s detra fors; pointing 2 





rus Krishna 








 rity, moribund when Krishna took de 


Vw ae 





to rumours that the Chief Minister 
will contest the next elections not 
from his constituency Maddur, but 
Bangalore city—he is also Minister 
of the City—as evidence enough of 
the skewed development of the 
state. In all fairness, it has taken 
four years for Krishna’s Bangalore 
experiment to be hailed as revolu- 
tionary and efforts targeting the 
rest of the state are much too rec- 
ent to show results. 

Krishna’s Big Idea was, and 
remains, the Bangalore Agenda 
Task Force (headed by Infosys 
CEO Nandan Nilekani), an effort 
to get the private sector to work 
with the city’s administrative agen- 
cies such as the corporation and 





the police department. Apart from 
making the process of adminis- 
tration more transparent, he rea- 
soned, this would help govern- 
ment agencies assimilate some of 
the best practices of the private 
sector. Today, other states are 
striving to replicate the BATI 
model. Chief ministers don't go 
around trying to effect private- 
sector-government-agency part- 
nerships in India: politicians have 
traditionally been highly suspi- 
cious of the private sector; be- 
sides, any politico perceived to 
be chummy with businessmen 
risks being labelled corrupt. 
Krishna hasn’t stopped with 
BATF, he has instituted similar task 
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forces with local businessmen in 
other cities such as Mysore, 
Mangalore, and Hubli-Dharwad 
Karnataka isn’t the best state for 
business in India yet but it may be 
getting there; it has moved up the 
rankings in the BT-Gallup survey of 
the same, from #6 in 1999 to #3 
in 2003. And it was the first state to 
come out with clear and compre 
hensive policies regarding new-age 
sectors such as infotech, biotech, 
and rr-enabled services. It shouldn't 
come as ล surprise to anyone, then, 
that political analysts expect Krishna 
(and his party) to sail through the 
next elections. Still, even if he does 
n't, his idea will probably stand 
the test of time. @ 


- | | | ] IN I | 177 





(^ J 99 GENERAL ELECTRIC’S LEGENDARY FORMER Cea | JACK WELCH 
J dodi ideas, . once told BT, “are meant to be borrowed." It wasn't 
merely a nifty soundbite. Rather it was a one-line introduction to Welch’s management 
philosophy that had made the conglomerate one of the most successful in modern corporate 
history. By trashing the “not invented here” syndrome, Welch went on to borrow ideas from 
rival companies and execute them better. For example, Six Sigma, a quality system made fam- 
ous by GE, was actually developed at Motorola. GE certainly did not invent the internet but, 
after initial circumspection, has gone on to adopt it to some wonderful effect. 

That drives home another point about ideas. You don’t need to have the biggest R&D budget 
or the smartest scientists to come up with inventions, systems or practices that change the world. 
Sometimes, patience and adversity can be potent crucibles too. Especially if you are talking of 
civilisations—like India’s. And when a civilisation has survived 9,000 years, there are bound 
to be some clever ideas that contributed to its longevity, never mind that today it is one of the 

world’s most poor. So just what are these ideas? There are at least 10 that we think the world 
can take from India. These pertain to different aspects of the Indian society, but each one of 
them meets two crucial criteria that every successful idea must: One, it must have demonstrated 
efficacy and, two, it must stand the test of time. Some of the ideas may be more relevant to some 
countries than others. But that’s another thing about ideas: One must be smart enough to now 
| which ones to IU pid and dedicated enough to make them work. | 
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Abiding Mystic a” 


It’s not so much about seeking god as the peace within. 


Cd 


Appeal 





The Art of Living: Spirituality doesn’t have to be a serious business; it can, and should, be fun 


VEN BEFORE GARMENTS, 

diamonds, and software appea- 
red on India’s trade horizon, spir- 
ituality was its biggest export. 
While it may not have fetched pre- 
cious greenbacks, it did give India 
its first brand identity. Whether it 
came via Maharishi Mahesh Yogi's 
famous disciples from Liverpool, or 
via the part-comical-part-contro- 
versial-but-mostly-misunderstood 
International Society for Krishna 
Consciousness (ISKCON), is not really 





an issue. Therefore, India as a 
global purveyor of spirituality is 
not a new idea. What’s new, how- 
ever, is its renewed relevance in 
an era of global terrorism, xeno- 
phobia, and economic uncertainty. 

But does borrowing Indian 
spirituality mean having to travel to 
India, donning a saffron robe, tak- 
ing a dip in the Ganges? Maybe 
not. For, the essence of spirituality 
is not in the medium, but in tran- 
scending the immediacy of our 





TC j 


daily lives; realising that while it is 
one thing to do your best in what- 
ever you do, it's quite another exp- 
ecting it to deliver the desired res- 
ults. If the idea is to acquire a 
measured detachment—realising 
that what's a lifetime for you is, in 
the larger scheme of things, but a 


galactic blip—then New York is 


as good as Rishikesh. However, if 
first-hand experience is your pre- 
ferred route to spirituality, 


are welcome to swing by India. 


you 
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SUPER POWER 





N ecessily 


It is possible to cure well for a pittance. 


HAT'S COMMON TO AN INTRA-OCULAR LENS THAT COSTS $3, A 
VM ดั สล ว foot that costs $28 to make, and a bypass surgery for 
less than $2,000? Besides the unbeatable price proposition, two 
things: One, all of them are Indian examples and, two, all of them 
match global quality. You can get the ridiculously-priced intra-ocular 
lens at Aravind Eye Hospital in Madurai; the cheaper-than-a-five-star- 
meal rubber foot in Jaipur, and the steal-of-a-bypass.surgery at any of 
Cardiac Research and Education’s (CARE) seven hospitals in the coun- 
try. Is their healthcare model replicable elsewhere? Perhaps not in 
countries like the US, but in the poor countries of Africa, Eastern 
Europe, and Asia, very much. What’s at the heart of such a business 
model? Ingenuity. At Aravind, systems borrowed from mass manu- 
facturing lower costs while preserving quality. At Bhagwan Mahaveer 
Viklang Sahayata Samiti (or Jaipur Foot), department of irrigation pipes 
replace more expensive materials as successfully, and at CARE doctor- 
owners squeeze costs to make heart surgeries affordable. The inter- 
esting bit about India’s low-cost, high-quality healthcare: It’s profitable. 
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The Power Of Many 


Self-organised businesses can become an agent of change. 
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PURUSHOTTAM DIWAKAR 


Jaipur Foot: It has a leg up on others 


Y 1959, SEVEN WOMEN GET TOGETHER 
and start a papad-making business 
with a borrowed capital of Rs 80. Today, 
their business—a cooperative called Sri 
Mahila Griha Udyog Lijjat Pappad—has 
42.000 members in 17 states, and at last 
count raked in Rs 350 crore in sales. 
Rewind to the early 40s. Dairy farmers in 
Gujarat are impoverished because they 
lack direct access to the consumer. In 
1946, a dairy cooperative is launched, 
and less than five decades later it has be- 
come the largest food products marketing 
organisation, boasting 2.28 million mem- 
bers and Rs 2,746 crore in revenues. 
Think small-time artisans and units with 
no marketing muscle. Khadi and Village 
Industries Commission, a Rs 10,193 crore 
cooperative, has turned them into a mar- 
keting juggernaut. Anybody out there 
who still thinks cooperatives can't em- 
power the poor—be it India or Nigeria? 


Papad-power: The possibilities are endless 
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It’s All About 


Good living doesn't 
mean high living 
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T THE CENTRAL INSTITUTE OF MEDICINAL AND AROMATIC PLANTS (CIMAP) 
Ain Lucknow, researchers have isolated a molecule from the 
leaves of the Himalayan yew tree that one day may cure cancer. The 
leaves of this tree have long been used by herdsmen in the lower 
Himalayas to relieve pain. And a drug to treat ulcers that is twice as 
effective as the best-selling Omeprazole is already in animal testing 
at the same lab. At Ranbaxy Laboratories, the largest Indian phar- 
maceuticals company, researchers are working with a variety of 
herbal plants to come up with drugs for new-age illnesses. To those 
who think of Indian traditional medicines such as Ayurveda, siddha, 


yunani, even tribal medicines as the vocation of quacks, this would 
come as a big surprise. But the fact is that it makes immense sense 
to marry a traditional body of medicine with the molecular rigour of 
modern science. For one, in many cases, developing a more effective 
drug may only involve improving the herbal chemistry. The cost of de- 
veloping such a drug could also be significantly lower. A lot of 
Indian companies are waking up to the potential. Others could too. 
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Ringing in India: By making wireless telephony dirt cheap, Reliance Info has roped in new categories of consumers \ 


E - 


sumers like plumbers and carpen- 
ters, who are now part of the five 
million subscribers it has racked 
up in less than a year. If it seems 
that companies like Reliance 
Infocomm and CavinKare are go- 
ing out on a limb to sell, it's simply 
because they have no choice. Of 





The Future Consumers 


Crack the Indian market, and you can sell anywhere else in the world. 


( A CHENNAI-BASED 
FMCG marketer, is toying with 
the idea of launching its spinz 
brand of perfume in sachets. The 
nifty bit: A sachet will cost around 
Rs 2. Reliance Infocomm, a mobile 
service provider, offers a phone 
connection for just Rs 501, and 
incredibly throws in a handset too. 


What are these companies think- 
ing? By pricing its perfume sachet 
around Rs 2, CavinKare is trying to 
tap a market that otherwise may 
never use perfume. Ditto Reliance 
Infocomm, which knows that un- 
less the cost of a call from its net- 
work is cheaper than a postcard, it 
has no chance of selling to con- 


India’s 1.2 billion people, nearly 
three-fourths can’t afford to buy 
anything of significance like a two- 
wheeler or a refrigerator. So, if 
you are going to crack the mar- 
ket, you'll need more than just a 
smart slogan. You need your entire 
marketing strategy worked back- 
wards from the price point. 
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Community Enterprise 


Starting up with little is relatively easy in India. b 
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VERY DAY, TRAIN-LOADS OF IMMIGRANTS POUR INTO INDIA'S METROS. THE 
fortunate ones find odd jobs, the unfortunate, misery. However, the 
smartest of them become the proud owners of a cyclerickshaw, a paan 
shop, even a factory. Like G. Munuswamy of T. Kaleesuwari refineries. 
He started off as a 14-year-old factotum at a grocery store in Chennai, 
but by 26 he had his own edible oil trading business. Thirty years on, he 
owns a refinery (he's imported another from Belgium) and sells Rs 340 
crore worth of oil a year. There are many in India like Munuswamy, and 
^ indeed other parts of the world too. But nowhere else do so many eke 
out a living as shoestring entrepreneurs selling chaat, repairing scooters, 
or vending paan. What helps? Strong community support and lax ศ 
regulations. A bad idea? Not if the only other option is starvation. 
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GLOBAL INDIAN. 


Citizen Of The World 


What makes the Indian diaspora so extraordinarily successful? 





ERHAPS WITH THE EXCEPTION OF CHINESE, THERE'S NO COMMUNITY AS GLOBAL AS THE INDIANS, USA, 

Nigeria, Belgium, even Benin...there’s hardly any country on the planet that doesn't have at 
least a sprinkling of the Indian diaspora. What makes the Indian immigrant one of the most succe- 
ssful citizens of the world? We can think of three reasons. Education, English, and enterprise. Sup- 
erior education ensures that the immigrant Indian straightaway enters the upper strata of her 
adopted home, while English-speaking skill helps communicate and hence better integrate 
with the mainstream. Where both may be lacking, enterprise—and the resulting affluence—makes 
up for it. Here's a quick test: How many first-generation Chinese, Japanese or Germans can you think 
of who are or until recently were CEOs of large American corporations? None? Now, how many first- 
generation Indians can you think of who made it to the corner room in America? Start counting. 
Rakesh Gangwal (US Airways), Rono Dutta (United Airlines), Rajat Gupta (McKinsey), Raj Gupta 
(Rohm & Haas), Ajit Jain (head of Berkshire's "super-cat" insurance business). ..and this is not count- 
ing Indian CEOs in Silicon Valley or even Arun Sarin of Vodafone, or Dinesh Paliwal of ABB. 
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SUPER POWER 


. MANAGING UNCERTAINTY 


Mastering Madness 


Why the world, like India, must learn to deal with systemic snafus. 





WA THE AMERICAN EAST COAST WAS PLUNGED INTO DARKNESS 
in August 2003 by an errant power plant in Ohio, life in cities 
like New York and Washington, D.C., came to a standstill. What a 
laugh, some Indians said, not just on the sub-continent, but those in 
America. Because outages are a way of life in the country. You are in 
the middle of an important presentation, and power goes off, forcing 
you to ad lib to faces in the dark. Worse, your multi-crore greenfield 
project is g getting costlier by the day, but the boiler that you ordered, 
or a ministry approval that you've been waiting for, is nowhere 
near coming. And nobody can tell—besides making promises, of 
course—when it is likely to arrive. There are two reasons why others 
in the world must get comfortable with the idea of chaos. One, 
increasingly, their own world is getting a lot uncertain, be it courtesy 
Osama, a psychopathic sniper, or simply a teenage student who 
thinks it is cool to shoot his classmates. Two, they are increasingly com- 
ing into contact with markets that are uncertain. Managing uncertainty, 
then, may be the millennium’s most important survival tool. Life's a blur: It's time to get a new view 





RITESH SHARMA 


HAT CAN THE WORLD BORROW FROM 
India in terms of design?" is the 


incredulous question racing through your 
A Rich Ta esir mind. Agreed we still can’t design a 
Corvette or a Mac, but we do know a 
thing or two about textile design. Take 
There's a goldmine to be tapped in Indian designs. zari (gold thread embroidery), for exa- 


| mple. This ancient art is common in saris 
Block printing: from Benares to Kanchipuram. In fact, in | 


| DESIGN. 









วน (ร of Rajasthan the catwalks of Milan and Paris there 
are signs that Indian zari embroidery 
work is being used by large fashion labels. 
Block prints from the North and ikat 
work from Hyderabad, and the Lucknowi 
chikan work are some other styles that 
hold global potential. Why will these 
designs work in world markets? Because 
they are unique, employ intricate design 
techniques (it takes one day to weave 
one inch of gold tapestry), and are chic. 
Much more than bindi and bangles. f 
REPORTING BY KUSHAN MITRA AND ' 
SUDARSHANA BANERJEE 
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IS PERVASIVE IN INDIA, YET LIFE GOES ON 
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Technology that’s 
reliable, for me that’s 
Amkette 


oday everyone's using Amkette. Reason is, our customer-focussed 
roducts. After all, this is what won us the coveted position of India's 
lo. | media company. At Amkette, we work very hard to bring you 
i\e most technologically advanced products, tested under very 
>ugh international quality standards. No wonder we are tried, 


:sted and trusted Dy millions, everyday. Go ahead, ask for any 


mkette product. And give your computer the quality it deserves. 
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AMKETT 


When Reliability Matters 


Amkette House, C-64 / 4, Okhia Phase Il. New Delhi - 110 020. Tel.: 011 
26384193, 26389876/7 Ahmedabad: Te! 

Tel.; 080-5591315, 5598533 Chennai: Teil: 044-28554619, 28553046 
Hyderabad: Tel.: 040-23221615, 23226542 Kolkata: Tel.: 033-22293766 
22294615 Lucknow: Tel: 0522-2227265, 2273481 Mumbai: 
26871489, 26873370 Udaipur: Tel.:0294-2440586. 2440150, 244015¢ 


Amkette offers a range of 150 computer products to make your e-life easier, even enjoyable. Available notionally at over 5000 outlets 
g p p y [oy 


rdered online. For more information log on to our new user friendly website www.amkette.com or write/ e-mail for ox 
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‘Digital Media Imaging Supplies *Peripherals «Storage & Care 
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India Needs 
Seed Stage 
Funding 


| F INDIA WANTS TO DUPLICATE THE SILICON VALLEY SUCCESS, IT NOT ONLY NEEDS knowl- 

edge as a resource, but the necessary enabling infrastructure. The most important j 
element in this is a good Venture Capital (vc) funding system. The vc scene in India 
is not yet oriented towards seed capital funding. It is more tilted in favour of exis- 
| ting companies and exploiting established technologies. vc funds, by and large, prov- 
ide mezzanine capital to companies already on a success path, and are keen on quick 
gains for investors. Seed capital funding requires considerable patience, and carries a much 
higher proportion of risks. But it also carries attractive rewards. Not many funds in India 
| are willing to take such risks and are not attracted by rewards in the long run. 


W»: back in 1987, ICICI started India’s first vc fund with the primary obje- 
ctive of providing seed capital for start-ups. The idea emerged from 
Va sh ul discussions I had with the then chairman of Indian Space Research Organisation (ISRO) , 
C and the faculty of Indian Institute of Science (nsc). They indicated that several tech- 
CHAIRM nologies were waiting to be commercialised; all that was needed was financial support. 
AN. ^ Discussions with a variety of other individuals also convinced me that the country 
ICICI BANK | needed a funding mechanism to convert scientists into technologists. Bangalore, be- 
ing the base for several institutes of learning, was the logical place for setting up the 
company. This decision was taken in 1987, well before it became the ‘happening’ city 
in India. The idea was also reflected in the company’s name: Technology Development 
and Information Company of India Ltd (rpici). As the years rolled by, I found to my 
dismay that not a single commercial idea came out of the city’s academic institutions. 
Ultimately, the ideas did come, but from entirely different sources. 
I recall the chief executive officer (CEO) of TDICI telling me that the idea of seed cap- 
ital funding was far too premature in India. Barring a few ventures like Biocon, we . 
hardly had any major success stories to our credit. The CEO was of the view that by 
| positioning TDICI as a company for funding technology projects, we were shutting out 


Narayan 
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Seed capital funding requires a considerable 
amount of patience and has a higher proportion 
of risk, but it also carries attractive rewards 
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the opportunities which other venture 
funds—that had by then come in— were 
exploiting. With a view to protecting 
our market share, [ was obliged to change 
the name to TDICI to de-emphasise the 
‘technology’ and change the business 
model to what was then regarded as a 
more conventional form of vc funding. 
Interestingly, the name of the company 
has since been changed to ICICI Venture. 


evertheless, seed capital fund- 

ing continued to an extent, 
but on a significantly reduced scale. The 
effort involved in making a judgement on 
a VC proposal involving start-ups is far 
more rigorous than dealing with a com- 
pany that has some sort of track record. 
If the technology involved is untested, 
evaluation is all the more complex. We 
were new to the game. We did not have 
any expertise in technology. But we did 
have knowledge of financial appraisals 
and could use commercial knowledge 
to judge whether a proposal would ulti- 
mately make commercial sense. 

We decided to rely on advisors to 
evaluate the technological aspect of the 
proposals, and this proved to be a big 
shortcoming, as the advisors did not and 
were not expected to have any abiding 
interest in either the start-ups or in the 
venture fund. The idea of rewarding 
them for project success through such 
incentives as stock options was unkn- 
own in the country at that time. 

There has been a sea change in the 
environment since the beginning of seed 
capital funding in 1987. In 2003, we 
are in the midst of a knowledge revolu- 
tion and India, to our delight, is endea- 
vouring to occupy a central space among 
developed nations. New ideas are emerg- 
ing, and particularly in the last few 
months, the feel-good factor has gener- 
ated a new crop of budding entrepr- 
eneurs eager to exploit these ideas. 

But, unfortunately, some of the 
weaknesses of the bygone era remain. 
Entrepreneurship is often not backed by 
commercial skills, and we have not been 
able to create a supporting environment 
in which technology experts can join 
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hands with these entrepreneurs to make 
a project commercially successful. 


he entrepreneurs in India suf- 

fer from two types of prob- 
lems. One is a time-honoured syn- 
drome of seeking to retain control of 
the company at all cost. The idea of 
starting a company is not only to make 
money, but to provide for succeeding 
generations as well. The culture of pro- 
fessionalising the company, taking it to 
the market, and exiting to start new ven- 
tures is unknown and unpalatable to the 
Indian entrepreneur. Secondly, entre- 
preneurs as a class are resentful of ‘adv- 
ice’. They look to the VC company for 
funds, and would rather have it keep its 
suggestions to itself. This, combined with 
a reluctance to compensate for expertise, 
often results in the company’s stagna- 
tion, which bogs it down. 

Thankfully, some of these short- 
comings are getting resolved. New funds 
that are being set up to support start-ups 
view such funding not as a ‘banking 
proposition’, but as a ‘partnership’ in 
which both the stakeholders have an 
equal and abiding interest. 

The vc company, to ensure the suc- 
cess of the partnership, has to reinforce its 
financial support with expert skills— 
and towards this end, make a special ef- 
fort to marshal the requisite resources. It 
is on this account that we now see the 
emergence of VC companies focused on 
specific sectors; it is nearly impossible 
to create a team of experts to cover sev- 
eral sectors at the same time. 

In all, I am pleased at the way things 
are shaping up. As in other spheres, the 
time has come for us to shed anachro- 
nistic complexes, and join the global 
mainstream with hope and optimism. 
Instinctively, I feel the beginning of a ma- 
jor economic revolution in the country, 
and the numerous technology start-ups 
are an important subset of this revolution. 
If India's VC industry becomes conscious 
of the huge potential in this opportu- 
nity, it could succeed in creating the nec- 
essary infrastructure base for the benefit 
of everyone involved. [t 


CONTENTS 


CFM, CENTRE FOR FINANCIAL MANAGEMENT 
Director: Dr.Prasanna Chandra 
Announces the following Distance Learning Programmes 


Certified Financial Manager (CFM) 
Where Theory Meets Practice 


l. INVESTMENT ANALYSIS AND PORTFOLIO MANAGEMENT 
.* PROJECT APPRAISAL AND FINANCING 


* TREASURY AND FOREX MANAGEMENT 
* STRATEGIC FINANCIAL MANAGEMENT 
HIGHLIGHTS 


v State of the art curriculum 
v/ World class courseware 
v/ Web - learning support 


FOR WHOM 
CAs, ICWAs, MBAs, PGDBAs, CSs, CAIIBs and students in these programmes. 
DURATION : 1 year STARTING DATE : February 1,2004 


EXAMINATIONS AND QUALIFICATION 
Twice a year . Successful candidates will be awarded the qualification CERTIFIED FINANCIAL MANAGER 


FEES : Rs. 9000..... LAST DATE FOR ENROLLMENT : January 31, 2004 





Diploma in Finance (DIF) 
Finance for lou - finance Executives 


| CONTENTS 

æ Accounting and Control = Financial Management 

HIGHLIGHTS 

v State of the art curriculum + World class courseware Y Web - learning support 
FOR WHOM 


Non-finance executives in various areas (like marketing, production, purchase, R&D, HR, and IT), 
entrepreneurs, and software professionals. 


DURATION : 6 Months STARTING DATE : February 1,2004 
EXAMINATIONS AND QUALIFICATION 


Twice a year . Successful candidates will be awarded the qualification DIPLOMA IN FINANCE 


FEES : Rs.4000....... LAST DATE FOR ENROLLMENT : January 31, 2004 


For PROSPECTUS and other details of both the programmes visit us at www.cfm-india.com 
Email : info@cfm-india.com @@ — 080 - 659 7634, 659 5183. 
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15 minutes later, ล boyish-look- 
. . ing Ramanathan bounds i in, making 
_ contrite noises about the wait. He's 
~ dressed in khakis, a half-sleeved 
-> shirt, yachting shoes—worn just 
.. the way they are supposed to be, 
- minus the socks—and looks every 
inch a banker out for a weekend 
sailing excursion. References to 
banking aren’t exactly out of place 
while describing the 40-year-old 
Ramanathan. Not very long ago, 
he was the Managing Director of 
Citibank’s Equity Derivatives 
- Business and was based in London. 
^ He was among the top 150 execs 
at the bank and had been singled 
Qut as potential CEO material. 
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“Hey, isn nt that t 


| Iti is called d Janaagraha, : a coinage 


dei 


BY 


~ N A BLUSTERY SATURDAY m 
Y morning in Decem- 

Biber, I am waiting for- 
mesh Ramanathan — 
-im his modest first- - 
ice in a sleepy Bangalore 

- It's 9.00 a.m, early by. 
standards and Ramanathan | 
is late. Not like a banker to keep. - 


* harm > Accusations that he i is trying | 
‘someone waiting, I think to myself. 


‘to take over the city: corporation. 
| from the outside? Calls for an inv- 


estigation into his source of funds? 
The Citibank angle hasn't been 
exploited yet, but in a country 
where zealots often: claim that 
American multinationals are out 
to ruin Indians, Indian culture, the 
health of the masses, Indian com- 
panies, and the Indian economy 
for personal gain, it's only a matter 
of time before someone does, 
Citibank, after all, is as American as 
Coca-Cola, McDonald's, and KFC. 

The target of all this ire is the 
Non Governmental Organisation 
(NGO) Ramanathan and his wife 
Swati, an urban planner, founded. 






SUPER POWER 


zei sare the bestp people to run cities. 
ion n of democracy? 


inspired by Mahatma Gandhi's 
Satyagraba movement: the name - 
was suggested by Swati—like 
Gandhi, she hails from the state of 
Gujarat—and all she did was rep- 








lace satya (truth, in most Indian. i 





languages) with janaa ? (people). The 
signage outside the NGO's Office is 


poe 


minimalist, a series of stick fi 





ing men who appear in an epony- 
mous Sherlock Holmes adventure. 
The office itself is quiet although it 
is manned by a staff of 15, all 
volunteers, and receives a steady 
stream of visitors. 

There's nothing understated 
about the flak Janaagraha has been 
catching of late. “Why is Janaa- 
graha so interested in the affairs 
of Bangalore City Corporation 
(BCC)?" asks K. Chandrashekar, the 
city's former mayor and a Congress 
corporator. There's more of the 
same. "What is Ramesh Ramana- 
than's locus standi?" “BCC should 
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register a complaint against Ramesh 
Ramanathan." Corporators owing 
allegiance to the Congress’ main 
rival, the Bharatiya Janata Party, 
are equally splenetic. “We should 
not allow an outsider to hold the 
reins of administration,” says BJP 
corporator B.S. Satyanarayana. 
Potholes lie at the core of the 
controversy. The city corporation 
is responsible for the maintenance 
of, among other things, roads. For 
administrative purposes, most 
corporations break up the city into 
manageable units called wards; the 
maintenance work they carry out is 
termed ward works. Bangalore has 
100 wards and Janaagraha pro- 
vides the populace of each a plat- 
form to work with the corpora- 
tion, question and understand how 
the ward works budget for their 
ward is being spent, and offer sug- 
gestions on how it can be better 
spent. “Accumulated garbage used 
to be a major problem,” says A. 
Shiva Shankaran, the President of 
Hennur Road and Pillana Garden 
Residents Welfare Association. 
“Through Janaagraha, we were 
able to find a long-term solution to 
this.” Then, after a pause and with 
not a little pride: “We know about 
our rights and duties.” So, pot- 
holes, or people for potholes, it 
is, and City Hall does not like it. 


amanathan’s is a hybrid 
oratio-Alger-meets-Gau- 
tama-the Buddha story, but the 
man himself prefers to use the id- 
iom of wunderkind Bollywood 
director Aditya Chopra’s Dilwale 
Dulhaniya Le Jayenge (To The 
Bravehearted Will Go The Bride) 
to explain his life. He was a stu- 
dent at the Birla Institute of Tech- 
nology and Science (BITS) in Pilani, 
one of India’s best-known engi- 
neering schools. Swati was a stu- 
dent at the National Institute of 
Design in Ahmedabad. They were 


in love. “In true Bollywood style, 
both our families were opposed to 
the match,” laughs Ramanathan. 
“So, | quit studies to marry her.” 

The year was 1987, and 
Ramanathan found himself a col- 
lege dropout—not technically, he 
had one degree out of the two 
he was enrolled for at brrs—with 
a wife to support. He started trad- 
ing in steel and must have been 
good at it: soon, he was earning 
around Rs 30,000 a month, a lot 
of money in the late 1980s. The 
couple bought a car and a flat. 
They had arrived. 


Something wasn't right, 
though. “It was Swati who pointed 
out that the vague feeling of uneas- 
iness was an indication that I was 
intellectually vegetating," says 
Ramanathan. In 1989, he enrolled 
at Yale's MBA programme. Life was 
hell. He studied and tutored stu- 
dents, and Swati waited tables to 
make ends meet. 

From Yale to Citibank was a 
logical next-step, then it was on to 
London, the derivatives business, 
and two children, Shunori and 
Rishab, now 12 and seven respec- 
tively. In 1998, for the third time 
in his life, Ramanathan did the 
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renunciation thing. “Swati and | 
had promised ourselves that we 
would return (to India) after I 
made my half a million dollars 
and we had made several multiples 
that," laughs Ramanathan. 
Citibank was upset enough to fly a 
director in from New York to con- 
vince him to stay back but 
Ramanathan's mind was made up. 

Like most other non resident 
Indians (NRIs), Ramanathan had 
flirted with the idea of returning 
home for some time. And like a 
few, he had wondered long and 
hard why a people who scripted 
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success stories for themselves and 
their companies on the international 
stage ran a poor show back in 
India. “India is a siren call," says 
Ramanathan. *No Indian can ignore 
it." He realised there were two 
things he could do. Wallow in cyni- 
cism, or try and make a difference. 
“I chose the latter.” 


P November 1999, ล Con- 
gress government, headed by 
Somanahalli Malliah Krishna, a 
67-year-old lawyer came to power 
in Karnataka. Bangalore was then 
(as it is now), the software capital 
of the country, but rapid growth 




























iad resulted in a deterioration of 
e city's infrastructure: the roads 
were bad, the traffic worse, and 
-the local development authority, 
nearly defunct. One of Krishna's 
first tasks was to create a Banga- 
|. lore Agenda Task Force (BATF), 

© cand name Infosys CEO Nandan 
— Me Nilekani to head it. BATF's 
M. mandate was to work with the 
2 City's administrative bodies and 
"Co. present a report on how things 
could be improved. In response, 
BATF came up with a solution (on- 
going solution would be a better 















“IN ORDER THAT 
WE DO NOT 
. BECOME JUST 


JRGANISATION. 
NOT A TOP- 
DOWN ONE" 


_ progress) that involved elements 
of consultation, where it would 
"help administrative bodies imp- 
rove process-efficiencies; evalua- 
tion, where these bodies would 
present their achievements over 
the previous six months, and 
plans for the following six; and 
corporate participation. That, 
though, is another story and one 
that has been chronicled (See BT, 
August 17, 2003). 

The Ramanathans had retur- 
~ ned to India in March 1998 and 
0 0 0 Ramesh had travelled around the 
.. country meeting with NGOs, bur- 
.. eaucrats, and others. That was 









"term, for it is still work-in- 





enough to reinforce his conviction 
that the fundamental flaw with 


most local government bodies had _ 


to do with finance. Most : corporat- 
ions, as Ramanathan will tell any- 
one who cares to listen, do not 
even follow a double-entry book 
keeping system. The former 
banker was involved in creating à 


fund-based accounting system 


(think double-entry) for Tumkur, 
a small city in Southern 
Karnataka when he heard about 


BATF, He picked up the phone. 


and called Nilekani. 
. It didn't take Ram: 





members of BATF (he himself beca- 


me one in early 2000) that they 
could do worse than start by help- 


ing the local corporation imple- 
ment a fund-based accounting. sys- 


tem. By April 2001, this was in- 
place, but Ramanathan wasn't satis- 
fied. Information, such as the 


amount allotted to ward works, 
was now available but his sugges- 


tion that citizens participate in the 
process of deciding how this 


money would be best spent wasn’t 


finding any takers. And so, in 


December 2001, he and Swati 


founded Janaagraha; the organi- 


sation is funded by the Rama- 


nathan Foundation, set up by the 
couple, and has a corpus of Rs 





25 
crore. Soon after, across Banga- 
lore’s 100 wards, Janaagrahis, as 
the movement’s volunteers call 
themselves, wrote to their corpo- 
rators suggesting how the ward 
works budget for their areas could 
be used best; in 22 wards, corpo- 
rators accepted the suggestions, 
and the revolution was on. Six 
months later, to insure that such in- 
formation would always be avail- 
able to people, Janaagraha and 


three other NGOs founded Public 


Record Of Operations Finance 
(PROOF), a right to information 
campaign that hopes to define the 
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brand,” he says. There’s Bala 


nathan long : 
to convince Nilekani. and the other. 


ng Janaagraha is indication thar we 
care doing something? ri ight,” “he says 
wryly, adding that every movement 


JANUARY 18 





reporting standards for govern- 
ment performance. Janaagraha pre- 
dates PROOF, but Ramanathan likes 
to call it an endgame, something 
that ensures that citizens will do 
something with the information 
that the government. has to now 
make available to them. 

That could explain the detailing. 
that went into Janaagraha's launch. 
“It was almost as if we were launch 
ing a fast moving consumer goods 


Janaagraha, a division that works 
with school children, Yuva 
Janaagraha, one that works with 
the youth, and Janaagraha Timesa 0.: 
fortnightly newspaper. And There's. °° 
Cinzen’s Quotient (CQ), a funetese o> 
Ramanathan administers to most i 
people who visit his office. WI 
your ward number, he starts. V 
ae corporator? (This writer f 
City Hall’s dislike of Jana 
stems from the fact that resi 
welfare associations and ward-level 
committees suddenly seem to have 
found their voice: they ask ques 
tions about projects and finances 
and keep a close eye on things. The 
criticism. doesn’ t bother 
Ramanathan. “The very fact 
politicians across par ies are at 







has to be ignored, sneered at, and 
attacked before it is accepted. 
Ramesh and Swati Ramanathan 
believe they are creating à new 
Intellectual Property GP) of 
democracy, something that the 
latter claims they “will give away 
as 0 to any city, any coun 
y" 2 wants to try something 
similar. “Janaagraha hasn't put 
in more than 2,00,000 man-hours 
to make some small changes here 
and there," Swati adds. “It is a 
personal spiritual journey.” And 
an idea that could make the 
world a better place. W 








| the 250 million Great Indian Middle Class 
theory that so adrenalises marketers, there 
is no denying that in India—with its one bil- 
lion people—dialects, culture, and even cuisine change 
every 15-20 km. The challenge of Indian advertising 
is to search for that one thread of commonality made 
up of multiple fibres. 
And, to ‘connect’ with the consumer, it is imp- 
erative that the cultural context be understood. 
Culture reflects the practices, rituals, taboos, and 





2 behavioural patterns passed down the generations. But 


equally, if not more, it is also shaped by external 
stimuli, media being one among many. 

Media perspectives have oscillated between those 
emphasising the power of the message over its audie- 
nce, and those stressing the barriers protecting the aud- 
ience from the message’s potential effects. One hears 
of the so-called ‘hypodermic’ model—in which media 
are seen to ‘inject’ audiences with messages that inf- 
- ใน อ ๓ ๐ ๕ behaviour, often causing a breakdown of 
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ud THINGS FIRST: WHAT DO WE MEAN BY 
masses'? Even if we take with a pinch of salt 












‘traditional values’. But hdc: it 
ial effects must be examined, m equal 
these are not all- “powerful, | 


ome decades ago, Indian advestiing catered 
mostly to a few Westernised Indians, and 
the print ads were inspired by Western styles. For the 
masses, the key medium was radio—true to the oral 
tradition of India. Mass India has always been a 
country of listeners, not readers. Even works:of liter- 
ature were passed on from generation to generation 
without written text. Who can forget that the great 
Indian poet Kabir's couplets were passed on 1 by the 
sheer power of the spoken word? : 
However, much has changed. In recent vears, Tv 
has emerged as a powerful medium that doesn't just 
help talk to the masses but also visually captivate 
them. Meanwhile, the market's purchasing power 
has risen. The resultant change i in Communication was 
reflected by Tv serials such as Hum Log (We People’), 


which catered neither to the English-speaking. minority 


nor to the vast majority of farmers, aS it brought 
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VANDANA KANDPAI 


to life characters next door, their family politics, 
dreams and aspirations. While mass cinema always had 
the licence of fantasy, it was TV that mirrored people's 
lives. If cinema was like someone met at a party, TV was 
like someone coming home. 

When Indian advertising took to TV, there were no 
Western reference points. The Volkswagen and 
Hamlet Cigars sort of commercials were too far 
from local sensibilities to be emulated. So, like cinema, 
we had to evolve our own code, creating mass charac- 
ters like Lalitaji. Slowly, the depiction of festivals 
and families went up. But barring some examples, adv- 
ertising per se became more aspiration-driven. 

Yet, all advertising need not be aspirational. In fact, 
advertisers need to recognise the power of mass market 
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individualism. Today, there’s a growing comfort 
with one’s own individuality, the self-confident feel- 
ing that ‘this is the way I am’. 

The old platform of ‘500,000 logon ki pasand’ 
(‘preference of half a million’) is no longer relevant. 
Numbers tend to put people off. And the classic 
proposition of ‘Mrs Bhalla of Chandigarh and Mrs 
Das of Kolkata and Mrs Rane of Nasik are buying 
product X, and so must you’, is dying too. 

However, this is not about being rebellious ei- 
ther. The Indian consumer is in a cusp-like state. If 
we extend Hegel’s theory to this state, it is not 
about “if their way of living is right, my way of In 
ing is wrong”, or vice versa. It’s not about antithe 
sis, but more about synthesis. 


Advertisers need to recognise the power of 
mass market individualism. Today, there's a 


growing comfort with one’s own individuality 





MCCANN ERICKSON INDIA 


DUSINESS (YOGAY 
BUSINESS 
WITH 


PLEASURE 


OFFER 


Subscribe to Business Today, enjoy fabulous prizes every month. 


BUMPER PRIZE ASSURED FREE GIFT 


MONTHLY LUCKY DRAW ASSURED FREE GIFT 


LE E 
D. J เณ ล EE Voal ส จ ว 
TAL EET TT UVR TE 
p เส ด ด y y C 
น "F IMT | 1 Lal 7 
Y = à a ren 
" o in 
DP = 4 
, Ko. The r D า 0# 
be RA Re M; es 





. v» b P 44 


Ys 


SUPER POWER 


= 


The role 

ต f advertising 
IS not just 

to retiect 
change, but 
to anticipate 
' and give it 
. a platform. 
It must,thus, 
catch a need 
1 its nascency 
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he ‘what do we say’ in adver- 
tising will always be relevant, 
but ‘how to say it’ is increasingly getting 
important. Witness the decline in ‘overt sell- 
ing’. Instead of the old ‘use this product 
and become a superhero’ sort of overkill, 
advertisers are using far more subtlety 
in portraying the product’s role in the 
consumer’s life. This is perhaps why the 
‘before and after’ format is fading out. 
Or take ‘in film’ advertising. The 
challenge is to avoid being caught out as 
an ‘ad’. Take also the use of celebrities in 
public service advertising. Often I’ve 
heard people say “khud toh kuchh karte 
nabi, bumse keh rabein bai yeh karo” 
(‘they don't do anything themselves, but 
ask us to do this or that"). People wonder 
how genuine the message is. 

The need of the hour, then, is to 
strike that balance between product mes- 
sage and genuine delivery. Consumer 
bonds may depend on many variables, 
but advertising cannot do without fresher 
and fresher ideas all the time to sur- 
prise, engage, and sustain interest. 

It's a tricky scenario, though. One 
must stick to the brand's core, and alter 
just the peripheral stuff. 


| iss communication hap- 
pens when the central message 
is more than obvious, but along with it 
are subtleties that can be deciphered on 
repeat experience. Advertising, after 
all, is a coded message transmitted 
through media and decoded in the tar- 
get consumer's mind. Echoing the 
premise of Hau's coding and decod- 
ing model, the same event can be en- 
coded in more than one way, and the 
message in itself is *polysemic'—capable, 
in principle, of several interpretations. 

So it's not just what the messages 
say, but also the seemingly small things— 
such as colours, designs, and symbols— 
that influence the audience at large. This 
explains the need for qualitative consu- 
mer research, the techniques of which 
have evolved to draw inferences from 
things rather than words, for example. 
Subliminal signals such as body language 


and eye movements are under study 


nowadays to peel the layers of consumer 
understanding. The consumer, at best, 
can only offer ‘indications’ of the inner 
person. Much like the Hindi film song 
‘ek ladki ko dekha toh aisa laga’ (‘saw a 
girl and felt so..."), with the singer trying 
to touch upon what he felt, but not be- 
ing able to express the ‘exact’ feeling. 
The consumer doesn't always articulate 
a need. It's our job to uncover it. 


dvertising, some feel, ‘mir- 
rors’ change. I disagree. | feel 
that it ‘pre-empts’ change. The role of ad- 
vertising is not just to reflect change, 
but to anticipate and give it a platform. It 
must, thus, catch a need in its nascency. 

Take, for example, the household 
need for a second Tv. One may have 
felt the need to watch one's own shows. 
But there was reluctance to voice it— 
mainly because of the fear of creating 
family distances. Advertising can help. By 
understanding the dilemma, empathising 
with the feeling, and showing how it 
could actually benefit the entire family. 

Does advertising create new needs 
where none exist? I don't think so. But 
yes, it can nurture that seed of a need 
that already exists. That is where ins- 
ights come into the picture. 

As | mentioned, most Indian con- 
sumers are in a cusp-like frame of mind. 
The consumer is not averse to change, 
but is negotiating traditions. It is still not 
easy, for example, to sell a product to 
the Indian housewife on pure conven- 
ience, even though she may desire pre- 
cisely that. It has to be packaged in self- 
less justifications like ‘it leaves you to do 
more with your children...’ 

Insights such as these are crucial to 
advertising success. As also the recogni- 
tion of the mass market’s heterogeneity. 
One has to slice the audience not just on 
economic parameters, but on lifestyle, 
value system, culture, and tradition. 

After all, Indian tradition is still to be 
reconciled with the culture of consump- 
tion. And if advertising is to maximise 
impact, it must be able to give the prod- 
uct the desired associations within the 
relevant cultural context. @ 
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| It's a resource that lends stability and resilience. It's a beacon that imparts า 
con: ence and attr s more foreign investment Ar d, it allows you more : 
ou travel, easier loans to stu ical treatment abroad, anc 
ut above a 
E ih than ever. So go ahead, gain from these good times, have a splendid new year, 
se ] . build yout dreams by investing, building and creating. Spread the enthusiasm "GE 
^; . and make India stronger and shine even brighter. 
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for an offer I just could not 
refuse—to. hea Avaban (“call 





Initiative of the Bill and Melinda Gates 
Foundation. The India that I have seen 
with Avaban is very different from any | 
knew before. I have traveled to extraor- 
dinary places and met remarkable people. 
I have interviewed devdasi sex workers in 
Bagalkot, swapped jokes with truckers 
outside Vishakhapatnam, and looked at 
the world through the eyes of barely 
teenaged injecting drug users in Imphal. 

These experiences have given me two 
learnings. The first is that there are two. 
very different Indias, and tragically, these: 
scarcely meet. The second is that sound 
business principles can be a key to tack- 
ling the HIV/AIDS epidemic in India. 


Fis: there is the India that is 
shining. This was the India I 


. had seen from my vantage point at 


- career with McKinsey & Co. 
A. economic growth. It is an India driven by 


‘to action”)—the India AIDS - 





McKinsey—the : nae of great: IT compan- 
ies, skilled knowledge workers and heady 


business people confident in taking on the 


world. It is an India that i is going places, phus d 


an India of which we are all proud. 


But there is another India that does 


not shine, indeed offers barely a flicker 
of light to the millions that live within 
it. This is the India which has some of 
the world's most devastating health- 
care challenges, and a vastly inadequate 
public health system. 

There have been some large health 
gains since independence, including the 
steep improvements in life expectancy, 
infant mortality and crude birth rate. 
India has established an impressive three- 
tiered system of public health infra- 
structure. Small pox and leprosy have 
been contained, and the polio campaign 
has been a success. Yet, all these mask 
wide disparities—between states, urban 
and rural areas, and above all between 
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study, the richest 20 per cent receive 
three times the share of public subsidies 
spent on the poorest quintile. The 
poorest 20 per cent have more than 
double the mortality rates, fertilit 
rates and malnutrition rates com- 
pared to the richest 20 per cent. 
And for a state that promises uni 
versal healthcare, India has one of 
the lowest public health budgets in 
the world—at 0.7 per cent of GDP, 
it's about half that of Bangladesh. 
One of the biggest failures is our 
failure to control communicable dis 
eases, despite the availability of rela 
tively low-cost solutions. These dis- 
eases kill over 2.5 million children 
below the age of five and an equal 
number of young adults every vear. 


ut if there's a problem that 

has the potential to wreak 
widespread havoc in this fragile health- 
care system, it is HIV/AIDS. Yet, there is 
only a poor understanding of this epi- 
demic or the fact that it could become 
the major barrier to the country's eco- 
nomic development. HIV/AIDS is like the 
proverbial elephant surrounded by blind 
people—most sensing its presence, but 
grasping only a small aspect. Three ele- 
ments make it particularly vexing. 
@ Multiple epidemics: India has some 
4.6 million people currently living 
with HIV/AIDS, and six states are in a sit- 
uation of generalised epidemic. The 
factors that contribute to the epidemic 
vary even from district to district. 
@ Dispersed risk-groups: Only about 5 
per cent of commercial sex work in 
India happens in brothels. Moreover 
there is high mobility—of sex workers 
as well as clients—making small and 
dispersed high risk-groups difficult to 
isolate for intervention. 
e Stigma, apathy and denial: Public 
awareness has risen. However, in most 
of India, the epidemic is characterised 
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by stigma, apathy and denial—all of 
which act as barriers. 

Given the proportion of the chal- 
lenge, the response so far has fallen short. 
@ Inadequate funds: That too much 
money is going towards addressing 
HIV/AIDS is a myth. India currently spends 
about 11 cents per capita to tackle the 
epidemic. In contrast, Uganda spent 
$1.80 and Thailand $0.55 per capita. 
We need at least a 10-fold increase. 

@ Gaps in existing programs: Too oft- 
en, awareness efforts have ended up 
stigmatising risk-groups; there is inad- 
equate attention to other infections 
(such as syphilis) which alter the 
HIV/AIDS risk; programme components 
are not well integrated; or the mecha- 
nisms to transfer best practices and 
scale up a good solution are missing. 
@ Capacity to implement: India has a 
large and vibrant NGO network, many 
focusing on HIV/AIDS. However, the influe- 
nce of these implementing agencies is 
largely limited to a small local area or a 
particular high-risk group. There are few 
implementation agencies with a national 
or state-level programme. 


Q! plan features six linked 


strategic initiatives. At the 
core is a prevention programme focusing 
on the six highest prevalence states and 
the entire national highway system. This 
is supported by initiatives in communica- 
tions, advocacy, knowledge building, imp- 
act measurement and capacity building. 
Avahan seeks a scaled, yet precise, 
plan of action. In developing our strategy, 
we have borrowed ideas from the world 
of business. These include market seg- 
mentation to get a grip on the problem; 
achieving scale through standardising 
service delivery and appropriate part- 
nerships; strategic alliances; and exact 
measurement of impact. 
@ Segmentation: Given the staggering 
numbers involved, we have carefully ‘seg- 
mented the market’, We have defined 
our theatre as not six states, but some 80 
key districts within these. We have zeroed 
in from over 7,000 km of national high- 
way to 50 key trucker halts. And we are 


focusing initially on about 300,000 com- 
mercial sex workers most at risk. 


@ Standardisation for scale: India has 


one of the highest levels of sexually trans- 
mitted infection (STI). Treatment is often 
undependable. Avahan is creating a nati- 
onal franchise for STI services to bring the 
myriad healthcare providers under one 
brand that stands for reliable STI services. 
@ Partnerships for scale: The Indian Oil 
Corp (10C) and the Transport 
Corporation of India (TCI) are key in 
implementing our national highway pro- 
gramme. IOC provides potential access 
to some 4,000 petrol pumps that serve as 
information and service points. TCI ensu- 
res access to thousands of trucks every- 
day, and involves truckers. 

@ Strategic alliances: We are creating 
coalitions. For example, 10C and TCI will 
work with Population Services 


International (condom distribution using 


a "social marketing" approach and fran- 
chised STI services) on the highway pro- 
gramme. In Andhra, two partners—Hin- 
dustan Latex FPPT with grassroots knowl- 
edge, and the International HIV/AIDS 
Alliance, with community involvement 
skills—bring complementary skills. 

€ Measuring impact: In the world of 
public health, impact has rarely ever 
been measured with corporate rigour. 
In HIV/AIDS, the gains from many promi- 
nent national programmes have never 
been well estimated. We, however, are 
commissioning an independent agency to 
give us a rigorous framework for moni- 
toring and evaluation. 


B usiness can be a powerful 
voice of advocacy in changing 
attitudes towards the epidemic. We are 
proud that some of the most respected 


leaders of Indian business have agreed, so 
far, to join our board and guide Avahan’s 


efforts. After McKinsey, this is an alto- 
gether different challenge, but I feel I 
have a sound compass in my business 
training. I am convinced that the way 


forward is in creating the right set of 


unions—between business and social sec- 
tors; and between the India that shines 
and the one still in the shadows. fl 





— 


» ————— i ——— — I M —— —————— € i — M M 


204 BUSINESS TODAY JANUARY 18 2004 


www.cflogic.com 


df you have a flair for Marketing & Sales 
We have a place for you ..... 


Ü Weare a company engaged in educational services. One of our prime services is training 
-students for the CAT and other premier Business School Exams. Currently we have | 


branches at Bangalore, Pune, Mumbai, New Delhi, Chennai, Hyderabad and have plans for DES 


— all over the 


alary wi not be a constraint ort e ight candidates | 


|WaRkETNGEXECUTIVES ง Age: 23-21 years 





Qualification : MBA with minimum 2 years work experience with a flair for Sales & J ฬา 


M . Marketing. Fluency in English along with good communication and presentation skills are B — 


ps -fssenba, Salary Rs. 1.00- WM lakhs per annum + target based Incentives. 





I Selected candidates should be willing to travel and will be posted in any of our || 
branches. Company provides bachelor accommodation on rent back basis at all | 
locations. - 


Post or email your resumes to Tejaswini Kadam - Manager HR 

2 | Career Forum Pvt. Ltd. 

^ | Vikas A A, Opp Vaishali, Lane behind The Briti sh Li brary, Off F.C.Road, Pune 411 004. - 
| | Te ป: : 020- ) 25654120 Email : careerforum@cflogic.com 
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XLRI-4th NATIONAL HR CONFERENCE 





o people making history fully realize that 
DE achieving the feat? Not always per- 

haps! As was evident during the recently 
held 4th Confluence, a national HR conference 
organized bi-annually by the Sapphire team of 
XLRI, Jamshedpur. Started off in 1997, it had 
ensured that the erstwhile Xavier Labour Relations 
Institute continued to set the lead in this specific 
professional field. While the very many bodies of 
HR professionals now conduct similar conferences, 
seminars etc. at reg- 
ular intervals all over 
the country, as is true 
in most other areas 
too, much of it has 
over te years 
become staid and 
unproductive. It was 
therefore time, as 
Prof. Madhkar 
Shukla (OB & 
Strategic Manage- 
ment) puts it, "to 
introspect and see 
what | could be 
improved upon and 
how". 


pu 


IR Confluenc 


cember 20-21 2003XLRAI Jain’ 
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The 4th National HR Confluence 


Analysis indicated that most professionals general- 
ly wish to use these opportunities to network with 
peers to share ideas, problems and plans. The 
standard format of ‘paper reading’ by a few chosen 
'speakers' is thus often neither relevant to the situ- 
ations of many ‘listeners' in the audiences nor is 
the process flexible or participative enough to 
accommodate and discuss specific nuances, there- 
by enjoying very little buy-in from the gatherings. 
Long deliberations later it was decided to innovate 
on the structure of the conference in manner that 


ne4 National HR Conferen 





would try and reduce those weaknesses as far as 
possible. 


The solution generated was use of Open Space 
Technology - an innovative facilitation methodology 
for large groups designed by Harrison Owen that 
enables group participants to create their own 
agenda and move sharing sessions. The crucial 
underlying criterion for its working being that there 
is a real business issue (likely complex) to be 
solved, there are 
high levels of diversi- 
ty (mostly in terms of 
people) X involved, 
there is no predeter- 
mined specific solu- 
tion, participants are 
passionate about the 
topic and decision 
time was yesterday. 


In taking the rigidity 
out of traditional 
meetings, discarding 
formalities and incor- 
porating simple 
methods OST bases itself on the premise that the 
most fruitful conversations are the casual ones that 
happen over coffee or a pool table. With none in 
specific charge to lead, with each group passionate 
about and focused on the topic chosen and with 
‘Law of Mobility' - by the rule of two feet any partic- 
ipant neither learning nor contributing to the 
process in any group should move to one where he 
does - in force, quicker, cleaner and more innova- 
tive resolutions happen. 


Guided by the principle that whoever comes into 
the (group) discussion are the right people, advan- 
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Sitting while others stand shows 
that you are at THE HELM. 


Leaning closer to a person 
ESTABLISHES INTEREST. 


Expansive hand gestures 
SHOW OPENNESS. 





Kinesics or the science of body language is accepted today as 
a powerful motivational tool. As a team leader, whether you 
realise it or not, your body language transmits an energy that 
motivates your people, helps them maximise their potential 


and rewards their passion. 


Which is where adrenalin” - a strategic human resources 
software for employee transformation, helps. It is designed to 
be in synergy with your vision, to tap into human potential 
and deliver high performance. 

"^ To create a highly effective, energised organisation with its own 
language. 
The language of companies that win. 
The language of adrenalin.” 


The language of leaders. 





adrenalin 


b "It transforms!" 


strategic human resource management 
software 





For information: write to info@adrenalinet.com; visit www.adrenalinet.com or call *91.44 5219.6530 
© 2003 Empower Works Limited. ‘adrenalin’ is a registered trademark of Empower Works Limited in India and other countries All other trademarks acknowledged All rights reserved 
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tages of OST are that it supports action planning at 
and beyond the meeting, enables participation in 
designing agenda, ensures full sharing between 
those with common interest and networking beyond 
meeting, helps participants focus at all times and 
records a summary of the sharing for posterity. 


Yet, all said and done, this had never been tried 
before with 80 odd industry participants (70 outsta- 
tion), and almost an equal number of faculty & stu- 
dents - what better way of eliminating gaps 
between industry and academics - no one knew for 
sure exactly how it would turn out. Prof. Shukla's 
comment on Dec.20th morning that "we shall either 
create history or become history" was a clear indic- 
tor of the nervous tension every scientist suffers 
before a path-breaking experiment. 


He need not have bothered. Post a short, sincere, 
official welcome by Fr.P.D.Thomas, Director XLRI, 
and with expert facilitation from Dr.Uday Pareek 
(Chair - Academy of HRD) and Mr.A.S. Vasudevan 
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(CEO - Wisdom Consulting), the participants took 
to the new style as fish to water. Senior / junior 
practitioners alike raised diverse issues - from 
expected ones as Competency Development and 
Measuring HH to ones as surprising as Eliminating 
HR. Popular participant choice, sign-ups under dis- 
played topics, decided which ones got taken up for 
discussion. 


It is very interesting to note that while suggestions 
as Outsourcing HR, Self-Accountability, Knowledge 
Management etc. fell through for lack of enough 
interest, their various aspects were covered in rel- 
evant parts within the ambit of ones chosen. Thus, 
albeit Social Responsibility not making the grade 
on the first day, it was demarcated as an invaluable 
component of Strategic HR as much as it was con- 
sidered intrinsic to discussions on Role of HR in 
Nation Building (*see box) or Capturing & 
Managing Aspirations. This would seem to indicate 
that while practitioners of the trade realize the 
importance of matters as Social Responsiveness, 
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Symrise® India chose adrenalin™ 
to automate critical HR processes, 
deliver employee services and provide 
the entire workforce role-appropriate 
business information real-time. 


To read the entire success story, visit www.adrenalinet.com/success/symrise.asp 
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Symrise" India is the subsidiary of 
Symrise GmbH & Co. KG - among the global 
top 4 flavours, fragrances, cosmetic and 
aroma ingredients manufacturing companies 
with a global turnover of €1.25 bn. 
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The idea was to get a view from the other side. Open the forum to business decision makers to gauge just what their expecta- 
tions were of HR. Panel being suitably weighted with the industry heavies as the MD of Tata Steel, VP (Plant Head) Tata 
Cummins, President (Corporate Affairs) RPG and odds as International Director of an executive search agency and the faculty 
head of Marketing at XLRI. 

The panel played its role admirably differently too. For one every speaker remained brief enough to let the interest remain on ส 
high. For two, they raised levels beyond the scope of the field that participants were largely restricting themselves to. That they 
made the desired impact was evident in that certain topics scrapped earlier for want of participation were popularly discussed the 
next day." 

Prof. Sharad 'non-HR' Sarin (XLRI) initiated with his belief HR's aim should be to make good humans rather than just good man- 
agers and as the western clinical (dissection) model fails woefully on this count HR should take the oriental approach to holistic 
development. Mr.Arvind Agarwal (RPG) felt in a change-overnight world of globalisation, HR must empathise with both business 
and employees, remain flexible to adoption of new ideas, systems etc. and "must work towards credibility with commitment with 
firmly rooted values". Also that at present the country suffers from a dearth of quality HR professionals. 

Mr.Dinesh Mirchandani (Boyden) highlighted HR's problem of dealing with intangibles of an ambiguous job in management of most 
vital ‘human capital’ aspect. He suggested mindset change and role redefining for HR to focus on competencies (generation, meas- 
urement, retention etc.) and nurturing of culture while sourcing out ‘nuts & bolts’ transactions. Mr.V.K.Jayaswal (Cummins) opined in 
buyer's markets where business goals keep changing slow, reactive, possessive HR must get on-ine with organizational pulse, devel- 
op objective, transparent, fair & consistent systems (eg. for training-needs identification), show high degree of integrity, nurture the 
right ambience, be ready to unlearn and be balanced between individual and organizational advocacy. 

Mr.B.Muthuraman (TISCO) preferred to call the spades - that while all people are into HR few practice it properly, that there is 
no ready solution to creating correct ambience, that we still haven't a clue on what makes people tick and that the search led by 
'MBAs' is too mechanistic / dependent on performance to be of real use. He insisted on HR's need to look beyond measuring 
systems to understand and manage human beings. To develop a culture of transparency, options/support for experimentation 
and motivating people to test capability limits based on a bedrock op openness, trust and innovation. Since performance is not 
solely dependent on measurable qualities of people and conducive environs can make ordinary people do extraordinary things! 
The floor matched standards in its questioning. In response to one the panel had to agree that most senior executives still do not 
know how to take job interviews and on need for liberal education for employees. And Mr.Muthuraman spoke of his desire to start 
an image index for considering promotions!! 
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"With adrenalin” we are able to provide an environment to 
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Royal Sundaram” selected adrenalin" to be 
the technology foundation for an energised and 
empowered organisation. 


- ™ 
Today it is a central repository of all employee adrenalin 





information, processes and knowledge. Royal Sundaram” is a joint-venture "It transforms!" 
Surveys have shown significant increase in | insurance company between Royal & Sun strategic human resource management 
employee satisfaction soon after implementation. | Alliance UK and Sundaram Finance software 


To read the entire success story, visit www.adrenalinet.com/success/rsa.asp 


Web-based software that automates all strategic business-to-employes processes inciuding 


* goal alignment & goal management * performance & talent management * talent planning & acquisition * resource & project management 
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both at corporate and individual levels, lack of ade- 
quate knowledge and experience about its 
nuances and possibilities in general, restricts 
detailed discussions on the same. 


That people were enjoying themselves was evident 
in the unanimous agreement to start working an 
hour early on a Sunday. That the Law of Two Feet 
was working admirably was borne out in cross 
movement evident on the corridors. That participa- 
tion from industries as different as health, manu- 
facturing, BPOs, consultancy, IT / ITES ensured 
pooling of quality ideas & rich experiences was 
obvious in presentations. That this experiment 
meant much showed in outstation Advisory Council 
members (Mr.Satish Pradhan - Tata Sons and 
Mr.R.Vidyasagar - Phillips Software) taking time off 
on Sunday to be there. And that it had succeeded 
was clear in that participants felt it had been worth 
the time and / or the trip! 


Feature by: Suman Bhowmik 


Some general observations that came up in the 
course of these two days of hectic deliberations 
included an oft-articulated need to develop models 
/systems with specific relevance to Asian / Indian 
conditions, the importance of looking beyond just fig- 
ures in evaluating people, the erosion of value struc- 
ture in society in general and its effects on HR and 
the necessity for HR to move out of the box and 
evolve with business.Quite in tune with the unanimi- 
ty of public opinion vocalized by Mr. Ananda Roy 
(Empower Works) as "... strategic HR today provides 
companies a distinct competitive advantage...". 


While alternatives as LSIP (large scale interactive 
process) or Search Conference must surely have 
been considered before settling on OST as the 
chosen format this time, XLRI could set the trend 
by developing one that would be tailor-made for 
similar gatherings in future. That would surely be 
something to write home about!! 
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Dr. Reddy's Laboratories 
Limited? picked adrenalin” to 
experience the benefits of a rapidly 
deployable and cost-effective web- 


based HR self services solution. over ศิ ร. | 8 billion. 


“Adrenalin” promises to provide Dr. Reddy's 
efficient employee self-services. It leverages 
our existing investments in Lotus Notes and - 


Dr. Reddy's is an emerging global 
pharmaceutical company with a turnover of 


integrates well with our ERP." | 


SACHDEV RAMAKRISHNA 
Chief Information Officer 


r. Reddy's Laboratories Limited” 
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Web-based software that automates all strategic business-to-employee processes including 


* goal alignment & goal management * performance & talent management + talent planning & acquisition * resource & project management 
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TIME, the world's most respected to TIME. | | 


weekly newsmagazine, is trusted by 


millions of readers for insightful 


authoritative reporting. For active 

influential people who need to stay 
informed, TIME is the premier source 
for up-to-the minute information on Mystery gift - If you subscribe 
world politics, business, finance, for two years or more, you'll 
technology, education and more 
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Save up to 49%* plus 


You can take this slim, multifunctional Touch Screen Palm Pad 
everywhere you go. Essential features include: 


๑ LCD screen with screen sensitive pen 


๑ Date and 12/24 hour display with 20 world time zone 
options, including Delhi 


e Triple alarm clock function 


ค ห ล Mta ๑ Calculator with programmable 
currency conversions 


๑ Encased in a custom-made 
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ORISSA - 


Ready For Industry 


With vast mineral resources and quality infrastructure, Orissa 
is set for an industrial revolution. By ALOKESH BHATTACHARYYA 
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Leading the way: IMFA's ferro alloys plant at Therubali is a major success story in Orissa's industry 


hink of Orissa, and pictures of magnificent temples 
instantly spring to mind. And if you think of 
Orissa's industry, the likely pictures would be 
those of small-scale, village and cottage industries. 
Actually though, Orissa is one of the most re- 
source-rich states in India, particularly in terms of mineral 
wealth. The state has vast deposits of coal, iron ore, bauxi- 
te, chromite, limestone, dolomite and manganese. It also has 
tin, nickel, vanadium, gemstones and granite. And there are 
indications of potential in diamond and gold as well. 

But having resources is one thing, and having the in- 
frastructure to fully exploit them is another. And Orissa 
has all the basic ingredients for a positive industry envi- 
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ronment in place. Infrastructure for transportation, one of the 
most important ingredients, is strong. One of the country's 
best ports in Paradip, a railway network that connects 
strategic resource-laden locations, and a network of good 
quality roads make transportation one of the assets of the 
state. Power, another important ingredient for industry, is in 
abundance in the state. 


GEARING UP FOR INDUSTRY 

With liberalisation of the Indian economy well and truly 
underway, Orissa is now looking at ways to exploit its 
natural resources through private industry and emerge as 
one of the leading industrialised states of the country. 
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View of India’s largest ferro alloys complex located at Therubali, Orissa 


In 1962 Dr Bansidhar Panda, an American educated research 


scientist, chose Therubali 


to be the cornerstone of his dream of a 


vibrant, industrialized Orissa. His dream is now a reality with the once 


remote area today housing 


a bustling industrial complex. IMFA Group 


Is India's largest ferro alloys producer with 130 MVA installed furnace 
capacity backed up by a 108 MW captive power plant and its own 
chrome ore mines. It is accredited with unique multi-product and 
multi-location ISO 9001 certification while the captive power plant 
is also ISO 14001 certified. 
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Indian Metals & Ferro Alloys Ltd 
Indian Charge Chrome Limited 
IMFA Building, 

Bhubaneswar - 751010, 

Orissa 


IMF A Tel : +91 (0674) 2580100, 2580125 
Fax :+91 (0674) 2580020, 2580145 


email: communication 9 imfagroup.co 
www.imfagroup.com 
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TATA STEEL IN ORISSA 


๑ Providing medical aid to thousands of villagers: funding Lifeline Express-the hospital on wheels 
๑ Offering economic assistance to institutions and imparting education in towns and villages 

๑ Implementing forestry programmes for promoting eco-protection and pollution contro! 

๑ Providing emergency relief through Tata Relief Committe 

e Ushering in prosperity through continuous investments 

e Practising sustainable mining to preserve natural resources and maintain ecological balance 

e Revitalising the Ferro Chrome plant in Bamnipal: Orissa's first successful divestment 


e Helping all-round development of the state by contributing to the exchequer 
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LETS DREAM. TOGETHER. 


Dream of a flourishing state, Of employment and educatior 
for one and all. Of cure for the oiling. Of succour for the grief-stricken 


Because, for every dream of a greater Orissa, we are with you. 
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IC & DIRE N VISHAL BHARDWAJ 
ODUCER BOBBY BEDI 


Worldwide music release on 24th December 


Listen to and buy music at www.music-today.com 
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Cassettes and CDs available at all leading music stores 


Listen to and buy music at www.music-today.com 


S Yes, I would like to order Maqbool (Z-03141) 
Cassette Price Rs.55/- and CD Price Rs. 125/-(inclusive of all taxes) Please fill all details in capital letters. 
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From The Editor 


NOTHER YEAR RUNG INTO HISTORY, AND ANOTHER YEAR USHERED IN WITH 

A: mix of hope and fear. But if experts around the world are to be 

believed, we'll have less of the latter in 2004. America, looking smug 

after its 22-year-best growth of 8.2 per cent in the third quarter, is expected 

| to grow by 4 per cent this year, up from last year’s estimated growth of 2.6 per 

: cent. Even Japan, which has been in a recession since the early 90s, seems set 

to turn the corner, with bullish economists in the country projecting a higher 

growth of 2.5 per cent. Most of Europe may not turn in a surprise perform- 
ance like Japan, but the consensus is that growth will hold. 

If the major economies of the world rebound, India should automatically 
get a fillip. But a big imponderable, from the point of domestic consumption, 
are the monsoons. At a time when everybody is talking about the services boom, 
it may seem old fashioned to talk about agriculture and manufacturing. But let's 
not forget that these two make up half our GDP. When farmers get to harvest 
a good season, the benefits inevitably spill over to a range of other industries, 
from consumer products to automotive to financial services. Part of the rea- 
son why most people are swooning over 2003 in nostalgia is the good rainfall 
it recorded. Take the BSE Sensex, for example. It had started inching up beginning April last 
year, but it turned into a rally only after July when rains had come in and it seetned certain 
that earnings across sectors would jump. Nobody can tell you with any certainty how the rains 
will go this year, but at the moment the mood is sanguine. 

How much an American recovery takes away from foreign institutional invest- | 
ment into India stockmarkets is another imponderable. But my gut feel is that a lot of 
the investinent—if not all—will stay. For one, the India growth story looks more cred- 
ible than ever. The country continues to be a potentially big market for most marketers 
world wide, and the government realises—especially after the BJP’s victory in assembly 
elections—that economic development and reforms are not something that only 
please the IMF; India’s citizens care about them too. Hence, the sudden revival of dis- 
investment. ONGC, GAIL, and NTPC may all hit the IPO market this year. 

This seems to imply that the ruling NDA administration is confident of returning to 
power when the nation goes to the polls this year. While the outcome of the elections will have 
a huge bearing on business and investor confidence, quite a few eyes would actually be look- 
ing west to the US. The world’s most powerful nation also goes to the polls this year, and ahead 
of that the Republicans may want to widen their slim lead over rival Democrats by approving i 
popular policies—among them, a tacit support to state governments banning offshoring of 
back office jobs to India. That could be a setback to the BPO and other infotech-enabled serv- 
ices that are burgeoning across the country. 

Still, if all goes well, 2004 may actually turn out to be a better year than last. Car mak- 
ers are looking at touching the 6.5-lakh figure this year. NCAER, an economic think tank, 
expects 7 lakh more two-wheelers to roll out this year, and so will another 3 lakh re- 
frigerators and 10 lakh crvs. Things may still go wrong. But for the moment let's get 
back to our champagne glasses. Happy 2004. 
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Electrolux 


Nurturing hopes. Nourishing life. 





From the World Leader. 
: Life Nourishing Appliances 
iat nurture hopes and nourish life. 
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NOURISHING 
SYSTEM 


We know the joy of receiving something 
-without having to ask for it. That's why we use 


“foresight to find out exactly what you need. 


-< AS you read this, more than 400 million homes 
: around the world are experiencing the joys of our 
— nnovative Life Nourishing Appliances. Like the 


world's first talking washing machine. Or a robotic 









-acuum cleaner that cleans by itself, Appliances 
hat help make life a little easier. And a whole lot 


“ore enjoyable. 


After all, as the World's No.1, that's the least 


we could do for you. 


"rauli-Gurqaon Road, Gurgaon - 122 002, Haryana Tel.: (0124) 2803250/2803260. 


2M | 


mail: rajiv.dutta@notes.electroluxindia.com. 


Central Support Cell: insta.service@electrolux.com. Corporate 
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Unsure 
-~ and confused 
about housing loans? 





i AS " " 


HDFC makes housing finance simple for you. 
In addition you get expert advice, attractive rates 
and the comfort of dealing with the most experienced. 


ELLIS 


Apply online at hdfc.com Regd. Office: Mumbai WITH YOU, RIGHT THROUGH 


MUMBAI (HDFC Home Line) - Tel: 56636000. NEW DELHI (HDFC Home Line) - Tel: 51115111. CHENNAI (HDFC Home Line) - Tel: 28599300. KOLKATA 
(HDFC Home Line) - Tel: 23215060. BRANCHES ALSO AT: AHMEDABAD (Navrangpura): Tel: 6560806. BANGALORE (HDFC Home Line) - Tel: 51183000. 
BHUBANESWAR: Tel: 2534942, 2534335. CHANDIGARH: Tel: 2603717, 2603880. COIMBATORE: Tel: 2222735, 2221262. GUWAHATI: Tel: 2666915 
1795. HYDERABAD: Tel: 55475001. INDORE: Tel: 5045678, 2523776. JAIPUR (Ashok Marg): Tel: 2377171 - 3. KOCHI: Tel: 2382325, 2382402. 
LUCKNOW: Tel: 2205813 / 4. NAGPUR: Tel: 2522691, 2522123. NASHIK: Tel: 2571492 | 3. PUNE (HDFC Home Line) - Tel: 25505000. 
THIRUVANANTHAPURAM: Tel: 2324224, 2325731. VADODARA (Sayaji Gunj): Tel: 2361926, 2361807. 
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Afford. Ability. 


The IBM @ server xSeries. 
Better performance. Even better price. 


Starting at a mere Rs. 66,500% the xSeries is suited for companies with branches 
where cost-effectiveness is a high priority 


Both the x225 and x205 are ideal servers for file or print serving, They both come 
with the latest Intel® processors, offering incredible power and amazing speed. 
Unique features like DDR RAM and 533MHz Front Side Bus ensure that the 
performance of the processor is optimised. There is also a 72-hour Predictive Failure 
Analysis (PFA) alert that indicates problems before they happen 


The xSeries is eminently scalable and reliable. So not only will your business benefit 
from higher productivity with the xSeries, but you can also rest easy in the 
knowledge that you've bought a server from an industry leader renowned for its 
reliability and performance 


Finally, the xSeries comes with the backing of IBM's service support and warranty 


Considering everything, the IBM xSeries costs a whole load less than you imagine. 
And to further ease the pressure on your wallet, from now until 31st January 2004, 
IBM will give you more for your money with these incredible offers listed alongside 
With the clear ability of the xSeries, can you afford not to have one? 
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IBM © server xSeries 22 


intel” Xeon™ processor 28GHz (Dual FTOCESSO! น ส สม" 


533 MHz Front Side Bus 
5t? MB DDR RAM (Two way Interleaved) 
Integrated Dual Channel Ullra ม ป 50< 

$ ) 
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Single 304 Gb ป เม ส 346 


Hol จ จ | 
10/100/1000 Gigabit Ethernet Card Standard 
One 425 W Power Supp!) 

Red Hat Linux 80 (Free 

3 years on-site warranty" " 


Estimated Street Price Rs. 1,18,800/ -* 


Get a free upgrade of 512 MB memory or 
a 36.4 GB HDD 


IBM © server xSeries 205 
Intel® Pentium" 4 processor 2 ชิ น ห 

533 MHz Front Side Bus 

256 MB DDR Memory Expandable to 2 GB 
litra 160 SCS! Controtie 

364 GB Ultra 160 SCSI HDD (10K n 
10/100/1000 Gigabit Ethernet Gam > 
Red Hat Linux 80 (Free 


ค ร ร” ก ค ก” dey nhi 
1 year on-sile warranty 


Estimated Street Price Rs. 66, 500/ u" 


and Intel Xeon are trademarks or registered trademarks of Intel Corporation or its subsidianes in the United States and other countries. Offer and prices subject 10 change wit | prior ! 
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From The Editor 


AST MONTH, WHEN TWO VENTURE FUNDS FORKED 

out a cool Rs 607 crore to buy nearly 28 per 

cent of a relatively unknown Hyderabad-based 
pharma company, Matrix Technologies, it marked 
what we predict is the beginning of a hot trend in 
2004. BT estimates that venture capitalists and private 
equity investors could pump in as much as Rs 10,000 
crore in direct investment across industries. Many of 
these funds are together raising afresh a billion dollars, 
which they’re earmarking for investment in Indian ven- 
tures. The fund-raisers are a diverse lot. Some of them 
are old-timers who've been active in the Indian market— 
like foreign players, CDC Capital Partners and Barings 
Private Equity, and indige- 
nous funds like ICICI 
Ventures and IL&Fs, Others 
are newbies, like Hen- 
derson Global, Sequoia 
Capital, TH Lee Putnam 
Ventures, raring to take 
their first shy at investing in 
Indian companies. Venture 
capitalism is risky business. 
More so during a stock- 
market boom, which can 
be a great time for VCs to 
exit and an expensive time 
to enter. But as our team led by Senior Editor R. 
Sridharan and Assistant Editor Priya Srinivasan found, 
vcs and private equity investors are hugely bullish on 
India. Read our cover story to see the kind of activity 
you can expect in the coming months. 

Another bit of hyper-activity this month came from 
Delhi’s North Block, where in two snappy days, Finance 
Minister Jaswant Singh showed how you can do without 
a Budget but still have it. Assistant Editor Ashish Gupta 
dug behind the veneer of the pre-election goodies to 
see whether good politics also makes for good econom- 
ics (Betting Big on Growth, page 82), Don’t miss an- 
other of Gupta’s features, where he reports on the sim- 
mering spat in the audit industry where the Big Four ver- 
sus swadeshi firms’ battle is exacerbated by antiquated laws 
(Battle of the Beancounters, Page 86). 

There could be a gold rush in the offing and I’m not jok- 
ing. In the wake of a new, liberalised mining policy and im- 
proved techniques, a mini gold rush could begin in interior 
Karnataka. Check out Venkatesha Babu’s on-the-spot 
report from Hutti (Karnataka’s Gold Rush, Page 56). 

Now, for this issue’s special. In The Wired 20 (Page 68), 
BT lists India's most tech-savvy companies. You'll find a 
paint maker, a hotelier, a couple of banks and even the 
Indian Railways (yes!) on that list. Don’t miss it. 
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EDITORIAL 


14 Which Master's Voice? 


TRENDS 


17 TheFTA Trap 


India has gotten into the habit of announcing Free 


Trade Agreements as part of its economic 
diplomacy offensive. India Inc. doesn't approve, 
but it could be a learning experience. 


19 Waugh Way Of Business 
Steve Waugh deserves emulation, be it in the 
business of cricket, or in the business of business. 


19 An Acronym A Car 
No, it isn't a-word-a-day take-off; it's just that car 
manufacturers are in love with acronym suffixes, 
and V is a favourite. 


20 ACASe Of Three Letters 
Doomsayers may contemplate replacing unlucky 
13 with unlucky 3. With VAT and now CAS in 
dire straits, it certainly strengthens the case. 


22 The World Is A Square 


A téte-à-téte with Roopa Purushothaman, 


Economist, Goldman Sachs, on her pet topic: BRIC. 


24 Reworking Old Formulae 


Lesson Bollywood learnt from 2003: there are no 


formulas for success, but sureshot ones for failure. 


26 Bangalore In The Sky 


The city is becoming a hub for low-cost airlines 


27 Ready For Bust 


A boom is on, but economists look for dampeners. 


28 CDMA Warrior 
CDMA's growth in India is sweet music to 
Qualcomm's Irwin Mark Jacobs. 


32 Telgi Who? 
The State Bank of Mysore comes up with an 
alternative way of dispensing stamp paper. 


34 Super Cop 


SEBI's G.N. Bajpai plays the role to perfection, and 


maintains a strict vigil on the booming markets. 


36 The BT 50 
Sensex crosses 6,000; we cross 200. That may 
appear miniscule, but it's still 32 per cent over the 
last three months, against the Sensex's 30 per cent. 


42 B for Brand 
B also stands for Bachchan, which is probably why 
the icon of Indian cinema is India's most visible 
brand ambassador. 


B BUSINESS TODAY FEBRUARY 1 2004 


BI SPECIAL 
THE fN 


WIRED| ^ 
20 


FEATURES 


56 Karnataka's Gold Rush 


The government’s new mining policy 
and improved gold extraction 
processes could set off a 
mini-Klondike in interior Karnataka. 


= 62 60 Minutes: 

Henner Klein 

The new Managing 
Officer of consulting firm 
A.T. Kearney discusses the 
challenges facing consulting 
and outlines his plans for 
the organisation to BT. 








HGML's L.V. Nagaraj 





A.T. Kearney's H. Klein 


78 He’s Got Muscle, But 
What About Endurance? 


Three of his companies are back in the 
black, the market for laminated pouches 
is looking up, and Flex Industries, India’s 
largest flexible packaging firm, has 
found a new lease of life. But Chairman 
Ashok Chaturvedi must still convince 
shareholders that he’s fighting fit. 


Flex’s Ashok Chaturw 





m= 82 Betting Big 

On Growth 

Jaswant Singh’s pre- 
election goodies may not 
be just good politics. 
With some luck, they 
may make for great 
economics as well. 
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FM Jaswant Singh 


86 Battle Of The Beancounters 


It’s war out there in the audit 
industry. Indian audit firms are 
fighting tooth and nail to keep 
foreign firms from doing business 
in India. At stake is the future of 
some 48,640 Indian firms. 








90 The Crying Game 
Jassi, Tulsi, Simran, Malini. . .they’re all different 
faces that tell the same story: The never- 
ending Indian weepy chronicles the numerous 
upheavals in the life of the Indian woman. 
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COVER STORY 


46 The Year of the VC 


If you thought 2003 was a boom year for VCs 


and private equity players, well, you've seen 
nothing yet. A clutch of new funds and some 


existing Ones are gearing up to strike even 
bigger deals. At stake: a possible Rs 10,000 
crore in investment. 





Cover photograph by Vivan Mehra 


PERSONAL FINANCE 


104 Bring On The Experts 


With the Sensex hitting its historic peak, you may 
be understandably wary of scaling uncharted 
heights alone. The solution is to entrust 
investment experts with a portion of your portfolio. 


Third-Quarter 2003-04 Mutual Funds Round-up 
Debt Advice 


JOBS TODAY 


114 Crunchin 
For Wall 


Data 
treet 


Doing equity research in 
India for overseas 
investment banks. 


x 116 Help, Tarun! 
^» 117 Advice For India Inc. 
Job boom: Research is it 1 17 Gulf Bound Engineers 















The latest BPO job in town? 
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128 


131 


GPs with GPRS 


That's general practitioners with general packet 
radio switching (a wireless broadband 
standard). And a Faridabad-based non- 
governmental organisation has taken just this 
route to bring ayurvedic remedies to rural India. 


Where Are The Mall Managers? 


BOOKEND 


132 


BACK OF THE BOOK 


136 


138 
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139 
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COLUMNS 


142 Leadership Secrets 


India’s story of business through the Industrial 
Revolution, and the world's missing link. 


Plus: The Ambani Story 


The Ultimate Office Chair 
Reliance has 36, Castrol, 220, 
Adobe, 377, and iNautix, 815. 
Patents? No. The ultimate office 
chairs? Yes. Just call it managing by 
the seat of your pants. 


Shrimp and (Giant) Squid 
India's First Maruti 800 
Health Notes 

People 


Starring British 
entrepreneur Dinesh 
Dhamija, M&M's new 
Exec. VP Rajeev Dubey, 
[ntl Asset Reconstruction 
Company's Arun Duggal, 
Unilever Home and 
Personal Care's Harish 
Manwani, and new CAS- ; 
buster Pradip Baijal. 
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Q&A Frank Pallone India’ > Education Edge 
US’s best-known Can India sell itself 
Congressman in as a globally 
India airs his views fe competitive source 
on his country's of education? 
outsourcing angst— Given the cost 


differences, it's not 
an absurd question. 


and on India's trade 
prospects. 





Now, get a hot new and participate in opinion polls 


MEC M hours a day. 
TO RECEIVE BT'S TIP OF THE DAY | TO ANSWER THE BT-ON-THE-MOVE QUESTION 
Do you miss the annual budget exercise? 


1. Go to "Write messages" on your mobile phone. 
2. Type "BTPOLL Y" tor Yes. 

Type “BTPOLL N” for No. 

3. Send the message to the number "2424", 


Readers can also participate in the poll at 
www.business-today.com 


1. Go to "Write messages" on your mobile 
phone. 


2. Type "BTTIP" on the message screen. 


เล ป ล ขา, 2004, 
for the final poll results 
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Fast Forward. The revolutionary 
new way to move heavy goods. 


"๐ น can now transport heavy goods swiftly and securely to their final destination 
using DHL's express service, often for less than what you're paying your existing 
weight company. And we can prove it. Whether you're importing yarn or exporting fabric, 





i'll benefit from our wide range of innovative and flexible services that make DHL Fast 
orward the revolutionary and cost-effective heavy weight shipping solution. Take the DHI 
hallenge right now and discover why the world no longer has to wait for heavy goods. 
simply log onto www.fastforward.dhl.com or call us 24 hour toll-free on 1600 111 345. 


Call 24-Hour Toll Free 
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BT Anniversary Issue 

Your 12th anniversary issue made an 
interesting read (BT, January 18, 
2004). It is beyond doubt that India 
is a nation of ideas, but we lost sev- 
eral decades largely bec- 
ause of a lack of trust on 
part of our leaders in pri- 
vate initiative. Thanks to 





Best letter wins 
a HIDESIGN travel bag 


from 
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JK PAPER LTD. 
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the decade-old economic reforms, 
this is changing. The achievements 
highlighted by your issue indicate 
that we are well on our way to reali- 
sing the dream of making India a 
developed nation by 2020. 


SIDDHARTHA RAJ GUHA, through e-mail 


Apropos your 12th anniversary issue 
Ideas (BT, January 18, 2004), the 
feel-good sentiment on India’s econ- 
omy seems to be more a figment of 
the government’s imagination than 
anything real. Though some sec- 
tors of the economy have done well, 
it is not time yet to celebrate. The 
opening letter from BT's Editor-in- 
chief itself cites the persistence of 
problems such as infrastructure bot- 
tlenecks and poor governance as 
major hindrances to economic 
growth. If they are not eliminated 
soon, we will be creating islands of 
prosperity in a sea of poverty. The 
government would do well to ensure 
that the feel-good factor is lasting 
and based on real economic gains, 
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LABS. AND 
EURIAL CULTURE ARE JUST Or 
THE REASONS THAT MAKE INDIA AN [DEAS SUPERPOWER. 






and not just a self-serving mirage. 
JAGMOHAN RATHI, through e-mail 


Do We Need This? 
Manna for Tbe Masses (BT, 
December 21, 2003), praises mi- 
cro-credit institutions such as Sang- 
hamitra for following in the foot- 
steps of Bangladesh’s Grameen 
Bank. The Grameen Bank, in real- 
ity, is a usurious NGO advancing 
loans at rates as high as 43 per 
cent. Our country can do without 
such experiments. 
NITIN PAUL, Member (Exec. Committee), 
All India Voltas Employees Federation 
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A Big Difference 
In your Trends item Hot Stocks for 
2004 (BT, January 18, 2004), the 
logo used corresponding to our 
company The Great Eastern 
Shipping Co, is actually that of 
General Electric. This is mislead- 
ing since we are not a part of GE and 
have our own logo. 
MITU JHA, Asst. Manager (Planning & Corp. 
Comm.), The Great Eastern Shipping Co. 


Quote Misquote 
In Managing A Mensa Club (BT, 
December 21, 2003), a wrong 
quote was attributed to J. Balasubra- 
manian. His quote, in fact, was 
"Geography plays little role, if any, 
in setting the limits to what one 
can achieve” and not “If not JFWTC, 
I do not know where | could have 
gone", as mentioned in the story. 
ARCHANA HANDA, Director, (Comm. & PR), 
Jobn F. Welch Technology Centre 


Corrigendum 

In the Trends item The Year Of 
The Indian Tiger i» our 12th 
anniversary issue (BT, January 18, 
2004), India's foreign exchange rese- 
rves were inadvertently mentioned 
as being one billion dollars. The 
correct figure was $100 billion. The 
error is regretted. 
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FOR 48% READERS, DIVYA BHASKAR 
IS THEIR SOLE NEWSPAPER. 


Out of 12.11 lac readers, for 5.80 lac people in Ahmedabad 


Divya Bhaskar is truly the only one. Yes, according to 
AC Nielsen ORG MARG, Divya Bhaskar has a sole 
readership of 48%. It is indeed Ahmedabads most Divya Bhaskar 


loved and most read newspapel 


Total Readership Sole Readers 
Divya Bhaskar 


No.1 in Ahmedabad 


Gujarat Samachar 


Joint-Arms Communications/2 1 25/01/04 





hich Master's Voice? ` 


HEY’ VE NEVER HAD A BETTER TIME TO SHINE 

their light on their revered Motherland. We 

refer to the 1,500 Non Resident Indians (NRIs) 
and other Persons of Indian Origin (Pros) who hauled 
their wisdom and wallets to New Delhi this January for 
the Second Pravasi Bharatiya Divas. Within the forum 
halls and without, they dispensed several gigabytes of 
bullish sentiment and superpower advice—even as 
their hosts fell over each other to make themselves hosp- 
itably worthy of all this attention from their significantly 
better spoken cousins (at least in drawl terms). 

What makes them so special? Why—India’s new- 
found status as a dollar-rich country, thanks to their 
persistent support; who else cares so much? Who 
else has been such a bankable source of dollars? Not to 
forget their role in lobbying their 
adopted country’s governments 
in India’s favour. Isn’t India on 
the world’s investment map at 
last? Hasn’t America’s all-so- 
important ‘tilt’ shown a dramatic 
change lately? 

Since such counter-queries have 
arisen, perhaps it’s time to put 
them to test. First of all, NRI-sent 
dollars account for only a fraction 
of the reserves; and even so, there 
is good reason to believe this is 
mostly money chasing rational re- ง /7 
turns rather than a measure of , 
their ‘support’. The typical NRI 
bond, for example, offers an interest 
rate higher than anything considered ‘market set’ by 
global finance. If Motherland-induced sighs had so 
much to do with putting money in these (or in NRI dep- 
osits for that matter), our rich cousins ought to be pay- 
ing a ‘price’ for it—by accepting a sacrificial interest 
rate. Just who’s doing whom a favour here is not 
altogether clear. That lower US interest rates have acce- 
lerated the funds inflow is further evidence that the 
calculations involved are quite monetary. 

Nor have NRIs been a crucial source of on-the- 
ground investment in India, unlike the case of overseas 
Chinese in China. Of course, there’s an explanation. 
The Chinese Diaspora is indeed a 'diaspora'—compr- 
ising business-folk who were forced out of the coun- 
try by Mao's spooky experiment with people power. 
India's mixed economy, in sharp contrast, always 


RAJAT BARAN 
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had place for private business (an overly cosy place too, 
some would argue), and Indians going West were 
largely educated professionals, not panicky industrialists 
nor economic refugees (in the genuinely ‘huddled’ and 
'tempest- tossed’ sense). 

Yes, many NRI-PIOs have nationalistic yearnings of 
sorts, and many donors are sentimental about con- 
serving what they see from across the seas as a fading 
heritage. Also, some of them are indeed entrepre- 
neurial, in search of foreign neighbourhood corners to 
dominate with late-night groceries or plate-ripe coc- 
onuts. “Oye toh States gayo re" is an oft-heard Gujarati 
line in Mumbai (interpreted as *he's off to the States" 
or alternatively, *he flunked Stats"). 

So yes, sure, the overseas crowd also has its share of 

proud sentimentalists and voci- 
ferous investors. But the no- 
tion that pampering them will 
boost the Indian economy in 
any significant way, one should 
realise, lacks statistical validity. 
\ As for that other cherished 
assumption—of NRIs shaping 
— global geo-politics—it's bet- 
ter to let perceptions sort 
themselves out on their own. 
India's presence on the inve- 
stment map is a result of the 
country's immense business 
opportunity, plain and sim- 
ple, and big business decisions 
are not vulnerable to a word put in here, a nudge there. 

All in all, we should not delude ourselves. It is 
nice that the interaction with overseas Indians has 
risen so sharply; they're always welcome. But 
there's nothing in their power to justify the fawning 
that accompanies much of it. That is an embar- 
rassment, not an investment. 

There are several distinguished Indians resident 
overseas whose advice is of immeasurable value to the 
country's future. Economic thinkers such as Amartya 
Sen come to mind. You won't catch them going 
‘Gimme-a-five’, but are quite quite global. You won't 
hear them waxing sentimental, but they are quite 
quite Indian too. They deserve our attention. 

Otherwise, there's little economic justification for 
giving India's overseas swarms a collective voice much 
louder than what's warranted by their relevance. 
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An extraordinary opportunity for Strategic Investors. 


The Hassan Special Economic Zone, 


Karnataka. 


| The soon to be developed Hassan 
| Special Economic Zone (HSEZ) in 


Karnataka, South India, covers an area 
of 1000 hectares (about 10 million 
square metres). 


Hassan is served by : 


€ International Airport at Bangalore 


| 
| 
| 


(187 Kms.) and Mangalore Airport 
(160 Kms.), 


Seaports at Mangalore (160 Kms.), 
Chennai (518 Kms.), Cochin (512 Kms.), 


National Highway linking 
Bangalore-Hassan-Mangalore. 


€ Bangalore-Mangalore and 


Hassan-Mysore Rail Links 


€ Hassan is equidistant from 


Bangalore, Mangalore and Mysore. 


Part of the infrastructure is already 
| available at the proposed location 
of HSEZ. 


| @ Linkage by road and rail with 


| 
| 
| 


domestic tariff area. 


_ @ Partly developed land is available 


as HSEZ is the extension of an 
existing Growth Centre. Power is 
available at site from the State grid. 


20 MLD water treatment & transport 
system from perennial river to HSEZ 
area exists, with provision for 
augmentation. 


Hassan town is located about 4 Kms. 
from HSEZ. 


Hassan enjoys mild weather 
conditions with a normal rainfall 

of 1031 mm spread over an average 
period of 73 days. 


€ The proposed airport is about 


2 Kms. from HSEZ. 





Role of Strategic Investors 


Strategic investors can be single or a consortium of business entities anc 
would be responsible for the preparation of the business plan, 
implementation of the project, followed by operation and maintenance 
of HSEZ infrastructure. 


Implementation Structure 


Project structure could be a Special Purpose Company / Joint Venture UV 
partnership between GoK and the private investor under a 
Develop-Market-Operate (DMO) Concession 


Process of Selection of Strategic Investor 


Open competitive bidding with selection based on pre-specified technica 
and financial criteria would be used to select the Strategic Investor 


Further Information 


Further information on the project may be obtained from KIADB o! 
and can also be downloaded from the website www.kiadb.kar.nic.in 


Submission of the Expression of Interest 


Strategic investors are requested to submit their Expression of Interest 
through post / courier by March 15, 2004, at the following address 


iDeCK, Infra House, 

118, Cunningham Road, Bangalore 560 052. 
Tel : 080 2387750 | 2387760 

Fax : 080 2385605 

e-mail : ideck@idfc.com 


Subsequent changes to this notice shall be posted only on the 
website : www.kiadb.kar.nic.in 


KARNATAKA INDUSTRIAL AREAS DEVELOPMENT BOARD 
(A Government of Karnataka Undertaking) 

No. 14/3, II Floor, R.P. Building, 

Nrupathunga Road, Bangalore 560 001 

Ph: 080 - 2215383, 2215679, 2242006, 2215069 

Fax: 080-2217702 e-mail : kiadb(omail.kar.nic.in 
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An annual subscription to TODAY-Delhi's No.1 Afternoon Newspaper will take you smack in the middle of all the 
action in the city. Apart from giving you just what you need to warm up your table in the middle of winter. 
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Fallout 


Free Trade Agreements, conventional wisdom says, are good. So why is India Inc. 
unhappy at the rash of FTAs India has signed? BY ASHISH GUPTA 


HERE'S A LOT TO BE SAID 

for Free Trade Agre- 

ements (FTAs). They al- 

low countries to break 

out of the stifling rut of 
having to negotiate trade details 
on ล commodity-by-commodity ba- 
sis and provide for duty-free entry 
of all goods except those on a neg- 
ative list (this is usually short). The 
consequent benefits are significant: 
a larger inflow of foreign capital, in- 
tegration of trade- and economic- 
policies, maybe the creation of a 
formidable economic and diplo- 
matic bloc. FrAs usually render local 
industries globally competitive: af- 
ter all, in the absence of tariff bar- 
riers, industries have nothing, other 
than their own efficiency, to protect 
them from the onslaught of imp- 
orts. So, why are Indian compa- 
nies opposed to FTAs? 

The answer may be found in 
the experiences of the Indian edible 
oil (circa 1991) and tea (circa 1999) 
industries. India's bilateral treaty 
on trade with Nepal (signed in 
1991), later modified into a FTA, 
effectively killed the local edible 
oil industry. While Indian manu- 
facturers paid an import duty of 
65 per cent on crude palm oil, the 
basic raw material, Nepalese ones 
could import palm oil at zero duty. 
Predictably, the Indian companies 
couldn't compete with Nepalese 
ones on price; several went belly 


Bon Appetit: Ford India can, if it so desires, leverage India's FTA with Thailand 
to import components. The country is a big manufacturing base for Ford 


up; and while the playing field was 
levelled some when the FTA was 
renewed in 2001, the damage had 
been done. The Indo-Sri Lankan 


Trade Agreement, signed in Decem- 


ber 1999, wreaked havoc on several 
tea planters in South India despite 
the government limiting the 





quantum of tea that could be in 
ported into India to 15 million 
kilograms a year. 

What's really attracted India 
Inc.'s ire is the Free Trade Agr« 
ement the country signed with Asiai 
tiger Thailand on October 9, 2003 
Thailand is a manufacturing ot: 
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sourcing hub (or both) for Ford The FTA Effect 

















Motor Company, Toyota, Honda  Country-FTAs Gainers PAN 
Motor Co, and General Motors. de 
The FTA is certain to bring down INDO-THAILAND FTA — component a component 
costs for some car makers. “The 
ว : . : Japanese and US car companies 
FTA with Thailand is definitely going which already have bases there | Domestic car manufacturers 
to have an adverse impact on car- Multinational petrochemical | Petrochemical gants ike Reliance because 
makers in India, especially the Japa- companies of the duty stru 





nese manufacturers ,” says K. V. 


Shetty, President, Automobile MIESIE Chinese and = 
Manufacturers Association of India. — ERAL Japanese companies 
“It will make launching a car in 

INDO-SOUTH South African farmers 


India cheaper because you can start 
from a low level of localisation,” 
says an exec at one car maker, “but 
to make money in the long run, all 
of us have to localise.” 

The argument for localisation, 
however, isn’t as strong as it once 
was: Thailand boasts the biggest 
auto-component manufacturing base 
in all Asia (with the exception of 
Japan) and it is mere three days sail 
from Chennai. With duties gone, 
carmakers may well find it less- 
expensive to source components 
from Thai companies than from 
Indian ones. If that happens, the 
Indian auto-component industry 
could find itself out on a limb: the 
sudden loss of marketshare in the 
domestic market could well put 
paid to its global aspirations. 

The automotive sector isn’t the 
only one likely to be affected: the 
experience of the Aditya Birla 
Group have proved that Thailand is 
a cost-effective manufacturing base 


AFRICA FTA* 


INDIA-SINGAPORE 
ECONOMIC 


trading companies 
COOPERATION ร ชะ 


PINAKI PAUL 


and the FTA may just channel fresh 
investments in the Indian manufac- 
turing sector, which is just beginning 
to look up, to that country. Indian 
companies, especially those eyeing 
global markets, could well opt for 
Thailand over India when it comes 
to fresh manufacturing investments. 
The FTA with Thailand isn’t the 
only irritant for India Inc.; industry 
is as worried about India’s 
Comprehensive Economic Co-op- 
eration Agreement with Singapore. 
The island city-state, fear analysts, is 
a global logistics hub and companies 
based there could build a sustainable 
business out of just repackaging im- 
ports and selling them in India. 
Free Trade is the way of the fu- 


wie 
' 





‘Wrong Number 









Singapore's manufacturing and 


* Indo-Asean+ 3 FTA is likely to come into existence in 2011. 









Most manufacturing companies because 
India will have to compete with China 








| Indian farmers because of 
| uncompetitiveness of the sector 







India's electronic industry and other 
manufacturing units 





India-South Africa FTA is still in its early stages 


ture, but India's rash of FrAs could 
have been better timed: India Inc. 
has just come to grips with the dyna- 
mics of the open market and it would 
be a pity if its new-found confidence 
is laid waste by some badly-timed 
initiatives in economic diplomacy. 
Still, there's one school of thought— 
and this writer subscribes to it—that 
being thrown into the deep-end is 
as good a way as any to learn to 
swim. After all, 2010, when India 
will enter into FTAs with the six coun- 
tries that are part of the association of 
South-East Asian nations, China, 
South Korea, and Japan, isn't that 

far away. 
ADDITIONAL REPORTING BY 
KUSHAN MITRA 


"IRST, THE GOOD NEWS: AS ON DECEMBER 31,2003, INDIA HAS 28 MILLION. vogue SUBSCRIBERS. 
the break-up: 21.9 million Gsm users and 6.1 million, coma ones. That's a mo edensity of - 
| 28 per cent, up from 0.33 per cent in 2000. Now, for the bad news: the actual number could - 7 


— be significantly lower. Most Gsm users, some 18.6 million, use pre-paid cards. 
L (COMA pre-paids are yet to be launched). And average churn in the pre-paid segment 

_ is around 4.5 per cent. Since pre-paid cancellations are taken into cogni- ^ 
-sance by telcos only after 90 days, India's mobile telephony base could well í 


. be overstated by the same amount, or 1.26 million subscribers. One 
. analyst alleges that some large telcos overstate their numbers. MEET 
. Cellular Operators Association of India (coA), which collates 

i and put out the numbers, reserves the right to audit figures submitted 

| rs, but it generally takes them at face value. Everyone, 

YOU se, loves good news. | 
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luggaisms 101 


Lessons business can learn from Steve Waugh. 


T WASN'T ALTOGETHER SURPRISING IN CRICKET-MAD INDIA 
la corporate leadership and team building lessons being 
offered by John Buchanan, the Australian cricket team's coach, 
found several takers. Buchanan takes these sessions seriously; 
why, an intermediary even wrote to this magazine enquiring 
whether it would like to feature a regular column on the two sub- 
jects by the man. 

With no disrespect to Mr B, the one Australian cricketing 
personality India Inc. (and, for that matter, CEOs and execs across 
the world) can learn something from is the recently retired captain 
of the country's test cricket team, Steve Waugh. Enough has been said 
about how Waugh transformed Test cricket, but the facts are im- 
pressive enough for this writer to present them again: when 
Waugh took over as captain 
of Australia towards the end 
of the 1990s, Test cricket was 
a slow, boring game of in- 
terest largely to purists and 
statisticians; Waugh changed 
that by encouraging his bats- 
men to score at more than 
four runs an over (once con- 
sidered fast-enough in the ab- 
breviated version of the 
game) and his bowlers to re- 
lentlessly attack the opposi- 
tion. It helped that Australia 
had some fine cricketers, but 
even discounting that 
Waugh's captaincy record 
was close to unbelievable: 41 
wins in 57 Tests (a staggering 
72 per cent). 

As the number indicates, 
Waugh changed the business 
of Test cricket and other ancillary businesses: crowds soared, as did 
television viewership ratings and advertising rates; the cricket boa- 
rds of various countries realised that they could make money from 
Test cricket too; and an entire generation of cricket-followers re- 
discovered the longer version of the game. Today, if the Indian and 
South African Test cricket teams are any indication, more countries 
play five-day cricket the Waugh way. The business, then, can only 
get better. In effect, Waugh wasn't just a great cricketer, he was 
(and he may not know this) a revolutionary whose idea changed 
an entire industry. The point to ponder for businesses: if an indi- 
vidual and an idea could do this in as mature an industry as test 
cricket, what can they do elsewhere? 





W is for Waugh: And for winning 
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V Is For Vague 


T SEEMS TO BE AN UNWRITTEN 

rule among carmakers that every ve- 
hicle coming off their lines needs to 
sport an acronym that is either 
appended to the brand as an after- 
thought of sorts or referred to in all 
marketing communication. V, it is 
Clear, is the favourite letter: Honda had 
VTEC; Toyota has wri; Maruti, Vxi; 
and now, TVS Motor, VTi. An exec 
with the Indian arm of a multinational 
car major throws his hands up in 
mock-desperation when queried about 
the Vs. “We do not have a choice. 
Someone in Ha thinks up these abb- 
reviations and it looks like they like V." 
For the record, vvri expands as 
"Variable Valve Technology-intelli- 
gent’, ง 160 as Variable Timing and 
Emission Control, and vri, Variable 
Timing-intelligent (note: One V less 
than Toyota). However, no one quite 
knew what Vxi expands into. Ford 
India's Ikon comes with a clutch of 
suffixes: SXi, CLXi, EXi and the like. 
The company's Vice President (Sales 
& Marketing), Vinay Piparsania says, 
"Higher the alphabetic position, bet- 
ter the car in terms of specification, 
sometimes performance. We use ZXi 
on the top-end Ikon because Z is the 
last letter of the alphabet; it is the 
ultimate.” Or should we say vitimate? 
KUSHAN MITRA 
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TVS Centra: V is 
in vogue 
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Three-letter Jinx Redux 


For the second year running, the government is aflutter over a messy three-letter initiative. 

















B IN 2002-03, THE QUESTION 

echoing through India’s corridors 

of power was ‘To VAT or not to VAT’, 
in 2003-04, it is ‘Hath not CAS eyes, 
hands, organs....’ Why invoke the bard 
of Avon? Well, for the second year run- 
ning the government finds itself in the 
midst of a weepy tragedy involving a sup- 
posedly consumer-friendly initiative that is 

being slowly but surely torn asunder by villains. 

Last year, the villainous creed comprised 
shopkeepers, uninformed journalists (re- 
ally!), financially-strapped state govern- 
ments, and impending elections. This year, it 
does greedy broadcasters, conniving cable op- 
erators, mysterious set-top box importers and 
impending elections (again!). 

VAT (short for value added tax) was doomed 
because it tried to take away the ability of state gov- 
ernments to shore up their finances by arbitrarily 
raising sales taxes on products. And cas (condi- 
tional access system) was doomed because con- 
sumers would have had to invest in a fairly ex- 


CHEER 


pensive piece of hardware, the set-top box—at 
around Rs 4,000, it costs around half what a 
colour television set does—without being 
presented with a choice in terms of 
choosing their cable operators. 

In the one city that adopted CAS, 
Chennai, just around 20,000 house- 
holds have bought set-top boxes. 
Like VAT, CAS is essentially a good 
thing. It helps consumers, broad- 
casters, and advertisers. 

The good news is, neither legis- 
lation is completely dead. VAT has just 
been put off, hopefully until just after the 
general elections. 

If three-quarters of the world can implement VAT, 
there is no reason India has to live with 25 different tax 
regimes. And the Telecom Regulatory Authority of 
India (TRAD, to which the government has just referred 
the CAS imbroglio may well be able to sort things out. 
Regulator Pradip Baijal, after all, managed to find a res- 
olution of sorts to India’s telecom tangles. 

KUSHAN MITRA 


Good News, Lots Of It 


@ The Indian economy grows 8.2 per cent in the second 
quarter of 2003-04. Estimates suggest 7.2 per cent-plus 
is a possibility in 2003-04 and 6.5 per cent-plus in 2004-05. 


@ The Indian PC market grows by 32 per cent in the first half of 2003-04, touching 1.25 
million units. Projections for the entire fiscal year 2003-04: 3 million units. 


@ India's mobile telephony base touches 28 million at the end of 2003. 
Target for end-2004: 50 million-plus. 


6 India's passenger car companies are estimated to get a bit closer to that magical 
million-cars-a-year market. Estimate for 2004: 900,000 to a million. 


6 The sub-continent moves a step closer to peace with India and Pakistan making serious 
efforts to put their differences aside. 


@ The Supreme Court provides a fillip to the disinvestment process by saying the government's 
stake in Hindustan Zinc, Shipping Corporation of India, and Hindustan Copper can be sold since 
these companies weren't created by Acts of Parliament. 


6 The Indian cricket team draws a test series 1-1 with Australia but is the clear winner on points. 
| ASHISH GUPTA 
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® The projected fiscal deficit 
- for 2003-04, at 5.6 per 

cent of Gop, continues to 
be cause for concern. 

6 Investigations into the 
Telgi stamp paper scam 
continue to throw up 
unpleasant surprises for 
the government. 





Telgi time: He'll take others down 


6 The government's condi- 
tional access system = 
legislation to regulate the 
cable television industry 
seems set to go the 
VAT way. | 


9 With elections around, 
even 2004, it emerges, - 
may not see the imple- 
mentation of the Value 
Added Tax regime. 

@ Second generation reforms 
remain a non-starter. | 
And the state of the 
power sector is, pardon 
the pun, shocking. 


ASHISH GUPTA 
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..And Bad Too 


Roopa Purushothaman 


HE YOUNG ASSOCIATE GLOBAI 

Economist at Goldman Sacbs 
was thrust into the limelight when 
a report she co-authored with 
Dominic Wilson, Global Eco- 
nomics Paper No. 99. Dreaming 
With BRICs: The Path To 2050 
caught (almost) everyone's fancy. 
BT's Roshni Jayakar caught up 
with Purushothaman when the 
latter visited Mumbai recently. 
The two discussed Brazil, Russia, 
India, China, and the economist’s 
next project. Excerpts. 


Why these four economies? 

Yes, it may seem a strange choice, 
But a year ago, when we wanted 
to first look at shifts in global dy- 
namics and how that would im- 
pact spending patterns, we began : 
with developed economies. Then 
we realised that a better approach 
was to look at today’s largest 
emerging markets and see how 
they would grow in the long term. As of now, BRIC economies : 
largest emerging markets, 

Is there a must-do list for BRIC economies? 

For each of these four economies there is a headline problem tl 
to be dealt with for long-term development to take place. For t 
it is managing the transition to market economy. For Russi 
moving from a commodity-based economy to a more broac 
one and (tackling) the demographic challenge because its popu 
is shrinking. Brazil has to contend with its huge public and 
deficit. For India’s long-term development, education and ii 
tion-building are two huge challenges, By institution-building, | 
more flexibility in labour market, reducing red-tape, and incr: 
openness. India also has the pressures of public debt, but that’s 
of a short-term issue, 

India, circa 2050: services giant or manufacturing powerhouse? 

It is hard to speak specifics about the composition of econom 
2050. India is bit of a unique case where it is growing on the bz 
services while agriculture and manufacturing are a bit stagnant. 
everyone is focusing on services, but you won't get this kind « 
plosion in growth if you depend on just one driver. 

What next? 

Í am looking at longer-term issues in India. What are the differ 
between an economy that grows and develops on the back of ser 
as opposed to manufacturing? 


OSWAMI 
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MESS Class trips don 


t have to be 


gin at the airport. 
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The Perfect Plot 
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Bollywood, if it cares to listen, can pick up a thing or two from 2003's releases. 


T WASN'T CHANCE THAT MADE 2003 A BETTER YEAR 

for Bollywood than 2002. With the business of film- 
making becoming more professional (think data-driven 
rather than seat-of-the-pants decision making), any 
producer who cares to indulge in a simple exercise in 
extrapolation can reap rich dividends. Here, for the ben- 
efit of those who cannot or will not, is a sampling. 
W New genres work: Bollywood rediscovered gore-free 
horror with Bhoot and SFF (science fiction and fantasy) 
with Koi... Mil Gaya. The second returned Rs 48 
crore on a budget of Rs 20 crore. 
m Trends don't last: However, filmmakers hoping to 
leverage the success of these two films (and several are; 
a clutch of fantasies are slated for release this year) 
would do well to realise that trends don't last. Sooraj 
Barjatiya's Main Prem Ki Diwani Hoon (another ex- 
tended family drama) was one of the most high-profile 
flops of 2003. 
W Form rocks: Form, 2003 proved, can sell the stalest of 
content. Ravi Chopra's Baghban (top right), which 
dealt with the age-old plot of “What shall we do with 
the parents?' in a different way, returned Rs 25 crore 
on an investment of Rs 12 crore. The trendily-shot Kal 
Ho Na Ho had earned some Rs 51 crore at the time this 
magazine went to press. And the four-hour war epic- 
wannabe Loc, based on the Indo-Pak Kargil war and 
made on a whopping Rs 40-crore budget, but with scant 
regard for form, bombed. 
เพ There's money in multiplex movies: The availability of 
small auditoriums within multiplexes has made the 
niche motion pic profitable. Thus, Jhankaar Beats and 
Jogger's Park—the first, a story about two rabid R.D. 











MISSIONARY 


Man-o-war 
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KAL HO NAA HO ; 


Lesson #1 rete the b-o: No formula is good forrula 


Burman fans and their quest to win a music competition; 
the second about a relationship between a young woman 
and an older male friend—which were made with under- 
Rs 5-crore budgets managed to earn double that. 
DIPAYAN BAISHYA 


HEN REPORTS SAID THAT THE INDIAN INSTITUTE OF MANAGEMENT, AHMEDABAD, 

whose governing council Infosys Chairman N.R. Narayana Murthy heads, 
had refused a government grant—a step towards autonomy and away from 
the micro-management of India's HRD minister Murli Manohar Joshi—most 
people cheered. Murthy clarified that the school hadn't refused the grant, 
but mysteriously added that the money could be better 
spent on primary education. The battle is averted for 
now, but it is coming. 
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Bangalore Or Bust 


That’s the mantra for discount airlines. 


T SEEMS AN IRONY OF SORTS THAT BANGALORE, A CITY 

with an international airport project that has dragged 
on for more years than one can remember—the buzz 
is, the state government uses it as a doghouse for bu- 
reaucrats not in favour—should play host to not one, 
but two discount airlines. First, in August last, Air 
Deccan, modelled on Ryan Air and South West, took 
air. Now, by May this year, a second discount airline, 
Air One, will. The genre and the destinations (Manga- 
lore, Belgaum, Hubli, Vijayawada, Vizag, and other 
such for starters), however, are the only things common 
to the two companies, says John Wilfred Lobo, Dir- 
ector, Air One. “Except for us being a low-cost airline, 
there are no commonalities between us; Air Deccan flies 
refurbished ATRs; we will fly brand new jets.” 

That’s a significant difference: the range of a typ- 
ical ATR is around 1,200 kilometres; that of a jet 
2,500. Jets fly at an altitude of 30,000-35,000 feet 
(this minimises turbulence and lowers fuel costs); 
ATRs at 14,000-18,000 feet. “Internationally, most 
low-cost airlines fly only because of these advan- 
tages,” explains Lobo. Still, Air One’s bill of fare 
won't nudge Air Deccan's. Its tariffs will be somewhere 
between those of regular airlines such as Jet Airways, 
Air Sahara, and Indian Airlines and those of Air 
Deccan. Lobo believes there is a huge market waiting 
to be tapped out there: “If Malaysia with a population 





G.R. Gopinath, MD, Air Deccan: 


First-mover advantage 
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John Wilfred Lobo, Director, Air One: Blue-sky visioning 


of 24 million can have 12 million air passengers a year, 
India, with a population of 1,050 million carrying just 
12 million is shameful.” 

Original price warrior Air Deccan’s Managing 
Director G.R. Gopinath is unfazed by the possible en- 
try of Air One. “I agree that low-cost airlines are the fu- 
ture in India,” he admits, “but the industry is capital in- 
tensive and Air Deccan has several advantages, includ- 
ing that of being the first mover.” By April, Air Deccan 
hopes to service 20-plus destinations with 12 aircraft and 
100 flights a day. Gopinath believes his company can 
stake claim for some of the credit for making Bangalore 
“an aviation hub”. He rattles off a sampling of the 
state’s “progressive policies”: a lower sales tax on aviation 
turbine fuel (4 per cent) as compared to other states (25 
per cent to 33 per cent); spruced up second-tier airports; 
and night-landing facilities at Hubli, Belgaum, and 
shortly in Mysore and Hampi. 

Will there be more discount airlines? Finance Minis- 
ter Jaswant Singh may have just made sure there will be: 
in early January, he abolished the travel tax of 15 per 
cent on air travel (a legacy of India’s socialist past 
when flying was associated with being rich—both 
sins) and reduced the excise duty on ATF from 16 per 
cent to 8 per cent. That should make air travel af- 
fordable and, sooner than later, engender a clutch of Air 
Deccan and Air One clones. 

VENKATESHA BABU 


- Five Nos and One Aye 


The fourth meeting of BITE shows macro-economists to be a pessimistic lot. 


HIS WAS A DIFFERENT 

kind of Board of 
India Today Economists 
(BITE) meeting. The con- 
text had completely chan- 
ged: during the previous 
three meetings, the debate 
had revolved around an 
economy tentatively striv- 


the 8.2 per cent figure 
pointing out to last year's 
poor growth as one rea 
son for the impressive 
number. Rajaraman 
claimed the feel-good fac 
tor stemmed from the 
middle-class’ ability to 
“find private solutions for 





ing for growth; by January ว ์ public failure”, such as 
2004, it emerged that the ว water purifiers and gen 
Indian economy had 2 erators. The absence of 
grown by 8.2 per cent be- = greenfield investments 
tween July and September = worried Subir Gokarn, 
2003, and India Inc.'s net Team BITE: All that economic mind-power Chief Economist, CRISIL. 
profits, 44 per cent in the And Kirit Parikh, a 


first half of 2002-03. Then, there was the general feel- — Professor at the Indira Gandhi Institute for Devel pment 

ing of good cheer all around. Was the boom for real? — Research, raised the spectre of the unsustainable fiscal 

Five of the panel didn't think so. Suresh Tendulkar, situation. The only representative of India Inc. on the 

| a Professor at Delhi School of Economics, said the board, Siddhartha Roy, Chief Economist. Tata Gr up, 
momentum could be lost if tariffs weren’t reduced to struck a contrarian note. He said the growth was led by 
make industry more competitive. Indira Rajaraman, RBI consumer expectations and a genuine improvement in 
Professor, NIPFP, and Bibek Debroy, Director, Rajiv efficiency across companies. We'll buy that argument. 
Gandhi Institute for Contemporary Studies, discounted ASHISH GUPTA 
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. much higher this the law of the 
year, ergo, averages, 
growth will be agriculture is 
more muted expected to 


do well. 





next year. 
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The industrial If only the 
recovery is well government 
in to under way in carried out 
. cent and hence Some sectors. labour reforms, 
the GDP will But it is yet to growth would 
be much faster. 
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Qualcomm Comes Courting 


Born in the US, but growing up in India and China. Who? CDMA. 


AST FORTNIGHT, CHAIRMAN 

and CEO of Qualcomm 
Irwin Mark Jacobs and his 
son and President (Global 
Development), Jeff Jacobs, 
came visiting Delhi. What 
could have prompted the 
Jacobs to brave the capital’s 
notorious fog and press flesh 
with customers and the me- 
dia? Simple. India promises 
to be the single-biggest market 
for Qualcomm’s CDMA (code 
division multiple access) tele- 
communications technology. 
Already, CDMA’s two major 
customers in the country, Reli- 
ance Infocomm and Tata Tele- 
services, have racked up 9 mil- 
lion subscribers in less than a 
year. By end 2004, they could 
double the number to 20 mil- 
lion. For comparison’s sake, 
consider that Qualcomm has 
just 100 million end users 
worldwide. So, in a way, India 
is also the country that will 
establish beyond doubt the credentials of CDMA tech- 
nology, which was shrugged off when Qualcomm first 
introduced it in 1995. 

Till two years ago, the San Diego-based start-up had 
an uphill task. In Europe, for instance, it was up 
against a TDMA (time division multiple access)-based 
technology called GsM (Global System for Mobile). 
But today CDMA—it divides information into packets, 
each of which travels through the least path of resistance 
in the network and gets reassembled at the other 
end—is seen as the better standard for 3G services. 

Unlike the GSM standard, which is owned by no 
one company, Qualcomm owns all the patents for the 
CDMA standards (CEO Jacobs alone holds some 2,461). 
So every additional cellphone sold that supports this stan- 
dard adds to Qualcomm’s kitty. Qualcomm designs 
chip sets and gets them manufactured in Asia. These chip 
sets are used by other phone manufacturers. It also 
makes money if any manufacturer makes his own CDMA 
chip set, because he has to pay the company a royalty 
since it holds all the CDMA patents. No wonder, the com- 


VIVAN MEHRA 
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Irwin Mark Jacobs, CEO, Qualcomm: He built 
an industry from scratch 


pany's stock, at $59, enjoys a 
price-earning multiple of 40. 

Since Qualcomm does not 
have any competitor, its gro- 
wth depends simply on how 
quickly it can ensure a CDMA 
network rollout. It also has 
to convince existing cellular 
operators to move into next 
gen 3-G services where the 
cellphone is used for other 
applications like video, be- 
sides voice. It succeeded in 
Korea, where the country's 
much talked about state-of- 
the-art wireless broadband 
network is a CDMA network. 
But that country itself is too 
small to deliver on the 
promise that Qualcomm has 
made to its investors. That is 
where India and China come 
in. India is hotter because 

China has a GSM network 
in place, while in India the 
CDMA market is growing at 
a sizzling pace. 

If this is going to be the biggest and the fastest 
growing market, the operators here will need techno- 
logy support to differentiate their services. The CDMA 
phones do not have a SIM (the identification card used 
in GSM cellphones) card. So the operator may have to 
provide a service that can be activated through the in- 
ternet. That will require (cheap) support and not sur- 
prisingly Qualcomm is looking at setting up a deve- 
lopment centre here. That apart, Qualcomm has come 
up with a development environment called BREW. 
Using BREW a software company can launch an appli- 
cation that will work on any CDMA network in the 
world. To run the application, there have to be BREW- 
enable phones. That means having BREW developers. 

So, Jacobs has to make sure that BREW is as common 
a word in India as Java. Now we are not even talking 
about the need to influence telecom policy here. 
Qualcomm is talking about roaming between CDMA and 
GSM networks. Well, all we can say is it won't be a sur- 
prise if the Jacobs move home here. 

VIDYA VISWANATHAN 
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THE 
PERFECT WHITE 
SHIRT. 


PERMAWHITE 

Stark, stunning, immortal white. The colour that tells a 
business magnate apart, even after his shirt has been 
through several stressful days and unforgiving washes. 
Completely in control of a situation, the Louis Philippe 
100% cotton Permawhite adds a wrinkle-free exterior to its 
already awe-inspiring personality. And goes a step further to 
abolish puckers and folds, by sporting perfect taped seams. 
Permawhite. For the man with an unblemished record. 
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„SUN Pharma's Dilip Shanghvi came 
a step closer to completing his company’s 
second acquisition in the US... 


Cadbury's Bharat Puri ropes in 
Amitabh Bachchan as brand ambassador to put to rest the 
spectre of worm-infested chocolates that has haunted him... 








...Reliance's Mukesh Ambani puts 
NOCIL's ailing petrochemicals and 

plastics division out of its 
misery by acquiring it... 
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The trust of over 17 lakh investors since inception. 
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A choice of 12 varied schemés 
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Strong nationwide network of agents 
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‘Chief Agents/Marketing Associates, covering over 120 cities 


cde 


Over Rs. 4,000 crores assets under management 
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14 Area Offices / Business Centers 
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© LIC Mutual Fund 











LICMF ส ร ก ร แบ ๐ ห 
BALANCED FUND BALANCED FUND y 
wus ULIS ex Com 
An open ended growth scheme nhe a pn dene iaa An open ended DEAE Fund ân o ena om 
For details contact: Area Office and Business Centres: Bangalore - 2210180/2295598/9845172957. Chennai - 285558 4005 Indore 
9827039472. Kanpur - 2312285/9839034610. Kolkata - 22126710 / 9831054132. Mumbai - 2288: thus 1869008496 New Delhi i 
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27895394/ cd ร ต 3104034/2703899 Patna - 2207157/9835212171 
Statutory vr , Mutual Fund has been et Up as a Irust under the Indiai mist? Act 188. Sponsor: Life | ince Corporati Trustee 
Company Pvt. Ltd "investment Pecan leg van Bima Sahayog Asset Managemer oy Factors: | Sd | 
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lo Beat A felgi 


How about a stamp paper dispenser? 


N 22 DECEMBER 2003, THE STATE BANK OF MYSORE'S 
General Manager B. N. Ramiah made a presen- 
tation to D.C. Gupta, Finance Secretary, Ministry of 
Finance about an innovative solution to the fake 
stamp paper problem: an automated stamp paper 
dispenser. Control supply, and you control what goes 
into the market. In this case, only the genuine stamp 
paper. Developed by the bank in collaboration with 
Tata Infotech, the automated dispenser, nicknamed 
Kubera, will accept cash in return for stamp paper of 
appropriate value. A printer prints out stamp paper on 
a special paper (like that of cheques). Each stamp pa- 
per has a unique number, besides *batch" details, 
making it possible to trace its origin. For starters, the 
bank plans to install a hundred such Kuberas across 
Karnataka. *The mythical Kubera was the treasurer of 
Gods and the automated stamp duty collection machine 
will be the new Kubera of the government," says 
Niranjan Bardalai, the bank's Chief General Manager. 
Doing so won't be easy. Each Kubera costs Rs 9 


DEEPAK G. PAWAR 





Niranjan Bardalai, CGM, State Bank of Mysore: 
A hi-tech solution to a low-tech scam 


lakh, and to create a foolproof network, the dis- 
pensers will have to be installed all over India. 
Besides, at least in Karnataka, the bank wants to be 
the sole vendor of the technology. For the innova- 
tion to work, a consortium of banks will have to cre- 
ate an ATM-like network, which won't just take 
time, but a lot of money too. Some governmental 
sops, then, should do the trick. 

VENKATESHA BABU 











. . .AND THE MOST 
CRITICAL PART OF 
YOUR OBJECTIVE 


1$... 


THIS IS ALLEN. HE 
SPEAKS FIFTY MAN- 
AGEMENT LANGUAGES 
INCLUDING JARGON, 
WEASELESE AND 
MUMBLE . 
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ILL BE RIGHT BACK. 
I NEED AN INTER- 
| PRETER WHO SPEAKS f 


I'M A BIT RUSTY WITH 
THE POINTY-HAIRED 
DIALECT BUT I THINK 
HE WANTS YOU TO 
LINE DANCE IN A 
GAZEBO. 





IndiasMobile 


In just 8 months, Reliance IndiaMobile has become India's Most Trusted Telecom Brand. 






[ 7 | Reliance IndiaMobile 

| 2 BSNL 

| 3 | Airtel 

4 | BPL Mobile 

| 5 | Tata Indicom 

: 6 | MTNL 

| 7 Orange/Hutch 

L838 | 1deaCelua 

source: The Economic Times Brand Equity Survey, 2003 by AC Nielser 


<> Reliance 
India s Most Trusted Telecom Brand is also amongst India's three Most Trusted Service 2 -1 
Brands across all categories. This is according to the latest survey done by AC Nielsen n lc O f ( 


ORG-MARG for The Economic Times Brand Equity. No wonder, Reliance is already 


India's largest mobile phone service with over 60 lakh subscribers. Thank you, India! Kar LO Duniya Mutthi Mei ri 
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The New & Improved SEBI 


Stockmarket cop G.N. Bajpai intensifies his vigil. 





SEBI's G.N. Bajpai: He means business 


Ba A STOCKMARKET REGULATOR IS NEVER AN EASY 
job. And in these times, when a runaway Sensex is 
quickening the pulse of many, it can be harder still. No 
wonder, then, Ghyanendra Nath Bajpai, the 61-year- 
old Chairman of the Securities and Exchange Board of 
India (SEBI) has been on an overdrive plugging po- 
tential holes. Last month, he got the sEBi board to ap- 
prove an integrated surveillance system, which aims to 
capture data across all of India’s 23 stock exchanges. 
The idea: keep an eye out for market manipulation. 
That apart, Bajpai has not lost an opportunity to cau- 
tion investors and warn market operators about 


VAGNVd AVINVS 


shenanigans. If that means cracking the whip on a hi- 
profile fund manager like Samir Arora (formerly of 
Allianz), so be it. As for small investors, SEBI has or- 
ganised 250 workshops in more than 140 towns in the 
last one year alone. 

But then Bajpai came to SEBI—from LIC, where he 
was the Chairman—like a man on a mission. He in- 
troduced T 4-2 settlement cycle across all scrips (which 
means payment and paper work is completed in two 
trading days after a trade is executed, thereby, reducing 
the risk to the market and investors), unearthed dabba 
trading and exiled its mastermind P.K. Bansal from the 
stockmarket, and has thus far issued 750 directives, in- 
cluding the banning of scamster Ketan Parekh from 
trading for the next 14 years. More importantly, 
Bajpai has revamped the way SEBI works. Its board now 
has two full-time executive directors, in addition to the 
Chairman, who have powers to adjudicate. This has 
speeded up decision-making at SEBI, and freed up 
Bajpai to focus on larger issues. 

SEBI’s top cop isn't resting on his oars, though. 
He wants to improve the agency's software (read 
management skills) and hardware. He also plans to in- 
troduce new products in securities, as well as interest 
derivatives, upgrade skills of market intermediaries and 
introduce a straight-through processing system that will 
enable demat-to-demat transfer of shares, eliminating 
the physical component in the trading that currently ex- 
ists. And once the real-time gross settlement system falls 
into place, SEBI plans to bring in a T+1 settlement cy- 
cle. Bajpai's big plan, however, is to make the Indian 
stockmarket a global benchmark. No doubt a tall or- 
der, but one worth aspiring for. 

ROSHNI JAYAKAR 


BAJPAI'S REPORT CARD 





What He Has Done 

m Reorganised stai to facilitate 
decision-making 

m Empowered investors to make informed 
decisions 


m introduced more products in the 
stockmarket 


m Helped boost confidence of 
market participants 
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What He Wants To Do 
m Introduce the T+1 settlement cycle 


m Create an integrated surveillance 
system countrywide 

m improve the quality of market 
intermediaries 

m Help India emerge a regional 
financial centre 


= > KSA Industry Workshops (Feb 11, 


] 


2004), conducted jointly with Retail 


„Industry leaders, addressing key facets of 
, retail operations. 


> Shinar (Feb 12-13, 2004), with 


‘speakers invited from leading Indian and 


International Retail groups, sharing their 
| experience on Innovation led Growth 


> AsiaShop (Feb 11-13, 2004), the 
largest annual store design and retail 


_ support systems and accessories exposition 


in Indian sub continent 


\ 


- Like \the previous summits, Retail 


Summit 2004- shall define the 


directions for the development of 


Indian retailing. 


[Retai 


Invited Speakers 


Mr. Kal Patel 
Vice President, Strategy 
Best Buy Inc., USA* 


\ Mr. Jean-Christophe 


Goarin 
%pansion General Manager. 


arrefour SA, France 


Mr. krancis McCauley 
Internigtional Director, 
Debenhams plc, UK 


Mr. V Vaidyanathan 
Managiny Director, 

Retail Asst Product Group, 
ICICI Banik, India 


Mr. Arvind Singhal 
Chairman, 
KSA Technopak, India 


Mr. Richard Traish 


Principal, 
Kurt TT Associates, 


UK 
Dr. Mah h Sharma 


Mr. K R Kim 
Managing Direc tor 
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THE BT INDEX 


Sectoral fortunes yo-yo despite the key stockmarket 
indicator, the Sensex, steadily moving up. 


~ Different Strokes vie 
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HE BIG NEWS FIRST: THE BT 50 INDEX HAS ACHIEVED 
a major milestone by crossing the 200 mark. With 
this it has gained a whopping 32 per cent over the last 
three months—a figure slightly higher than Sensex's 30 
per cent gain in the same period. But for some real ac- 
tion, take a look at the sectoral indices. After dragging the main in- 
dex for the last few years, the tech sector suddenly leads the 
 BTPHARMA — 
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Company Weightage (%) 


Asian Paints (India) 0.62 
ACC 1.19 
BSES 0.87 
Bajaj Auto 1.86 
Bank Of Baroda 0.39 
BHEL 0.70 
BPCL 1.13 
Britannia Industries 0.36 
Castrol India 0.39 


Cipla 1.67 
Colgate-Palmolive (India) 0.46 
Corporation Bank 0.39 
Digital GlobalSoft 0.52 


Dr. Reddy's Laboratories 2 .62 
GAIL (India) 1.00 


GlaxoSmithKline Healthcare 0.37 
GSK Pharmaceutical 0.60 
Grasim Industries 1.18 


Gujarat Ambuja Cements 0.94 


HCL Technologies 0.63 
HDFC Bank 2 40 


Hero Honda Motors 1.34 
Hindalco Industries 1.71 
Hindustan Lever 9.97 
HPCL 2 46 
HDFC 3.48 
ICICI Bank 3.67 
ITC 5.35 


Indian Oil Corp 1.71 


Infosys Technologies 10.00 
Larsen & Toubro 1.96 


MTNL 1.34 
Mahindra & Mahindra 0.47 
NALCO 0.39 
Nestle India 1.07 


Oil 6 Natural Gas Corp 4.08 










Punjab Tractors 0.36 


Ranbaxy Laboratories 3.84 
Reliance Industries 10.00 


Satyam Computer Services 3.56 
State Bank Of India 2.59 
Sun Pharmaceutical 0.41 
Tata Chemicals 0.38 
Tata Engineering 1.80 
Tata Stee! 2 11 
Tata Power 0.77 
Tata Tea 0.35 
VSNL 0.42 


Wipro 3.14 
Zee Telefilms 1.00 


100 








rally. The BT Tech Index has soared 
some 45 per cent during the last three 
months. But the great tech momentum 
is weakening (as visible during the last 
few days), despite Infosys’ better-than- 
expected results. And after the initial 
thrust, the pharma sector has lost 
power too. The BT Pharma Index 
moved up by just 23 per cent during 
the last three months. The goods news: 
the BT Auto and BFI indices show no 
signs of fatigue. 

NARENDRA NATHAN 
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David And Goliath 


The Reliance-Nocil deal raises a bigger issue: 
of market monopoly. 


เป ม THAN TWO YEARS AFTER IT SNAPPED UP IPCL, EARLY THIS 
onth, Reliance Industries acquired two divisions of 
Nocil, an ailing Arvind Mafatlal group company. Already a 
dominant player in the petrochemicals and plastics markets, 
the latest deal consolidates Reliance’s near-monopoly position. 

In petrochemicals and plastics, Reliance enjoys market- 
shares that range from as high as 45 per cent to a vice-like 100 
per cent. With Nocil’s capacities in the bag, Reliance’s esti- 
mated share of domestic ethylene capacity is 70 per cent, 
polypropylene nearly 90 per cent and MEG, a fibre inter- 
mediate, 80 per cent. Besides, Reliance is the sole producer of 
low-density polyethylene (LDPE) and paraxylene. 

Is that fair? Well, that depends on how you view it. 
With an overwhelming clout in the petrochemicals and 
plastics market, is Reliance able to indirectly or directly de- 
termine sale and purchase prices of its 
products? With dominant market- 
shares for almost all of its products— 
as much as 100 per cent in some 
cases—it may be easy for it to do so. 
Reliance’s own argument runs dif- 
ferently. Post-liberalisation, nearly 
all of its products are freely im- 
portable so, at least in theory, it 
doesn’t control these markets. Plus, it 
can be argued, that in a de-regu- 
lated market, again in theory, no 
one is barred from. entering these 
markets with fresh capacity. 

But there’s a catch in both the arguments. First, the already 
established scale and size of operations of Reliance’s highly in- 
tegrated petrochemicals businesses is in itself a formidable en- 
try barrier. Few newcomers would be brave enough to take it 
on. Second, although import tariffs have been declining, 
Reliance’s mega-scale and integration—it produces most of its 
raw material—gives it cost advantages and, ergo, the ability to 
price its products competitively. 

The larger issue is that India lacks effective anti-trust leg- 
islations. Unlike in the EC or the US, where stringent com- 
petition laws blocked recent deals like General Electric’s bid 
for Honeywell Corp., or the Sprint-MCI Worldcom merger, 
India’s Competition Bill, 2001, is yet to get the nod and is ac- 
tually being re-drafted after protests, mainly from industry. 

Free markets need safeguards and as the Indian economy 
opens up, there is an increased need for effective anti-trust laws 
to ensure trade is fair in all markets. Today it may be the petro- 
chemicals market; tomorrow it could be telecom. 


RIL's Mukesh Ambani: 
Big brother 


ระ ร 7 
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. Can Anything Halt Sensex's Rally? 


Plenty. Here are some key indicators you should be watching. 


RAJAT BARAN 


AST YEAR, WHEN THE BOMBAY STOCK EXCHANGE 

bellwether index, Sensex, was sub-3000, the ques- 
tion that everybody wanted answered was, “Will it 
touch 4000?". Now that, it hasn't just crossed 4,000 but 
a jaw-dropping 6000, the question that everybody 
wants answered is, “How long will it stay above 
6000?" (By the way, there's another school of bulls 
that’s asking, “When will the Sensex cross 7000?".) At 
the heart of the uncertainty is fear; fear that the 
stockmarket may have risen not so much on funda- 
mentals as sentiment. Says Ved Prakash Chaturvedi, 
CEO, Tata Mutual Fund: *The speed and the steepness 
of the present rise is the main worry. (The Sensex) has 
gone up too much too fast." 

That means a correction may be round the corner. 
Although the fundamentals of the economy are strong, 
some analysts expect the correction to be bigger and last 
longer. Why? For one, almost everyone—ike Principal 
Mutual Fund's Chief Investment Officer, Rajat Jain— 
agrees that stocks are not cheap any more. And although 
there are enough positive news in the economy, in- 
vestors may not be willing to overspend. “With the mar- 
kets going up, investors start taking emotional (and ir- 
rational) decisions. This can be in 
the form of ignoring negative 
news or acting on small 

positive news," says 
Nimish Shah, Director at 
Parag Parikh Financial 
Advisory Services. 













38 BUSINESS TODAY 


FEBRUARY 1 2004 


What should you, the investor, be watching for? 
Here’s a list: 

FII inflows: The trigger for the present rally came in the 
form of huge Fil inflow ($7.59 billion or Rs 35,154 
crore) during 2003—double the previous high of $3.5 
billion in 1996. The flow continues, and it may even 
push the Sensex to 7000 by February, “but if that 
doesn’t happen, market can collapse,” cautions Amb- 
reesh Baliga, Vice President at Karvy Stock Broking. 
Interest rates: An increase in interest rates can hurt the 
market in two ways. One, it will increase the cost of fin- 
ance for companies. Two, it will result in a fall in the 
prices of long-term debt, affecting the companies that 
hold them, especially banks. 

Oil prices: Though outside the OPEC band of $22-28, in- 
ternational oil prices are now getting stabilised at 
$30-32 per barrel. But the dollar’s depreciation 
(against other major currencies) has not been in- 
cluded in the price. “If that happens, international oil 
prices can go up by a few more dollars and being an 
energy starved country, India will be affected,” warns 
N. Sethuram of sgi Mutual Fund. 

Monsoon: The market is still betting on a good mon- 
soon this year. But there’s no way one can be sure 
about it happening. Projections for this year’s will 
start coming in another three to four months, and 
this will influence market movements. 

Then, there are other issues like general elections 
and growth. But even if one of the previous three 
factors start going against the market, you can expect 
a correction to follow. So keep your eyes peeled. 
NARENDRA NATHAN 
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The Big B-rand 


Amitabh Bachchan may well be India’s most prolific brand ambassador and celeb endorser. 


. Nerolac Paints .. —  . . Lomani perfume... d 
Because he embodies i its new larger- ร | Well, the La enn is named after him 
than-life and omnipresent image «4. | 
ICiCi Bank... — à 
Because of mass appeal, but the 


. Reid & Taylor ... | brand ambassador 


Because he is the perfect Indian contract ended in July 
second act to Pierce James Bond 2003, and now ICICI 
‘Brosnan’s first 


Bank, says "he may work on a 
„Parker Pens... p 


case-to-case basis" 
Because the brand shares the actor's | 
spirit of youth, style and attitude ie 












Cadbury ... i 
Because at company 

thinks he reinforces CEPA 
the brand's now-bruised image 
of reliability and because 
of his mass appeal 








. Pepsi... Because he has mass appeal 


„Dabur... Dabur 


Because both brand(s) 

have mass appeal, 

and are ageless Sahara City 
Homes ... . 


Because he is a 


op en and จ á director on 
his son bring in the board 
a combination of 

youthfulness and stature c — 


and complement the 
versatility of Versa 


AIDS/Pulse Polio 
. Campaigns 
Because he has 


COMPILED BY DIPAYAN BAISHYA 
mass appeal 


DASH BOARD 


When TVS Motor launched its first We know we've referred to the CAS debacle in 
indigenously developed bike two other places. Still, the original 
Victor, unkind critics called question remains. With 


it a one-off thing. With the Prasar Bharti a corporation, and 

launch of the Centra, CEO *£ with TRAI addressing the CAS thingie, 

Venu Srinivasan has proved that ’ what does Minister of Information and 
P Victor was no flash in the pan. Broadcasting Ravi Shankar Prasad do? 
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GET MORE THAN THE 
FASTEST NET CONNECTION 
ONLY WITH TATA INDICOM 


TOTAL INTERNET 


^ 
~~ - « E 


GREAT SPEED * FASTER DOWNLOADS 
FASTER CHATS SUPERIOR NET TELEPHONY 


| ! We gave you the first Internet connection in India, and the fastest too. Now, with 
| wz Total Internet, you can zoom ahead with a whole lot more. 


Download your favourite music and movies effortlessly, and chat without a pause, thanks to 
our superior bandwidth. Make international calls economically and with unmatched voice quality 
using Total Internet's Net Telephony. Store all your additional mails online with Total Internet's 
extra storage space. Get enhanced Web Mail with filters, virus scanning and folders. All this, 
with a single TATA Indicom Total Internet pack. 


TATA Indicom Total Internet. Getone. Fast 


TATA 
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Coimbatore: 0422-2578282 * Dehradun: 0135-2668282 * Ernakulam: 0484-2421720 * Gandhinagar: 079 9905 * Goa | * Guwahat 
10-55230121 * Indore: 0731-5020121 * Jalandhar: 0181-2259765 * Kanpur: 0512-2581282 * Kolkata: 033-23558282 » Mumbai: | 55990121 * New Delh 


387865 * Pondicherrv: 04132228785 * Pune 0204110121 * Thin rvananthaniiram: 0471270020: 
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Public Issue? Not Exactly 


Book-building is good news for IPO makers. 
Not for a small investor, though. 


qm YEAR IS GOING TO BE THE YEAR OF THE INITIAL PUBLIC OFFERING 
(PO), what with Rs 15,000 crore expected to be raised in the next 
three months. The likes of ONGC, GAIL, Hutchison Max, and 
Patni Computer will make that hallowed trip down the aisles of 
the primary market. But arguably the most eagerly-awaited IPO won't 
be happening in India, but (where else) in the US. Yes, Google, is set 
to go public, and there'll surely be a long line of investors scrambling 
to get a piece of the maverick internet search engine major. 

Google hasn't yet made a formal announcement, but chances of 
retail investors getting its shares appear bright, if the grapevine is to 
be believed. According to some news reports, the search engine 
company could opt for a combination of the popular book-building 
route, in which investment banks set the issue price and then distribute 
shares to their institutional buddies, and the not-so-popular online auc- 





tion route, which simply allows investors to bid for shares on the Net. 
issuers are going to hate me for this (this too!), but I just can't get my- 
self to like book-building. The biggest problem is it favours a chosen 
few rather than the investing public. This in turn encourages arbitrary 
shares to well-heeled clients). Book-building, to be fair, has its ad- 
vantages. Let's put it this way: If I had a 

company that I wanted to take public, | Street 

investment bank I would have hired would E 
have assured me of a good price, a steady rise 

post-listing, and of oversubscription. 

but to look at book-building through the eye of a common investor. 
A disgruntled one at that because for all my efforts at investing in IPOs 
last year, I have mostly returned cheques to show. Getting handsome 
hands on a rare 78 RPM vinyl record. That explains why I will not ex- 
actly be brimming with enthusiasm when somebody, for the 79th time, 
screams in my ears: "There's an IPO boom happening.” Perhaps. 
grudge (maybe laced with envy) against investment banks that rely on 
their old boys' network to get an issue oversubscribed. 

If reports of Google's combo-iPO gameplan are true, that could pos- 
used to set the price, and a separate tranche can be created for retail 
investors who need not participate in the price-setting process, but bid 
for shares in a uniform-price auction (and pay the price of the lowest- 
goals are met (oversubscription, rising share price, etc), retail in- 
vestors will also get a realistic chance to throw their hat into the ring. 
Until that happens, I am not going to fill any more of those forms. 


Indian investment banks who are raking it in advising prospective 
pricing (since the investment bank sets the price and then doles out 
would go the book-building way because the 

But alas I have no company, and so no IPO. So I have little choice 
allotments to IPOs these days is a bit like attempting to lay your 
But there may be not much in it for me. That also explains my 
sibly be the most perfect way to raise money. Book building can be 
accepted bid). Whilst book-building will ensure that the promoters’ 

BRIAN CARVALHO 
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“Indian Companies 
Need To Invest In 
The US” 


OR DECADES NOW, CONGRESSMAN 

Frank Pallone Jr. has been a 
friend of India, More recently, he’s 
been instrumental in getting Indian 
pharma companies in 
the US market. In India to attend 
the Pravasi Bhartiya Divas, Padma 
Bhusan-winner Pallone spoke to BT's 
Ashish Gupta. Excerpts: 


You are a friend of India, but against off- 
shoring by American companies. 
Because | want different leaders and 
elected officials here to understand 
that this is a problem in the US. 
And one way to counteract it is to talk 
about the fact that there are export 
opportunities for US goods in India. 
Also, we need to encourage more 
Indian companies to invest in the 
US so that there is some trade com- 
ing the other way. 


Companies are outsourcing just the 
same. 

Corporations don't pay a lot of at- 
tention to us politicians. They do 
their own thing. It is up to us to 
make the point. They are going to go. 
wherever the money is. 


But you've helped Indian pharma 
companies, particularly Ranbaxy. 

| am pushing for more generic 
because generics is a way of lowering 
drug costs. So, | am not trying to 
be partisan. Ranbaxy has been very 
smart in finding that niche. 


gm 


Frank Pallone 
Jr. 
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Barings’ ค่ อ ช่ ท ย PM dd and COC 5 
Donald Peck: X equity's ra ikers 


Year.of. 
The VC 


If you thought 2003 was a boom year for VCs and 
private equity players, well, you've seen nothing yet. 
A clutch of new funds and some existing ones are 
gearing up to strike even biggers deals, which, by 
some estimates, could tot up to Rs 10,000 crore in 
direct investment. BY R. SRIDHARAN & PRIYA SRINIVASAN 











BOOMING STOCKMARKET IS NOT USUALLY THE 
best of times for venture capital investors. 
While it makes exits relatively easy, it 
makes investing incredibly hard. Valuations 
zoom, “promoters get greedy” (in the 
words of one vc) and the chances of ending up with a lame duck 
investment increase exponentially. Yet, come February or March, 
a gaggle of 20-odd vcs will board a flight from the US and put them- 
selves through a near 24-hour journey, albeit in first or business class, 
to get a first-hand experience of what’s turning out to be the in- 
dustry’s new El Dorado: India. 

Sample this: Warburg Pincus, the country's largest private 
equity investor, puts in $300 million (Rs 1,380 crore) in Bharti Tele- 
Ventures in 2001, that is now worth at least $600 million 
(Rs 2,760 crore); Citibank Private Equity's seven-year-old invest- 
ment in software product company i-flex is worth as much; Barings 
Private Equity has seen its $16.5 million (Rs 75.9 crore) staggered 
investment in software services firm MphasiS BFL (for a 35 per cent 
stake) appreciate to about $183 million (Rs 841.8 crore), General 
Atlantic Partners is all set to see its $100 million (Rs 460 crore) pre- 
IPO bet on Patni Computer Systems double, and cpc Capital 
Partners walked away with a net gain of about Rs 250 crore 
when it sold its stake in uri Bank in December last year to British 
banking giant HSBC. In fact, CDC's best-performing fund among the 
50 countries where it invests is in India. 

Last year, in particular, is being seen as a watershed year in the 
risk capital business in India. After two years of dot-bust induced 
lull—when the investor's investors such as pension funds, life in- 
surance companies and high net worth individuals tightened purse 
strings—venture firms returned to make deals with a vengeance. At 
the fag end of the calendar, Newbridge Capital and Singapore govern- 
ment's Temasek coughed up a whopping Rs 1,500 per share, or Rs 607 
crore, for a 14 per cent stake each in a relatively unknown Hyder- 
bad-based pharma company, Matrix Laboratories. CDC broke the 
private equity mould to snap up 28 per cent of state government- 
owned Punjab Tractors for $57 million (Rs 262.2 crore). And 
Warburg forked out $50 million (Rs 230 crore) to buy into a quar- 
ter of Mumbai-based ethnic fastfood chain Radhakrishna Foodland. 

Do the numbers and you find that at least 20 private equity 
deals in the $10-60 million (Rs 46-276 crore) range were struck 
last year, pumping in $500 million (Rs 2,300 crore) in direct in- 
vestment in a wide variety of Indian companies. And these are just 
the mega-sized deals. Market estimates another $200-300 million 
(Rs 920-1,380 crore) to have come in by way of smaller deals, both 
domestic and foreign, putting the tally for last year at about 
$800 million (Rs 3,680 crore). As for 2004, if all the things that 
can go wrong don’t go wrong, over a billion dollars of private eq- 
uity money should flow into the country. By some estimates it 
could even be double of that, but it would be more realistic to exp- 
ect between $1 billion (Rs 4,600 crore) and $1.5 billion (Rs 
6,900 crore). Says Saurabh Srivastava, President of the Indian 
Venture Capital Association, and who also runs his own fund, 
Infinity Technology Investments: “Venture funds are just begin- 
ning to discover the India potential. I expect this momentum to go 
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well beyond the $1-billion mark in 2004.” 

That means the secretive industry and its painfully 
low-profile dealmakers will make the headlines with 
greater frequency. For one, it appears that they aren’t 
just getting more active, but bolder too. Take a look at 
last year’s deal-making (in tech and pharma) in terms of 
quarterly numbers and deal sizes. Between January 
and March, according to data compiled by Bangalore- 
based monitoring agency TS] Media, only four deals 
were done, totalling $26 million (Rs 119.6 crore). By 
the next quarter, the numbers had jumped to 10 and 
$35 million (Rs 161 crore), respectively, but by quar- 
ter ended September, there were 16 deals done worth 
$180 million (Rs 828 crore), While in the last quarter 
of 2003, the deal number fell to 10, the total amount 
soared to $304 million (Rs 1,398 crore). Says Donald 
Peck, Managing Director, cbc Capital Partners: “I ex- 
pect deal sizes to grow, partly because larger deals 
seem to offer medium to higher returns.” Notes Pradip 
Shah, Chairman, IndAsia Advisors: “They've all tasted 
blood, and now will want more.” 


Welcome, New Funds (and Old) 

Predictably, there are new funds making a beeline to 
India. A random enquiry among people in the know 
reveals that funds like Mobius Venture Capital 


ร ส ม = f i” 2? a = 
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(erstwhile Softbank Ventures) is currently scouting 
for deals in the country. Technology sector investor 
Battery Ventures is currently evaluating a few deals too. 
And then there is the Silicon Valley Bank-led delegation 
of 20 vcs that flew in to “check out" opportunities last 
November, besides another group of 20 that the Indus 
Enterprise (TiE) plans to bring in February this year. 

Besides the newbies, there are several others put- 
ting their money where their mouth is. Temasek 
Group, a Singapore government-promoted fund, has 
already committed to an India fund, Merlion, in as- 
sociation with Standard Chartered, and is now look- 
ing to commit more in partnership with other heavy- 
weights like HDFC. Then, there's buzz about others 
such as Trinity Ventures and Trident Capital upping 
India investment, on the back of initial bets in tech 
companies like Outsource Partners (Trident) and 
Ephinay (Trinity). Another new entrant, the Silicon 
Valley-based Artiman Ventures, has firmer plans of in- 
vesting anything between $70 million (Rs 322 core) 
and $200 million (Rs 920 crore) in India. 

But it's the funds that have already tasted blood that 
are baying for more. Warburg, for example, hopes to 
truck in another $400-500 million (Rs 1,840-2,300 
crore) in the next four-to-five years, and Newbridge 
hopes to strike more Matrix-like deals in the $50- 


"India is hot in the international markets, so 2004 
should see a fair amount of fund raising for India" 
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100 million (Rs 230-460 crore) 
range this year. CoC—where the 
management is in the process of 
buying out the British government's 
stake, besides changing the firm's 
name to Actis—will be bringing in 
$250 million (Rs 1,150 crore) of its 
own over the next three years, besi- 
des raising another $100 million 
from other investors by June this year. 

Barings hit the international inv- 
estor circuit starting middle January, 
with ports of call in the Middle 
East, Europe, and the US, to raise 
between $120-150 million (Rs 550- 
690 crore). Tech investor Carlyle 
expects to deploy a total of $125 
million (Rs 575 crore), of which 
$40 million (Rs 184 crore) is al- 
ready invested. GW Capital Partners, 
a largely India-specific fund, has 
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"We see a lot of buyouts 
happening in India. We ourselves 
are identifying people who can 
form good management teams” 





HANNA/ MD, WARBURG PINCUS 


also pumped Rs 120 crore so far, and has an- 
other Rs 80 crore to go. Then there is IFC. A 
World Bank arm, it invested $345 million (Rs 
1,587 crore) between July 2002 and June 
2003, and $100 million (Rs 460 crore) in 
the six months to December 2003, but sees 
greater opportunities for investment. Says 
Neil Gregory, Manager (Strategy, South Asia), 
IFC: "We are starting to see more opportuni- 
ties in infrastructure, banking and finance, 
manufacturing, and oil and gas." 

There is also a bunch of Indian investors 
that, possibly inspired by Merlion's closure 
of its $100 million fund late last year, expects 
to close India-specific funds this year. 
Industry players such as TDA Capital and 
IL&FS that have been in the market for a 
while now to raise funds for India are opti- 
mistic of closure this year. “We haven't for- 
mally closed the India fund but are already 
looking at transactions," says Girish Kulkarni, 
who heads TDA Capital in India. Adds Ajay 
Relan, India Head of Citigroup Venture 
Capital International: “India is hot in the int- 
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“We will definitely see more turnaround transactions this 





year... say, aout five to 10" 


& CEO, ICICI VENTURES 


ernational markets, so 2004 should 
see a fair amount of fund raising 
for India." Relan expects anywhere 
between half-a-billion to a billion 
dollars worth of India-specific 
funds to be raised. 


New New Deals 

A big reason why there is a surge in 
risk capital is the spread of growth 
outside the information technol- 
ogy sector. Why, two of the three 
biggest deals of last year had noth- 
ing to do with technology. One 
was CDC's $57 million (Rs 262.2 
crore) investment in Punjab Tractors 
and the other was Warburg's $50 
million (Rs 230 crore) deal with 
Radhakrishna Foodland. Says Pulak 
Prasad, Managing Director, Warburg Pincus: “If you 
had asked me in 2001 if I would look at a food com- 
pany, chances are I would not have shown a lot of en- 
thusiasm since it is a non-obvious sector.” Now, 
though, investors like Warburg aren’t just looking at 
food, but retail, banking and finance, FMCG, automotive, 
disinvestment, infrastructure, healthcare, hospitality, me- 


TOP 10 DEALMAKERS OF 2003 


After two years of lull, deal-making returned with a vengeance. 


Who 
Newbrid e, Temasek 
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What 
27. 8% in ais Labs 
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dia and even the commodity sectors of steel and cement. 
Relan's Citigroup, for example, bought into Jindal 
Iron & Steel at Rs 121 per share in May 2003, and the 
stock is now quoting at Rs 280 or so. 

What's behind the sudden diversification of oppor- 
tunities? Blame it on India's happy growth story— 
the economy is clipping at 7 per cent-plus and could 
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"We haven't formally closed the India fund but are already 


looking at transactions” 





possibly gather more steam. On the 
one hand, outsourcing has become 
a major movement across sectors— 
from IT to BPO to automotive to 
textiles to pharmaceuticals—and on 
the other, smaller but savvier com- 
panies, especially in FMCG, are rack- 
ing up stunning growth thanks to 
their low-cost, high-quality strat- 
egy. CDC and Credit Lyonnais, for 
instance, bought Barings’ stake in 
Mumbai-based Jyothy Laboratories 
in 2002 for $7.5 million (Rs 34.5 
crore), which was double of what 
Barings had put in. Warburg’s 
Matrix deal is in many ways a tes- 
timony to foreign investors’ confi- 
dence in the pharma sector, where 
companies are tapping newer 
growth areas like basic research, clinical research, and 
complete outsourcing of manufacture. 

In other industries like textiles, the end of quotas 
could mean boom time for the more aggressive play- 
ers—especially companies that have the capability to 
offer everything from design to yarn to readymades. 
According to IndAsia’s Shah, India is ahead of China 





I HEAD (INDIA), TDA CAPITAL 





when it comes to complex processes requiring multi 

ple skills. “Productivity gains and cost reduction have 
made India very competitive in the manufacturing sec 

tor,” he says. Agrees Rahul Bhasin, Managing Partner, 
Barings Private Equity (India): “Don’t forget that Indian 
industry has been through a big cleansing in the Nineties: 
the ones that survive now are the stronger ones.” 

That also explains why PIPE (private investment in 
public enterprises) deals have suddenly become so 
popular. In fact, a majority of deals in the private equity 
space in recent times have been in listed companies. 
Industry expects more such deals in the future simply 
because, according to one investor, almost half of the 
listed companies are still ripe for private equity deals. 
“There has been a shift of investments into companies 
that are potential market leaders and India traditionally 
has had these market leaders listed for a while," explains 
Relan. And why do listed companies prefer private eq- 
uity over IPO or debt? While the latter comes at a cost, 
the former does not offer the advantage a private equity 
investor does: skills and a global network. Says 


"The deal-makers have all โล ร โอ ล ย 
Bs E uum li " 
DIOOGQ, and are now going 

to want more of it" 


| PRADIP SHAH! CHAIRMAN, INDASIA ADVISORS 
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PERFECT CHEMISTRY 


Drug companies raked in foreign capital big time last year. 





ties that did not exist until recently 
for private equity firms. Schroder 
Ventures, for example, picked up 
Lodhi Hotel in a privatisation bid in 


Company investment Fund 2002, and icict Ventures shelled 
Matrix Laboratories Rs 607.50cr Newbridge & Temasek out about $22 million (Rs 101.2 
po | crore) last year to buy half of Tata 

3 Lupin | Rs125.90cr CVC International Infomedia from the Tatas. Banking 
| | ; is another area where VCs will head 
Aurobindo Pharma RS 93,62 cr Merlion India Fund once some of the public sector 
Biocon Rs 46 cr AIG, GW Capital banks (there are some 25-odd) go 

under the hammer. 

5 แห อ ท | Rs27.42cr Aeneas Portfolio, Then, a totally new class of inv- 
Pharmaceuticals | Batteryman Financial Mgmt, estors is waiting in the wings: those 
RAS Emerging Mkts Mgmt who buy distressed assets (read non- 

CRX Tam d performing assets). Already two as- 
_ 5 เล ร น ท Chemicals Rs23a GMO Emerging Mkts Fund set reconstruction companies have 


Source: Avendus Advisors 


Nimmagadda Prasad, Chairman and CEO, Matrix Labs: 
"(For Matrix), raising money itself was not the issue. 
Rather, we wanted to get access to a global network, 
which Newbridge and Temasek now make possible." 

Restructuring and the government's own disin- 
vestment programme have also thrown up opportuni- 





For sometime now, Shah's firm i 
has been trying to raise an india- 


specific fund, but now is 
confident of closing one this year. 


RAHUL SHAH/ DIRECTOR, IL&FS VENTURES 
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obtained licences, and a third is 
awaiting one. Inevitably, private eq- 
uity firms will tie up (some braver 
ones may go solo) with these companies, bring in 
money for the clean-up and turnaround. Once the 
turnaround has happened, they may either take it 
public or sell it to a strategic investor. Add to that 
leveraged buyouts and management buyouts, and you 
are looking at a totally new deal-making landscape. 
In fact, some of it is already happening. Remember 
UDV’s Deepak Roy buying out Gilbey’s range of India 
whiskies? That was a management buy-out, made pos- 
sible by a consortium of investors comprising indi- 
viduals, banks and financial institutions. Also, when 
Warburg bought out British Airways’ BPO subsidiary 
WNS, it did a similar deal, putting its own management 
team in place. Says Rajesh Khanna, Managing Director, 
Warburg Pincus “Going forward we see a lot of buyouts 
happening in India. We ourselves are identifying peo- 
ple who can form good management teams." Leveraged 
buyouts—where a fund borrows to finance the pur- 
chase—in particular could become fashionable, since the 
real rate of interest in India is less than 5 per cent. 
Agrees Renuka Ramnath, MD & CEO, ICICI Ventures: 
“We will definitely see more turnaround transactions this 
year...say, about five to 10.” Her firm will look at 
deals over Rs 100 crore in the case of leveraged buy-outs. 
One way or another, the private equity landscape is 
in for a big change. In undergoing a transformation, it 
will also mark the coming of age of the Indian market. 
Deals will get bigger, bolder, and more innovative. No 
doubt, some of them will go belly up. But the rest 
should more than make up for it. At least, that’s what 
the bulls in the private equity business in India seem to 
think. Stand aside, please, let the real investors in. Œ 
ADDITIONAL REPORTING BY ALOKESH BHATTACHARYYA 
IN NEW DELHI AND E. KUMAR SHARMA IN HYDERABAD 
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DAINIK JAGRAN IS 
PAINTING LUDHIANA BLUE. 


India's largest read newspaper 


has further extended its positon 
of leadership by launching its 
Ludhiana edition on 18 January, 
2004.With this, we become 
the first national daily to be 
published from Ludhiana, the 
industrial heart of Punjab.Our 
ludhiana edition is a perfect 
complement to our Jalandhar 
edition, helping Dainik Jagran 
cover Punjab like no other 
newspaper does. 


๕ โส ้ ส ร 3 แว โจ บ 


ส ร ส ส้ ร ห ร ร PT 31 ะ 5 ศ ส า ร 


| newspaper € 8 states € 279 districts © 24 editions 
Published simultaneously from Jalandhar and Ludhiana 
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BY ASHISH DHAWAN 


SENIOR MANAGING DIRECTOR/ CHRYSCAPITAL 


THE COMING OF AGE OF 


INDIAN PRIVATE EQUITY 


ACK IN 1990S, THE VALUE OF 
Bers equity had not been 
clearly established in the minds 
of entrepreneurs and promoters. After 
all, “private equity” and “venture cap- 
ital” were new terms in the Indian 
business lexicon. The success of ven- 
ture-backed companies in the recent 
past has demonstrated the valuable 
role of private equity. Take, for exam- 
ple, the BPO sector. All the leading 
players—SpectraMind, Daksh and 
MSource—have been created with 
private equity capital. Even Infosys 
and Satyam have chosen to raise ven- 
ture capital to provide greater impetus 
to their BPO efforts. | firmly believe that 
with the respectability that private 
equity has garnered, 2004 will usher 
in a new era for our industry. 
Specialisation. The flavour of venture 
investments has evolved substantially, 
to the point where the adventure of 
venture capital has been substituted 
with the rigour and discipline of private 
equity capital. In the current environ- 
ment in India, venture capital rarely 
fills the void between an entrepre- 
neur's dream and the first trickle of 
revenues. The private equity sector 
itself has rapidly evolved towards 
further segmentation with funds foc- 
ussed on specific niches. So while 
JumpStartup focuses on cross-border 
technology deals, GW Capital invests 
in emerging domestic service busi- 
nesses and CDC is pioneering man- 
agement buyouts and corporate 
carve-outs. The increased speciali- 
sation translates into accumulated 
expertise that funds can bring to 
their investments and prevents lem- 
ming-like behaviour. 
Wider Opportunity Set. The smattering 
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of private equity investments in the 
1990s lacked the perspective of hind- 
sight available to investors in the cur- 
rent environment. Most venture capi- 
talists are now sharply focussed on 
growth capital investments with the 
glaring insight that organic growth is 
the single biggest driver of investor re- 
turns. Several funds also talk about 
the upcoming boom in turnarounds. 
Although a couple of seminal LBO 
transactions will be consummated in 
2004, | remain sceptical about the 
prospects of operational turnaround sit- 
uations. Why deal with "brain dam- 
age" when the sector dynamics can do 
the work for you? 

Aligned with Macro Trend. "The myth 
is that venture capitalists invest in 
good people and good ideas. The re- 
ality is that they invest in good in- 
dustries." (Harvard Business Review, 
How Venture Capital Works). With 
the Indian economy firing on all cylin- 
ders in 2004, private equity capital 
will get absorbed across a wide spec- 
trum of export-led sectors (pharma- 
ceuticals, technology, BPO, light 
engineering) and dornestic consumer- 
led areas (financial services, health- 
care, media, education, retail/distri- 
bution). In an era of accelerated 
growth, private equity is a well-aligned 
participant in the ecosystem. 

First sign of exits. When a stock triples 
or quadruples, investment pros start 
eyeing the exits, unless, of course, 
the pro works as a sell-side analyst. In 
that case, he may invent new argu- 
ments to urge investors to even higher 
targets. The disciplined investor will 
take "chips off the table" in 2004. 
For example, venture-backed compa- 
nies such as Patni and Daksh are 





already slated for IPOs this year. This 
first wave of private equity exits will 
solidify the track records of selected 
blue-chip funds. 

Value of patient capital. Above all, the 
venture capitalist with solid experience 
and proven skill is a true long-term 
partner. Flls and mutual fund man- 
agers are fair-weather friends who 
will run for the exit at the first sign of 
trouble. Our investment in MphasiS is 
a classic example. ChrysCapital's ini- 
tial preferential allotment was at Rs 
175 per share (adjusted for splits) 
and we continued to support the 
company and increase our exposure 
as traditional public market investors 
abandoned the stock at below Rs 50 
per share. We had the courage and 
the conviction to take a contrarian 
view given our time-horizon. In 2004 
and beyond, the role of "patient cap- 
ital" will be recognised. 

While private equity is clearly 
coming of age, | want to sound a 
note of caution. The boundless hope 
and optimism embodied in India 
Shining will lead some private equity 
investors (including ourselves, pot- 
entially) to display “cowboy-like” 
behaviour in their deployment of 
capital. The greatest asset of the 
financier is his discerning, suspicious 
eye and meticulous nature. However, 
the booming stockmarket has its 
designs for concentrating the spec- 
ulative energies of the investor on ef- 
fortless riches leading to serious er- 
rors of judgement. 

Most of you are cheering at the 
hero of 2003, the ever-rising Sensex. 
For private equity investors, aggres- 
sive entry valuations will pose the 
most significant challenge in 2004. 
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LAKSHMIPAT SINGHANIA - IIML 
NATIONAL LEADERSHIP 
AWARDS 


Celebrating leadership that embodies 
the infinite excellence of human endeavor 


Special achievements require a special kind of 
recognition. Across the country, countless people are 
pushing the boundaries of excellence everyday to 
bring about innovative change in their chosen fields. In 
doing so they provide leadership to our society and 
to our nation to achieve greater heights. 


In line with today's requirements of fostering and 
nurturing leadership talents in the country, INDIAN 
INSTITUTE OF MANAGEMENT, LUCKNOW 
(IIML) is in the business of producing, grooming and 
nurturing leaders, renaissance architects and change | 
maestros through its basket of world class academic, 
research, training and consulting initiatives. 


An eminent seat of education & a venerable 
organization - together for a great cause 


To recognise and honour individuals who have 
exhibited exceptional leadership, the excellence of 
INDIAN INSTITUTE OF MANAGEMENT, 
LUCKNOW (HML) joins hands with JK 
Organisation, a leading industrial group of the country, 
to institute the “LAKSHMIPAT SINGHANIA-IIML 
NATIONALLEADERSHIP AWARDS", 


In association with: 
LAKSHMIPAT SINGHANIA 


J.K. Industries Ltd. | EDUCATION FOUNDATION | JK PAPER LTD. 


The Awards 

The Awards titled “LAKSHMIPAT SINGHANIA-IIML 
NATIONAL LEADERSHIP AWARDS" shall comprise 
of a Trophy and a Citation, and shall be given to 3 most 
outstanding individuals in the following categories every 
year: 

a) Business 

b) Science & Technology 


c) Community Service and Social Upliftment 


Criteria for selection 

Nominee should: Be a resident of India (NRI/Foreigners 
excluded) * Have shown exemplary performance, despite 
challenges, and contributed towards development in his/her 
field for the larger goal of Society and Nation building * Have 
high personal values and ethics * Not be active in politics, 
films and sports (which already have multiple recognitions). 


Indian Institute of Management, Lucknow (IIML) is one 
of the premier business schools in India. Conceived 19 years 
ago with a mandate to help improve the management of 
corporate and non-corporate sectors and public systems, 
IIML has been rated as one of the top 3 management 
institutions in the country. 


J.K. Organisation, founded over 100 years ago, is one of the 
most eminent industrial groups in India. It is proud to be 
associated with Awards of this calibre. 


How to Nominate 


As a citizen of our country you are urged to nominate persons 
you deem fit to be the recipients of these prestigious awards. 


Please send your nominations by 31* January, 2004 to the 
following address giving a) Name and address of the 
nominee b) Category for which nominated c) Reasons for 
nomination d) Your name, address, phone, fax & email. 


The Director, Indian Institute of Management, 
Sitapur Road, Lucknow -226013 
0522-2734005 


Prabandh Nagar, Off 
Tel: 0522-2734101-20, Fax: 
Email: dsingh@iiml.ac.in 
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The government’s new mining policy and 


improved gold extraction processes could set off a 
mini-Klondike in interior Karnataka. BY VENKATESHA BABU 


one seems to have informed Hutti 
that there is a telecom revolution on 
in the rest of the country and the 
phone at the one phone booth we 
come across isn’t working; the town 
doesn’t have a hotel; and the near- 
est link to civilisation is a rail- 
way station 90 kilometres away 

in Raichur, a couple of hours 
away on unpaved roads with 

craters that could give any 


OWHERE IS GOOD- 
enough description 
of this place. Its co- 
ordinates are 16°12’ 
N, 76?43' E; it lies 
484 kilometres North of Bangalore 
and some 300 
km South-west 





Dec, 1993 
4,637 












of Hyderabad; 
and Hutti is its name, but 
nowhere will do just as well. 
The land is dry, almost denu- 
ded, rainfall, scarce, and day- 
time temperatures can go up to 46 
degrees centigrade in the shade. No 





Feb, 2000 
4,610 





decent-sized 
landfill a complex. 
Hutti, though, isn’t a town that 
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Dec. 9, 2003 
6,085 


Jan. 10, 2004 
6,270 


time and 
the rest of India has 

forgotten. There’s a buzz, 
a sense of expectancy in 
the air, and spring to the step of 
most people we meet. The inc- 
reasing number of foreigners who 
have been seen wandering around 
town—no, they are not hippies on 
the famous Hampi trail; the ruins 
are a good 200 km away; these are 
the quiet, clean, kind who come 
with interpreters and question resi- 
dents about local geography—has 
something, everything to do with 


the buzz. At the heart of it all is 
the typical Indian’s love affair with 
a shiny yellow metal. Gold! Hutti, 
after all, could be the setting for 
India’s very own Gold Rush. 


ining runs through the 

blood vessels of 67-year 

old D.V. Pichamuthu’s 
still-sprightly frame. His father, 
Professor C.S. Pichamuthu was the 
Director of Karnataka’s Department 
of Mines and Geology, and a recog- 
nised mining expert in his time. 
D.V. is past president of the 
Federation of Indian Mineral 
Industries, and a mining consult- 
ant of repute. “The noble metal is 
immutable by a single acid,” he 
says, explaining mankind's fascina- 
tion with gold, “but it is extremely 


malleable and ductile.” “That and its 
lustrous surface explain why it has 
captured man’s imagination trom 
time immemorial.” 

India is the world’s largest mar- 
ket for gold: it accounts for 800 
tonnes of the annual global de 
mand of 2,800 tonnes (the supply is 
around 2,500 tonnes). The de 
mand-supply skew is one reason 
for the spiraling price of gold as 
shown by the worm on this page 
(for 10 grams), the other being the 
fact that the metal is seen as a safe 
investment in turbulent times. 
Indians buy 800 tonnes of gold 
every year, the bulk of this im- 
ported (see India’s Gold Consump 
tion). Domestic production 15 a 
meagre 3 tonnes and the sole pro 


ducer is Hutti Gold Mines 


L.V. Nagarajan, Managing Director, 
Hutti Gold Mines Company 


Company Limited. It seen 





irony of sorts that India, one : 


the most insignificant producet 


gold in the world. has thi 


appetite for it. Pichamuthu doe 


attribute this tO Irony Ol 
of nature: believes 
lies squarely with the governi 

Until recently, the Indian 
ernment barred private sector 
nanies from mining: all such 


itv was the monopoly of the 


[he Mining and Minerals Dev 


ment and Regulation Act 
amended in 1993 to 
vate sector participation in n 
but since the jurisdiction of 
ing permits lay with thi 
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mass in the world,” says 
Pichamuthu. “The government 
wouldn’t explore, nor would it al- 
low private sector companies to 
do so.” And India’s mineral wealth 
lay untapped. 


ineral wealth? Just why 

are people so convinced 

that India has enough of 
this, gold included? One reason could 
lie in the origin of continents. 
Seshapanpu Jakki, a geologist at the 
National Institute of Rock Mechanics 
in Kolar, Karnataka believes there 
is reason to believe that peninsular 
India and Western Australia 





(Australia produces 280 tonnes of 
gold a year) share a close geological 
relationship. The two land masses 
were adjacent to each other more 
than 200 million years ago, when 
both were part of super-continent 
Gondwanaland. “This common ori- 
gin is evident in the closely compa- 
rable and richly mineralised ancient 
rock formations of the Western 
Australian Goldfields, parts of South 
Africa, and India’s premier gold pro- 
ducing state Karnataka.” 

Once the government opened 
up the mining sector to private play- 
ers, several companies evinced int- 
erest in the business. One, Australia 


IS NOT LOOKED UPON TOO KINDLY BY THE MINE WORKERS 
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India’s Gold Consumption 


J0 tonnes Hutti Gold 
"WS 0.37% 
(3 tonnes) 





India Resources Pty Ltd, an Australian 
company entered India through 
Deccan Gold Mines Ltd and even 
raised money through an IPO. “India 
is a sleeping giant,” says Charles E. 
Devenish, Chairman, Deccan Gold 
Mines, with a characteristic 
Australian twang. “It can become a 
mineral superpower if it exploits 
its natural wealth." Devenish bull- 
ishly points to The World Gold 
Council's estimate that India has 
more than 20 million tonnes of 
proven, probable, and possible gold 
ore reserves. 

Is Hutti a Klondike in the mak- 
ing? Not quite, laughs Pichamuthu. 
Individual prospectors won't exactly 
be rushing to the place with shovels 
and buckets. *That was a different 
era," he says. “That kind of wild- 
catting isn't possible today; besides 
it takes an investment of between 
Rs 10 crore and Rs 15 crore to sur- 
vey a 100 square km block." Picha- 
muthu warns that it is possible to 
burn Rs 15 crore without finding a 
trace of gold, but admits that most 
global majors such as Rio Tinto, 
BHP Bilton and De Beers are watch- 
ing mining activity in India closely. 


t was the Nizam of Hyderabad, 
under whose suzerainty Hutti fell, 
who started modern mining there 


WHILE THERE IS ENOUGH GOLD FOR EVERYONE IN HUTTI, THE ENTRY OF PRIVATE PLAYERS 





Marketing that Works !! 
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From Business Strategy Development to High End Market Data Analytics 
From Market Research to Power Brand Consulting 
From Corporate Identity Consulting to Winning Public Relations 
From Social Sector Consulting to Effective Corporate Films & Communication 
From Event Management to Stupendous Direct Selling 


we do it all because we realise that 


Business is Marketing 


am 


Our no nonsense consulting solutions have been adopted by world class organisations like 
t 
AMERICAN EXPRESS, GE, McKINSEY & Co., PWC, UNITED NATIONS, NESTLE, SONY, SAMSUNG, COKE, 
AMWAY, PEPSI, ELECTROLUX, CITIBANK, STANDARD CHARTERED, ABN AMRO, GUCCI, MONT BLANC, NIKE, ABB, ICICI, 
HUTCH, INFOSYS, WIPRO, IOC, BEL, GAIL, RELIANCE, HINDUSTAN LEVERS, COLGATE PALMOLIVE, ASIAN PAINTS 
and many many many many more... 


Planman Consulting 


NEW DELHI * MUMBAI * BANGALORE » KOLKATA * CHENNAI * PUNE * HYDERABAD « AHMEDABAD + LONDON + TORONTO + BRUSSELS 


IIPM Tower, B-27, Qutab Institutional Area, New Delhi - 110 016: IIPM Tower, Junction of 32nd Road and S.V.Road. Bandra (W). Mumbai 
www.planmanconsulting.com; www.arindamchaudhuri.com; www.groovyjobs.com 





In strategic alliance with 


THE INDIAN INSTITUTE OF PLANNING & MANAGEMENT 
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THANK YOU 
INVESTORS 


We thank you for investing your confidence and trust in us. 
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WITH PRODUCTION SLATED TO TOUCH 3,000 KILOGRAMS THIS YEAR. HGML EXPECTS 
TO EARN REVENUES OF RS 175 CRORE 


with the establishment of a 
company, Hutti Gold Mines Ltd. 
Post independence, Hutti went to 
Karnataka ; today, the state gov- 
ernment holds a 98 per cent stake in 
HGML; and over the past 50 years, 
the mines have yielded around 55 
tonnes of gold, Rs 33,000 crore at 
today’s prices. 

The Hutti-Maski pre-Cambrian 
greenstone belt is rich in gold depo- 
sits. However, despite a rich ore 
supply and a monopoly on explo- 
ration and mining, HGML was a loss- 
making organisation unit recently. 
For instance, in 2001-02, it pro- 
duced 2,416 kilograms of gold, reg- 
istered a turnover of Rs 115.82 
crore and returned losses of Rs 6.05 
crore. It does take some effort to 
rack up losses in a market where 
demand is huge, supply, limited and 
you are the sole producer. If HGML 
achieved this distinction, attribute 
it to its high cost of production. In 
2001-02, when a gram of gold was 
selling at Rs 430 in the domestic 
market, it cost HGML Rs 459 to pro- 
duce it. This wasn’t about the qual- 
ity of the ore—HGMU's average yield 
is five-to-six grams per tonne of ore; 
in some shafts the figure touches 
17 gramnmes—but plain old-fash- 
ioned inefficiency. “If modern tech- 
nology is used, even mining two 
grams of gold per tonne of ore is vi- 
able,” claims Devenish. 








Over the past couple of years, 
however, HGML seems to have 
learned its lessons. Its current 
Managing Director, L.V. Nagarajan, 
a 48-year old graduate of Indian 
Institute of Technology, Madras 
(he’s also a bureaucrat), rattles off a 
clutch of improvements: “In three 
years, production has doubled from 
1,581 kilograms to 3,000 kilo- 
grams”; “Manpower costs have 
come down by 5 per cent”; “Emp- 
loyee expenses to produce a gram of 
gold have reduced from Rs 242 in 
2000 to Rs 186 in 2003”: “The 
overall cost of production per gram 
Is estimated at Rs 379 this year". A 
simple exercise in math will show 
that HGML is on to a good thing. 
The current price of gold is around 
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Rs 640 a gram. With production 
slated to touch 3,000 kilograms this 
year, HGML will earn revenues of 
Rs 175 crore. Even more heartening 
is the company's estimates of re- 
serves: a proven quantity of 120 
tonnes and an additional 350 tonnes 
that needs to be mapped. 

Deccan's Devenish is convinced 
that Hutti has gold enough. The 
company has spent Rs 12 crore 
exploring blocks in North Hutti 
(HGML's operations are in South) 
and surrounding areas. The entry 
of the private sector isn't looked 
on too kindly by the employees 
of HGML. “The government is bar- 
tering away India's mineral 
wealth," says Mohammed Ameer 
Ali, General Secretary, HGML Staff 
and Employee Union. *There is 
no need for any private partici- 
pation here; HGML itself is com- 
petent to scout for further de- 
posits." Ali conveniently ignores 
the fact that competition has 
spurred this competence. Still, if 
The World Gold Council's esti- 
mates are to be believed there's 
enough of the yellow metal for 
everyone. [n a place called 
nowhere. & 
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INTERVIEW WITH HENNER KLEIN 


F THE TYPICAL CONSULTING FIRM 
is a democracy, then A.T. 
Kearney, a subsidiary of EDS, is 
a protectorate of sorts. Henner 
Klein is the first among equals 
at the traditional pure consulting 
firm. Klein was in India in late 
November, a few days before he 
was scheduled to take over as 


Managing Officer (read: CEO) of 


the firm. He spoke with BT's 
R. Sukumar on Kearney, the chal- 
lenges facing consulting, and cor- 
porate agendas. Excerpts: 


Consulting firms are pretty much 


democracies, aren't they? You don't 
normally have CEOs being elected. 

As you know, most of the classical 
management consulting companies 
are partnerships with one excep- 
tion, A. T. Kearney, since 1995 
when we sold the business to EDs. 
But we've maintained the spirit of 
the partnership. And we've main- 
tained the governing model of part- 
nership. There are certainly a couple 
of decisions where in the end you 
have to respect that you have a 100 
per cent owner and shareholder. 


Aren't you the first Kearney chief 


MANAGING OFFICER, 
A.T. KEARNEY 















PHOTOGRAPHS BY SHOME BASI 


executive from Europe? 
That would be the second because 
my predecessor was a German too, 
but he studied in the States, he also 
lived in the States, and has an 
American wife. Actually, both my 
predecessors had German roots. 

| know certain people try to in- 
terpret this as a shift in culture in 
global economy: BCG elected a 
German, A.T. Kearney elected a 
German, McKinsey elected a UK 
person, so the top three manage- 
ment consulting firms are (headed 
by) non-US born executives. I would 
not interpret this as any kind of 











political sign. I think, from time to 
time, leadership changes as compa- 
nies become global. It’s more natu- 
ral that people have grown up out- 
side the US with broad experience. 
In the end, it’s more natural that 
you are competing across a broad 
variety of candidates and not just the 
ones that come out of the US. 


| was leading up the same thing, not 
so much of a political sign, but it 
does seem to be more of a cultural 
sign because you look at the tradi- 
tional American CEO leadership model, 
it is one of authority, you associate a 


Consultin 
Is About 
Thought 


Leadership” 


little bit of arrogance with it. If you 
look at the European model, it's much 
more nurturing, it's much more one 
of consensus... 

That's true. You could also argue 
that Europeans who serve long 
enough in international firms, and 
this is true in my case, have experi- 
ence working in other countries. ] 
think this type of experience was 
certainly a strong argument behind 
my candidacy and my election. 


What's your mandate at A.T. Kearney? 
Whenever a new person takes charge, 
he comes with his own ideas, how 








g 


things should be, and what the focus 
needs to be? What are your themes 
for the organisation? 
| guess my colleagues expect that | 
focus primarily on three issues. 
Number one is and I’m sure you 
observe a bit of the consulting in- 
dustry, this industry has seen some 
tough times, actually, the first tough 
time it has seen in its history. For 
the first time in its history the in- 
dustry got a hit. I used to tell my 
younger colleagues that the ind- 
ustry would return to normal before 
| went into retirement. 

The big (consulting) boom of 
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he 1990s was fuelled by IT-sup- 
© ported big process redesign, ERP 
. implementation, e-commerce and 
— "the internet. Everybody knows that 
«the bubble unfortunately burst quic- 
ker, We have all suffered. So one 
thing (on my agenda) is to inspire 
the organisation to make sure to 
focus on the right market segments. 


mm me) would be to reinforce the 
| partnership culture that has suf- 
fered a little bit over time. The last 
leadership and particularly the pre- 


< work in a much more integrated 
` fashion with EDs; this has proven to 
_ be a not-so-successful strategy. And 
oo we need to correct certain admin- 
"istration. and governance-related iss- 
< ues. So, I would say that my col- 
leagues expect me to really enhance 
our partnership spirit and the way a 
management consultancy is typi- 
cally run, relative to how you run an 
outsourcing business. 
I think there's a third element. 
We must make sure that we keep 
our place as a global firm. This is 
organised along three dimensions: 
geographical footprint and under- 
standing of the way people do busi- 
ness in different parts of the world; 
establishing industry leaderships 
and thought leaderships across ind- 
ustries; and functional leadership— 
we are known to have more opera- 
tional focus than the pure strategy 
| fociis that a BCG or McKinsey have. 


re i : You were EM about how this inte- 
T 58 ห strategy didn't work. For some- 


i dme in the 1990s every consulting. 


* | x firm: and technology firm wanted a 
k : | S ial partnership. IBM, for instance, 
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à guess, a - thing (expected. 


^... vious leadership in EDs wanted us to 


acquired Pricewaterhouse Cooper's 
consulting arm. Do you think the integra- 
tion not working had to do with specific 
problems in the partnership between 
EDS and A.T. Kearney or do you think 
this is an industry-wide problem and 
that such a partnership can never work? 
It was probably a mix of both but I 
would also say that it was a func- 


tion of existing market conditions. 


When we joined forces with EDs 
in '95, we knew it would be a dif- 
ficult route. We knew it would be 
difficult to bridge parts of the high 
value-added high-impact consult- 
ing work with outsourcing work. 
(But in 1995) the market was ex- 
panding and traditional consulting 
firms, The Big Five, with expertise 


gained from IT assignments were 
entering our territory upstream. 
What we found out—the difficulty 


is in the detail—that it probably 
takes longer to effectively merge 


things together. In retrospect, if 


you look at it, there were certain ar- 
eas where EDS and Kearney worked 
very well together. Our UK busi- 
ness, the largest pure consulting 
firm in that country, has done very 


. well because of the collaboration. 


As the market contracted, it bec- 
ame hard to find a client not only 


willing to put big money on the 


table for an IT implementation proj- 
ect but to buy bundled (manage- 
ment consulting) services from you. 

I feel this collaboration will work 


in the area of Business Process Out- 
sourcing. Our role is to advise clients 


how to outsource, when to outsou- 


' rce, how to structure an outsourcing, 


and if it makes sense to do so with 


with our parent company EDS, we 


will; if not, we will recommend to 


the client that it does with some- 
body else. 

If the market, especially the IT 
market, hadn't collapsed the way it 
did, I would have seen more hope 
for this bundling. The philosophy is: 
you can only try the collaboration in 


, selective ways, and you cannot make 


it a large, across the board integrated 


business. The businesses (of man- ง 


agement consulting. and ir imple- 
mentation) are very different. 


Since the latter half of the 1990s, 1996 
onwards, has management consulting 
become more hands-on, more opera- 
tional? In the early 1990s there were a 
lot of management buzzwords that 
emerged; the number seeme to have ta- 
pered off towards the end of the decade. 

I have titled my position paper to 
my colleagues Leading Us Back Of 
The Future. 1 wouldn't say that in | 


the late 1990s consultancy became - . 
very practical. What happened to us | 


in the late 1990s was, we didn't 
solve too many problems for clients | 
that the management of these com- 
panies considered conceptual. We 
started implementing things rather 
than answering a client's question at 
an intellectual level and then fol- 
lowing up with the implementa- 
tion. I think consultants were used 
too much in some areas because it 
was popular, it was easy, and seris 
had the money. : 
Kearney has always been a: very ` 
practical, hands-on consulting com- 
pany. I think we are the only con- 
sulting company, among the clas- 
sical ones, to have the ability to 
speak both top floor and shop 
floor. Clearly, our number one 
competitor has a big gap to close, 





2 years ago we invented personal computing. 
low, n we are reinventing it. 










The new IBM PC. The biggest leap in business IBM recommends Microsoft" Windows" XP Professional for Business. 
roductivity since the original IBM PC. 
p si ee. rig C IBM ThínkCentre desktops IBM ThinkPad notebooks 
Presenting the new IBM PC with ThinkVantage technologies Technological breakthroughs M Series: Maximum stability and performance R Series: Best bien 1 0i I ห ไล บั and 
that save valuable time and money for you and contribute to your company's growth with enhanced security essential features 
ES j ( Price: From Rs. 56,490/- * Price: From Rs. 54,990/-* 
Every IBM PC comes packed with innovative features, yours at no extra cost’. Like A Series: Leading-edge technology at T fant: Porec! balance of pariormaine: 
Rapid Restore PC" which restores lost files in minutes at the touch of a button in the alfordable prices and portability 
event of a system crash. Access IBM helps you solve common compuler problems Price: From Rs. 33,990/- * Price: From Rs. 1,59,900/- * 
on your own $ Series: Space-saving design with high X Series: Extra-light, extra-small 
performance ultra-portable notebooks 
Embedded Security Subsystem' encrypts data at the hardware level as well and Price: From Rs. 54,490/- * Price: From As. 1,45,000/- * 
fensures that your data can be accessed only by you and viewers authorised by you. 
Migration Assistant" enables quick and hassle-free migration of settings, IBM ThinkCentre A30 Choose IBM todas 


ications and data onto your new PC from your old one. IBM PCs are backed by Inte" Pentium" 4 Processor 2.66 GHz To buy direct from IBM. locate a 














year global warranty’ and IBM's award-winning 24x7 service and support** Microsoft? Windows" XP Professional Preload reseller or for more information 
All IBM PCs also come pre-installed with Microsoft® Windows" XP Professional 128MB DDR, 40GB HDD, 7200 RPM > www.ibm.com/shoj/in 
to offer you powerful functions in enterprise network deployment and management, 48X CD-ROM — — eae Sa 
secure Internet access and mobile computing. Resulting in more stability, more security, — "e" 10/100 Ethernet Chennai - 24988508 
higher performance and greater ease of use Mia QC Ce CRONIES Kolkata - 22822126 
| | | InteP &456V Chipset Mumbai - 26593577 
So, do spend a few minutes choosing the IBM PC best suited for your needs. Three-year limited warranty New Delhi - 23702022 
It will probably be the longest time a PC will ever demand of you. Price: Rs. 44,490/- * IBM Smart Centre - 1600 446666 
(For service and support) 
Weekdays 9am to 6pm 
Special Festival Offer on ThinkCentre desktop, : 
if you buy before January 31, 2004 x น 
e FREE Upgrade to Optical Wheel Mouse ร —— 
i ๑ FREE Epson Stylus Printer on select models = == == 
- 9 e FREE DB2 Universal Database Version 81 — —-À 9 ห ล ะ ป 
pentium 4 (Personal Eval Edition) with all Linux models 
EM เร à registered trademark of Intemational Business Machines Corp in the US and/or other countries. Other company product or service names thay be trademarks oc service marks of (heir eespecteve owners. Intel, iet rese. the intei Inside loge and แล ร ane fraóemark ก ฎ เ แห พ 
แร อ แ ก น ๒ of Intel Corporation o its subsidanes in the United States and other countnes. Microso!t and Windows are registered trademarks of Microsolt Corporation. Certain Microsoft softwere product! chil with thes computer may usi technological measures for copy protection. IN 


SUCH EVENT. YOU WILL NOT BE ABLE TO USE THE PRODUCT IF YOU DO NOT FULLY COMPLY WITH THE PRODUCT ACTIVATION PROCEDURES. Product activation procedures and Microsolfs privacy policy will be detailed dunng the initia! launch of the product, or opon cartan raimstallalions 
lot the software product(s) of reconfigurations of the computer, and may be completed by internet or telephone (foll charges may apply). f Only Rapid Restore PC. Access IBM and System Migration Assistant come at no extra cost. Embedded Security Sotesederm comes of am exta com 
*Estimated street price. Sales tax and other levies extra. "Avaiatle on selact models only "Free download. * *Online Web service and support. Offer and prices subject fo change without prior nobce 
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that is to speak shopfloor. A.T. 
Kearney has, in the industry, a 
reputation as consultants who 
achieve results. If we ever 
failed on an assignment—no 
one is perfect—it wasn’t be- 
cause we couldn’t deliver re- 
sults but because we couldn’t 
handle the politics. That’s 
probably why we play more 
in the operations field—which 
is our sweet spot—than on the 
pure strategy side. Also, we 
do more strategy than the mar- 
ket believes and McKinsey 
does more operations than the 
market believes. 

There was this popular 
book about the consulting in- 
dustry, Dangerous Company. | 
think Kearney was the only 
consulting company that was- 
n't written about negatively. 


In this regard, I believe consult- 
ants need to be self-critical. If we 
cannot do that, how can we do 
better for our clients. 

Consulting is still ล young pro- 
fession and there are still markets 
where consulting has growth pot- 
ential. The world has also become 
more complex. So, companies will 
need advice that can open their 
eyes. | see more companies today 
who are interested in learning from 
companies in other industries that 
we have have worked with, than 
their competitors. The automotive 
companies say let us understand how 
consumer product companies do 
branding while the consumer prod- 
ucts companies turn to automotive 
companies to understand supply 
chain management. 

I| think what consulting firms 
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need to do is to regain a reputation 
for thought leadership. I think con- 
sulting is about thought leadership. 


So, in effect, consultants need to know 
what's coming before others do? 

Yes, consultants need to know what's 
coming, they need to be a step ahead 
of their clients, but need also to 
have enough managerial insight and 
practical understanding that what- 
ever they suggest is, in the end, im- 
plementable. So it doesn't stay aca- 
demic advice but is something a 
company can truly bring forward. I 
would assume all consultancy has 
one challenge, which is to advice less 
on cost and more on revenue. 


What are the big challenges facing 
your clients today? 
The big challenge in the so-called 


- E US. - «4% 


developed world, is certainly how 
to grow again. What are the 
comparative success factors in or- 
der to regain growth. The devel- 
oped world has to understand 
how they compensate for the 
labour cost difference—it is clear 
they will lose too many jobs to 
the emerging world, if they don’t 
have a lot more to offer than just 
say the same at higher cost. 


You have been working with a lot of 
European companies. What is the 
perception of Europe about India? 

You actually don’t hear about 
India very often. China was al- 
ways a big threat—the yellow fear 
in the 1960s. China has always en- 
joyed more mindspace than India. 
There’s a perception that India 
is complicated, that it is poor. 
Very few people in Europe recog- 


nise the high-class education system 
you have in India. India is seen as a 
country where the social system 
and the cultural system are very 
difficult to understand. 

| believe the history of Taiwan as 
an early capitalist country was the 
best marketing vehicle for China. 
In this regard, Taiwan, being part 
of the eastern wave in consumer 
products and consumer electron- 
ics—the consumer electronics in- 
dustry is de facto gone in Europe— 
has helped China. People speak of 
Japan, Korea and China in the 
same breath and they do not dif- 
ferentiate between the mainland 
and Taiwan. India, for them is a 
different world. China has a com- 
munist regime that is clear. Simple 
and clear. India is not simple and 
clear to understand. Œ 


Great Moments at Work. 
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the new Microsoft Office System. Microsoft More than what it used to be, Microsoft Office is now an 
ys Office System integrated system of programs, servers, services and solution. 


Now users can do more for themselves so you can 


focus on the important things. That's because with diss a — pies 

_ the Microsoft" Office Project Server and Project ซิ ้ ข จ ฬ จ้ ค << จ ๐ 6 
Professional 2003, users have visibility into all of their ES 0 088 ๓ Prep Solutions 
projects, including integrated costs from business OneNote™ 2003 Word 2003 ค สา เจ็ ว พ ซื เล จ ล ล ล 
systems, risks and project documents-all on their 2 FO 
own. Hallway chitchat will never be the same. For Enabling Technologies 2 

(more information, go to microsoft.com/officelT 2 ห 


© 2003 Microsoft Corporation. All rights reserved. Microsoft, FrontPage, InfoPath, the Office logo, OneNote, Outiook, PowerPoint, SharePoint, Windows, Windows Office - 
Server, Visio and “Your potential, Our passion.” are either registered trademarks or trademarks of Microsoft Corporation in the United States and/or other countries 
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: Twenty organisations that have used - 
a the power of IT and the internet 6 ง จ 
to their benefit, and ours. — 5 
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N THESE ENLIGHTENED TIMES, ALMOST EVERY COMPANY BOASTS WIRED SUPPLY 

chains, online processes, and intelligent networks. The Wired 20 is a sampling 

of such companies and organisations (we have included government 

departments and educational institutions) with one key difference: these are 

entities that have deployed IT to significant material benefit or are doing so 

to innovatively address existing problems. That explains the diversity of the 
listing. There's a film distribution company that hopes to beam the latest blockbusters 
to theatres in remote areas, a government department that may well be the country's 
most successful e-commerce business, and a pharma company that is experimenting 
with a PDA-enabled field force. There are also the usual suspects whose usage of IT 
is more traditional. Still, as the instance of a paint maker whose acquisitions may 
have been partially funded by rr investments shows, ‘traditional’ has some scope. 








1218. 1:13 Digital distributor 


VANDANA KANDPAL 


AN IT COMBAT MOTION PIC PIRACY? MANMOHAN SHETTY, THE 

Chairman and Managing Director of Adlabs Films, thinks so. 
In April, the company promoted a joint venture with Mukta 
Arts, Mukta Adlabs Digital Exhibition. This company hopes to 
connect 400 smaller towns across India through satellite to facilitate 
the digital distribution of Bollywood blockbusters. The idea is to 
release motion pics in small towns on the same day they are 
released in the metros. The adventitious (some would say, main) 
benefit: a reduction in distribution costs by 90 per cent. *We plan 
to introduce satellite uplinking to theatres in remote towns across 
India,” explains Shetty. “We’ll beam them the latest blockbusters.” 
Then, there’s Adlabs’ offline strategy: converting motion pics 
into digital format. The advantage: traditional prints cost around 
Rs 60,000, one reason why most motion pics are released only 
across 300 theatres in large cities; digital ones cost Rs 2,700 
and can be displayed in theatres willing to incur an one-time in- 
frastructure cost of Rs 15 lakh. Today, some 75 theatres across 
small towns in Maharashtra, Gujarat, Chattisgarh, Madhya 
Pradesh, West Bengal, and Uttar Pradesh have signed on for the 
digital experience. May their tribe increase. 





DIPAYAN BAISHYA Adlabs’ Shetty: He has an instant solution to piracy 
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OST PEOPLE ARE AWARE THAT ASIAN PAINTS 
VI O [ s = rO | | | i is one of the 10 largest decorative paints 
companies in the world. As many are sure to 
know that acquisition has formed the basis of 
ILU EJ The united colours the company's global gambit. Here's the nub: 
& of connectivity Ir may have made everything possible. Not 
iiec, convinced? *We needed to unlock capital from 
be: | existing businesses to fund growth,” says Manish 
Choksi, vp (rr & Strategic Planning). “The fo- 
cus was on leveraging technology to increase ef- 
ficiency." Choksi claims that a large part of the 
Rs 366.4-crore operating cash flow Asian Paints 
has generated over the past three years can 
be attributed to its Rs 90-crore investment in IT. 
Today, the Rs 2,042-crore company handles 
1.2 million online invoices and 3,000 GB of data 
every year, boasts over 100 vsATs, and has 
deployed 120 Cisco routers. Its ERP solution 
helps it close monthly accounts in four days flat, 
down from the 20 it used to take earlier. And 
the supply chain management one has enabled 
It to turn over its inventory nine times a year (as 
against four earlier). “We would now like to ex- 
tend our connectivity outside the organisation 
so that all stakeholders can benefit from the ex- 
tended enterprise," says Ashwin Dani, Vice 

Chairman, Asian Paints. Way to go. 
DIPAYAN BAISHYA 
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CY JANUARY 7, 2004, THE LARGEST BACKBONE NETWORK IN AN 
educational institute in India went live. The constituents: 20 km of ca- 
ble, 4,000 access points, a high-redundancy three-tier network architec- 
ture, long-range ethernet, wireless 802.11b access in some areas, bleeding- 
edge network security and advanced routing technologies. No, this isn't at 
any of the IITs, it is at the Birla Institute of Technology & Science. BITS is, 
arguably, one of the five best engineering schools in India, but until a year 
ago it was struggling with outdated Ir infrastructure. Then the institute and 
the Brrs Alumni Association embarked on a project to set up a gigabit net- 
work backbone. “The hallmark of an intelligent society is the ability to org- 
anise something substantial," says Vivek Paul, Vice Chairman, Wipro, and 
an alumnus of BITS who was involved in the project. Size isn't the same as 
quality and Professor L.K. Maheshwari, Director, BITS, Pilani Campus, hopes 
“the network will improve our quality of education”. If the one-year proj- 
j ect spearheaded by Wipro and Cisco with design expertise from alumni and 
- — student interns is any indication, it already has. 
Users@BITS: Reason to smile ALOKESH BHATTACHARYYA 
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ia & SAARC, Cisco: Top dog 


erst Surfer 
EE: em Infrastructure-block maker/user 


[I COMPANIES LOVE TO TALK ABOUT EATING THEIR OWN DOG 
food. The now defunct eCompany magazine once had Ora- 
cle’s Larry Ellison on the cover with the requisite line about dog 
food for an article on how the company saved over $1 billion 
by using its own technology. So, it's no surprise to this writer 
when Shailesh Naik, the Managing Director of Cisco Asia- 
Pacific Internet Business Solutions Group, resorts to the canine 
metaphor to explain his company's use of technology. That's ev- 
ident in Cisco's Delhi HQ, which boasts a 802.11 wi-fi network: 
most employees tote laptops connected to the internal net- 
work. All Cisco-Cisco calls from anywhere to India and vice versa 
is through Cisco iP phones over the company’s network. And the 
laptops of most employees are configured with softphones 
that serve as mirrors of the individual's office extension—the 
company is waiting for India's antiquated regulations con- 
cerning voice calls over the internet to change to start using this. 
Somehow dog food seems an inadequate description; this is the 

equivalent of a seven-course meal for canines. 
KUSHAN MITRA 
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Wired? 
Not Quite 






Wireless hospitality - x 


ROVIDING WIRELESS INTERNET ACCESS 
to guests isn’t all there is to the wired 
status of the Oberoi hotels, although the 
chain was the first in India to do so. 
"Offering high-speed internet access is 
becoming a must for any top drawer ho- 
tel," explains Indrani Ghosh, Vice Presi- 
dent (Information Technology), East 
India Hotels, “and when we decided to 
upgrade our systems a few years ago, 
we saw that wireless was the emerging 
trend and would be the most sensible 
way to go." Most processes at the chain 
that spends between 2 per cent and 3 
per cent of its turnover (Rs 383.3 crore in 
2002-03) on IT are online, its centralised 
reservation system (a first, again, for an 
Indian chain and this was implemented 
way back in 1999) doubles up as a cus- 
tomer relationship management (CRM) 
one, and the individual hotels, inde- 
pendent booking agents, and the chain's 
contact centre all feed into and off the 
reservation system. "This helps us max- 
imise our yields by offering differing 
room rates and schemes much like the 
way airlines do." Indeed, EiH's contact 
centre experience has been successful 
enough for the company 10 partner with 
India's National Association of Software 
and Service Companies and offer its ex- 
pertise in establishing and managing call 
centres to companies wishing to set up 
call centres in India. Bravo! 
KUSHAN MITRA 
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ERNET's Rai 


Connecting Academia 


Educational and Research Network Internet Protocol pioneer 





VIVAN MEHRA 





T ISN'T HISTORY THAT FETCHES ERNET, AN AUTONOMOUS 
| eel that operates under the aegis of the Ministry 
of Information Technology, a place on this list: The 
Wired 20 is immune to the fact that ERNET was the 
country’s first real Internet Service Provider (ISP). Nor 
is it scale, although the entity founded in 1986, to con- 
nect India’s premier educational and research insti- 
tutions has come a long way since: today, it serves close 
to 500 educational institutions and boasts 13 nodes 
across the country, and a dedicated C-band satellite 
centre in Bangalore. What does is its initiative to be- 


versities and colleges in India and in other parts of the 
world to share resources over what will be the mother 
of all networks. And what does is the fact that ERNET 
is building India’s first Internet Protocol Version 6.0 (IP 
v.6) network. “We have to do this because the number 
of iP addresses we can offer through old protocols is 
limited," explains Gulshan Rai, Executive Director, ER- 
NET. “There are thousands of new subscribers (read: stu- 
dents) who join our member institutions every year; we 
have to provide each an e-mail address and a web- 
page." And a window to the world. 


come the ultimate educational aid by convincing uni- KUSHAN MITRA 


Banking On II 
EPIS. Smart user 


.N. RAM, THE 46-YEAR OLD HEAD OF INFORMATION TECHNOLOGY AT HDFC 
Bank, was the company's fourth employee. That stands to reason. 
"Technology will remain an integral part of our business, not just a support 
function," says Aditya Puri, Managing Director, HDFC Bank. Over its life- 
time, the bank has spent Rs 600 crore on rr. The results show: HDFC 
Bank adds 3,000 customers a day and 74 out of every 100 transactions it han- 
dles do not involve a branch. rr? HDFC Bank isn't just about retail. The bank's 
ENet facility allows companies and their suppliers to link their respective 
enterprise resource planning and supply chain management solutions to 
HDFC Bank. As far back as 1997, the bank launched a similar offering for 
stock exchanges and now handles over 65 per cent of daily settlement 
transactions across India's bourses. And it is involved in the Reserve Bank of 
India’s Real Time Gross Settlement process. “IT isn't an option any more,” says 

Ram. “If we don't have IT, we cannot work." Hear, hear! 
DIPAYAN BAISHYA 


HDFC Bank's Ram 
IT is an integral part 
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ICICI Bank's Vohra 
HLL’s Mohan: Wired supply chain wielder ed {7 


* The Ultimate IT Is it 
Supply Conain un cm. m no branches 


HAT ISN'T REALLY TRUE; AT LAST COUNT ICICI BANK 

HINDUST TA A AN L EVER L IMITED. boasted some 450 branches. Still, there’s over- 
Reachus Maximus "7k whelming numerical evidence of the bank's branch-neu- 
tral strategy. Of the 32 products the bank offers to retail 


UMESH GOS! WAMI 


T SEEMS ONLY APT THAT THE COMPANY WITH THE customers, 28 can be availed online; over § million of 
widest distribution reach in India, HLL—it services, ICICI Bank’s 6 million retail banking customers have 
directly and indirectly, some 4 million outlets— registered for internet banking; 50 per cent of all retail 
have the smartest supply chain. RSNet (Redistribution banking transactions are conducted over ATMs; and there 
Stockists Net), is one part of it. This connects 3,500 are 150,000 registered users for the bank’s SMS service. 
S 1 stockists in 1,200 towns who account for 80 per cent There’s more: in partnership with Reliance Infocomm, 
f of the company’s sales. The benefit: HLL can take or- the bank has launched mobile banking services on a java- 
ders on a continuous replenishment system. The enabled phone. “We don't have an tr budget as such,” says 
other part is Suppliers Net, which links the company Pravir Vohra, Head (Retail Technology Group), ICICI 
to all major suppliers, again facilitating smart ordering Bank. “It is embedded in the business plan of each busi- 
on a continuous replenishment system. *These have ness." The Gods, it is evident, are smiling on ICICI Bank: 
given us a capability to respond to customer needs given that customers can book pooja offerings for the 
through daily replenishment (that's the buzzword presiding deities at Tirupati, Sidhi Vinayak, Vaishnodevi, 

here) ," says K.G. Mohan, General Manager (IT), HLL. and countless other shrines, that isn't surprising. 
DIPAYAN BAISHYA PRIYA SRINIVASAN 


E-piz 


INDIAN RAIL LAER Wired Wired!! Wired!!! 


SHOME BASU 





NDIA'S MOST SUCCESSFUL E-COMMERCE BUSINESS DOESN'T MAKE TOO MUCH 

noise about the fact. In its first year of operation, ending August 2003, 

it registered revenues of around Rs 53 crore. The site, www.irctc.co.in, is 

run by the Indian Railways Catering and Tourism Corporation (IRCTC), and 

allows visitors to book railway tickets online. The world's largest employer, 

| Indian Railways—it employs close to 15 lakh people—is also the second 
\ - A largest spender on rr among government departments (the Department of 
Telecommunications is #1). A senior Rail Ministry officer boasts that Indian 
Railways and its subsidiaries are equipped with the latest hardware and 
software. And many of its processes, like the recently launched Freight 
Operations Information System, are online. Attribute that to the Centre 

for Railway Information Systems (CRIS), a nodal organisation that handles 

all of the Railways’ infotech needs. And no, an IPO isn't in the offing. Indian Railways: Steel, copper 

KUSHAN MITRA and fibre come together 
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Infosys’ Gopalkrishnan: The ancillary benefits of being wired 
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| The 7 per cent solution k 


T SHOULDN'T SURPRISE ANYONE THAT INFOSYS 
Technologies spends between 6 per cent and 8 per 
cent (the average, 7 per cent, explains the sub-head) of 
its annual turnover on wiring up its innards. After all, 
there's nothing out of place about a company in the busi- 
ness to spend Rs 225 crore on IT (there it is, that dog 
food thing again). *As purveyors of technology, it is im- 
perative that we provide the latest for our employ- 
ees," says Kris Gopalkrishnan, Deputy Managing Dir- 
ector, Infosys. “Our employees work at the cutting 
edge of technology and have to be abreast of what is 
happening globally.” Truth be told, the bulk of Infosys’ 
IT spend goes into hardware to meet its growing num- 
ber of employees (20,000-odd at last count). And it 
spends a mere 0.5 per cent of turnover on information 
systems (IS); the comparative figure is 2 per cent for its 
global peers. Gopalkrishnan attributes this to the cost- 
efficiency of the Indian programmer. “Internationally if 
a PC costs , say, $1,000 (Rs 46,000), the background soft- 
ware support costs almost as much; in India software 
support infrastructure comes at a fraction of the cost.” 
Today, close to 90 per cent of Infosys’ process—from 
leave applications to training to purchase requisitions— 
are online. “Being wired is a key competitive edge,” ex- 
plains Gopalkrishnan. Nothing, it is evident, works as 

well as saying, we've been there, done that. 
VENKATESHA BABU 
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1G ELECTRONICS INDI 
LG ELECTRONICS INDIA 


IT for cost-control 


r- INFOTECH BACKBONE IS PROBABLY 
:omparable to that of other consumer dura- 
bles companies of similar size and vintage. What 
differentiates the company, arguably, is the em- 
phasis on cost. LG has 40 branches, as many 
stocking points, and around 60 remote area 
offices (RAOs) across the country. These are con- 
nected through a point-to-point Virtual Private 
Network (VPN), with a VSAT back-up. VPN isn't 
exactly cheap, so the company will soon shift to 
a national long-distance link with a VPN back-up 
for all nodes except the RAOs. "All contact points 
except the RAOs will get much higher band- 
width and a speed that is 20-30 per cent higher 
than that offered by the VPN for much lower 
cost,” says Arindam Bose, Head (rn, LG. Earlier, 
to reduce internal communication costs across 
the offices, LG had moved to an instant mes- 
senger that rode on its internal network. Every 
bit counts. 

ANANYA ROY 
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A MUL dealership: Wired to the plant 


* Wired auto 


IT-in-manufacturing 
benchmark 


FR 


A sali IN THE DEPTHS OF MARUTT'S SPRAWLING 
plant in Gurgaon (no Korean cars allowed, please), 
sits a nondescript two-storey building. Inside the 
building is a huge server farm. This network (Maruti’s 
‘extranet’) connects each and every one of Maruti's 
450 unique dealers, a network of over 300 suppliers, 
Maruti HQ in central Delhi, Suzuki HQ in 
Hamamatsu, Japan, and, international dealers in 
Europe and West Asia. Current wisdom has it that 
real-time information holds the key to manufacturing 
efficiency. Maruti's experience is testimony to that. In 
the past few months, the company has increased 
production from 1,500 to 2,000 cars every day 
with the gains coming from manufacturing effi- 
ciencies that in turn, arise from instantaneous flow of 
information from suppliers to company to dealers and 
vice versa. That's something 

KUSHAN MITRA 


CER The modern stock exchange 
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i dn NATIONAL STOCK EXCHANGE IS TODAY THE THIRD LARGEST STOCK 
exchange in the world (in terms of volumes traded) after NYSE and NAS- 
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Piramal's Chawla: Maintaining a record of firsts 


E WERE THE FIRST IN THE BUSINESS TO DEPLOY AN 
M enterprise resource planning solution, the first to 
build a business intelligence warehouse, and the first to 
adopt online distribution planning." That's Harish 
Chawla, the Head of rr at Nicholas Piramal, proudly 
reeling off his company's achievements. Well, the rea- 
son the company makes this list is another first: 
Nicholas Piramal may well be the first Indian pharma 
company to adopt field-force automation. No, this is- 
n't about an army of Aibos selling the company's prod- 
ucts to doctors, it is about a pilot project that involves 
internet-enabled-PDA-toting medical reps. As you read 
this, some 100 of the company's reps are out there, tot 
ing PDAs through which they can access information on 
sales, account receivables, and inventory positions. 
The benefit: it reduces cycle times that can go as high 
as 15 days to next to nothing. Next step: PDAs for all 
2,000 employees. Wired? You bet. 
PRIYA SRINIVASAN 


SANJIT SEN 


DAQ. The exchange handles just under 2 million trades a day. The secret 
of this success? Technology. NsE was the first exchange in India to offer 
comprehensive online trading solutions to members. First it empanelled a 
| clutch of rr vendors to offer connectivity solutions to members and their 
X main clients. Then, when demand zoomed, it set up an rr arm of its 
own, NSE.IT. Apart from looking after the technology requirements of the 
exchange, this arm offers services to other exchanges, mutual funds, 
banks, and just about anyone else. The exchange itself spends around 
Rs 50 crore on IT every year. It’s return on investment. “How do you cal- 


culate Rol for something that grows the business itself?" asks Satish 
Naralkar, the Head of Nse.rr. Touche! 





NSE.IT's Naralkar: A veritable 


PRIYA SRINIVASAN money multiplier 
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RELIANCE INDUSTRIE + esktop displays 
THER LARGE COMPANIES OF ITS ILK, RELIANCE INDUSTRIES 
| des technology to reach out to its 30,000 employees and its 
suppliers and vendors, accelerate speed of decision making, 
and improve process efficiencies (including an initiative to use GPS- 
enabled trucks to find out just where shipments of supplies 
and products are at any point in time). What's impressive, how- 
ever, is the sheer scale of it all and the novelty of having a feature- 
laden desktop. The scale, first: some 600 terabytes (the equiva- 
lent of the storage capacity of 9 million CDs) of information re- 
sides on the Reliance network, spread across almost 25,000 
desktops, 2,000 routers connected to datacentres in Mumbai and 
Bangalore through dedicated 2.5 GBPs lines that can be scaled up 
to 10 GBPs. From his desktop, an employee can host audio- 
and video-conference calls, access the company's knowledge 
management portal (called Gyan Mandir, or temple of knowledge 
in Hindi), and benefit from a multi-cast facility that allows the 
company broadcast training sessions and messages from the 
chairman and senior execs direct to desktop. That's nifty. 
DIPAYAN BAISHYA 
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SHOPPERS’ STOP k 
Wired retail 
Rec IS A COMPLICATED BUSINESS,” 

starts Shoppers’ Stop Customer 
Care Associate and Managing Director 
& 6 ๒ ๐ B.S. Nagesh. “You deal with 
one customer out of one square foot, 
sell one stock keeping unit, and create 
one moment of misery, delight, or 
magic." The man isn't done yet. "It 
is important for retail companies to 
be fully supported by technology be- 
cause you create millions of such mo- 
ments of misery, delight, or magic." 
Well, Shoppers' Stop, one of India's 
few profitable retail establishments 
(2002-03 profits: Rs 14 lakh), has done 
just that. Over the past five years, it 
has invested Rs 22 crore in technol- 
ogy and this year it will burn Rs 6 
crore (and Rs 5 crore every year from 
next), not chump change for a Rs 300 
crore retailer. The company uses IT for 
just about anything: merchandise man- 
agement, sales analysis and warehouse 
replenishment. The piece de resistance: 
a BconnectB suite from Siemens that 
connects 110 vendors (supplying 80 
per cent of the company's merchandise) 
and allows them to add, remove, or 
shift their products across the chain's 
13 stores in nine cities. Complex, 
maybe; efficient, definitely. 

DIPAYAN BAISHYA 
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SSKI's Shah: IT helped him go retail 


+ Dotcom Survivor B 
ESSA The connected brokerage | | น ต์ "B 


IRCA 1997, MUMBAI'S S.S. KANTILAL ISHWARLAL 
Securities was just another traditional brokerage FOTOS 
that saw the internet as a way to reach out to retail cus- 





tomers (at that time, a mere 10 per cent of its business 
came from retail investors). “We saw the retail investor 
as the future in a country with a 27 per cent savings 
rate," says Tarun Shah, CEO. So, the company in- 
vested some Rs 20 crore in wiring itself up, a little more 
on maintenance, and launched a retail brand Share- 
khan. Alas, the dotcom bubble burst and sski found it- 
self scrambling to balance its online investments with 
offline revenues. It decided to press on: today, it ser- 
vices 30 per cent of its retail investors online; is 
connected to banks and depositories to facilitate real- 
time transactions; and has 150 Sharekhan Shops acr- 
055 80 cities in perennial chat mode with the central 
trading room. Today, 75 per cent of the brokerage's 
business comes from retail investors. This cat roared. 

PRIYA SRINIVASAN 


M YOU HANDLE RS 35,000 CRORE WORTH Of 
traffic by road as TCI does, it helps to know 
where your trucks are. So, Vineet Agarwal, TCI's 
Executive Director decided to try an 11 tool called 
AVL (Automatic Vehicle Location) on 80 trucks. Avi 
comprises a GPS (Global Positioning System) receiver, ล 
GSM modem, and an antenna, all installed in the truck. 
TC's control centre at Gurgaon was provided with a GIS 
(Geographical Information System) software. The GPs 
receiver bounces signals off geo-stationary satellites 
to infer the co-ordinates and the velocity of the truck. 
Along with the time, this information is transmitted by 
the GSM modem as an SMS to the control centre. Over 
the next 18 months, Agarwal plans to install the system 
on all 650 company owned trucks. That's a start. 
ALOKESH BHATTACHARYYA 


Two-Letter Tool For Three-letter Trust 


En Efficient implementor 


IRST UTI MADE A HASH OF 





THINGS (AND HOW). THEN, UNDER A NEW < 
Chairman, it turned around smartly. As this closer look at the institution 


จ 
4 


reveals, purely in terms of efficiency-gain, UTI wins the top-prize for effective 
deployment of IT on the investor services front. A sampling: the time taken 
to allot or encash units has come down from anything between 15 days and 
30 days to one day; average office space across cities has, from 5,000 square 
1 feet to 2,000; the annual phone bill, by Rs 1 crore; and unit holders can now 
conduct business from any UTI Investor Services office (earlier, they could do this 
only from the office where the unit had been issued). All this is courtesy a 
Rs 42-crore investment in linking investor services offices across 57 locations 
to the institution's headquarters in Mumbai's Bandra Kurla Complex and its reg- 
istrar located on the outskirts of the city. This information infrastructure 

services some 10 million investors. Happy investors, may we add. Œ 
PRIYA SRINIVASAN 





F.Q. Kolman, President, UTI MF 
His e-investment paid off 


E Three of his four companies are back in the black, the markét for laminated - 
pouches i is looking up, and Flex Industries, India's largest flexible pac * 
.- company, has found a new lease of life. But Chairman Ashok Chaturvedi. - ae 











kaging | 






E sum got to convince his shareholders that he's fighting fit. BY SAHAD P. V. 


«1S5 GYM AT HIS 
farmhouse in 
Gadaipur, near 
Delhi’s Mehrauli- 
Gurgaon road, 
can beat any five- 
star fitness centre. It's equipped 
with the most advanced treadmill 
(9500 HR) from Life Fitness of the 
US, has the latest cross trainer 
ว equipment, the leg press, extension 





cand curl machines, abdominal 
v m crunch, 
-o Chaturvedi, Chairman of packaging 


the works. Ashok 


. giant Flex Industries, is working 


— out like a maniac. In the back- 


_ ground is a Hindi number flowing 
^t from a 7,000-W Panasonic Super 


= Woofer, After jogging for 30 min- 
¿outes at 11.5 km per hour on the 
treadmill; Chaturvedi gets down to 


= chatting. Surprisingly, he shows no 
= signs of gasping for breath. Then, 
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without wiping his sweat, he starts 
working out on dumb bells (weigh- 
ing 30 pounds each) to pose for 
photographs for BT. 

After the photo session, 
Chaturvedi slips into a Dilip 
Chhabria-modified Toyota 
Camry—the extended car enables a 
face-to-face seating arrangement— 
to go to his headquarters in Noida, 
leaving behind his favourite 
Mercedes 5 Class, a Lexus, and a 
Hyundai Terracan on his 3.5-acre 
estate. À posse of Uttar Pradesh po- 
licemen pilots us in two Gypsies, just 
in case "there is any trouble as the 
chairman returns home late", says 
an aide. Chaturvedi's Noida office 
too is equipped with a gym where 
he works out whenever he misses 
his daily regimen at home. And it 
seems his athletic body, the six pack 


abs and the slim waist (32 inches) 


are doing the. inde อ 

old Chaturvedi, who had been go- 
ing through a rough patch after 
mounting business losses and a Pd 
profile bribery case in 2001, 
showing all the signs of fighting 
back to shape. 

Till recently, all his four com- 
panies but one were making losses. 
Today, three of them are in the 
black and the fourth could turn 
around next year. Flagship Flex 
Industries—India's largest flexible 
packaging company, which makes 
BOPP and BoPET films and then con- 
verts them into laminated pouches 
for FMCG and tobacco products— 
has recorded profits for the past 
two consecutive years (2001-02 and 
2002-03), after a five-year losing 
streak. The company is expected 


to register a net profit of Rs 45 
crore from: sales of about Rs 800. 
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crore in the current financial year, 
says R.D. Gupta, Vice President 
(Corporate Affairs). Flex Engi 
neering, the company that makes 
packaging machines, continues to 
make profits while 1 
company that exports freeze-dried 
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mushrooms, made profits last yeat 
for the first time after it started 
its operations เท 1992. The only 
losing venture currently is Fi 
Technologies (it makes polyester 
chips, the raw material for the Pi 
film), which is expected to turn 
around in 2004-05, 


Growth Mode 
Having consolidated his empire, 
Chaturvedi is now shifting into 
growth mode: On December 12. 
2003, Chaturvedi got back into ac 
tion when he opened a 15,000 
tonne BoPP line, which will mak 
him the largest polyester film make: 
in the country. An 18,000-tonne 
BOPET line is also expected to be 
operational by April 2004, which 
will take his total capacity to 84,000 
tonnes (BoPP: 30,000 and PEJ 
354.000). “Now | am focussing on 
the business completely. I have left 
behind the bad days,” gushes 
Chaturvedi, who will be financing 
this Rs 180-200 crore investment 
purely through internal accruals. 
Clearly, Chaturvedi has had 
enough of debt, which in 1999 had 
bloated up to Rs 700 crore, almost 
double his sales at that time. 
Mercifully, Flex recently reached 
a one-time settlement with the fi 
nancial institutions (ICICI Bank, 
IFCI, IDBI and UTI), which envisages 
a part-payment of the principal 
through cash, partial conversion of 
debt into equity, and a long term 
zero per cent loan. "We have b 
come wiser,” he smiles, adding, “| 
will never borrow money again.” 
From a precarious debt equity ratio 
of 2.3:1 in 1999, Chaturvedi claims 


The survivor: Chaturvedi's lonely struggle 
seems finally to be nearing its end 
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bt comeback 


that it’s now 1:1. His aim is to 
make it to make it 0.5:1 in the 
next couple of years. 

Five years ago, Chaturvedi was 
almost written off. His Rs 600- 
crore investment in two polyester 
film lines in 1995 turned out to be 
massive errors of judgement (in 
hindsight); it coincided with a 
crash in international polyester 
prices. Chaturvedi’s game plan 
was sound, on paper: To have 
control over his raw material 
(there was a shortage of BOPET 
films in 1993-95). Unfortunately, 
he wasn’t the only one with the 
same idea. As his plan came on 
stream, so did capacities of sev- 
eral others, including Garware 
Polyester, Jindal Polyester, and 
Polyplex Corp. Result? Supply 
outstripped demand by almost 
two times. To compound his woes, 
prices internationally crashed from 
$5 (Rs 230) a kg to a little over 
$1 (Rs 46). Along with the debt, 
the losses too kept mounting, up 
to Rs 121.69 crore for the 15 
months ended December 1998. 
At that time Chaturvedi even con- 
templated hiving off his polyester 
film business as a joint venture 
with his two competitors Polyplex 
and Ester Industries. “But they 
couldn’t agree on the stakes,” says 
an executive with a competitor. 


Bribe Charges 


The biggest blow, however, was 
yet to come. In November 2001, 
Chaturvedi, along with a close 
aide Navin Francis John, was 
arrested for paying Rs 5 lakh 
allegedly as a bribe to Someshwar 
Mishra, the then Chief Com- 
missioner of Central Excise in 
Delhi. Chaturvedi was accused of 
paying the money to Mishra for 
favours on behalf of pan masala 
manufacturers (they buy laminated 
pouches from Flex). Chaturvedi 
is out on bail, while Mishra lost 
his job. The industrialist, how- 
ever, denies it was a bribe and 
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says it was just a “personal loan” 
to a friend whom he had known 
for years. The case claimed po- 
litical victims too. Chaturvedi 
told the Central Bureau of 
Investigation (CBI) that he hosted 
parties for the former Jharkhand 
Governor Prabhat Kumar when 
he was the Cabinet Secretary bet- 
ween March 1999 and July 2000. 
Kumar finally quit in 2002. The 
then Finance Minister Yashwant 
Sinha also came under fire thanks 
to reports alleging that Flex 
Industries supplied election pub- 
licity material like flags and posters 
to him for the Union elections. 
Chaturvedi defends it as “purely a 
business deal as Flex’s business 
also includes printing. We were 
the first to invent plastic flags”. 
The bribery case is currently in 
the court of the Special Judge 
in Delhi’s Patiala House Court. 
In October 2003, the cai filed 
a chargesheet against Mishra 
and Chaturvedi. 

All these charges couldn’t have 
come at a worse time for 
Chaturvedi. For, his competitors— 
many of them new kids on the 
block—were racing ahead. Delhi- 
based Cosmo Films (promoted 
by Ashok Jaipuria), the largest 
Bopp film manufacturer in the 
country with a 46,000-tonne ca- 
pacity, has been making waves 
globally. In October 2003, Cosmo 
made it to Forbes magazine’s list of 
200 successful companies outside 
the US with annual sales of just 
under $1 billion (Rs 4,600 crore). 
By February 2004, the company 
will add a ninth line, which will 
take its capacity to 60,000 tonnes. 
Another company, Noida-based 
Polyplex Corporation, owned by 
Sanjeev Saraf, an old pal of 
Chaturvedi, has a PET films capa- 
city of 15,000 tonnes in India and 
30,000 tonnes in Thailand 
(through a 100 per cent subsidiary 
mainly aimed at the export 
markets). Both Cosmo and 

















CHATURVEDI RUBBISHES ALL CHARGES AGAINST HIM 


Polyplex fare better than Flex in 
the stock market too. 


Fighting Back 
What’s still in Flex’s favour, though, 
is that it’s an integrated flexible 


packaging player with a presence 


in both raw material (Bopp and PET 
films) and end products (laminated 
pouches), Cosmo Films on the other 
hand makes only Bopp film, and 
Polyplex is present only in PET film. 
Besides the traditional customer 
base like tobacco and pan masala 
manufacturers, Flex has buyers like 
Hindustan Lever, Nestle, Procter 
& Gamble, and even international 
customers like Max chocolates and 
Wrigley. Flex is also the largest in 
sales with a turnover of Rs 682 
crore in 2003 compared to Cosmo's 
Rs 315 crore and Polyplex's Rs 142 
crore. Says Kuldip Balasia, Head 
(Research) of Kolkata-based broking 
firm SKP Securities: “With the econ- 
omy booming and an expected re- 
covery in the FMCG sector, Flex is 
likely to do well.” In fact, Flex 
Industries’ shares have improved 
from a 52-week low of Rs 13 to Rs 
50 levels now, even though vol- 


umes are low. 

Balasia says the biggest concern 
with Flex is related to the manage- 
ment and corporate governance. 
ม่ ม์ : 1 DR Lo 

The group per se is good. But it has 


to show that the companies are 


shareholder-friendly." The group 
hasn't declared a dividend in the 
last five years. But Chaturvedi savs 
that all his four group companies 
will come to the dividend list at 
the end of the financial year 2004- 
05. He even plans to hold analyst 
conferences some time in October 
2004. Chaturvedi insists that the 
bribery case is “personal” and has 
nothing to do with the business. 
Chaturvedi, a graduate in chem- 
istry from a Kanpur college, had a 
phenomenal rise, from a sales agent 
of packaging company Rollatainer 
to become one of the largest in- 
dustrialists in UP. In 1983, 
Chaturvedi started his packaging 
unit in a 300-square feet room in 
Noida, then an upcoming indus- 
trial town on Delhis fringes. He 
pioneered the concept of small 
pouches for Kanpur-based Ashoka 
Spices and Kotharr's Pan Parag pan 
masala, which revolutionised pack- 








aging in India. His group sales are 
now in excess of Rs 1,000 crore. 
Chaturvedi, though rustic, is 
flamboyant (he knocks back only 
Chivas Regal, and lights up an oc- 
casional Davidoff). He networks 
with senior bureaucrats and politi- 
clans and throws parties tor them. 
You can’t find him in the company 
of the city’s business elite like the 
Burmans, Shrirams or Nandas, but 
he can be spotted hanging out with 
some large garment exporters in 
Noida. Also, he doesn’t tee off in his 
free ime, but prefers to work out in 
the gym or play cricket. "You plav a 
dead ball in Golf, but in cricket 
you hit a moving ball," says 
Chaturvedi. Samajwadi Party Mp 
Amar Singh and journalist-turned- 
MP Rajiv Shukla were on his board. 
Singh, who rubs shoulders with the 
Ambanis and Bachchans, has al- 
ways been open about his proxim- 
itv to Chaturvedi. In fact, it was 
Singh who inaugurated Chaturvedi's 
latest BoPP line last month. "I am ส 
friend of Flex and will remain for- 
ever,” Singh was heard telling the 
gathering. Now only if Chaturvedi’s 
shareholders could be as brave! Bl 
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BETTING BIG ON 


Growth 


Jaswant Singh’s pre-election goodies may 
not be just good politics. With some luck, 
they may make for great economics as well. 
BY ASHISH GUPTA | 
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F ANYONE WAS PAYING ATTENTION BACK ON FEBRUARY 28, 2003, THE 
day Finance Minister Jaswant Singh presented his maiden Budget, 
and to some of the nuances that pepper the few statements the ret- 
icent man makes, what happened on January 8 and 9 shouldn't 
have come as too much of a surprise. Yes, the slew of goodies—for 
industry, consumers and farmers—that he announced had a lot to do with 
politics and the fact that parliamentary election dates will be announced 
any day now but there was loads of economics behind them as well. 
More on that in a bit but here's why you should have expected Singh 
to do things unconventionally. If you'd heeded his 135-minute-long 
Budget speech and listened carefully to some of his pronouncements ever 
since, then what has now been dubbed a *mini budget wouldn't have 
come as a bolt from the blue. The first indication of Singh's innovative 
ways came during his Budget speech, where departing from 55 years of 
convention, he'd merged Part A, which deals with policy, with Part B, 
which deals with tax proposals, making things much less cumbersome. 
That was hint No. 1 that this was one finance minister who you could exp- 
ect to do things differently. The other hints came later, whenever Singh 
has quietly commented about how managing India's vast and complex eco- 
nomy cannot be done by pronouncements that are made on a single day. 
In a sense, Singh's recent announcements are a way of demystifying 
1. Budget Day, when every year the nation goes into a state of suspended anim- 
A ation, After all, why should tax cuts, customs duty rationalisation, sche- 
mes for rural borrowers and the like be all announced on a particular day in 
February rather than whenever it is opportune to do so? Alright, it so hap- Woon 
pens that this time there was political opportunism in good measure that | 
may have dictated the announcement of a bagful of sops but that wasn't 
all. For a man who claims not to be an economist—and one who prefers 
not to have too many of them in the proximity of his ministry—Singh has 
demonstrated shrewd economic logic by the timing of his announcements. 
Forget the polls for a moment. GDP growth in the last quarter. topped 
8.3 per cent; the stockmarkets are at their bullish best; foreign exchange 
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reserves are at more than $100 billion: 
interest rates are at their lowest in 15 
years and, thanks to ล bumper harvest 
consumer demand as well as corporat 

profits are rising. Could a finance min 
ister find a better time to surf up th 


crest of a recovering business CVCIC 7 


Neat Piece Of Work 
Carpe diem. Mini budget 2004 did 
just that. In one stroke, Singh slashed 
customs duty by 5 per cent, abolished 
the 4 per cent special additional dut 
and pruned duty on project import: 
with ล minimum investment of Rs 5 
crore, to 10 per cent from 25 per cent 
[hen there were tax sops on input 
for sectors such as information tech 
nology, power, health, civil aviatioi 
and electronics. Sweeping reforms wer 
achieved without having to face a bat- 
tery of politicians in Parliament. Neat 

Version Il followed the next day 
The ceiling on overseas investments 
was scrapped, allowing companies to 
invest as much as 100 per cent of their 
net worth; cheap credit worth R 
50,000 crore tor infrastructure was 
made available and a host of conces- 
sions announced for farmers and smal 
and medium enterprises. 

Back in 2003, Singh had declared 


จ L = that he would like to focus on impri 





= ving the country’s ‘Gross National Con 


Finance minister Jaswant Singh: Giving a boost to consumption-led growth tentment rather than Gross Domestk 
Product. And he has. His strategy has 


JASWANT SINGH'S GROWTH GAMBLE been a simple one: put more money 1 


d C hi nd Ol businesst ICN as wt 1 iS ti ( 
^ The flipside of the giveaways: Singh's recent proposals will mean a oe ma ! | 
an additional government spend of Rs 12,240 crore. But he's betting 

big on growth to keep the deficit in check. Here's some arithmetic... 





consumer and consumption-led growtl 
will follow. Provided you hav: 
twin benefits of a good monsoon and 
IF GDP GROWS BY the 'feel-gi od factor —a phrase อ เท อ ๓ ๐ 
by the media but appropriated by politi 
5% in 2004-05, tax revenues will grow to Rs 91,973 crore cians of the ruling coalition 
9 F and the fiscal deficit will be 5.8% of GDP. Singh, however, has little to d 


with those (WoO benefits. Attribute nose 


6% in 2004-05, tax revenues will grow to Rs 92,849 crore to pure luck, something that financ 
2} per cent and the fiscal deficit will be 5.6% of GDP. Hiraiire Bows So LAE Ri 


rt 
i 


predecess WT. y ashwant Sinha, Was SID 


ITA in 2004-05, tax revenues will grow to Rs 93,725 crore 
i jed and the fiscal deficit will be 5.4% of GDP. ฑ์ ce ict ne uo os 


8% in 2004-05, tax revenues will grow to Rs 94,600 crore other fact rs. like Ni eria Ing Of thi 
.* J and the fiscal deficit will be around 5.1 96 of GDP. tech bubble and an US-led economk 


slowdown, put paid to them 


gularly unlucky and although his budg 








THE UNFINISHED AGENDA 
What’s still pending in the economic ministries. 


MINISTRY OF FINANCE AND COMPANY AFFAIRS/MINISTER: Jaswant Singh 
AGENDA: Singh's latest pre-election flurry of sops and goodies, 
including tax and duty cuts, is aimed at boosting the feel-good 
sentiment across the economy. But crucial matters remain: 
implementation of Value-Added Tax (VAT ) and reining in of the 
5.6 per cent fiscal deficit, which is fast turning unsustainable. 


MINISTRY OF PETROLEUM AND NATURAL GAS/ MINISTER: Ram Naik 


AGENDA: Naik has opened more blocks for oil exploration under 
the National Exploration Licensing Policy (NELP) but he has to 
speed up work on three new grassroot refineries—Bina, Paradeep 
and Bhatinda. Additional capacity: Rs 24 million tonnes. 

Cost: Rs 25,000 crore. 


MINISTRY OF POWER/ MINISTER: Anant Gangaram Geete 

AGENDA: Efforts are on to make transmission and distribution 
cheaper by unbundling them from generation of power. On the 
cards is also a Rs 5,000-crore India Power Fund—a venture and 
mutual fund combo—to channel investments in the power sector. 
That's vital to bridge the burgeoning power deficit, currently 
around 10,000 MW. 


MINISTRY OF AGRICULTURE/ MINISTER: Rajnath Singh 

AGENDA: Pre-poll sops like concessional loans to farmers have 
already been announced. In 2004, the ministry would have to 
ensure freer access to markets (sans middlemen) for farmers. 

On the cards, a model law on farm produce marketing and better 
access—via special TV and radio channels—to market 
"information for farmers. 


MINISTRY OF CIVIL AVIATION/ MINISTER: Rajiv Pratap Rudy 
AGENDA: Recently announced airfare cuts will boost the aviation 


industry but the ministry still has to implement the Naresh 
Chandra Committee's recommendations, which will reduce costs 





E for domestic airlines. Plus, work on modernisation of Delhi and 


lI Mumbai airports needs to be speeded up. 


| MINISTRY OF TEXTILES/ MINISTER: Syed Shahnawaz Hussain 

AGENDA: Modernise weaving and processing industry—the weak 
link in the textile chain, boost the powerloom sector and set up a 
number of apparel parks. 


MINISTRY OF CHEMICALS & FERTILISERS/ MINISTER: S.S. Dhindsa 

AGENDA: Implementation of the largest fertiliser plant in the world— 
the Oman-India project. Convesrion of costlier naphtha-based feed- 
stock into gas/LNG based units. More efficient use of fertilisers. 
MINISTRY OF COMMERCE & INDUSTRY/ MINISTER: Arun Jaitley 

AGENDA: Setting up seven more Special Economic Zones, taking 
the tally up to 23. Ensuring that export growth stays up despite 
and appreciating rupee, perhaps through concessions and sops 
for exporters within the WTO framework. 


MINISTRY OF ROAD TRANSPORT AND HIGHWAYS/ MINISTER: B.C. Khanduri 
AGENDA: Complete 96 per cent of the 5,846-km Golden Quadri- 
lateral project; award contracts for the North-South and East- 
West corridors; and start work on four-laning of 10,000-km road- 
ways to link state capitals to National Highways. 


MINISTRY OF TELECOMMUNICATIONS/ MINISTER: Arun Shourie 


AGENDA: Tackle the acute problem of spectrum shortage; frame a 
policy for next generation services (3G and 4G) and further liber- 
alise foreign investment in the telecom sector. 








Running High On Luck 
But then for finance ministers, timing 
is everything. Take Singh's *mini bud- 
get. The proposals announced in those 
two days in January will cost an indirect 
revenue loss of Rs 12,200 crore. Yet, 
with some more luck, an outflow of that 
magnitude may not impact the state of 
the fiscal deficit. With good reason. 
First, a 7 per cent GDP growth rate— 
that's the RBI estimate for this year— 
will compensate for revenue losses. A 
study by the Indian Credit Rating Age- 
ncy (ICRA) says the fiscal deficit for 
2003-04 will be 5.4 per cent of GDP, 
lower than the budgeted 5.6 per cent. 
More good news: year-on-year tax 
collections till November 2003 have 
grown 12.7 per cent, which is margin- 
ally higher than the budgeted 12.2 
per cent. What's more, the sum total of 
loans and advance receipts by the gov- 
ernment in November show that these 
will likely overshoot the Budget esti- 
mates by a staggering 265 per cent. 
There's a third bit of luck around the 
corner. The government is scheduled to 
offload 10 per cent of its stake in three 
public sector giants, including ONGC 
and GAIL. With a booming stockmar- 
ket, these could fetch a handsome bo- 
nanza. No wonder then that Singh is 
confident that what the government 
may lose in arithmetic terms would be 
made up through a higher growth rate. 
Yet the lucky streak can come to an 
end. Take the fiscal deficit. To look at 
the Centre's deficit alone may be short- 
sighted. Add to it the states' appalling 
figures and it bloats to more than 11 
per cent of GDP. Banking on growth 
alone may not be enough to narrow 
that gap. Then there's the unfinished 
reforms agenda. The mini budget may 
be replete with sops but Singh still has 
to cut back on huge subsidies, widen 
the tax base and rein in expenditure. 
For these, luck and timing are not go- 
ing to be enough. For whoever is in 
North Block after the elections—Singh 
or someone else—these are going to be 
the tough issues to tackle. Ell 
ADDITIONAL REPORTING 
BY AMANPREET SINGH 





A Scheme 
that lasts for a lifetime. 
LIC’s Group Gratuity Scheme 


A plan that’s advantageous to 
employers as well as employees 








๑ Tax exemption for employers 
* Life cover for employees. 


๑ Simple administration; no more worries of liquidity planning for 
gratuity payments * Attractive returns and tax benefits 
* Scientific funding of gratuity liability recommended by LIC 
è instalment funding for past liability; available with 100% IT relief 
in the year of payment * Employees insured for death benefit 
based on future service * Dual benefit of liquidity with high yield 


OUR OTHER GROUP PRODUCTS 
\ e Group Superannuation Scheme © Group Savings Linked Insurance Scheme ๑ Group Insurance Schemes covering various needs 
๑ Group Leave Encashment Scheme 


For further details, contact P&GS Unit at the nearest Divisional Office or email : licpgs @bom3.vsni.net.in 


Life Jusurauce Corporation of India 


Trust - Thy name is LIC 


LIC/31/03-04/Eng 





Visit www.licindia.com Insurance is the subject matter of solicitation 
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- IT'S TIME 
-The CEOs of the 

- . Big Four in India - 

E are mincing no 

. . words in taking 

E on the swadeshis. 
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It’s the Big Four versus 48,640 Indian audit firms. The root cause 
of the battle: antiquated laws that have kept the local firms small 
and vulnerable. Don’t expect the war to end anytime soon. 


N DECEMBER 16, 2003, 

just three days before 

the scheduled begin- 

ning of the Institute 

of Chartered Accou- 
ntants of India’s (ICA!) 30-member 
council elections, most of its 
1,15,000 members got an e-mail 
in their in-boxes. It was a power- 
point file that coaxed, cajoled and 
even warned its recipients against 
voting for candidates who repre- 
sented the Big Four global acco- 
unting firms, namely KPMG, Price- 
waterhouseCoopers (PwC), Ernst & 
Young, and Deloitte, Touche & 
Tohmatsu. Purportedly sent out 
by the Chennai-based Chartered 
Accountants’ Action Committee 
for Level Playing Field (CAACLPF)— 
quite a mouthful, but an organisa- 
tion that is headed by Swadeshi 
Jagran Manch and MNC-basher S. 
Gurumurthy, himself a CA and an 
ICAI member—the e-mail was the 
beginning of yet another round in 
the war against the Big Four or, 


BY ASHISH GUPTA 


in Gurumurthy's more colourful 
description, “multinational ac- 
counting firms”. 

The swadeshi vs. videshi fight 
in the Indian audit industry is rela- 
tively recent. More than a decade 
back foreign consultancy firms—the 
Big Four included—were allowed 
to set up shop in India. To be sure, 
these firms were allowed to operate 
as consultants in India, but not as 
accounting firms. And that rule still 
holds good. But Indian audit 
firms—with the CAACLPF as their 
crusader—allege that the Big Four 
are blatantly operating as account- 
ing firms by proxy through their 
Indian associates. The accusations 
gained momentum last July when 
the CAACLPF released a “white pa- 
per” on multinational accounting 
firms, accusing them of entering 
the Indian market surreptitiously 
and advocating their removal from 
the country. The current spat is a 
continuation of that. 

Although CAACLPF and Guru- 


murthy have denied having any- 
thing to do with the December e- 
mail, the powerpoint file reeks of 
swadeshi fervour, accusing the Big 
Four of “turning the ICA of India 
into ICA of America” and that elect- 
ing their representatives would not 
only mean “mortgaging their own 
future, but also pledging the coun- 
try’s honour”. The CAACLPF charges 
the Big Four of operating by 
proxy—through their Indian asso- 
ciates—and of even remitting “hun- 
dreds of crores of rupees” to their 
parent entities, thereby harming 
the interests of Indian accountancy 
and audit firms. The Big Four deny 
all these charges. All auditing work 
is undertaken by Indian firms (read 
associates of the four), which are 
the ones—and not the four big 
ones—that sign off the audited bal- 
ance-sheets of their clients. More- 
over, they say that since the Big 
Four had clearly separated their 
consulting arms from their auditing 
entities, it makes even lesser sense 
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| to point a finger: at on firms. 
Besides, says Rathin Dutta, CEO of 
, ihe: 130-year-old Pwc's Indian op- 


erations, none of the Big Four firms 


is foreign-owned or managed, or 

pays any royalty for the use of the 
name. “We don't pay a single paisa for 
the free, non-exclusive use of the pwC 
‘name. We are all members of an 
international network of independ- 
ent firms, each of which is a national 
firm in its respective country.” 


Not Just Us Vs Them 

But the problems with the Indian 

. audit and accounting industry go 
beyond mere pre-election rabble 


~ .rousing and shrill posturing. Even 
as Indian companies have grown— 


some of them into giants with trans- 


national operations—the Indian. 


chartered accountants’ community 


has remained small and fragmented. 
There are an estimated 48,640 au- 
dit firms in India, the majority of 


them having just a handful of 
clients. Most of the firms are small 
and have remained so, thus limiting 
the size of their businesses. 
Partly, it’s a result of antiquated 
laws. India’s Chartered Accountant 
Act, which regulates the audit and 
accounting profession, is of 1949 
vintage and was amended just once 
in 1959, Add to that the Companies 
Act, which dates back to 1956, and 
the regulating body CAL, whose poli- 
cies are inward looking. Many be- 
lieve the laws as well as the ICAI 
have not kept pace with the chang- 
ing times and needs of clients. Says 
Rahul Roy, Partner, Batliboi & Co., 
Ernst & Young India's audit partner, 
and a former ICAI president him- 
self: *The law has not kept pace 
-with the changing imperatives of 
global finance as well as the explo- 
| sion in numbers of chartered ac- 
. €ountants." Today, CAS are no longer 
just restricted to | “audit and attest” 


~ function, but. have branched out | 
. — into corporate finance, mergers and. 

. .. acquisitions, cost reduction strate- - 
gies—areas that can be loosely de- — 
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fined as consulting. i 
But the ca Act prohibits members 


(read all CAs) from entering into 
multi-disciplinary partnerships. So 


Indian audit firms cannot comple- 
ment their skills by inducting engi- 
neers, MBAs and others to provide 
holistic consulting services—like 
their counterparts in developed mar- 
kets (and even their own local clients 
like Infosys or Wipro) are able to do. 
Besides, the act prohibits CAs from 
charging “success or contingent” 
fees unlike their consultant coun- 
terparts who can. For instance, a 
consultant can charge a certain per- 
centage of the cost or expenses 
saved by a client following the con- 


Living In The Past 


Outdated regulations stand in the way of Indian audit firms’ growth. 


*Cleared by ICAI council, but referendum is awaited 


sultant’s recommendations, but a 
CA cannot. Moreover, the first 
schedule of the ca Act disallows Ca 
firms from soliciting business thro- 
ugh advertising, leaving them to 
depend entirely on word-of-mouth 
publicity. That isn't all. CA firms, 
which cannot be anything but part- 
nership firms, are also restricted to a 


maximum of 20 partners—a fore- 
closure of any ambition that they. 


may have to scale up and grow. 


Time For Reform | 
Antiquated laws, an insular regula- 


tor, a fragmented industry that is 


not ‘keeping step with the rapidly 


changing requirement of clients, 
and the current swadeshi-videshi 
conflict can together spell only one 
thing: a dire need for reform. ICAI’s 
President-in-office R. Bupathy be- 
lieves CA firms should be allowed to 
corporatise and move from being 
unlimited liabiliry partnerships to 
limited liability entities like mer- 
chant banks or consultancy firms. 
Others like Ernst & Young’s Chair- 
man and Country Managing Partner, 
India, Kashi N. Memani, believe 
that CA firms should consolidate in 
order to grow: “Consolidation would 
not only help the smaller firms 
service bigger clients, but put them 





in competition with the Big Four.” 

But don’t expect any big changes 
in the law, the regulating body or 
the industry any time soon. True, 
there is a bill—the Chartered Acco- 
untant Amendment Bill, 2003— 
that was introduced in the Rajya 
Sabha in December 2003, but its 
aim is to increase government con- 


trol over ICAI rather than any real 
reforms. As for the swadeshi-videshi 


shindig, it’s far from over. Just wait 


for ICAI’s. presidential elections 


(scheduled for February 5, 2004) to 
be over and you can expect some 
more fireworks. fl 
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or Raj Jain, Managing Director, Whirlpool of India Ltd, a perfect weekend is one where he plays a lot of golf and spends 





quality time with his family. On a Sunday morning you could catch him and his teenaged son and daughter, Dhruv and 
Seyjal, playing basketball or practising their tennis shots in the half-court that is built in the back lawns of the Jain home 
in New Delhi's Vasant Vihar. 


But perfect weekends for a busy CEO of a multinational company are too few and far between. Family time for Raj Jain 

more of a 8-10 pm affair when he relaxes with wife Ritu to catch the news or watch a movie o er dinner. Not surprisingly, the 
ณ room in the Jain home exudes a comfortable and welcoming warmth, and is decorated with bric a brac that Ritu and Rai 
have collected over the years. Says Raj: "My wife doesn't believe in designer homes, She feels that a home should reflect the 
personality of the people who live in it." And the Jain home is just that. While Ritu's love for brass and bronze is easily evident 
so is Raj's fondness for good, old-style furniture. Laughs Raj: "Even my wife acknowledges that I know more about furniture 
than she does." Every now and then Raj indulges himself and goes shopping for furniture. His personal favourite is a bureau that 
he picked up recently along with a swivel chair. "I prefer the antique-looking stuff," he says, "though I'm not enough of a 


connoisseur on real antiques." 


Good taste and the comfort factor are high on the Jains' priority list for their home decor. With these as the guiding 
principles, they have created a home that is a perfect retreat, be it for a lazy weekend or the end of a busy weekdas 
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Some things in life deserve a Royale wall. 
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PROFESSION: Secretary 
SERIAL: Jassi Jaissi Koi Nahin 
TV CHANNEL: Sony 


AVERAGE TRP*: | 
4. ง ง 6.06 9.08 
APPEAL: Mass 


บ ร ๒: Ordinary looks, braces, pink 
umbrella, innocent but a sharp mind 


BRANDS ENDORSED: Rejected 

Dabur Chyavanprash offer. Sony to 
retail mugs, pencil boxes, friendship 
bands, pink umbrellas at top stores 
with her name embossed on them. 
Over 100,000 users have down- 
loaded the Jassi ringtone 

*See key on Page 94 
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Jassi, Tulsi, Simran, Malini... 
they're all different faces that tell the 
same story: The never-ending Indian 
weepy, which chronicles, amongst many 
things, the numerous upheavals in the 
life of the Indian woman, and which 

has brought vermilion, the mangalsutra, 
even braces back into fashion. 

BY SWATI PRASAD 


T'S A BITTER DECEMBER MORNING IN THE CAPITAL, 
but that hasn't deterred hundreds of Delhiites 
from congregating at Ansal Plaza in South Delhi. 
Now these Delhiites aren't exactly behaving the way 
normal Delhiites (yes, they do exist) would. You see, 
they've turned hysterical, and there's plenty of shouting, 
screaming, and stomping of the feet—the kind of treat- 
ment usually reserved for a matinee idol or a rock star or, 
since we're in the Capital, perhaps a voluble politician. 
But the 25-year-old who is the reason for this temporary 
bout of insanity isn't any of these. She's gawky. She's ugly. 
She's a klutz. But she's also televisions freshest, and 
hottest face, Jasmeet Walia, aka Jassi. When she bursts into 
a Sat Sri Akaal Dilli, the mob, most of whose idea of ex- 
citement in saner times begins and ends with a Nirula’s ice 
cream, goes so berserk that Jassi’s six bodyguards are 
forced to intervene, and end the mania prematurely. 

It isn’t just Delhi that’s given in to Jassi’s charms. Her four-times- 
a-week half-hour serial on Sony Entertainment Television is a 
hit nationwide. That’s why Jassi’s next stop is Kolkata where she 
will be assured of a similar (perhaps slightly saner) reception. 
Just four months after launch on September 1, Jassi is pulling in tel- 
evision rating points (TRPs) of six amongst adult Hindi-speaking au- 
diences. “The equity of the channel has always been variety, 
youthfulness, and innovativeness. And Jassi represents all these as- 
pects,” exults Sunil Lulla, Executive Vice President, Sony 
Entertainment Television. For good effect, Mona Singh, the actress 
who plays Jassi, says she’s forgotten her real name. 


Brand Tulsi 


As perhaps would have the Tulsis, Parvatis, and Avantikas of the 
great Indian weepy, who've all done their bit to bring vermilion and 
the mangalsutra back into fashion. To be sure, Jassi isn’t the only 
woman scoring big points on the idiot box. The saas and babus of the 
“K” weepies (Kahani Ghar Ghar Ki, Kyunki Saas Bhi Kabhi Bahu Thi 
et al) have fan clubs of their own, and are pursued more aggressively by 





name: [ISI Virani 


AGE: 45 

PROFESSION: Housewife 

SERIAL: Kyunki Saas Bhi Kabhi Bahu Thi 
TV CHANNEL: Star Plus 

AVERAGE TRP*: 


1.0 18.68 


14.05 





APPEAL: Mass 


USP: Sindoor, mangalsutra, garish 
saris, and loads of tears 


BRANDS ENDORSED: Milton, Stayfree 
Secure, Keo Karpin, Royal Palms 
and the Bharatiya Janata Party 


*See key on Page 94 
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| At 45, | was an abandoned 
S child bride. At 20, 















aie married off to a man 
that he was already ma 


| am 2) much older than me. 
mied. And within five 


aG an ill omen. 


days, he left to my village, chunned by everyone E 
Thankfully, CRY and Rachana made me a pa 


the Kumari Dal family. 


I 
| 
| who, like Me 





Today, a6 ล qualified nurse, 
Ive become an inspiration for 


pressed girs 





à Rachana is just one of the 171 child development initiatives which CRY supports all over India. The main objective of Rachana is 


to empower underprivileged girl children to be independent. It is because of your contributions that CRY can help oi ganisations 





like Rachana who are constantly working to improve the situation of the girl child. And only with your help can CRY create 


CHILD RELIEF AND YOU 


Cry Milestones. Changing lives forever 


more milestones like Sujata. 








You can send in your cheque contribution payable to 'CRY - Child Relief and You’ to your nearest CRY office. New Delhi: DDA Slum Wing (Bara 
Bapu Park, Kotla Mubarakpur, New Delhi - IIO 003 Mumbai: 189A, Anand Estate, Sane Guruji Marg, Mumbai - 400 Oll. Bangalore: Madhavi Mansio: 
Bachammal Road, Cox Town, Bangalore - 560 O05. For more information, visit www.cry.org 
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CROWNING QUALITY 





The IMC Ramkrishna Bajaj National Quality Award 
has become one of the most sought-after awards in the country. 
ล ร น ล ลั 


7 can assure you that if at all there was an award in which quality had to be judged and the quality medal to be given for 
the process that is followed, the IMC RBNQA will be a hands-down winner’. -Dr R A Mashelkar: DG-CSIR New Delhi. 


hile there are many quality awards, one award that is 

W gaining popularity is the IMC Ramkrishna Bajaj 
National Quality Award (RBNQA). Instituted by 

Indian Merchants! Chamber (IMC) in 1997, the award has seen 

major Indian companies, including Birla Group,Tata Group and 

Reliance Group, competing for it. Today, the RBNQA criteria are 

being used by hundreds of organizations around the country to 
evaluate their progress towards becoming the best in their fields. 

In order to promote quality awareness and practices in 
Indian industry and recognize quality achievements of Indian 
companies, IMC set up the IMC Ramkrishna Bajaj National 
Quality Award and the IMC Juran Quality Medal. 

The IMC Ramkrishna Bajaj National Quality Award has 
three application categories - manufacturing, service and small 
business. Explaining the award process, Dr Geeta Bharadwaj, 
Executive Director, IMC Quality Cell - who administers the 
entire award process - said, "It is a matter of great satisfaction 


y that the IMC RBNQ Award process has multiple benefits to 


Indian industry. The sharing of best practices by winners, the 
examiners, who develop into a pool of quality experts, the com- 
panies, which field these examiners enabling self-assessment, 
and, last but not the least, the applicant company all benefit 
from this process. In fact, every applicant has expressed that the 
very process of writing the application has been a learning 
experience. It has given them great insight into the working of 
their own company. the strengths and the weaknesses. The 
information provided in the application is so comprehensive 
that quite often the document is also used as an induction man- 
ual to new entrants." 
IMC Ramkrishna Bajaj National Quality Award 
(IMC RBNQA) 
IMC RBNQA has been named after the internationally 
famed industrialist Shri Ramkrishna Bajaj who was essentially 
_a product of the freedom movement. Brought up under the per- 
sonal guidance of Mahatma Gandhi and Acharya Vinoba Bhave 
since his childhood, he participated in the freedom struggle and 
spent more than three years in jail. He was particularly con- 
cerned with ethics in business, espoused business self-regula- 
tion and promoted consumer welfare. He was the president of 
several prestigious organizations like FICCI, Indian National 
Committee of the International Chamber of Commerce and 
IMC. He was chairman and founder member of various indus- 
try and trade organizations like the Council for Fair Business 
Practices and the National Centre for Quality Management, 
established to promote quality consciousness and popularize 
quality movement in the country. 


The IMC Qualilty Cell, 
under the guidance of the IMC 
Award Committee, administers 
the award process. It conducts the 
following training programmes: 
IMC RBNQA Executive Briefing 
(half day); Understanding the 
IMC RBNQA Criteria and 
Process (two days) and IMC 
RBNQA Certified Examiner for 
Quality Management (four-and-a- 
half days). 

There are seven criteria of 
the RBNQA, which are in turn subdivided into 19 parts. The 
seven categories are - leadership, customer focus, strategic 
planning, information and analysis, human resource focus, 
process management and business results. 

IMC Juran Quality Medal 

"Quality is a personal responsibility. Individuals make 
quality happen!" Keeping this in view, IMC Juran Quality 
Medal is given every year to an individual who has contributed 
to enhancing the quality image of India. 

International Asia Pacific Quality Awards 

Only companies that have won Quality awards at a nation- 
al level in their respective countries are eligible to apply for the 
International Asia Pacific Quality Awards. A highly qualified 
panel of Malcolm Baldrige National Quality Award examiners 
reviews all applications for this award. This year Indo Gulf won 
the award. As a winner of IMC RBNQA 2001, they had partic- 
ipated in the competition. It's the first company in India that has 
achieved such recognition at international level. A year earlier, 
Thai Acrylic Fibre, Thailand had won the award. They had also 
won the IMC RBNQA in 2000. This means that for two con- 
secutive years an IMC RBNQA winner has won the 
International Asia Pacific Quality Award. "With this triumph the 
IMCs Quality Award enters among the most qualified Quality 
Awards within the Asia Pacific Region, which gathers 3/4th of 
the world population and 2/3rd of its territory,” says Josefco 
Gonzalez Prado, Chairman, International Asia Pacific Quality 
Award Executive Committee. 

Contact: Dr Geeta Bharadwaj, 

Executive Director, IMC Quality Cell, 
Indian Merchant Chambers, 

IMC Building, Churchgate, Mumbai 400020 
Te: 22025438/22046633 Fax: 22048508 
Email: qualaward @ imcnet.org 
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THIS SEASON, CAPTAINS OF INDUSTRY 
WILL EXCEL ON DIFFERENT GROUNDS. 
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LEADING THE WAY: (L to R) ISB Dean Vijay Mahajan presents the Icon Awards to Dr. Reddy's Labs’ ` 
Satish Reddy, who received it on behalf of his father Dr. Anji Reddy, and Satyam Computer's Ramalinga Raju 











Think India 


The country will be in the forefront of the global economy was the 
general consensus that emerged at the ISB Leadership Summit. 


the ISB Leadership Summit, the first of its kind or- 

ganised by a B-school in the country, from 
December 10-12, 2003. With the overriding theme 
of ‘ThinkAsia!’ the event, presented by Business Today, 
focussed on thought leadership in the region, which is 
seen as the engine for growth in the years to come. Top 
industry leaders and management gurus 
took part in the panel discussions that 


covered four broad areas: Market / 


[^ Indian School of Business, Hyderabad, hosted 





Leadership in Asia—Success Strategies, * 
Asian Tigers—Emerging Global 
Competitors, Building Institutions in Asia, 
and Development Challenges in Asia. 

Ashwani Gupta, Country Manager & MD, 
Honeywell, described Asia as "make the market op- 
portunity" and said the region was very different 
from Europe and the US. 

Manish Sabharwal, MD, India Life-Hewitt 
(Singapore), noted that there was need to use Asia as a 


ISB 


market rather than a production base. He said issues of 
customisation versus scalability, no pricing power, 
and no regional mandate made Asia a difficult market 
to crack. “Only the best shots will get you in Asia, and 
not DNA and gift-wrapping,” he opined. 

Rajendra Pawar, Chairman, NIIT, talked about 
the importance of brand and organisation building in 
laying the foundation for success. 
V. Thyagarajan, Senior VP & Regional 
Director, GlaxoSmithKline (Asia Pacific), 
outlined the strategic approach for his 
company’s success: being residents and 
not tourists, relying on local leadership; 
aligning the company’s priorities with the country’s 
priorities; and thinking and acting local, but har- 
nessing global knowledge. 


ASIAN GROWTH MODELS 
On the Emerging Global Competitors among the Asian 
Tigers, D.S. Brar, CEO & MD, Ranbaxy Labs, pointed 
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out the various growth models—compar- 
ative advantage model, international in- 
vestor model, niche segment companies, 
and scale players—adopted by different 
companies to emerge on the top. 
However, he said, Asian corporates 
needed to improve governance, work 
ethics, transparency, and best-in-class 
practices by focussing on HR, capital, and 
branding their companies internationally. 


CHALLENGING CHINA 

Kenneth DeWoskin, Senior Consultant, 
PwC (China), talked about the 10 reasons 
for China’s success and said the country 
was in the middle of the flying geese pattern 
of economic growth. “| am not predict- 
ing the demise of Chinese reforms or a 
fall in its competitiveness, but the policies 
and practices of the first 25 years of reforms 
have circumvented deep structural prob- 
lems, which will double and frustrate the 
next stage of development and leave plenty 
of room for other economies—with other 
strengths and their own problems—to chal- 
lenge China,” he added. 

Srini Raju, Chairman, i-Labs, said, 
“Cost-wise China cannot offer anything 
less than India. So the only time | feel 
good about our population is the fact that 
India will continue to provide people- 
based services, while China will be hit by 
its one-child policy. However, India needs 
to produce volumes of sub-dollar prod- 
ucts so that the Wal-Marts of the world can 
come and source from us,” he added. 

B.V.R. Mohan Reddy, CMD, 
Infotech Enterprises, opined that India 
would emerge as an Asian Tiger in IT 
due to its macroeconomic advantages, tal- 
ent pool, quality standards and processes, 
and purchasing power parity advantage in 
terms of costs, productivity, and growth 
up the value chain. Raman Roy, CMD, 
Wipro Spectramind, added that India 
had successfully demonstrated that the 
BPO model works here. 

Sanjiv Misra, Citigroup Country 
Officer & CEO, Global Corporate and 
Investment Bank, Citigroup (Singapore), 
noted that the three main themes for de- 
veloping competitiveness were economic 
integration and dismantling of trade bar- 
riers, technology revolution, and tapping 


equity markets via IPOs for growing the 
business footprint of the company. 

Lalita Gupte, Joint MD, ICICI Bank, 
said, “Fortunately, India has arrived so you 
don't have to sell India and anything asso- 
ciated with India. Thanks to IT, India has a lot 
of credibility." She noted that it took 18 
months to get a licence in the country, 
which was the "most open" market in Asia. 
“What you stand for doesn't really change 
when you venture into other countries,” 
Gupte said on exploring other markets. 
Others who spoke included Ashish Dhawan, 
Senior MD, Chrys Capital; Ravi Narain, 
MD & CEO, NSE; and Ashok Wadhwa, 
Partner & CEO, Ambit Corporate Finance. 

On Development Challenges in Asia, 
Gunit Chadha, MD & CEO, Deutsche 
Bank India, urged everybody to “dream 
big". He noted that all the protectionist is- 
sues were arising out of Asia and said that 
the “Western powers were worried be- 
cause they could see the region’s future 
riches”. However, Asian economies would 
have to address the problems of plenty 
in terms of capital inflows and forex re- 
serves. Niall Booker, CEO, HSBC India; 
Udayan Bose, Chairman & CEO, Lazard 
(India); and Rajiv Memani, Country 
Managing Partner, E&Y India, also took 
part in the discussion, 

Sunil Mittal, Group CMD, Bharti 
Tele-Ventures, in his keynote address, said 
it was the first time that Asian companies 
were collaborating among themselves. 
His tips for India to emerge on the top 
were to use the IT lever in the next round of 
WTO talks, to bet on its auto industry, and 
to move up from an agricultural state to a 
food state. “There is no real opportunity 
outside India,” he stressed. “The time has 
finally arrived and | hope we never have to 
say that we missed this opportunity.” 

Dr. Anji Reddy, Founder and 
Chairman, Dr. Reddy's Laboratories, and 
Ramalinga Raju, Chairman, Satyam 
Computer Services, were honoured with 
the first ISB Icon Awards. The three-day 
conference, which was entirely organised 
by ISB students, was sponsored by Andhra 
Bank, Trident Group, Citigroup, Hero 
Honda, Honeywell, ITC, Sarovar Park 
Plaza, iridiuminteractive, Mudra, Indian 
Airlines, and Pragati Offset Pvt. Ltd. 
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BRING ON 


With the Sensex hitting its historic peak, you may be understandably wary of 
experts with a portion of your portfolio. By NARENDRA NATHAN 


T’S OKAY, EVERYONE GETS 
shudders. A brief spell of 
dizziness, too—when the 
going gets high, and get- 
ting higher looks to be 
more of a tightrope than a 


prarked-out trail. This is the 
J point at which your resolve 


counts. The trick, then, is to 
stay aware of risks—without 
looking down—and proceed 
with a fine sense of balance. 
Granted, as a retail investor, 
your own investment instinct 
may have served you well so far. 
But with the Sensex having 
zoomed by 2,462 points in 
2003, the largest gain in any 
calendar year since its inception 
in 1979, that's no surprise. This 
is 2004; many more factors are 
in play, and entrusting some of 
your money to experts may be a 
good idea from here onwards. 


Above 6,000 and beyond, it 
would pay to know what's hap- 
pening in the minds of sundry 
eggheads and stock-heads who 
eat, drink and sleep the Sensex. 
Now they won't spell it out for 
you, but you could access their 
expertise as a client. 


New Game Now 
If you go by simple chart analysis, 
you'd see the Sensex moving in 
an ascending channel 12. years, 
and spot a long-term resistance 
level of 6,374. The natural ques- 
tion, in a bull market, would be 
whether the index will break 
through the resistance or not. 
With the ‘undervaluation’ 
phase that drew swarms of retail 
investors having ended, there's 
no easy answer anymore. As 
Manish Chokhani, Director, 
Enam Securities, puts it, *The 
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Debt Redux 


THE EXPERTS 


scaling uncharted heights alone. The solution is to entrust investment 
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margin of safety in valuations is 
no longer what it was at 3,000 or 
4,000 levels." In simple language, 
this means that the specific stock 
picks now must be far more dis- 
criminating. You buy a stock not 
because it's available at an obvious 
bargain price, but because you 
expect growth that hasn't yet been 
‘priced in’ by the market at large— 
a considerably dicier call. “And as 
the retail investor may not have the 
necessary expertise in stock selec- 
tion,” says Satish Menon, Chief 
Operating Officer, Geojit Securities, 
"it is better he gives this (role) to 
some experts in the field." 

Then there's the increase in 
volatility. The rise has been as- 
toundingly quick, and any reversal 
could wrench your guts so badly 
that you may want to retire from 
active investing. Raamdeo Agrawal, 


Managing Director, Motilal Oswal 
Securities, offers a racetrack anal- 
ogy: “It is like driving a car—any- 
one can drive when it’s slow, but 
the level of expertise should in- 
crease when the speed increases.” 


Portfolio Allocation 

So you're ready to grant the exp- 
erts their role, then. But how much 
of your investment portfolio 
should you manage yourself and 
how much should you entrust 
them with? 

That depends largely on two 
factors—your risk appetite (rel- 
ated to your comfort with mar- 
ket intricacies) and available time. 

First, let's assume time is no 
issue for you, and you are ready to 
play a high-risk game in search of 
bumper returns. Ideally, your com- 
fort with the market should be a 
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function of your knowledge of the 
ins and outs of the game. So before 
you start off, ensure that you're 
not deluding yourself on this part. 
“In a bull market,” observes 
Nimish Shah, Director, Parag 
Parikh Financial Advisory Services, 
“the chance of investors getting 
into overconfidence is very high.” 

How to test your confidence? 
Well, try this simple thumb-rule: if 
you got into equities as an early 
bull market entrant (say, when the 
Sensex was around 3,000), pat 
yourself on the back—you’ve been 
well tuned in. If you're a seasoned 
investor and have been trading 
profitably on your own for several 
years (not 'tip' based punting, 
mind you), it's also reasonable to 
assume a fair knowledge of the 
scene. Now, if you're up to a risky 
game, keep 75 per cent of your 
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UDE, WHERE'S MY EXPERTISE? 


portfolio to yourself (for high-re- 

turn thrills without having to pay 
| experts their fees), and allocate a 
- quarter (in value terms) to ex- 
|^ sperts—by liquidating some stock, 
if you can't add to the kitty from 
fresh earnings. This way, you hedge 
... yourself against the risks involved 
in not knowing what the stock- 
heads might know. 


Letting Go 

If you have plenty of time and 
also believe in risk moderation (or 
entered the market festivities last 
<- year more than halfway up the in- 
2 line), however, you may want to 
X increase the allocation to experts— 
say, 50 per cent. Half-half also 








provides the bonus comfort of 
sounding nice and balanced. Again, 
it may make sense to arrive at this 
new portfolio ratio by selling some 
stocks you picked yourself (call it 
‘profit booking’), adding some 
fresh earnings to the pile and hand- 
ing it over to the smart folk who're 
paid fat salaries to multiply its 
value. Of course, the danger 1s 
that this split will lull you into the 
complacency that comes with an 
extra safety cushion. Remember, 
since half your portfolio is still un- 
der vour direct charge, you take 
your eyes off the market at your 
own peril. So stay focussed—and 
the interesting part of the half- 
half allocation strategy, as you'll 


discover, is the personal challenge 
(and possible thrill) of outper- 
forming the experts. 

If you're an investor with 
plenty of time, you may also con- 
ceivably be risk-averse, particu- 
larly if you're greying (or already 
grey) and are looking to main- 
tain a tidy sum of money earned 
down the years, rather than get 
rich fast on a small sum by 
scorching your way up the mar- 
ket. In this case, and all the more 
so if you're a late entrant to the 
equity boom (and thus not quite 
in touch), it is advisable to turn 
over your entire portfolio—cer- 
tainly the equity portion—to in- 
vestment professionals. 

Why not do a 25:75 split? 
Well, you could try... if you in- 
tend scaling up your risk profile. 
once you gain more confidence to 
do some more investing yourself. 
But since managing your own 
portfolio involves so much effort 
(tracking stocks, watching overall 
trends, tracing opinions et al), it 
is hardly worthwhile unless you 
manage at least half your money. 

But then, none of the ratios 
offered above are hard-and-fast in 
any way that must satisfy some 
auditor's notion of precision— 
they're just rough suggestions to 
help you structure your invest- 
ment strategy. 








When Pressed For Time 

Time, alas, is often quite a big issue 
to most investors. If you feel your- 
self even the slightest bit pressed 
for time, do yourself the favour. 
of altering the above-suggested ra- 
tios accordingly. The less time you 
have, the more money you should 
entrust to experts. Just as people 
often assume greater knowledge 
of the market than they realisti- 
cally ought to, people also assume 
that time can always be squeezed 
out of a busy work schedule to 
do justice to their investments. 
Realism, again, is critical. El 
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Roll the drums, sound the bugle. Third-quarter 2003-04 was one that mutual 
funds won't forget in a hurry. The BT-MUTUALFUNDSINDIA.COM survey. 


HE CELEBRATORY MOOD WAS UNMISTAKABLE. 

And it wasn't just fund managers, but also MF 

investors who saw their wealth multiply. As 

the third quarter of fiscal 2003-04 began, 

© having done a marathon rally already, the Sensex was 

.* expected to take a breather—or so some thought. 

- Many decided to book profits. But those who stayed 

* invested found the bull charge gaining momentum. 

a, India’s equity markets finished the quarter 

zooming past all expectations to touch 

record levels. The BSE’s 30-scrip bench- 

-mark index, the Sensex appreciated by a 

y whopping 31 per cent, while the NsE's $0- 

scrip barometer, the Nifty, went up 33 
per cent over the quarter. 










The Big Surprise. 
. Investors and analysts had expected rit inflows to dry up 
in December, which has been the pattern in previous 





years. But this quarter was a different story altogether, 
with Fils reinforcing their commitment to Indian equi- 
ties. Net inflows crossed Rs 6,000 crore in December, 
and Mrs, which had been net sellers for the past few 
months, pumped in almost Rs 750 crore (net of out- 
flows) during the month. The rally was broadbased, as 
revealed by the BsE's sectoral indices. Over thé quarter, 





Tata Dynamic Bond Fund—Option A 












_ Absolute returns for the quarter ending December 31,2003, : 0 
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iii annualised returns for the quarter ending December 31, 2003. 





Risk Adjusted Rank Based On Risk = 
Rank Absolute Returns. Category 


-Franklin India Prim Fund 4 






Rank Based On 
Absolute Returns 


Risk Adjusted 
Rank 


Risk 
Category 


.—. Prudential ICICI Balanced Fund 





Fr ‘three-year period ending December 31, - | 





cent. The crown jewel remains tr, evidently. 








: Equity Funds 







i has topped the ranking table. 


ES Balanced Schemes 

-. The average quarterly return in ihe balanced 
category was around 23 per cent. Canganga 
emerged as the top performer. Though 
Py this is a ‘balanced scheme’, its portfolio 
Y resembles that of any other equity scheme 
with 83 per cent exposure to equities. 








Income And Gilt Schemes 

As inflation inched up, December saw yields harden. 

All in all, though, it was a good quarter for in- 

come fund investors; the benchmark index, I-Bex, 

appreciated about 2 per cent. Among income funds, 
Escorts Income Plan was the top performer with 2.8 
per cent returns. 









ond-maturities well, ended the quartero ön top. 
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-. India’s equity funds appreciated by an average a 36. per | 

S cent. The worst performance of any equity fund was - 
. 8 positive 12 per cent, while the top performer deliv- 
cered a stupendous 55 per cent return. Franklin India. 

Prima fund, with its mid-cap predominance of stocks, | 


< Gilt funds also witnessed a spurt in their NAVs. 
thola Gilt Investment Plan, which has. tiriad itso 
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Risk Adjusted Rank Based On 
Rank Absolute Returns 


“bet BSE: IT index was up 37 per cent, BSE. Healthoare up. E Li 
0 per cent, FMCG up 19 per cent and the Bankex up 31 





Rank Absolute Returns Category 


Liquid Schemes 


The performance of liquid funds, the least risky class in 
mutual funds, was in line with expectations. The average 
annualised return from liquid funds was around 4.5 per 
cent. Incidentally, all the top performers in the list 
are small in corpus size. LIC MF Liquid Fund, with a cor- 
pus of Rs 500-odd crore, topped. 


The Outlook 
On January 9, 2004, the Sensex marked a new all- 


time high of about 6,250, some 100 points bevond 


the old record. On present trends, much depends on 
FH actions. Though the market's undercurrent is 
still positive, one needs to be cautious. À reassessment 
of one's risk appetite might be in order, as the 
Sensex reaches new heights. Given the two devils of 


market sentiment—greed and fear—it would be 
_ "prudent to balance the two. 
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- With equities in boom, what should the debt investor do? Sulk? BY NARENDRA NATHAN 


QO THE CONTRARY, DEBT 
fund investors are a 
pampered lot for the 
-= moment. And with a lot 
' less nail-chewing to do, 
too “Unlike equity fund investors, 
. who've seen their NAVs zoom, crash 
and zoom again, it has been smooth 
iling so- far for debt fund investors. 
d iunual returns have been consis- 
... tent—in the range of 15 per cent 
TD odd—for the last several years. 

m yw, given the common knowl- 
oe F 0 interest rates, how. 


























Pri the 0 0 vi 
 — mand for old better-paying bonds 
 fises—and so do their prices (which 
therefore translates, by the way, 

. into lower ‘yields’). Assume you 
- ^ «have paid (or ‘lent’ rather) Rs 100 
^a fora one-year bond with a 10-per 
—.* cent interest ‘coupon rate’ (so you 
are to get Rs 110 after a year). If in- 
terest rates suddenly fall, and the 

new bonds being issued are sud- 
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Figures are 10-year GOI bond yields in percentage 
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- Falling yields denote a rise in secondary bond market prices. — 


denly at 8 per cent (giving just Rs- 


108 after a year), another investor 
would be willing to pay something 
over Rs 100 (and under Rs 101.85, 
at which price this deal's ‘yield’ will 
touch 8 per cent) to acquire your 


higher-coupon bond in a ร์ f 


marker transaction. | 
That's how debt asset. values 


rise. And with banks and the like 


flush with funds searching for safe 
idling spaces, the demand for 
bonds—government bonds partic- 


ularly—has been higher than ever. 
But now that talk of a grand eco- 


nomic recovery is in the air, 
shouldn't demand for 
bank funds result in large sums of 


money moving out of bonds and 
into business projects? In a reversal — 
of the earlier trend, shouldn’ tbond | 


prices fall and interest rates rise? 


So far, debt fund investors have. 
been spared any such shock, “As 
there is a huge amount of liquidity — 
` come funds, These protect you from 


in the system, there is no chance 
of this happening in the next 3-6 
months,” explains Rajiv Anand, 


Bena are toi if 
on internal a ace 


Head (Investments), Standard 
Chartered Mutual Fund. “The 
chance of interest rates moving up Is 
remote now, and instead, we will 
have a long period of low interest 
rates,” ied Sandesh ay F und 







What should debe fi ก 


would be a start. . "Going rà i 
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says: Anand, “investors should ex- 














pect a return of 5-6 per cent from 
the income. und." Interest rates 
. may be] pretty much near their bot- 
 tom—given the floor put by infla- 





tion (hovering above 5 per cent). So 








don't expect big rises in bond prices. — 
Should you desert debt funds — 


ind shift to equity? No, unless you 


want to risk your. ‘safe? savings. ^. 


Remember, debt funds. also offera | 
tax advantage. iV. 





oreover, you might 
want to consider flexible rate in- 


interest rate vonali but deliver 
more modest returns. E 


Big Returns Are Out, But Debt's. 


Still The Safest Bet 
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SBI MUTUAL FUND 


" 


BATES 2W1E1 2 


To build a long-lasting foundation, do what brain did. Invest in a mutual fund, and you'll realize the power of collective 
strength. Like you, there are many more people who entrust their money in it. As a result, it becomes a huge pool of 
money through which a mutual fund manager provides individual investors enormous buying and bargaining power. 





For instance, buying a high-priced stock might not be possible for one alone. But, with a mutual fund, it is possible 
to buy it as a part of the portfolio. For more information, contact the nearest mutual fund office today. Soch hamari. Fayda aapka. 





N SBI Funds Management Pvt. Ltd., 191, Maker Tower 'E', Cuffe Parade, Mumbai - 400 005. Ph; (022) 2218 0221 - 27. Emait partnerforlifedsbint.corn SBIMF Investor Service Centres: Ahmedabad: (079) 550 7442. Bangalore: (080 
227 2284 / 212 2507 | 212 3784, Bhilai: (0788) 227 3261 / 501 0955, Bhopal: (0755) 255 7341 / 528 8277 7 527 3983, Bhubaneshwar: (0674) 240 2401. Chandigarh: (0172) 709 728 / 711 869, Chennai: (044) 2829 3384 / BS ) 
5204 5081, Coimbatore: (0422) 230 3863, Ernakulam: (0484) 231 8886 / 232 0107, Goa: (0832) 564 2475, Guwahati: (0361) 252 1993, Hyderabad: (040) 247 56241, Indore: (0731) 541 141 / 245 944 Jaipur: (0141) 256 7354 
257 4134, Kolkata: (033) 2282 1471 / 2816, Lucknow: (0522) 221 5668 / 228 3884, Ludhiana: (0161) 244 9849, Mangalore: (0824) 445 892, Mumbai: (022) 2265 8302 / 03, New Delhi; (011) 2331 5058 / 7262. Patna: (0617) 
268 2306 / 5665, Pune: (020) 567 0961 / 1524, Ranchi: (0651) 231 5212, Siliguri: (0353) 253 7065, Vadodara: (0265) 222 5628 / 29, Vijaywada: (0866) 257 8215 / 4113. SBIMF Investor Service Desks: Ajmer: (0) 98790 67157 
Gurgaon: (0124) 508 3769, Kanpur: (0) 98392 26114, Kota: (0) 98290 67358, Moradabad: (0) 98374 78790, Nagpur: (0712) 254 3123. Raipur: (0771) 253 6372 ! (0) 98261 45400, Vishakhapatnam: (089!) 256 524! 





Asset Management Company: SBI Funds Management Pvt. Ltd. Principal Trustee: State Bank of India. Risk Factors: Mutual Funds and Securities Investments are subject to market 
risks and there is no assurance or guarantee that the Fund's objectives will be achieved. As with any investment in securities, the NAV of the units issued under the scheme can go 
up or down depending on the risk factors and forces affecting the securities markets. Past performance of the sponsor/AMC / Mutual Fund does not guarantee the future 
performance of the schemes of the Mutual Fund. State Bank of India, the sponsor, is not responsible or liable for any loss resulting from the operation of the schemes beyond the 
initial contribution made by it of an amount of Rs. 5 lacs towards setting up of the Mutual Fund. Please read the offer documents of the schemes carefully before investing. 
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The latest BPO job in town? Doing equity research in India for overseas investment banks. BY ABIR PAL 


AN 


RUSTRATION DOESN'T WORK BADLY AS A MOTIVATOR. 
Ask Joseph Sigelman, 32, who recalls a stormy 
night in London that made him chuck up his 
cushy job at bulge-bracket investment firm 
Goldman Sachs, and move halfway across the globe to 
Chennai, accompanied by Princeton crony and fel- 
low banker Randolph Altschuler. “We were working on 
an important Powerpoint presentation, and as the pre- 
sentations went to and fro between London to New 
York and back, it hit us how difficult it still was to ac- 
cess quality and timely research, especially when pitted 
against a tight deadline," says Sigelman, Co-cEo, 
OfficeTiger, a firm set up by the duo (its name inspired 
by their alma mater's mascot). 

Four years later, Wall Street firms are rushing to set 
up their own equity research outfits in India, drawn by 
OfficeTiger's logic—the breadth and depth of the 
country's qualified professionals, English-speaking, 
figure-happy, given to financial circumspection, and 
above all, ready to work long hours on salaries much 





Equity research is a sign of India’s growing. — 


114 BUSINESS TODAY FEBRUARY 1 


2004 


เพ ณะ ๒ - " 
- = — 
ณะ - `: —— 
T~ 





lower than their overseas counterparts. 

The US-based investment bank J.P. Morgan hired 40 
junior analysts in Mumbai six months ago to support its 
London equity research operations. Not to be left be- 
hind, Morgan Stanley now has its own 50-member team 
crunching data late into the night at the Mumbai sub- 
urb of Malad. HSBC, Fidelity Investments and Reuters 
are also looking at India for this sort of Business 
Process Outsourcing (BPO). Be it in-house research 
wings or specialty resource firms such as Evalueserve, 
SmartAnalyst, PSi and OfficeTiger that have sprung up 
in Gurgaon, Chennai and Bangalore, India’s lure seems 
irresistible. An estimated 2,000 people are already 
busy at the job, and thousands more could soon be. 


Beans And Beyond 

Equity research is a sign of India's growing BPO sophis- 
tication. At long last, Indians are clambering up the back- 
office value chain to grab the jobs of New York yup- 
piedom. Sure, much of the research work involves 
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low-end collation of data, basic number 
crunching and library functions, but 
much of it is also corporate and industry 
analysis, market and currency risk esti- 
mations, valuation models and the like. 
“It is intellectually rigorous, requires 
a lot of thought and while requirements 
vary from client to client, contributions 
often straddle the entire lifecycle from 
data collection right till desktop presen- 
tation,” says Sigelman, quite impressed. 

Research firms are taking on 
Masters and Doctorate degree hold- 
ers, MBAs, Chartered Accountants and 
professionals with functional skills in 
Finance, Statistics, and Economics. 
They are valued for their analytical and 
communication skills. It also helps that 
globalisation in general has familiarised 
local analysts with American accounting 
practices. Yet, the training is rigorous— 
since it could well make the difference 
between success and failure. “There’s a 
lot of hype and talk about the coming 
boom,” feels Ashish Gupta, Country 
Head and coo, Evalueserve, “but what 
most people don’t realise is that training 
is something that takes time. It’s not 
possible for a firm to ramp up capacity 
overnight just because they’ve been 
able to bag a plum order.” 


When Money Talks 

What do the jobs pay? Generously, in 
rupee terms. Base salaries in equity 
research start at Rs 4 lakh per an- 
num—less than half of what a firm 
would pay comparable talent in the 
US. But the job involves working to 
tight deadlines. And the other dem- 
ands? Ask 32-year-old cost account- 
ant and MBA Lalitha Ravisankaran, 
working at a Mumbai unit of a renow- 
ned firm, and her response is a loud 
groan: “It’s not unusual to get a call 
from a client at midnight saying, ‘We’re 
onto a large merger and we imme- 
diately need all these numbers crunched 
and analysed... within the next hour’.” 
Most units work round the clock, and 


staying alert through the night shift 
means putting the body into permanent 
jet-lag mode. 

The flip-side: attrition rates are low 
(compared to call centres), a reflec- 
tion of job satisfaction. The career path 
doesn't go up a dead-end, researchers 
claim. This, in itself, is a big motivation. 
Ravisankaran, for example, has moved 
up in four years from Manager 
(Finance) to Vice President. 


Future Mapping 

If the trend catches on, the jobs could 
grow in three digits annually over the 
next few years. The global business 
information services market was placed 
at $6 billion in 2003 and is projected to 
touch $7 billion in 2006. Offshore 
revenue was placed at a mere $65 mil- 
lion—but is projected to scale $350 
million by 2006. If Indian BPO units 
can combine quality with a cost edge, 
they could lay claim to a large chunk of 
that expanding pie. 

What could go wrong? American 
disenchantment with outsourcing is the 
obvious threat, and may have resulted in 
claims that it's just the ‘grunt work’ 
being transferred to India. Says a source 
close to J.P. Morgan: “The work being 
done in India is akin to the research and 
analysis any first-year junior analyst 
would undertake in London or New 
York, and is primarily a support func- 
tion." At the senior levels, though, out- 
sourcing research to India seems like a 
good way to make good on the prom- 
ise of keeping this function ‘independ- 
ent’ of other banking services. 

Confidentiality and regulatory com- 
pliance are the other issues that could 
turn tricky. Meanwhile, some scoff 
that these researchers shouldn't dream 
of breaking into the top league of inv- 
estment banking. Number crunchers 
remain number crunchers, they say, 
unless they can access Wall Street's 
real nervous system. Will ambitious 
researchers prove that wrong? 
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| am a 25-year-old MBA graduate from a well known 
B-school of India, with specialisation in supply chain mana- 
gement. As of now | am working with ล reputed multinational 
company as a marketing executive. However, | am not 
happy with things as they currently stand. While | do want 
to continue in my job, | also want to pursue higher studies. 
But | am confused about which course would help me further 
my career. Should | do export and import management, or a 
course in finance? Please advise. 

I don't see any reason for you to be so anxious about 
your career. You're an MBA from a well known B- 
school; that's something not many can lay claim to. 
Such a qualification is good enough to give you a long 
and successful career. But if you really feel the urge to 
study, you could do a course in export and import man- 
agement. That will help you in your area of specialisa- 
tion, supply chain management, by making you fami- 
liar with the rules of the game. Something like an 
ICWA may help as well. 


| am a 24-year-old graduate with an additional degree that 
qualifies me as a nursery teacher. However | am not work- 
ing anywhere at present because | am simply not inter- 
ested in teaching at any nursery school. | desperately want 
an alternative to that prospect. | am interested in doing an 
MBA, but my graduation academic record is not good, and ! 
cannot clear competitive tests for the top B-schools. I've app- 
lied to a few B-grade ones, but their shoddy state depresses 
me. Should | do an waa at all? Or should | do an ma followed 
by a B.Ed. and enter academia? 

At first you need to calm down and explore your 
options in a rational way. If you are looking for a career 
alternative, there are several. Besides B.Ed., you can take 
up courses in advertising, journalism, hotel management, 
travel & tourism and many others. But before you 
jump into any of these, you should talk to people you 
know who are in these professions, and get the real pic- 
ture. But if you're not interested in these, my advice will 
be to start on the B.Ed. and keep applying to B-schools 
for an MBA. That way, you'll have something to fall back 
on if the MBA doesn't come through. 








TARUN! 


| am a 37-year-old senior-level manager working with a 
multinational chemicals major for the past ten years. | have 
an MBA degree along with a Masters degree in chemistry. Even 
though my job is stable, | am worried about my future gro- 
wth since chemicals is a dull sector in India. | am not 
hopeful of getting into the top management here, since the 
US headquarters favours global experience and | don't 
stand a chance for a transfer to the US office. Given my MBA 
degree, do you think | should switch to the relatively better 
placed FMCG sector? 

You can if you are in any function other than market- 
ing. FMCG companies look at marketing differently, so 
you will be competing against people who can com- 
fortably sell really bad toothpaste, for one. So if you are 
in marketing, you should look at companies in similar 
industries such as paints, building products and so on. 
But if you are in manufacturing, purchase or even fi- 
nance, go for FMCG. Your experience will count. 


| am a 25-year-old call centre executive. The good news is 
that my company wants to send me to the US for training. 
The bad news is that | am also pursuing an MBA from a good 
B-school. If | go for the training, | lose out on the degree. 
Given the importance of an mBaA, | decided to drop the 
training. But now | see meas working with me as call centre 
executives, and that has made me think hard. Since my com- 
pany is still interested in the training, should | forfeit the MBA 
and do what my company wants? 

If you are doing a full-time MBA from a good B-school, 
forget the training. No matter how many MBAs you see 
in your workplace, a full-time MBA degree can give you 
much more in future than any training your company 
can give. After the degree, you can join any industry, not 
just call centres. And if you go for the training, there's 
no guarantee that you'll get into a good B-school once 
you return. However, though you haven't spelt it out, 
the fact that you are in a job makes it unlikely that you 
are doing a full-time course. In that case, go for the 
training. You can always come back and join another 
part-time MBA course. What you need to do depends on 
the quality of the course you are doing. 


Answers to your career concems are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnhandewalan Extn., New Delhi—1 10055. 
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'' Advice For 
India Inc. 


Are more companies recruiting economists? 


OHN MATTHAI, A 
Tata economist 
who helped draft 
the ‘Bombay Plan’ 
of 1944, was a sup- 
erstar in his time. 
The star before him 
was James Wil- 
son—who pre- 
sented India’s first 
annual budget in 
1860. Yet, stardom 
is not the point. An economist’s basic role, rather 
boringly, is to present an undistorted picture of the 
economy to enable rational decision-making—on 
resource allocation and the like. It’s a key business 
input, The Tatas have had one on board for 
decades, and so have MNCs such as Hindustan 
Lever. Financial firms, of course, can barely do 
without them. But what about other companies? 
“Interpreting the operating environment is 
imperative for good business,” says Dr Siddhartha 
Roy, Economic Advisor, Tata Services (and for- 
mer HLL advisor), and so several manufacturing 
and service organisations are hiring “trained 
economics professionals” as economic advisors. 
Larry D’Souza, Executive Director, Bombay 
Chamber of Commerce and Industry, cites the 
instances of Mahindra & Mahindra and Gujarat 
Ambuja. But according to Jiban K. 
Mukhopadhyay, Consultant and former eco- 
nomic advisor with Tata Services, “the concept 
is still not as prevalent in India as in, say, 
Europe”. Change, he sighs, will come only once 
competition intensifies. Till then, CEOs might 
blissfully continue advising themselves. 
ANANYA ROY 





S. Roy: The Tata maven 
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Gulf Bound 
Engineers 


Another round has begun. Bags are being packed. 


i NOT UNCOMMON 
to bump into Indian 
engineers with tales of 
the old days in Iraq, 
laying railway tracks 
and the like. And 
now, if recruitment 
ads are any indication, 
Indian engineers may 
be getting set for ano- 
ther round of infra- 
structure development 
in West Asia. Is there 
an opportunity in 
Iraq's reconstruction? 
Oh yes, says S.K. 
Verma, à Gulf-retur- 
nee currently running 
Arise Management 
Services, a headhunter. 
So, which are the 
companies on the 
lookout for Indian en- 
gineers? “Trade secret," he quips. The projects have sev- 
eral levels of sub-contracts. “The demand comes from con- 
struction and MNC companies," says Ritu Chopra, 
Consultant, QMA, with equal vagueness. 

Anyhow, Archirodon is one name doing the rounds, 
and there are some others as well. Not awfully well 
known—a reason, perhaps, why Dhruv Chenoy, Vice- 
President (Marketing), Monster.Com, sees no exodus to 
West Asia. However, Swapnil Tripathi, Senior Manager, 
Operations, Naukri, another placement service, spies a dis- 
tinct rise in engineers off to the Gulf. There was a lull from 
March to May 2003. The trend began in June, and July 
saw a sharp spike. The flow continues in 2004. @ 
AMANPREET SINGH 


The lure of the Gulf: Yet again 





Want a Career that makes you smile? 


Log on 1 ๐ JobsAhead today! 
Over 1,00,000 jobs! 6,000 companies! 


JobsAhead 


Better Job , Better Life . 


Better Job , Better Life . 


Work with the best 


minds in IT. Apply to 


these Technology Jobs... 


IT JOBS 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


EPIPHANY CONSULTANTS - PROJECT LEAD 

Wipro Limited 

The ideal candidate for this position will have 4-6 years of IT experi- 
ence with at least 1 project experience in analysis, design, implemen- 
tation and testing of Epiphany 6.0 application suite. Incumbent 
must have good communication skillsand experience in client inter- 
actions. 


Job Code: 279343 


JC#12417 - DATABASE ADMINISTRATOR 

Wipro Limited 

You will be responsible for administering large complex databases 
for our customers. You should be able to perform database related 
activities like database design and support, performance tuning secu- 
rity management and data management. Job Code: 284070 


SR. TECHNICAL ARCHITECT (J2EE) 

LA.P.Company Limited 

We require a candidate with more than 5 years of experience who 
should have worked on at least two complete |2EE commercial 
projects and should be aware about object oriented technology. In 


addition, he/she should have experience in distributed components 


and knowledge of MVC architecture. Job Code: 279437 


WINDCHILL IMPLEMENTATION CONSULTANT 

R Systems International Ltd. 

Responsibilities include Windchill implementation, administration, 
testing and configuration. This position requires immediate travel to 
USA. Implementation and development work will be carried out 


from our offshore development centre at NOIDA at a later stage. 


Job Code: 279555 


PRODUCT TEST LEAD 

Dell International Services 

Incumbent should have managed one project and/or one or two 
short-term projects. He/She will maintain coordination and com- 
munication with internal and external team(s) and keep his/her team 


motivated for higher learning relevant to work being done. 


Job Code: 285346 


Right Resume Resume Blaster 


Premium Classic 


Rs. 1050/- 


Rs. 2500/- 


Resume Blaster 
Gulf 


Rs. 999/- 





PROJECT MANAGER - .NET ¢ 
Wipro Limited 

The incumbent should have a broad understanding of Microsos 
Technologies /Solutions with the ability to scope, design and architec 
solutions, Strong analytical and problem solving skills and interpes 
sonal/communication skills are desired. 


Job Code: 279346 


VC++RESOURCE 

SDI Technologies 

We have an immediate requirement for IT Professionals with 4-6 yea: 
of relevant experience in VC++.The candidate should also have 
knowledge of VB6, Oracle, PL-SQL, Microsoft based technology ane 
Client Server Application knowledge. Job Code: 279431 4 


SR.SOFTWARE ENGINEER-PRODUCT MAINTENANCE 
Erevmax Technologies Pvt Limited 

Incumbent for this position should have knowledge of core Java with 
prior experience in Software Product Maintenance. We are looking fo 
a person who has a thorough knowledge of the reqiured fields. 


Job Code: 285617 


SYSTEM ARCHITECT / ENGINEERS - |2EE 

Dynamic Solutions. 

For this position we require a person with hands-on experience: 
working on |2EE platform, in depth experience in OOAD with UMI 
and J2EE/]ava design patterns and good communication skill: 
coupled with team leading experience. 

Job Code: 279568 

TA/STA 

Innova Solutions India Pvt Ltd 

We are looking for a professional for a position based in Hyderabad 
The key skills required would be Brio, Oracle and an understanding oi 
database administration. The job might involve initial training in US. 


Job Code: 279602 / 


Resume Highlighter Placement 


(3Months) Directory 
Rs. 750/- Rs. 150/- 
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To Apply to these Jobs: Log on to www. bhi com and qi the Job Code 


เต น น ม AGER - ACCOUNTS 


MCO LIMITI 
e primary job for this position will be Computerised Accouting. The 
cumbent should have exposure to all areas of accouting till finalisation. 
Te/She should also have thorough knowledge of Direct/Indirect taxes. 
ob Code: 278966 


MPCCOUNTS OFFICER 

Sinclaire Infra Tech Limite: 

Xe are looking for a commerce graduate (preferable CA) who is strong 
lan finalization of accounts, sales tax, and income tax. Incumbent must 
^ conversant with purchase vouchers booking, purchase accounts and 
RS. Ability to deal with banks and financial institutions is necessary. 

_ Jeb Code: 279284 

WEIN ANCE MANAGER 

M ndiainfo com I 

Ve require a CA with minimum 2 years post qualification experience. 
lWncumbent must have worked on US GAAP and US Tax and should be 
svilling to work as per US timings. Expereince in IT Enabled Services 
vill be an advantage. 

_Job Code: 277756 


INTERNAL AUDITOR 
W-urostar Communications LLC 

Pte incumbent should have 6 to 8 years hands on Audit experience. 
“He/She must have worked in Internal audit department and should 
(Possess good analytical skills, internal evaluation and procedure docu- 
‘mentation skills. 

Job Code: 278645 


ILIFE INSURANCE & PENSION ADVISOR 

[CICI Prudential Life Insurance Company 

The primary rake for dis position is to help clients understand their 
financial needs,assist them with their financial planning and to so- 
licit business for themselves by selling Life Insurance Policies. 


Jpb Code: 266928 


= Rs. 5449 - Rs. 


PNE 


To avail this offer, cut out this co 
|J amount of Rs 4 


i-e ul 
"-—— 


send it along with your ¢ 2 
JobsAhead, 528, Okhla Indust: 


NetUart A Pvt L 

Reporting to Regional Head,South in Bangalore, the incumbent 
will be responsible for the day-to-day operations of TVS loyalty 
program He/She will be involved with continuous evolution of 
customer value proposition through in-depth analysis of current 
member behavior. Job Code: 280079 

Ci 

The incumbent should be able to handle all accounting and payroll 
functions independently. He/She must have knowledge of STPI 
work and MIS reporting. 

Job Code: 277143 


( Sf et 

Responsibilities for this position include MIS, analysis, project cost- 
ing, planning, budgeting and forecasting. Incumbent should be 
experienced in working on an ERP System. He/She should have an 


advanced knowledge of Microsoft Office and preferably experience 
in ITES/Service industry. Job Code: 288028 


Mi 

Primary responsibilities for this position include preparation of 
vouchers, bank works, advance statements and accounts ledger 
verifications. Incumbent will be required to have the basic com- 
puter skills skills. 
Job Code: 278936 


and good communication 


Responsibilities include handling accounts of multi services and 
catering sites, check and control accounts and reports sent by the site 
accounts executive /site manager and handling all the direct and In- 


direct taxation matters pertaining to the sites. Job Code: 285129 


| lobsAhead 


Better Job. Better Life. 


www.jobsahea 
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Better Job , Better Life . 


Can you sell anything? 


Ts marketing your forte? Apply t 
these Sales & Marketing jobs... 


SALES & MARKETING 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


SALES EXECUTIVE & SALES OFFICER 

Videocon International Ltd. 

We are looking for young and enthusiastic individuals to be part of a 
vibrant front line sales force. Aspirants should have the ability to meet 
sales targets and determination to push sales in a competitive environ- 
ment. 


Job Code: 279357 


SALES SUPPORT 
Appshop solutions I Pvt Ltd 
We are looking for responsive, team-oriented and dedicated people to 


support the sales team in US. This role encompasses unearthing leads, 


qualifying them, making contact and handholding the sales team tll the 
initial level of interaction. 


Job Code: 278635 


CHANNEL SALES MANAGER 

Mahindra Holidays and Resorts India Ltd 

We are looking for young, dynamic and energetic people with a flair to 
travel and an extensive knowledge of the Andhra and Kerala markets. 
Knowledge of Telugu and Malayalam will be an advantage. The person 
needs to be highly amicable with good communication skills and a very 


pleasing personality. Job Code: 276260 


SALES MANAGER (INSURANCE) 

Borders 

As a Sales Manager (Insurance), you will be managing a direct team 
of insurance advisors and recruiting as well as selling insurance 
Job Code: 291380 


ACCOUNT EXECUTIVE - SALES (EDUCATION AND 
GOVERNMENT) 
Netsity Systems Pvt.Ltd. 


If you respond to new challenges, we would like to hear from you. To 
succeed you need to demonstrate exceptional marketing and network- 
ing skills to contribute to the overall performance of our Strategic Busi- 


ness Unit in the Education domain. . Job Code: 271599 


Right Resume Premium 


Get vour World Class Resume written in 
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EXECUTIVE CHANNEL DEVELOPMENT 

NIS Sparta Limited $ 
The job would involve developing new channel partners, managir 
the existing partners and meeting revenue targets through chann 
partners. The incumbent should be a management graduate with 
to 3 years of experience out of which at least 1 year should be 
channel management and development in similar secto 
Job Code: 280100 

PR MANAGER 

Advanced Techies Ltd. 

As a PR Manager, you will be responsible for building new busine 
leads and generating new clientele by interacting with clients ani 
managing follow ups. You will be also responsible for makin 
strategies for brand promotion and advertising 


Job Code: 279308 Y 


QAI 


Position: Business Development professionals & Cc 
Managers with experience of minimum 5 years 
located in India, Singapore, China and USA 

Job Description: Assist in establishing marketing ple 
achieve the company’s objective for revenue, profit and 
ket share. Develop and execute marketing programs to at 


QAI India Ltd, is Asia's largest ane 
world's third largest firm in the ล ะ เต 
software process improvement. 


these objectives. Create and service new accounts, ด ู ส “ด 
areas and lines of business.Analyze company's marketing 
grams and find ways to increase effectiveness. Conduct 
ket research to identify opportunities for increasing sales. 
with sales team to increase 


pricing models customized fc 
user. Negotiate and manage contracts. 
Incumbent must have excellent number crunchina sk 
proven sales track record in an IT of @ consulting firm a 
excellent educational background. preferabl\ combinat 
BE + MBA. rele Should Rave Me ability to take On new 
lenge, ส ู 6 อ ๐ ners anding sof A2. ifc istry, ability tc 
Bre % ' abes เท Dab to Ad 
fam ai fso from the 


“Job Code: 283179 
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Better Job , Better Life . 


Are vou re; ady to lead 


trom the front ? Apply to 


Senior Management Jobs... 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


EJECT MANAGER 

elito Systems Limited 

e require a person with a high degree of proficiency in leadership, 
timally utilizing resources, handling conflicting issues, and having 
.cellent communication and interpersonal skills. The incumbent 
ould have experience in MF COBOL, Pro*COBOL, Oracle, Eazytrieve 
ad Unix. Job Code: 278797 


ROJECT MANAGER - .NET 

"ipro Limited 

c are looking for a person with broad a understanding of Microsof 

'e are looking for a n with | | derstanding of M ft 
chnologies. The incumbent should have strong analytical, problem 

ving skills and interpersonal / communication skills. He/She should 
capable of interfacing with Clients and User Community. 


ob Ck 279346 


++ ARCHITECT 

snus Systems 

icumbent should have minimum 7 years experience in delivering 
'oductized software applications and minimum 5 years experience 
'signing and developing enterprise databases. He/She should have 
perience in C++ and Java development, coding, testing, and debug- 


ng Job Code: 280326 


EAD SOFTWARE DEVELPOMENT 

(icroworld Software Services Pvt. Ltd. 

eonsibilities include overall project-in-charge for our entire range of 
‘oducts, ensuring product development cycles are properly planned, 
»cumented and executed, handling pre-launch trials and beta-list man- 
ement and handling our web-interface, web-commerce and further 


‘veloping our online help/support systems. Job Code: 280783 


RODUCT SUPPORT ANALYST 

ell International Services 

cumbent should have design level experience resulting in the in-depth 
iderstanding of various Operating System Architectures, networking, 
id industry protocols and the ability to identify potential product 
sakness and be able to provide design guidance and recommenda- 
wis for improvements to subsequent redesigns. Job Code: 266568 


Resume Blaster Gulf 


Maximize your chances of getting a job in 


HR BUSINESS PARTNER 

Intel Technology India Pvt Ltd 

The candidate will be responsible for providing HR support to one 
Man- 


spective 


ot more Business Group/ Business Managers as HR Account 
ager on one or more sites. This person will provide HR pet 
to build and enhance organizational capabilities, anticipate business 
needs and provide solutions. Job Code: 279106 

TRAINING CENTER HEAD 

Maintec Technologies Pvt. Ltd 

Incumbent should have minimum 8 years experience out of which 
at least 5 years should have been independently managing an IT 
Training Center/ Division as a Profit Center. He/She should have 
excellent management skills. 


Job Code: 279902 


and business development! 


SENIOR SYSTEMS ANALYST 

KVP Software Pvt Ltd 

We require a person who interacts with business partners to identify 
project alternatives and makes. He/She will participate in and/or 
drive the design and development of technology solutions which 
meet security, network, infrastructure/operations and customer 


support requirements. Job Code: 280496 


HEAD - SOFTWARE QUALITY ASSURANCE 
Pvt. Ltd 
Primary skills required are maintaining and updating SC)A Plan, 


Anlage IT Services 
Planning resources for SQA, identifying SQA training, facilitating 
definition, maintenance ind improvement of software process, 
process auditing and follow-ups on corrective action for non-com- 


pliances. Job Code:280950 


DIRECTOR -IT 
Perfexa Solutions Pvt. Ltd. 
Incumbent should have proven track record of success in delivering 


software solutions to customers in a timely and a cost effective 
manner He/She should have demonstrated strong project manage 
ment skills in a c« yMpetitive environment. 


Job Code: 283310 
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MOULIS 


Ma Foi is India’s largest HR company, offering 
integrated services that encompass every facet of HR. 
We are an ISO 9001 : 2000 certified organisation with 
an average annual growth of 84% over the last 11 years 
since our inception. 


Our HR Consulting group offers solutions to 
Corporates and Public Systems in the domains 
of Change Management, Productivity / Retention 
Enhancement and People Development. This division is 
expanding fast with a deep reach through our 
24 offices across India and overseas. We wish to 
recruit : 


Head - HR Consulting 


As a Business Head you will be responsible for 
integration of the three Solution groups and overall 
divisional profitability. The work would involve 
strategizing for growth, leading assignments, 
grooming others in the division and ensuring quality. 


The person should be a post graduate in HR, with a 
minimum of 14 years experience and deep 
conceptual knowledge. 


HR professionals 
with a passion 


for excellence 
and penchant 
for consulting 





Principal Consultant (i) Training 
(ii) Compensation Practice 


As Head of the Practice you will be responsible for 
marketing and delivery of assignments relating to the 
respective practice. 


You should have a relevant post graduate qualification 
with atleast 10 years of industry experience, either in 
Consulting or Operational HR. Strong conceptual 
abilities, sensitivity, goal orientation and an ability to 
operate in an unstructured environment would be 
essential. 


Location: Any of our offices in India 
If your skills match our requirements, mail your resume 


to hre@mafoi.com OR send by post/courier to reach us 
within 7 days at the address below : 


Ms. Hemalatha Rajan, Director - HR 


Ma Foi Management 
๑ ๑ Consultants Ltd. ป 
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MANAGEMENT CONSULTANTS LTO. Fax: 044-28333358 www. mafol.com 


๑ Chennaie Bangalore e Hyderabade Mumbaie Ahmedabade Barodae Pune e Delhi ๑ Kolkatae Visakhapatname Dubaie London e Singapore 
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gı Of Currency And 
,, Open Societies 


ILL THE REAL GEORGE SOROS PLEASE STAND UP? 

The world's most successful investor—and 

unsuccessful market philosopher—isn't un- 
familiar with this plea. To many, he's the original 
enigma wrapped in a paradox. 

If you'd have given him $1,000 in 1969, when he 
started his Quantum Fund, he'd have turned it into $4 
million by the turn of the millennium. As a currency 
trader, he is notorious for making billions on a daring 
multibillion dollar bet against the Bank of England's 
control of the sterling in 1992—and still faces the 
fist-shaking of Asian leaders who blame him for the cur- 
rency crisis of 1997, He is simply the world's most 
feared market mover... 

...And so when Soros mentions a ‘dollar weak- 
ness', as he did in mid-2003, and rails against the 
White House and “the false ideology that US might 
gives it the right to impose its will on the world”. 
global investors sit up and listen. Soros, a Budapest- 
born survivor of two totalitarian regimes, is also famous 
for deploying his wealth for the cause of ‘The Open 
»ociety'—the terminology of his guru Karl Popper 

who argued that since the human being is fallible and society imperfect, we should hold our- 
selves open to reform. Always. 
Amongst Soros’ critics are those who dismiss his rants against ‘market fundamentalism’ a: 
a fig-leaf for a sinister capitalist plot to rule the world—since he makes so much money on the 
very market he rubbishes. To anyone who has read Soros’ famous 1997 Atlantic Monthly ar- 
ticle, “The Capitalist Threat’, this would be an unfair caricature of his self-confounding genius. 
The man quotes Hegel on civilisations failing on account of a “morbid intensification of their 
own first principles”, and asks America to stop obsessing over capitalism as some sort of Ultimate 
» Truth (the attempt to manipulate that, to his mind, is what totalitarianism is. anyway). His own 
Quantum experience, he says, tells him that markets cannot attain equilibrium—a basic assu 
mption of market theory—since his own decisions tend to alter the circumstances that lead hin 
to those decisions. ‘Reflexivity’, he calls it. bt] 


GEORGE SOROS 


Investor-Philosopher 
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Foresight is the 'lead' that the leader has. 


Robert K. Greenleaf 


From pioneering the PC storage revolution 20 years ago to enabling digital storage in Consumer Electronice today 
Seagate's greatest Strength is its ability to respond quickly and intelligently to the change that is inherent a ti 
industry, Seagate attributes its success to a sound business strategy and exceptional strength in technical comp: 

which provides the flexibility to address the world's rapidly evolving storage needs. Eve 

anyone else 


Seagate National Call Centre WE 
Call toll free 1600 33 1 1 04 Seagate WK 





www.seagate.com/india 
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with an India Today Book Club Subscription. 


»ubscribe to the India Today Book Club and get a chance to 
win an exquisite pair of diamond earrings from OyzterBay. 
And that's not all! On becoming a member of the 

India Today Book Club you will also get: 


Assured Free Gifts upto Rs. 1965* 
Widest range of the Best Quality Books 


Fabulous Discounts of upto 60% 
on all books 


Free Home Delivery of books 


Free Books Today, monthly magazine 
with write-ups on the latest titles 
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That’s general practitioners with general packet 
radio switching (a wireless broadband standard). 
And a Faridabad-based non-governmental 
organisation has taken just this route to bring 
ayurvedic remedies to rural India. 

BY ALOKESH BHATTACHARYYA 


AM FEELING MUCH BETTER 
now, doctor.” The speaker 
is 100-year-old Jairoh Devi, 
and her rasping voice brings a 
smile to the faces of those 
gathered around her; a sundry 
crowd of relatives, interested vil- 
lagers and health workers. “Please 
don’t let her die without seeing her 
great granddaughter’s wedding,” 


jokes one of her relatives. This 
could well be a scene from a 
Bollywood melodrama but it isn’t. 


Jairoh Devi is for real, as is her re- 


covery. She lives in Pratapgarh 
(pop: 700), a village in Haryana, 
one of the 30 in the state that serves 
as a setting for TeleDoc, a pilot 
project in rural healthcare that is the 
brainchild of the Faridabad-based 


| WHERE ARE THE | 


MALL MANAGERS? 


Jiva Institute, a non-governmental 
organisation. And for the record, 
the man responsible for Devi’s cure, 
Sumeet Sagon, isn’t a doctor at all. 

TeleDoc is built around two 
strands that are a few thousand 
years apart: the ancient Indian med- 
ical system of Ayurveda and the 
as-recent-as-you-can-get phenom- 
enon of mobile telephony. Every 
day, three TeleDoc workers, each 
armed with a Nokia 6800 phone 
(you've seen it; the one that comes 
with a flip-top; flip, turn by 90 
degrees and presto, you have a 
QWERTY keyboard), fan out to the 
30 villages the project covers. At 
each village, villagers gather at a 
designated place to discuss their 
ailments with the teledocs. The 
teledoc transmits this information 
through the GPRs-enabled phone 
and a Java-based software to a team 
of five Ayurvedic doctors at Jiva's 
Faridabad clinic. The doctors 
analyse the symptoms and prescribe 
medication; medicines are com- 
pounded at the clinic itself and deli- 
vered the following day by the tele- 
docs. The phone is a recent addition 
(October 2003). When the project 
started in September 2002 with a 
Rs 23-lakh grant from New York- 
based Soros Foundation, the tele- 
docs used handheld pcs, then 
Simputers. Jiva's doctors could acc- 
ess patient information only when 
the teledocs returned. The 6800 
changed all that. 

"There are 3.1 lakh villages in 
India with a population of less than 
500," says Rishi Pal Chauhan, 
President, Jiva Institute, *and 
77,500 of these do not even have a 
shop." *Over one lakh have just 
one small shop that sells beedis; 
none of these villages have proper 
medical facilities, so we decided to 
do something for them." Chauhan's 
target is what he terms the bottom 


TeleDoc is built around ancient Ayurveda and state-of-the-art 
mobile telephony, and has a sustainable business model 
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of the pyramid, people earning less 
than $1 (Rs 46) a day. Yet, Jiva’s 


TeleDoc project isn't about charity. 


A Cause With A Business Model 

TeleDoc isn't about a well-inten- 
tioned NGO working for the benefit 
of the less privileged; it is about a 
sustainable business model (why, 
Jiva even boasts an American 
exec—Steven Rudolph designated 
Director). Jiva’s founders like to 
call their organisation “ล social en- 
terprise”. Jiva charges its TeleDox 


Spreading cheer: TeleDoc workers Shriya Dhar (left) and Sumeet Sagon provid 


patients Rs 70 a week. “Villagers 
pay when they see it works,” says 
Rudolph. TeleDoc currently services 
1,500 paying patients; that’s some 
Rs 1,00,000 in revenue every week. 
Encouraged by this response, Jiva 
proposes to take TeleDoc national 
by April 2004. *By April 2005 we 
will cover 5,000 villages and earn a 
profit of Rs 8.42 lakh,” claims 
Chauhan. “By April 2006, we wil 





cover 10,000 villages and return 
profits of Rs 2.5 crore.” 


A franchising model will facilitate 
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commission. The way Chauhan sees 
it, everyone wins: villages get access 
to low-cost healthcare and other 
products (at their doorstep); and 
companies gain access to villages 
at a viable cost. 

Jiva has other revenue streams as 
well: a school that charges Rs 500 a 
month; textbooks, up to Class V 
that Jiva has published, incorpora- 
ting what it terms “India’s Curricu- 
lum of Tomorrow’ (ICOT), which it 
sells to 500 schools across India; an 
ayurvedic website ayurvedic.org that 
sells Ayurvedic products; and an 
online Ayurveda college targeting 
overseas customers and offering 
courses in Ayurveda at anything 
between Rs 1,600 and Rs 68,000 a 
pop. “The face of non-profit will 
change from NGOs to social 
enterprises in the next 10 years,” 
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gushes Rudolph, a wealthy American 
who came to India at Chauhan’s 
instance and who believes that tech- 
nology and innovation can create a 
rural economic boom in India. 


Scaling It Up 

NGOs may go the way Rudolph exp- 
ects them to, and become social 
enterprises. And they may not. 
However, Jiva's effort at provi- 
ding distance health services to the 
poor has received some recogni- 
tion, in the form of a World Sum- 
mit Award. These awards are pre- 
sented by the UN and the Interna- 
tional Telecommunications Union 
(ITU) to organisations that use tech- 
nology to bridge divides. Of the 40 
awards presented this year, Jiva 
bagged one in the e-health category. 
The only other Indian entry to win 





* India’s Curriculum Of Tomorrow, a primary school curriculum developed by Jiva 


an award was n-Logue Communi- 
cations, a company promoted by 
ur Madras’ TeNet Group, which 
offers low-cost internet and telecom- 
munications services in rural areas. 

The award has brought Jiva and 
TeleDoc some attention: requests 
have come in from Sri Lanka and 
Indonesia to run pilot TeleDoc proj- 
ects. And irc (which runs a chain of 
hybrid offline-online e-choupals; 
see Distribution's Disruptive Duo, 
Business Today, January 18) and 
n-Logue have both expressed inte- 
rest in taking TeleDoc to the villages 
where they are active. 

Last word: TeleDoc remains a 
pilot project. For it to go national, 
Jiva’s social-enterprise model—it 
looks good on paper—needs to 
work. Jairoh Devi and her ilk must 
be praying it will. 


+ Planned 





Where Are The Mall Managers? 


Malls, malls everywhere; not too many mall managers around. 


L THE NEXT COUPLE OF YEARS, BY SOME ESTIMATES, 300 
malls will come up all over India; they will occupy 
some 400 million square feet of prime real estate. In addi- 
tion to the existing ones—Delhi’s satellite Gurgaon 
alone boasts five—this translates into a veritable explo- 
sion of malls. That’s the good news. Now for the bad 
news: Anil Rajpal, a manager at KSA Technopak, a retail 
consultant, believes that mall managers could soon be- 


little or no skills entering the sector, the services on of- 
fer at most malls will leave much to be desired,” he adds, 
“The balance of power will shift in favour of retailers.” 
Put simply, space on several malls will go abegging, 
and lease-rentals on the rest could decline. 

Rajpal’s assessment is probably accurate: most emerg- 
ing areas—and there’s no denying the fact that the busi- 
ness of malls is still a recent phenomenon in India—go 
through similar growth pangs. Rajpal himself points to 
the organised retail business. All through the 1990s, 
entrepreneurs and companies of various hues tried their 
hand at it, only to realise that managing a retail estab- 
lishment wasn’t exactly child’s play. If the sector survived 
(and thrived), it was because it managed to attract the best 
talent from the fast moving consumer goods and con- 
sumer durable businesses and adopt best-in-class practices. 

The malls that survive, says Rajpal, will be those that 
address everything from marketing to infrastructure to 
location to design. Unfortunately, there don’t seem to 
be too many mall managers around. And most develo- 
pers are clueless about the kind of expertise required or 
where to find people possessing such skills or both. 


However, not all developers share this point of 
view. Ajay Khanna, CEO (Malls), DLF Universal, be 
lieves “need throws up the kind of manpower re- 
quired”. B-schools, he adds, have already introduced 
courses on retail management. And DLF trains its em- 
ployees on the finer aspects of mall management in 
ternally. Developers putting down just one mall or so, 
believes Khanna, could face problems, not a company 
like DLF that plans to develop, Over the next 1% 
months, 18 malls across North India with 15 of these 
in Delhi and its environs. 

Just what does a mall manager need to do? “A 
mall is like a ship or hotel," says Khanna, “It has sepa 
rate infrastructure departments for housekeeping, 
parking, security, air-conditioning and the like; then, 
there are other departments like marketing, accounts.” 
DLF hires service industry experts and people with an 
armed forces background for both kinds of positions. 
Retail chain Shoppers’ Stop believes there needs to be 
a clear demarcation between the operational and sup 
port roles. “A mall manager is synonymous with a 
Unit Head and is responsible for sales targets and the HR 
function,” says Indu Lamba of Shoppers’ Stop. Ergo, a 
mall manager has to be customer-oriented, and possess 
leadership and communication skills. S.A. Khan, Deputy 
GM (HR), at MGF Developments, part of the MGI 
Group, a recent entrant into the malls business puts it 
best. *A mall manager's job is a complete one, much like 
managing a small city." The universal scarcity of such 
managers could explain the state of our cities. W 

PAYAL SETHI 
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. Gold Brick Gazing 


India's story of business through the Industrial Revolution, and the world's missing link. 





FFHAND, THE GLITTERING COVER OF THIS BOOK 
on India’s transition to the “industrial phase of 
business” —interaction with Europe being a 
“critical factor"—is reason enough to dig in. On closer 
thought, though, there are at least three other facts that 
underscore this subject’s global importance: that the East 
India Company is regarded as a prototype of the 
globe-girdling joint stock corporation, that the 18th 
Century saw economic power shift decisively from 
Asia to Europe, and that India’s history is fraught with 
controversy. If Alfred Chandler gave America its first big 
volume on the ‘managerial revolution’, Dwijendra 
Tripathi presents an authoritative take on the Industrial 
Revolution’s relevance to India. 
Starting in 1700, the narration of how ‘The 
Company’ first grabbed power, playing the sneaky in- 


The Oxford 
History Of 
Indian Business 


By DwijendraTripathi 


เส ง บ ก 
PRICE: RS 1,-500 
PP: 371 






terventionist in the subcontinent’s political schisms 
and gaining the allegiance of local merchants by pro- 
tecting their profits, is rivetting stuff. Some readers 
(particularly, coastal bankers), though, may wonder why 
the banking sub-story is so fixated on the goings-on of 
the interior Maratha State, while others may ask if 
this fissured phase deserves to represent Mughal India 
in ล narrative of such gravity. Anyhow, “By 1750, 
India once again had become mainly a geographical ex- 
pression"—even as Britain steamed and spun ahead as 
the world's big textile power. 

India's own ‘industrial’ story begins with the influ- 
ence of Adam Smith's laissez faire ideals, after the Bri- 
tish Crown divested The Company of India's governance 
(in 1857), and bestowed the colony with a “business- 
friendly environment"... the institutional framework of 
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First among equals: G.D. Birla (right), India Inc's chief 
strategist, with his brother B.M. Birla 


the judicial system, Macaulayist education, Crown ru- 
pee, limited-liability firms, share trading, and above 
all, exposure to British industry. Historically, Tripathi 
likens all this to pre-Meiji Japan, though he's careful not 
to end up playing the apologist; he bemoans the lack of 
Indian innovation—the “colonial syndrome" expressed 
in the local industrialists’ awe of all things British. 
Jamsetji Nusserwanji Tata is an exception, and 
that too, for looking further—to America—for indus- 
trial technology. This textile man's rise to eminence is 
traced to Bombay's first ever share crash (in 1865) 
after the restoration of America's cotton exports, and 
vision is exemplified by his quest for a steel plant. The 
vision took form as TISCO, a 20th century company 





“History Is A Backward Integration Of The Present" 


an IIM-Abmedabad Professor, bas esta- 
เรา ห ร์ ล เห ร พะ ค ล ั ง ปร ค่ะ ร ร คั จ คี 
historian in India today. In his post-ret- 
irement book, he traces India's transition 


What market gap does this book address? 

I had three segments in view. One, teachers, students 
and researchers of both management and history, 
who would appreciate that the only way to study the 
development of business is to put it into a total 
historical perspective. Two, people in business who 
need to be better informed. And three, lay people 
who want to understand the origin of Indian busi- 
ness. It was a challenge. Business history in India has 
been completely undeveloped, and I had very little 
to depend on as sources. 


Mainly English sources? 
No. I used vernacular sources to the extent possible. 
Marathi, Gujarati and Hindi texts, for example. 


that gained plenty from the post-War Industrial Policy 
of patriarchal state protection (based on arbitrary tariffs 
and other market-distorting patronage mechanisms). 
It was also in that troubled period, between the 
World Wars, that multinationals such as Unilever ente- 
red India, with operations much smaller than Tata’s. 
The Indian industrialist of the time who shaped India’s 
destiny most conclusively, however, was Ghanshyam 
Das Birla, who formulated the strategy of secretly aid- 
ing Gandhi’s Congress while publicly shrugging at 
‘Quit India'—to evict the British, erect a bulwark 
against Marxist fury and win support for a mere ‘tem- 
porary eclipse’ of Free Enterprise (via the 1944 Bombay 
Plan) after independence. Birla also supported Partition, 
to the anguish of FICCI—as voiced by Lala Shri Ram. 
The rest is familiar: Jawaharlal Nehru’s Mixed 
Economy pragmatism (often misread by either-or bi- 
naryists), Indira Gandhi’s power centralisation (uh-oh, 
bad news), Rajiv Gandhi's attack on the control appa- 
ratus (as reforms initiator), and so on. The book pitches 
Free Enterprise without resorting to economic jargon, 
though it refrains from examining whether profit is 





really becoming a function of market strategy instead of 


cronyist manipulation. While Tripathi speaks of a “rev- 
olutionary change” in marketing since the late 1980s, he 





What explains 1700 AD as the narrative's 
starting point? 

| have tried to explain that in the 
‘Introduction’. My hypothesis is that 
Indian business developed as a result 
of the interaction between Indians and 
Europeans, and this became visible in the 
1700s. This is about the time the 
Mughal Empire went into decline. 


Would your book hold post-industrial relevance? 
There are a couple of paragraphs on Azim Premji 
and Narayana Murthy. There is an attempt to 
link the changes taking place in India with what 
happened before. History is a backward integration 
of the present. 


But is it comprehensive enough to justify the title? 
Well, that's for you to decide. I put whatever ] 
could in the book, and submitted it to the pub- 
lisher. In the process of discussing the title, they 
referred it to the ‘delegates’ of OUP, and later 
emailed me that they had decided to give their 
brand name to the title. 


doesn't explore whether Hindustan Lever's forced 
stake-dilution of the 1970s had anvthing to do with it. 

But then, it's a matter of perspective. Tripathi's 
other major aim is to escape what he terms a "single fac 
tor analytical framework", and thus challenge the 
school of ‘cultural determinism’ that blames India's 
poverty on the collective conditioning of fatalism, ๐ « 
cupational immobility and indifference to material re- 
ward. None of this, in his view, survives scrutiny. 

So, should Indian B-schools make the Oxford 
History their definitive text? 

Look at that cover again. What they would miss, in 
this age of information and spin, is the amazing story of 
ideas. Of their transmission. Of their stimulant value. 
They would also miss the story of intellectual freedom 
that—given the European context of this book—began 
on Oxford's own campus in the mid-17th century, 
and was linked intimately with India. 

Yet, all it takes is some thought—nay, 
tion—to guess what influence steamy café debates on 


imagina 


the so-exalted ‘divine right" could've exercised on the 
mind of innovators occupied by the whistle of kettles, 
cloudy sources of power, man's use of materials, and the 
weft-n-warp of fabric success. 

ARESH SHIRAI 
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India Inc's first family: Dhirubh 
(left) and Anil Ambani 


large amount—Rs 270 crore, the largest 
amount ever in the Indian corporate 
history—was raised through a non-con- 
vertible debenture issue. By this time, 
Ambani's reputation for giving more 
than fair retums to investors was so 
firmly established that the enthusiasm for 
the issue caused a stampede-like situ- 
ation in the capital market. The Ambani 
firm now had the distinction of having a 
much larger number of shareholders 


ai Ambani (sitting) with his sons Mukesh Ambani 











than any other company in the country, 
and the House of Ambanis emerged 
as the third largest group, next only to 
the Tatas and the Birlas, in India. Never 
before had an Indian business house, 
starting virtually from the dust, risen 
so high within such a short time. 
Surprisingly, the Ambani saga 
unfolded itself during the heyday of the 
licence permit raj. It is widely believed 
that the Ambanis' success was to ล 


large extent due to Dhirubhai's ability to 
manipulate, using fair and foul means 
alike, the government machinery to his 
advantage. The scheme to offset the 
import of polyester filament yam against 
the export of art silk, of which Ambani's 
mill was the largest producer in India, is 
believed to have been launched on his 
persuasion. And a steep rise in the import 
duty on polyester filament yam in the 
mid-1980s, forcing the domestic users 
of the product to tum to Dhirubhai's 
company, the only producer in India, was 
widely attributed to his uncanny talent to 
influence the corridors of political power. 
It is very difficult to be certain about 
the veracity or otherwise of these 
charges, but none can accuse Dhirubhai 
and his associates of the failure to ap- 
preciate the facilities and opportunities 
inherent in the environment during the 
licence permit raj, and exploit thern to 
the maximum possible extent. 

While the Ambanis' launching 
pad was a traditional line, many oth- 
ers made their industrial debut with 
more sophisticated industries—sunrise 
industries as they are sometimes 
called. K.A. Mammen Mapillai and 
Raunaq Singh, for instance, proved 
their mettle in producing automobile 
tyres. Originally from Kerala, Mapillai 
led his family back into business (his 
father had lost all his business way 
back in 1939) by setting up a rubber 
balloon factory in Madras soon after in- 
dependence. Tyre manufacturing 
started only in 1961 in collaboration 
with Mansfield Tire and Rubber 
Company of the United States. 
Raunaq Singh, a refugee from 
Pakistan, started off as a trader of 
spices and steel pipes himself, with the 
bulk of funds provided by Punjab 
National Bank. His flagship, Apollo 
Tyres, was added much later. 


The extract is taken from a chapter entitied 
Business Enterprise in Free India trom The 
Oxford History Of Indian Business (OUP) 
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Yes. Just call it managing by the seat of your pants. 
BY SUPRIYA SHRINATE 


THIS IS THE LIFE. NO, I AM NOT IN GOA, OR THE SOUTH OF 

Australia, places writers across the hall from where I work—they 

work for a travel magazine—seem to be get sent to on assign- 

ments all the time. Still, I muse, as I revel a little more in the com- 

fort of my immediate surroundings, things could be worse. It's 

the chair, you see: Aeron, by Herman Miller. Haven't heard of 
git? Well, you don't know what you are missing out on. 
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THE ULTIMATE OFFIC CHAIR 
SHRIMP AND (GIANT) SQUID 
600D OLD A OD OLD 


At my office—a swank one, more a foreign bank 
type than a media outfit one (there, that should mollify 
my editor)—1 sit on a local unbranded office chair. It 
has castors, levers to adjust height and extent of lower 
lumbar support, and arm rests, but, alas, it is no Aeron. 
The chair I am sitting in right now, at Adobe India's 
Noida facility is something else. For starters, it does 
something to mind and body to know that the chair one 
is sitting in was a shoo-in for the permanent collection 
of New York's Museum of Modern Art. Then, there's 
the suspension: Pellicle mesh in an aluminum frame that 
accommodates all kinds of body types, allows for even 
distribution of weight, and facilitates ventilation (yup, 
your back needs air too, docs tell me). For those of you 
interested in such things, Pellicle was developed exclu- 
sively for use in the Aeron chair. And the structure: a 
high and wide-contoured back that supports the body 
and reduces the quantum of weight the lower spine 
needs to support; a custom-adjustable lower back; arm- 
rests that are independently height-adjustable and which 
pivot both in and out by several degrees; a super- 
smooth tilt mechanism; a tilt-range of five degrees 
to 112 degrees (for those times when you really 
want to lean back and put your feet up) and a per- 
manent contact system that supports the pre- 
ferred posture of the user at rest, and in motion. 

There's more but surely, you get the picture? 
Designed by Don Chadwick and Bill Stumpf and 
launched by Herman Miller, a $1.5 billion 
office furniture major, as far back as 1994, Aeron won 
the Gold in IDsA’s Designs of the Decade competition for 
having a great business impact. Dotcommers loved it. So 
did just about everyone else. “Eight years ago," wrote LA 
Times writer Preston Lerner in a paean to Aeron in 
September 2002, “the office chair hierarchy was stood 
on its head by the introduction of Herman Miller's 
seminal Aeron chair, which set new standards for 
ergonomic efficiency while emerging as an I’m-so- 
cool icon... by merging the utility of task seating with 
the status of a throne, it forever changed the landscape 
of the modern office.” Today, there are around 2 
million Aeron chairs in offices around the world, 
some 3,000 in India alone. 

Aerons don’t come cheap: 
Adobe spent over Rs 83 lakh 
importing 377; iNautix Rs 2.25 
crore for importing 815. Both 
benefited from concessions in im- 
port duty software exporters are 
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eligible for; In India, Aeron retails for 
around Rs 60,000. Is it worth it? “No 
other chair matches up to the perform- 
ance of Aeron,” gloats Umesh Munot, 
Country Manager (India), Herman 
Miller. That’s a biased opinion, so here’s 
another. “The chairs have definitely 
helped combat office-stress,” says Jagdish 
Rangwani, Chief Operating Officer, iNautix. 

As the 3,000 sold in India show, Aerons are yet to 
catch on. One reason for that could be that Rs 60,000 
is just too much to pay for a chair (even Rs 20,000-plus, 
which software exporters have to pay, is way too 
high). So, most companies are content to go in for er- 
gonomic chairs on offer from Godrej & Boyce (it 
has a 38 per cent share of the Rs 400-crore organised 
sector market for office chairs), Blow Plast Ergonomics, 
even local vendors. Everyone down from Chairman 
Azim Premji at Wipro uses Godrej & Boyce chairs, And 
Infosys experiments with local vendors, col- 
lecting feedback from employees before mak- 
ing the final decision (everyone sits on the 
same type of chair here too). 

Godrej & Boyce sent this writer copies 
of certificates issued by the Indian Association 
of Occupational Health and the All India 

Occupational Therapists 

Association to prove that its 
Premium range was as ergono- 
mically designed as the best. The company’s answer to 
Aeron is the leap chair from SteelCase, a US com- 
pany, which Raviprakash Gupta its General Manager, 
Marketing, claims, “is functionally similar to Aeron.” 
Blow Plast Ergonomics’ Head of Marketing Ranjit 
Bakshi is downright derisive of Aeron. “It is like a giz- 
mo; 90 per cent of it is never put to use,” he laughs. 
For the record Godrej & Boyce’s chairs cost any- 
thing between Rs 2,500 and Rs 6,000 (Rs 60,000- 
Rs 70,000 for the leap chair); Blow Plast Ergonomics’ 
between Rs 2,900 and Rs 15,000 (up to Rs 1 lakh for 
the customisable Vitra chair). Maybe, once the novelty 
wears off, I'll tire of Aeron, but right now, sitting on 
one (and enjoying every .bit of it), it's hard to see 
how. “There are some 40 replicas of Aeron, but none 
comes close to the original’s performance,” gushes 
Munot. Herman Miller’s new Mirra could: this chair 
needs fewer adjustments than Aeron for the same 
kind of comfort. Please, please Mr Editor, could | 
have an Aeron instead of my next increment? Itl 
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Gear shift: Maruti's new 800 (left) and Grand Vitar 


N THE SPACE A WEEK, THIS WRITER DROVE THE 

most expensive and the most inexpensive offerings 

from the country's largest carmaker. One costs a bit 
more than Rs 2,00,000, the other is nine times as expen- 
sive. One has no fancy gizmos, the other looks as if it were 
designed by someone at George Lucas' Industrial Light 
and Magic (OK, not quite, but close enough). 

First, the new-look, tuned up Grand Vitara XL-7. 
This is a rich man's toy, and fun is an extremely weak ad- 
jective to describe it. On the road, it chews up the tarmac 
with consummate ease, maxing the speedo out at a tad 
below 200 kph. Off the road, it is a stone grinder, slid- 
ing about when you switch the four-wheel option off, but 
coming pretty close to a rally car when you do switch it 
on and take it into a power slide. This baby rocks. 

The first version of the Vitara suffered from dowdy 
looks; the new one looks suspiciously like the Honda 
CR-V, but is better equipped. A glitzy Kenwood CD/cas- 
sette system decorates the middle of the faux wood 
dash. The seats are leather, and those unlucky enough 
to sit at the rear can relax with the dual-Ac cooling their 
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half-a-million kilometres on the odo. 








a XL-7 are a study in contrasts 


HE MARUTI 800 IS 20 YEARS OLD AND IF MARUTI-TALK IS TO BE 

believed, it may not celebrate too many more birthdays on 
the production line. The price of the 800cc Maruti Alto is fast 
dropping to Maruti 800 levels and the newer car also offers toys 
that the 20-year-old car doesn't. That said, the 800 is more than 
a car: it is a visible symbol of progress, of enterprise, and (ha!) 
mind scoring over matter. 20 years and a few weeks ago, some- 
time in mid-December 1983, Delhi's Harpal Singh received the 
keys for his 800 (the first to roll out of the Maruti plant) from 
then Prime Minister Indira Gandhi. We've seen 800s of later vin- 
tage in junk yards, or simply abandoned on highways after ugly 2 
wrecks, but Singh still keeps his car ship-shape despite almost 
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heads off. Be warned! In the hands of a slightly excitable 
driver, back-seat riders might just lose their last meal. 
And wannabe owners should be prepared for a severe 
hit on their wallets as this thing drinks petrol as if 
there were no tomorrow. 

The second car was the latest version of the Maruti 
800. Why did this driver ask for a Maruti 800? Because, 
this car, the original peoples car in India just turned 20 
this December. Twenty years and more than 2.5 mil- 
lion units later, this is still basic motoring. There are no 
fancy gadgets; if you are over six feet tall, vou can't fit 
in. Uncomfortable would be too polite an adjective to 
describe rear-seat comfort. But, somehow, you can't 
help but love this little car. 

The car's very simplicity is its main attractiveness. 
The steering wheel might be skinny, the gear lever from 
a different (technologically backward) planet, but this 
car has feel. And it does give you a cover over your 
head, four wheels and the ability to squeeze in six 
for only six times the price of a 100cc motorcycle. 
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HEALTH NOTES 


KEEP YOUR MOJO RISIN' 
ost men know—and a few even heed—the fact that being in- 
M discriminate about the food you eat can make you over- 
weight, give you an unwanted tyre around your girth and, 
well, even shorten your life-span. But food can also affect men’s sex drive 
and sexual function. Sexual function is affected by the state of the car- 
diovascular system—heart and the blood vessels—and the nervous 
system. If your diet has an adverse effect on these, things could go wrong 
down under. Here’s a list of four foods that can make things tough (or 
should that be weak?) in bed: 
Fatty meats. Apart from narrowing arteries and increasing heart dis- 
ease risk, unsaturated fats and cholesterol also narrow the arteries 
that carry blood into the penis and that contributes to erectile dys- 
function. You got that? 
Full-fat dairy products. Cut the cheese from your diet. Loaded with sat- 
urated fats, whole-fat dairy foods can have the same affect as fatty meats. 
Chips, cookies, fried fast food. Loaded with trans fats, these are worse than 
saturated fats for your blood vessels. Again, things can get clogged be- 
low a belly full of deep-fried pakoras. 
White flour. When wheat is refined, it loses most of its zinc, an essential 
mineral for male sexuality and reproduction. The highest concentration 
of zinc in the human body is found in the prostate gland—which pro- 
duces the fluid in semen and zinc deficiency can cut its output. 
Note: That's what not to eat to keep things below the belt in fine fettle. 
As for what to eat to ensure things go well, check this space next fortnight. 


SUCK THAT GUT 


It may be a reflex action in men from 15 to no-upper-limit to suck in 
their stomachs when they get the right stimuli. Now, now, admit it, 
we all do it. It’s Pavlovian. But did you know that sucking your gut in, 
methodically, is actually an effective way of flattening your belly? Try 
this. Stand up against a wall. Keep your torso straight. Breathe in 
deeply. Then exhale using your stomach muscles to force all the air 
from your lungs. Don’t inhale at this stage but hold it—your lungs are 
empty now so you can suck your stomach all the way in. Feel the pres- 
sure on your transverses abdomini—the deepest of the abdominal mus- 
cles. Hold the vacuum for as long as you can. Repeat. Do three sets of 
10-15 reps every alternate day. Of course, just sucking in your gut 
won't guarantee a washboard tummy. You've got to exercise regularly 
and eat wisely. Sorry, nothing comes easy. 


LIFTER'S MYTH 


Many tyros in the gym believe that quitting weight training can 
turn hard muscle into flabby fat. That your iron-wrought pectorals will 
turn to sagging man-breasts if you give the bench a miss for a while. 
Nothing could be farther from the truth. Fat and muscle are made up 
of entirely different kinds of tissues and they don't morph into one and 
other. What happens if you stop weight lifting is that your muscles 
shrink. And if you're not losing the calories that you're loading up on, 
assuming you've stopped exercising, then fat cells keep growing. 
More fat and less muscle equals, well, more fat. 

MUSCLES MANI 





FAQs ABOUT THE 
PROSTATE 


What is the prostate? A walnut- 
sized gland in the male reproductive 
system, it makes and stores semi- 
nal fluid, which nourishes sperm. 


What are the threats? While abn- 
ormal growth of benign prostate 
cells only interferes with urine 
flow, malignant cells can enter 
the bloodstream, damage nearby 
organs and cannot be removed. 


What are the symptoms? “| ocalised 
cancer results in increased frequ- 
ency of urination, blood in urine 
or obstruction of the tract. Spread of 
cancer cells results in backaches or 
the feel of a nodule, often mis- 
taken for bone cancer," says 
Dr. Mohan Nair, Chief Oncologist, 
Specialists Cancer Centre (Cochin). 


And the good news? Curable at 
any stage, early detection by ล 
prostate specific antigen test 
makes it easier to cure. 


And Precautions? None really. But 
cutting down on cigarettes, alcohol 
and fat-rich food, in addition to 
sexual fidelity, can help a wee bit. 
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ARE YOU OBESE? 


Check the weight listed next to 
your height; if you are heaviel 
you re obese 
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Europe's elraveller 


IKE A LUCKY TRAVELLER, DINESH DHAMIJA HAS 
1 caught his boat on time. After landing up 
in the UK along with his diplomat father in 1968, 
Dhamija quit his job as a sales executive at IBM to 
launch a travel agency Flightbookers in 1983. When 
dotcoms became fashionable he launched one too (in 
1999), called ebookers as the agency's arm, and even 
took it public, touching a stratospheric market cap of 
£400 million. Today, ebookers, while still loss-mak- T 
EE : : ~ ms top TOU 
ing, is Europe's largest online travel agency with > epreneurs 
business worth £500 million. And now, it has caught 2 
the BPO wind with a Delhi-based back office, 
Tecnovate. The 700-strong BPO, which started as a 
captive service provider for ebookers, plans to do _ 
work for other travel agencies. Says Dhamija, who is < f 
considered one of Britain's top 100 entrepreneurs: *An 
entrepreneur should be able to see a gap in the mar- 
ket, risk a financial disaster, and never take no for an 
answer." And sometimes it can take you places. 


Dropping Anchor 


O THE STINT AS ADVISOR TO TATA STEEL'S MANAGING 
Director, B. Muthuraman, did turn out to be what 

It was: a stop-gap measure. Rajeev Dubey, who had 
resigned last year as the Managing Director of the loss- 
making Tata company Rallis India, has begun the 
new year at tractor major Mahindra & Mahindra as 
Executive Vice President of Human Resources and 
Corporate Services. Is that a step down for a man 
whose previous full-time job was as the MD (he has also 
been the MD of another Tata company, Tata Metaliks) 
of a Rs 885-crore company? In terms 
of designation, certainly; but in terms 

of opportunities, maybe not. For, Cha Nge of Taste 

these are exciting times at M&M. 

Its snazzy SUV has given its passenger A: A BANKER NOT TOO LONG AGO, ARUN DUGGAL USED 
car business a new lease of life, be- to hate bad loans. Now, though, he’s beginning to 
sides which the company has am- | crave for them like a man with a sweet tooth. That's be- 
bitious global plans. That | cause the 56-year-old Duggal, a Bank of America veteran 
means Dubey, ล Tata | of 26 years, has launched International Asset Recons- 
Administrative Services | truction Company (IARC) with former State Bank of India 
alumnus of 1975, will have | Chairman and telecom regulator, M.S. Verma, as a part- 
his hands full, drumming | ner. Duggal is eyeing the $30-40 billion market for sticky 
M&M's HR into shape, | loans, now made attractive by the new Securitisation Act. 
among other things. | “It’s an interesting space to be in,” says Duggal, formerly 

Hope the chemistry | cro, HCL Technologies. However, it’s not Duggal, but 
works this time round. | a professional CEO who'll handle the sticky business. 
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' AStraight Climb 


P HARISH MANWANI, SANTA CLAUS CAME A 

fortnight late, but just look at what he's left for him 
in the Christmas sock: A brand new promotion. 
Come March 1, the 50-year-old Manwani will take 
over as the President of Unilever's Home and Personal 
Care (HPC) business in North America. Currently Man- 
wani holds an identical post, but for Latin America. 

/ That's a huge move up for a man who first joined the 
Unilever family as a management trainee at the Indian 
subsidiary. Besides, at $12 billion, the North American 
business fetches a quarter of Unilever's total revenues, 
but almost 30 per cent of its gross profits. And the HPC, 
despite near stagnant sales, accounts for a chunk of it. 
Manwani's brief should be a no-brainer. He's got to get 
the juices flowing in the US and Canada. Tough? 
Yes. But then he didn't get this far for nothing. 





VAON 


The New Cable Guy 


F THERE'S SOMETHING SPOOKY IN AN INDUSTRY, WHO 
E gonna call? Nope, not Ghostbusters, but Pradip 
Baijal, a man equally talented when it comes to deal- 
ing with mischievous spirits. Or that's the general 
belief in the PMO, which has now put the messy Con- 
ditional Access System (Cas) ball in his court. Baijal, 
who is currently the Chairman of TRAIL, will now 
oversee the cable television industry as well. For 
more than a year now, the satellite Tv channels, cable 
operators, and the Ministry of Information and Broad- 
casting, headed by Ravishankar Prasad, have been try- 
ing to straighten tangled wires with little luck. Baijal, 
who earned a name for himself at the disinvestment 
ministry too, will have to come up with a deal that’s 
fair to all. Can Baijal do it? Stay tunedin. @ 
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Better than dropping names. Let it speak for you. 
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lowed by The Hongtony and Shanphai Banting Corperatiom Limited [adia โภ ร พ ค! ae 








Air 


Express Yourself 








DEEPAK G. PAWAR 


Get The Right People 


VENKATESH MYSORE, MD, MetLife India Insurance Company 


EADERSHIP IS FUNDAMENTALLY ABOUT 

people management. It is about hav- 

ing the right people in the right jobs. 
A good leader is one who has the ability to 
feel the pulse of people and never tries to 
put a square peg in a round hole. That 
done, half the battle is won. 

Leadership is an art and a true leader is one 
who has the ability to understand what moti- 
vates people and who channelises their 
strengths to achieve positive results. A sense of 
self-worth is more often than not what drives 
people to work harder. A good leader is one 
who understands this and exploits it to the hilt. 
It doesn't cost much to show your people 
some appreciation. And it almost always pays 
off. As someone said, “There is a difference of 
just three vertebrae between a pat and a kick 
but the implications are vastly different." 

No company is perfect and the same 
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applies to the individuals who work in 
them. There are many ways of dealing 
with the problem of underperformers. Just 
sacking them is one option, but that in 
turn could create negative vibes in the rest 
of the organisation, and cause general de- 
moralisation. On the other hand, non-per- 
formance is often the result of a mismatch 
between the job profile and the person 
designated for it. It is imperative to work 
towards an equillibrium between per- 
formance-driven business objectives and 
the *hidden" costs required to support it. 
Maintaining a positive attitude is critical 
to good leadership. A leader should always 
lead by example and be prepared to show the 
way. Only by doing so can he or she ensure 
employee participation that is so essential for 
an organisation's continued survival in a 
highly competitive environment. Bl 
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Oil and Natural Gas Corporation Ltd. 


India's largest integrated Oil and Gas Corporate. 





Today, we are India’s largest 


integrated Oil and Gas Corporate. 





& Tomorrow, we will go further. 





We carry the flame of knowledge, 


ideas and energy. A flame that shines on 


technologies for growth, 

and opportunities for tomorrow. 

A flame that leads the way, 

and enriches the quality of life. 

A flame that touches every Indian, everyday. 


It's a flame for making tomorrow brighter. 
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We are ONGC. 
We are India's Most Valuable Corporate. 


We produce 1 million barrels of oil and gas everyday. 


We are about unearthing prosperity. 
We are about powering movement. 


We are about global enterprise. 


We are ONGC. 
Oil and Natural Gas Corporation Ltd. 
ONGC Videsh Ltd. 
Mangalore Refinery and Petrochemicals Ltd. 


ONGC Nile Ganga B.V. 


We are about courage, knowledge and technology. 
We are about exploring, exceeding and excelling. 


We are making tomorrow brighter. 


visit us at www.ongcindia.com 
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India’s economic engine is humming louder and faster, and 


ผู NTERPRISE LIES AT THE VERY HEART OF A 
' nation’s success and prosperity. It con- 

verts capital and knowledge into wealth 
that creates a virtuous cycle of invest- 
f ment, where employment is generated, 


—.—- incomes rise, quality of life improves, and an econ- 


omy finally earns the ‘developed’ tag. Since the 19th 
century, when industrial revolution occurred, 
countries like Britain (only initially), Japan and 
the US have dominated world economy. But slowly, 
the centre of economic gravity is moving east—to 
.. India and China. While China embarked on its re- 
form and liberalisation journey way back in the late 
s. 70s, India's is just a little over a decade old. Yet, des- 
-pite being a democracy, India's reforms have sig- 
nificantly transformed the face of its industry. 
This special issue, then, is devoted to understand- 
ing the depth of the transformation in nine in- 
dustries that symbolise India's vibrant tomorrow. 
Before we proceed, an explanation of the 
choice of these industries may be required. First, 
what are these nine industries? These are: Energy, 
Telecommunications, IT, IT-enabled services, 


Pharmaceuticals, Infrastructure (essentially roads), : 


Banking, Retail, and Pure Research. One could even 


s argue, and justifiably so, that the last sector is not 


. an industry per se. But that's exactly the point: this 





E: special i issue is not so much a dossier on all of 


fuelling it are a range of industries, some old and some new. 


India's industries, as an eclectic essay on some of the 
economy's biggest success stories of the 90s and 
now. Take the energy sector, for example. Except 
for the weekly encounter at petrol stations, this is 
an industry that doesn't register on the radar of 


most consumers. Yet, some of the most profound 


changes have actually happened in this sector. For 
instance, the dismantling of administered price 
mechanism, the renewed thrust on exploration 
of oil and gas, privatisation. of distribution, and 
state-owned oil companies tapping opportunities 
abroad...So much so that the most valuable com- 
pany on our bourses today is an energy giant, Oil 
and Natural Gas Commission, or ONGC, with a 
market capitalisation in excess of Rs 1 lakh crore. 
The changes are equally dramatic in our short 
list of sectors. Consider Telecom. From zero cellular 
phone subscribers until 1995, India has zoómed to 
about 28 million today. With two million subscri- 
bers signing up every month, it is the world's fas- 
test growing market for mobile: telephony. Similarly, 
despite the backlash, India's business process out- 
sourcing (BPO) market is booming— growing at 70 
per cent year on year. Every day, more and more 
companies are choosing to leverage the talents of 
India's engineers, chartered accountants and sci- 
entists. Tomorrow belongs to India, and making it 


possible are our tomorrow's industries. m 








Tomorrow, we will add one more well, 
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We are ONGC, india’ 5 Most Valuable Corporate public and private s sector t combined. We have discovered five out of six 


nd gas. Our investments abroad add up to-over 3 billion USD. 





Indian basins where C ONGC and everyone else produce oi | 





LPG cooking gas in 1 out of 6 cylinders. comes from. our plants, 'and CNG also comes from our gas. We own and 






ge oil and gas pipeline network | in India. Our refiner 





scientists and engineers operate at the cutting. edge of technology. We use one of the most 
| t | ( „wei invest 2 billion USD to create and renew 


D. ONGC, commi 









to the goal of making 





IDIA’S MOST VALUABLE CORPORATE? 


+ We have discovered 6 billion tonnes. of oil and oil-equivalent of gas in India. 
«We produce 84% of india’ $ annüal production of oil and gas. ` ONGC PRODUCES SOME OF 


2 Our net worth of Rs. 35608 crore is the highest i in india: . 





si Qur net profit of fs. dosig crore is tne highest | in India; 


: * - We have the highest market capitalisation i in india, exceeding Rs. 108; O00 crore; THE SWEETEST, LIGHTEST 
E market. capitalisation of our subsidiary, MRPL, exceeds RS. 16,000 crore: 


. "We top The Economic Times listing of soo indian Corporates? , 


Cai ( we aré the highest- -tanking indian namein Forbes 400 list vf Global. : CRUDE IN THE WORLD. 
Corporates; 


COURAGE TO EXPLORE | KNOWLEDGE TO EXCEED | TECHNOLOGY TO EXCEL 


| 3. Ne Net worth as on me March, 2003, “Source: The Economic Times s (Sept. แล F Forbes s magazine from April 2003). 





| Mangalore Refinery in icals Lte - “ONGC Nile Ganga B.V. 





at Mangalore and Tatipaka are running af 


Today, we have 3,857 flowing oil and gas wells. 
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Visit us at www i india com 





Grey Worldwide O 





Dramatic reforms have transformed India’s energy sector over the 
last four years. Today, the country is self-sufficient in refining capacity 
and is fast moving towards reducing dependence on imported oll. 


N JANUARY 19, 2004, INDIA'S OIL SECTOR HIT A GEYSER. ON THAT DAY, 
British energy major Cairn Energy announced the discovery of 
oil in Barmer, Rajasthan, with an estimated reserve of 450 to 
1,150 million barrels—one of the biggest finds in recent past. The 
news of discovery in the block, where Indian energy giant 
ONGC has a 30 per cent stake, pushed Cairn's stock value on the London Stock 
Exchange to £665 million (Rs 5,490 crore)—more than 70 per cent of what 
the company was valued at before the find. A windfall for Cairn? No doubt. 
But from India's perspective, the discovery is symbolic of the changes that are 

| sweeping through the core sector of oil and gas. 
| Consider: Until 1998, just 22 blocks had been offered for exploration. But af- 
| ter the New Exploration Licensing Policy (NELP) was introduced in 1998 to enc- 
ourage domestic production of oil and gas, 91 blocks have been given out for exp- 
loration and development in just four rounds of bidding. And the initiative, by any 
measure, has been a roaring success. A string of discoveries has boosted India’s 
ป energy situation. Last year the Reliance Industries-Niko Resources (of Canada) 
| consortium announced discovery of 14 trillion cubic feet (rcr) of in-place reserve 
| of gas in the Krishna-Godavari basin. The reserve is not just India's biggest, but 
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High stakes: ONGC's oil rig at Bombay High leads the country's drive to attain self-dependence in 


2004 
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the world’s. According to preliminary estimates, the 
block can produce 35 to 40 million cubic metres 
per day (MMSCMD) of gas for about 20 years. 
Earlier, in February last year, once again Cairn 
had discovered a 20-million tonne reserve of oil in 
Barmer, putting the desert state on India’s oil 
map. A month later, ONGC struck oil and gas in the 
Vasai East oil field, off the coast of Maharashtra. 
The company has said that the in-place reserve 
could be as high as 30 million tonnes. 

How significant are the discoveries under the 
NELP? Very. India is an energy-deficient country and 
has to depend on imports to meet its require- 
ments. Last year, the country spent a staggering 
$17.45 billion, or Rs 84,400 crore, in importing 
88.7 million tonnes of crude oil and products. 
The imports account for almost 70 per cent of our 
oil needs. Such a high dependence is not desirable 
for several reasons. For one, it’s a big drain on the 
national exchequer. Suppose the country could 
save $1 billion (Rs 4,600 crore) or $2 billion 
(Rs 9,200 crore) in its oil bill, that money could eas- 
ily be utilised to build more schools, hospitals, 
roads, institutes of higher learning, or spent on cri- 
tical research and development in medicine or 
defence. For another, not having one’s own oil 


reserves puts India at the mercy of oil producing na- 
tions, and in this age of fragile, volatile geo-polit- 
ical equation, a war or mere changes in trade equa- 
tions can wreak havoc on India's economy. A des- 
perate India may, then, be forced to pay higher for 
oil or cut consumption, crippling several industries, 

By focusing on developing its own potential in 
the energy sector, India will pre-empt such a sce- 
nario. The recent, discoveries go a long way in 
boosting investor confidence in India, or as Union 
Petroleum Minister Ram Naik said, “It will help 
improve the perception of hydrocarbon prospec- 
tivity in India”. That means the investments in 
the 70 blocks already under exploration and an- 
other 24 that have been bid for in September last 
year in the fourth round will see significantly 
larger investments. In fact, the Director General of 
Hydrocarbons, Avinash Chandra, told BT that 
the investments could be as high as $8 billion 
(Rs 36,800 crore). Already Cairn Energy, which has 
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SUBIR RAHA/ CMD/ ONGC 


Under Raha, ONGC has become India’s most valuable 
company with a market cap of over Rs 1,00,000 crore 


been prospecting for oil in India for the last 10 
years, has announced that it would like to acquire 
more blocks in Asia, especially in India and Nepal. 


THE BIG PUSH 
Given that India's oil and gas consumption is set to 
soar in the years to come (we'll need 3.4 million 
barrels per day by 2010 and 1.6 TCF of gas by 
then), the government has been in high gear over 
the last four years to develop hydrocarbon pro- 
ductivity in India. For instance, under the fourth 
round of NELP auction, 44 bids have been re- 
ceived for 10 onland and 11 deep-water blocks. 
The 19 bidders include 12 Indian and seven multi- 
national companies, comprising big names, among 
others, such as ONGC, Reliance Industries, Cairn 
Energy, Niko Resources, BG Group and 
Zarubezneftgas of Russia. What's interesting, 
though, is that there are more multiple bidders for 
a single block than in the previous three rounds of 


S 


bidding. Not to mention that nine of the bidders 
are doing so for the first time in India. 

ONGC, which accounts for 84 per cent of 
India's oil and gas production, has been pushing 
ahead with the challenge of finding reserves in 
India's deep waters. Its Sagar Samriddhi project has 
set itself the goal of adding 4 billion tonne oil 
equivalent (BTOE) from deep water exploration. 
At a daily spend of about Rs 3.50 crore, the project 
will plumb depths greater than 1,800 metres—a one 
of its kind project in the world. 

However, the focus of exploration is as much on 
gas as oil. In fact, the country is even trying to tap 
newer sources of gas like coal beds. The first time 
the government tried to market these to companies 
was in May last year, when it organised an event in 
Delhi. But a month later, a high-level delegation 
headed by Petroleum minister Ram Naik actually 
went to Houston, America's oil mecca, to woo 
investors. The results were encouraging: 32 com- 
panies, including giants like CDX Gas and Burlington 
Resources, attended the roadshow, which offered 
nine coal bed methane blocks for exploration. An 
ONGC-Coal India consortium has already begun 
work on developing eight blocks offered under 
the first round. The eight blocks are in the states of 


Jharkhand, Madhya Pradesh, and West Bengal. 

However, the strategy of self-sufficiency does not 
end within India's own boundaries or territorial 
waters. It extends well beyond, into other oil and 
gas-rich nations. Not incidentally, ONGC, which 
has discovered more than 6 billion tonnes of oil and 
oil equivalent in India, is at the forefront of this ini- 
tiative. In March 2003, the company’s subsidiary 
ONGC Videsh signed an agreement to acquire a 
25 per cent stake in a 12-million tonnes per annum 
crude oil producing field in Sudan. The invest- 
ment: Rs 3,220 crore. The first shipment of this 
“equity oil” (so called because of India’s part- 
owner status) reached the Mangalore port barely 
two months later and was received, among others, 
by the Deputy Prime Minister of India L.K. Advani, 
Petroleum Minister Ram Naik, Minister of State 
Santosh Gangwar, and ONGC Chairman and 
Managing Director, Subir Raha. 

Apart from its investment in Sudan, ONG: 
Videsh has bought a 20 per cent stake in Sakhalin 
Oil Fields in Russia at an investment of Rs 8,500 
crore. Starting next year, India stands to receive four 
to eight million tonnes of crude and five to eight 
million cubic metres of gas per day from 2008. 
ONGC Bidet’s Rs 980-crore investment in Vietnam, 


RAM NAIK/ UNION MINISTER FOR PETROLEUM 


A number of key reform measures have been ushered in 
by the petroleum minister, including dismantling of APM 
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where it owns a 43 per cent stake in ล 2-TCF gas 
field, has already been supplying gas for more than 
a year now. In addition to these investments, ONG 
Videsh has many other strategic pieces of the energy 
cake. Take a look: It has interests in Libya, 
Myanmar, and the US. In September last year, the 
subsidiary acquired more than 26 per cent of the 
shares in Austrian company OMV's interests in an 
exploration block in Sudan, besides agreeing to 
buy another block in the country also owned by 
OMY. Other oil and gas companies are tapping 
opportunities elsewhere in the world. Gas Authority 
of India Ltd. (GAIL), for example, has recently 
announced a major gas find in Myanmar, with 
projected reserves of 14 to 42 TCF. 

Meanwhile, to meet the burgeoning demand for 
natural gas, the government has launched an ini- 
tiative to import liquified natural gas (LNG) through 
Petronet LNG, ล four-way joint venture involving 
BPCL, GAIL, IOC, and ONGC. The first shipment 
reached the newly-completed terminal at Dahej, 
Gujarat, on January 30, 2004. Industry experts 
see LNG as the fuel of the future. Why? For one, 
LNG—it is nothing but natural gas cooled to a low 
temperature of 160 degree Celsius below zero—is 
a "clean" fuel with low emission levels. The 


VIVAN MEHRA 





[OC is going global, having opened 100 retail outlets in Sri 
Lanka, and considering forays into Singapore and Malaysia 


SHIFT 


Key regulatory changes have turbo-charged the energy sector. 


© APM Dismantled: Except for LPG and kerosene, all petro products have been freed of price con- 
trols. That means energy companies can now sell them at prevailing international prices. 








O Marketing Privatised: Allowing private sector companies to get into distribution of oil and lubes 
will add another 1000 retail outlets to the existing universe of 20,000-odd. 


© Exploration Boosted: The New Exploration and Licensing Policy has brought 94 blocks under 
exploration, and success of companies like ONGC, Reliance and Cairn have boosted investor sentiment. 




















(2 Gas Rush: With Petronet LNG completing its LNG terminal at Dahej, there will be more clean 
energy available for a range of industries—from fertiliser to power—besides a new source of energy 
will be created. 





O Pipelines Eased: The introduction of “common user" principle for pipelines will create a viable 
network of pipelines in the country, reduce pressure on road transporation, and ensure quality of supply. 
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the interests of middle class and lower middle clas 
consumers). Besides, the private sector was allowed 
to enter marketing of oil and oil products. Thos 
who have jumped on the marketing bandwago: 
include Reliance Industries, which plans to set up 
nearly 6,000 petrol stations, Shell (2000), Essar Oi 
(1,700), ONGC (600), and Numaligarh Refine: 
(510). Already, the psu oil companies—primaril 
Indian Oil, BPCL, and HPci —have 20,000 petrol out 
lets in the country. The private sector will add 
more than 10,000 stations in the vears to come. 
The dismantling of APM and privatisation of 
the entire energy spectrum has done wi nders to the 
fortunes of PSU oil companies. So much so that 
the most valuable company on Indian bourses is 
energy company—ONGC, 
more than Rs 1,00,000 crore. This company has 
the 


its gross turnover was 


with a market cap of 


also turned in stellar performance ovel last 
two years. In 2001-02, 
Rs 23,857 crore and net profits were at Rs 6,195 
crore. But last fiscal, the figures had soared 
Rs 35,386 crore and Rs 10,529 crore, respective 
Similarly, Indian Oil Corporation has increased 
its revenues by Rs 5,000 crore to Rs 1,19,848 
crore and more than doubled its net profits to 
Rs 6,115 crore. Even a loss-making company lik 
MUKESH AMBANI 


CHAIRMAN/ REI 


เค N | 


Reliance has jumped onto the marketing bandwagon, 
with plans to set up 6,000 petrol stations across India 


Rs 2,600-crore project, with equity participation 
from French state-owned gas company, GDF Inter- 
national, will supply regassified LNG to customers as 
diverse as power, fertiliser, transportation, and 
even homes in the seven states of Delhi, Gujarat, 
Haryana, Madhya Pradesh, Punjab, Rajasthan, and 
Uttar Pradesh. Petronet has a tie up with RasGas, a 
Qatar Petroleum and Exxon Mobil joint venture, 
for supply of LNG for the next 25 years. 


THE MOVE TO FREE PRICING 
If the changes upstream appear dramatic, then the 
transformation downstream can be called revo- 
lutionary. For 27 long years, prices of oil and oil 
products were controlled by the government of 
India. But beginning April 2002, the system of 
administered price mechanism (APM) was dismantled 
and the oil companies were allowed to sell their 
products at international rates (however, LPG and 
kerosene were excluded in the short term to protect 


Bongaigaon Refineries and Petrochemicals Lrd 
managed to turn its 2001-02 loss of Rs 199 crore to 
net profits of Rs 178.50 crore last year. 

To complement the privatisation of the en 
ergy sector, the government also brought in 
new policy for oil pipelines, based on the principk 
of common usage. Therefore, pipelines originating 
from refineries and exceeding 300 km in length. 
and pipelines originating from ports will need to ไพ 
built on a common user principle. Under the new 
policy, Reliance Industries alone has proposed 
building of six different pipelines, covering mor 
than 5,500 km in length and entailing an invest 
ment in excess of Rs 4,500 crore. 

At the same time, the government—in keeping 
with its larger policy of economic reform—ha 
decided to sell its stakes in oil companies. Therefore 
BPCL is to be sold to a strategic investor and HP 
will be disinvested via public sale of the govern 
ment's equity. However, the Parliament must pas 
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AN LNG TERMINAL IN DAHEJ/ GUJARAT 


The government has launched Petronet, a joint venture 
that will supply LNG to India for the next 25 years 


fa 


Changing Fortunes 


Dismantling of APM has boosted fortunes of the top energy companies. 


Indian Oil ONGC 















Turnover Profit Market 
after tax capital 
GAIL (India) 
an amendment before the sales can happen. 
S Opening up of the sector has meant that oil 
“> companies are moving double fast to tap newer 
opportunities, Consider Indian Oil. Last year, it ac- 
quired 100 retail outlets in Sri Lanka from Ceylon 
Petroleum Corporation, marking its first interna- 
Tuner Profi Market tional foray in distribution. Recently, it has exp- 
after tax capital ressed interest in buying British Petroleum’s interest 
in distribution in Singapore and Malaysia. In fact, 
Hindustan Petroleum IOC has even acquired Premier Oil's stake in Cachar 
= exploration blocks in Assam for $595 million 
t B (Rs 2,737 crore). Similarly, ONGC has moved into 
m เว oil refining by increasing its stake in Mangalore 
5 Refinery and Petrochemicals Ltd to 31.25 per 
SS cent (Indian Rayon exited last year, selling its 
= x 37.39 per cent stake to ONGC). 
E a A number of initiatives are slated for launch in 
ก ene veer areas as diverse as biofuel to LPG. Innovative mar- 
after tax capital keting of LPG—such as the 5-kg cylinder for use by 
economically weaker sections of the society—have 
Bharat Petroleum made India the second-largest retail consumer of 
ğ LPG, with a customer base of more than 7.1 crore. 
— Of these, 3.60 crore were added in the last four 
years alone! The country is on its way to attaining 
another distinction in the sector: it has the world’s 
longest LPG pipeline, commissioned by Prime 
5 Minister Atal Bihari Vajpayee in 2001, and that has 
on become even longer. The pipeline can now trans- 
9 zx port 4.8 lakh cylinders worth of LPG every day. 
Turnover Profit Market Turnover Market 





capital The bottomline: India's gigantic energy sec- 


Figures are in Rs crore; — *Market cap is based on yearly average tor may only have started getting its act to- 
= 2001-02* Æ 2002-03* 8 Jan 30, 2004 gether for a greater role tomorrow. 


after tax capital 


PINAKI PAUL 
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x 
Despite odds, Indian firms are pulling out all stops to get 
a slice of the $430-billion global drug market. Their recipe: 
a cocktail of risk, research and sheer determination. 
Investing in intellect: Anji Reddy, Chairman of Dr. Reddy's Labs, is licensing new molecules to MNCs 








AJAY PIRAMAL/ CHAIRMAN/ NICHOLAS PIRAMAL INDIA LTD 


Nicholas Piramal has started the trend of contract 
manutacture of formulations for multinational companies 


ELHI-BASED RANBAXY LABORATORIES IS OFTEN LABELLED THE ONLY 

Indian company that is truly multinational. This darling of the stock 

market operates in 40 countries, has five manufacturing locations 

outside India and gets nearly 50 per cent of its revenues from ex- 

ports, mainly to the US. So international is its operation that 

many believe Ranbaxy’s Indian sales could soon be down to just a quarter of its 
total revenues. Ranbaxy is India’s largest domestic drug company and it taps the 
booming generics business in the US, estimated to be a lucrative $80-90 billion 

(Rs 3.6-4.1 lakh crore) market. While those numbers may make drug companies 

drool, the generics game can be ephemeral and costly. Generics players like 
Ranbaxy make the most out of exclusive marketing rights over six months when 

drugs go off patents. Getting such rights can involve messy and expensive litiga- 
tion, but Ranbaxy is one Indian company that has made a big success out of it. 
In plainspeak, Ranbaxy, like other Indian pharma majors, is prepared for 2005 

when product patents will kick in and Indian companies will no longer be able to 
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copy drugs patented abro- 
ad—a process that has largely 
built the Indian drug industry 
over the years. 

Ranbaxy has chosen to 
tap the generics opportunity 
in the US. Others like the 
Hyderabad-based Dr. 
Reddy's Laboratories Ltd. 
(DRL) has opted for a much 
riskier path: new drug dis- 
covery. It has gone whole 
hog into what is known in 
pharma industry parlance as 
new chemical entities (NCE), 
tinkering around with mole- 
cules and licensing them to 
multinational players. 
Example: two of DRL’s anti- 
diabetes molecules are li- 
censed to Novo Nordisk and 
Novartis. In sharp contrast 
to the generics business, drug 
discovery is a long process 
and both expensive as well as 
very risky. Typically, multi- 


MARKET 


Why India is an attractive market 


for clinical trials. 





‘2 Low cost: It costs much less to 
conduct clinical trials in India, and 


also takes lesser time. 


.J Virgin market: A huge chunk 
of India’s population is untreated; 


so ripe for trials. 


© Skills: A vast skill m of 


inexpensive technicians assures 


adequate technical expertise. 





© Regulation: The product patent 


regime starting 2005 will be met 


through easing of norms. 





© Infotech: Clinical trials depend 


on software; India’s expertise in IT 


gives it added advantage. 


PHARMA 


national firms spend over $1 
billion (Rs 4,600 crore) over 
10 years for the discovery of 
a molecule and only one out 
of 10,000 molecules makes it 
to the chemist's shop. Drug 
disc Very costs can also shoot 
up to $1 billion. Altogether 
quite different from spotting 
and reaping the riches from a 
six-month window like the 
generics players do. 

For some drug makers, 
there are yet other routes to 
growth. Nicholas Piramal 
India Ltd.'s (NPIL) Chairman 
Ajay Piramal is one of them. 
Instead of filing lengthy ap- 
plications to get a market 
share in the US market or 
shovelling crores of rupees 
into drug research, Piramal 
has opted for something that 
looks remarkably like the rr- 
enabled sector's Business 
Process Outsourcing (BPO). 


N. PRASAD/ MANAGING DIRECTOR/ MATRIX LABS 


Most major Indian drug companies are ready for 2005, 
when product patents are expected to kick in 


~~ 


ad 
| = 
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D.B. GUPTA/ CHAIRMAN/ LUPIN 
Companies like Lupin are 
tapping the US generics market 


NPIL's recent deal with the US-based Advanced 
Medical Optics is for contract manufacturing of 
neutralising tablets, form fills and seal solution 
products at its US Fpa-certified plant in Madhya 
Pradesh. This is a trend that is expected to grow re- 
ally big soon. While Piramal's is the first company 
to manufacture finished formulations, there are 
others who have already gone for the outsourcing 
route. Morepen Labs, Lupin and Divi's Labs are 
some examples of companies that contract-manu- 
facture bulk drugs for multinationals. 

Even drug makers that don't have world class 


THE MOLECULES 


DR. REDDY’S 

STRATEGY: Major focus on discovery of new chemical 
entities; also dabbling in novel drug delivery systems. 
EXPENDITURE ON R&D: 8 per cent of sales in 2003 


FOCUS AREAS: Diabetes, anti-cancer, anti-infectives, 
anti-inflammatories 





MESH GOSWAMI 


ไ 


manufacturing facilities or the resources to spend on 
research have options for growth, albeit more 
modest than their larger peers. They can simply tie 


RANBAXY LABS up with multinationals to bring their brands to 


STRATEGY: The best of both worlds. Its booming generics the huge Indian market for drugs. Elder Pharma, a 
beeches in the US dives} roh investment in new Mumbai-based company, has two dozen interna- 
chemical entities and novel drug delivery systems tional agreements to market products ranging from 


lip care to anti-asthma to neuropsychiatry. This 
EXPENDITURE ON R&D: Rs. 100 crore P psy y 


route naturally requires heavy investments in brand- À 

FOCUS AREAS: Urology, pulmonary and antibacterial building and marketing but even so those sums 

are nowhere near what a DRL, say, would need to 
SUN PHARMA spend on drug discovery. 
STRATEGY: Stress on novel drug delivery systems & NCE RACE FOR RESEARCH 
EXPENDITURE ON R&D: 4-5 per cent of turnover, Drug research is not child’s play. For one, it is 
to go up to 6-7 per cent. fraught with risks. Besides the one in 10,000 
FOCUS AREAS: Less-addressed therapeutic areas. probability, drug research involves various stages 

of trials and failure in any one of these can mean 
WOCKHARDT lots of money and time down the drain. Besides, 
STRATEGY: Generics, bio-generics, drug delivery, the entire process of drug discovery—up to the 
drug discovery. time of getting US FDA and Patent Office ap- 


provals—can go up to 14-15 years and suck in hun- 
dreds of millions of dollars. Any player opting 
for new drug discovery must then be ready to 
stick it out and be prepared for failure. 


EXPENDITURE ON R&D: Rs. 50 crore annually 
FOCUS AREAS: Anti-infectives, anti-cancer 
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Why then are Indian companies—puny by MNC 
standards—joining the fray? Consider relative sizes. 
The total revenues for the country’s largest do- 
mestic drug company, Ranbaxy, last year were 
$969 million (Rs 4,389 crore), a small fraction of 
US giant Pfizer’s estimated annual R&D budget of $6 
billion (Rs 27,180 crore). Why then are Indian 
companies going whole hog into R&D? The two- 
word answer: huge opportunity. 

First, it’s the cost factor. Drug research in India 
is cheaper as the cost of discovery is as much as 80- 
90 per cent lower than in developed markets. 
Secondly, Indian companies have in-built compe- 
tence in chemistry, something that, ironically, they 
have honed over the years by copying drugs. 
Thirdly, with infotech playing an increasing role in 
drug research—via bioinformatics and genomics— 
India has an obvious advantage. 


NIVSSOH NVZMAV4 


PHARMA 


Besides, there’s little choice. Post-2005, drug 
companies’ revenue streams accruing from copying 
drugs patented abroad will dry up. This crisis could 
be compounded by MNCs launching new drugs in 
the Indian market with the assurance that product 
patents will be honoured by law. Having your 
own patented drugs could be a way out. 

That’s why drug companies that are able to 
invest 5-6 per cent of their revenues in R&D have 
opted for new drug discovery. In order to defray 
some of the costs, companies like DRL have li- 
censed their molecules to multinationals that can 
help them traverse the tricky and expensive route 
of trials and approvals. 


COMBINING STRATEGIES 

Dr Reddy’s was one of the early movers, embark 

ing on the research route over 10 years ago. But 
even generics players like Ranbaxy have combined 
their strategy with research. The US generics mar- 
ket is not easy to crack. And getting the six-month 
exclusivity can be frustrating. Filing abbreviated new 
drug applications (ANDAs) involves lots of litiga- 
tion, which is expensive and there’s enough com- 
petition to reckon with. Besides, soon after a drug 
goes off patent, its price crashes and that can affect 
returns. So Ranbaxy’s is a combo strategy: it 
ploughs back profits from its generics business in the 


YUSUF HAMID/ CMD/ CIPLA 
Major Indian pharma companies are engaging in 
long-term research and development efforts 


US into new drug research in India. In research too 
it has hedged its risks somewhat. Instead of a huge 
thrust on NCEs, like DRL, Ranbaxy has focused on 
novel drug delivery systems, where risks may not be 
as high as in new drug discovery. 

Still, Ranbaxy too has at least five molecules in 
the pipeline that have reached phase I of clinical tri- 
als. Similarly, Mumbai-based Wockhardt Labs has 
three NCEs in play. Others who have combined 
their traditional strategies with research include 
Dabur, Torrent Pharma and Glenmark. Dabur, 
better known for its herbal and ayurvedic formu 


lations, has filed for 41 NCEs, mostly in the area of 


cancer research. And Torrent has concluded pre- 
clinical trials for three cardio-vascular compounds. 


INJECTING BIG MONEY 


Drug research equals money. Big money. Although 
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(2 New chemical entities or new drug discovery: 
High returns, high-risk. Can take up to 12-15 years for a drug 
to reach market, after going thorugh various stages of clinical 
trials, approvals and post-marketing surveys. Expensive 
business so Indian firms will typically tie up with MNcs in 
the development stage. Example: Dr Reddy anti-diabetes 
molecules that's licensed to Novo Nordisk and Novartis. 


(3 Novel drug delivery systems: Less high-risk than 
new drug discovery. Involves innovation around an existing 
molecule, enabling reduced dosage, or reduced side-effects. 
For example, Wockhardt launched a 30-day release drug for 
prostrate cancer. So instead of taking the conventional daily 
injection, the Wockhardt drug needs to be taken just once a 
month. Sun Pharma is doing plenty of work in NDDS. 


semen 


or ANDAs): Touted as a $80-90 billion dollar market. But 
that’s only at current prices. Once a drug goes off patent, 
prices will come down, to close to a tenth. Companies that 
can benefit the most are those that can exclusive marketing 
rights for 180 days. Eg. Ranbaxy, which got go-ahead from 
USEDA for launch of generic version of augmentin (whose 
patent was formally controlled by Glaxo). However, it isn't 
easy to get 6-month exclusivity. Involves lots of litigation, 
which is expensive. Plain-vanilla generic filings arent 
lucrative, as it’s easy to do, and hence results in plenty of 
competition. 


(2 Contract manufacturing of bulk drugs: 
Companies not hot on R&D can become suppliers of bulk 
drugs to multinational formulation and generic makers by 
setting up UsFDA-approved facilities to supply active pharma- 
ceutical ingredients (APIs). Examples: Divi Labs, Matrix. 


(3 In-licensing agreements: If you neither have 
research or manufacturing competencies, an option could be 
to tie up with multinationals and bring their brands into the 
country. Example: Elder Pharma has 24 international tie-ups 
for products ranging from lip care to anti-asthma to 
neuropsychiatry. Players adopting this strategy would largely 
be marketing-oriented companies and will have to invest 
heavily in brand-building and marketing. 
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most pharma companies are still 
far away from commercialising 
the outcome of their research, the 
expenses in the development stage 
can be met through tie-ups with 
large MNCs, like DRL’s arrange- 
ments with Novartis or Novo 
Nordisk. But even in the research 
stage, drug discovery costs money. 
Most Indian pharma companies 
that are serious about drug re- 
search realise that and annually 
hike their R&D spends. Ranbaxy, 
for instance, spends more than Rs 
100 crore; Sun Pharma has ear- 
marked 5 per cent of turnover 
and Wockhardt 6-7 per cent. Even 
the relatively small Glenmark 
spends more than $2 million (Rs 
9.2 crore) a year on research. 

To sustain such spending, 
Indian drug companies realise that 
they have to continue to grow at 
double digit rates in order to be 
able to generate surplus cash. Till 
now, in the absence of product 
patents that has not been impos- 
sible. Copying drugs patented 
abroad can make for easy money. 
But post-2005, that option will 
not exist. That’s where the strate- 
gies of companies like Ranbaxy, 
Sun Pharma and Lupin Labs score. 
In the short term, these companies 
want to make quick money by 
tapping the generics market in the 
US. In the medium term, they 
would like to step up the value 
by going one step short of new 
drug discovery, like Ranbaxy’s ef- 
forts in novel drug delivery systems 
(NDDs), which, in simple terms, 
means modification of an existing 
molecule, perhaps in terms of 
dosage, which can be patented. 
In the longer term, they'd want to 
try their hand at new drug dis- 
covery. 

Even the generics business, 
easy as it may seem, costs money. 
Not for research but for litiga- 
tion. In the generics market, liti- 
gation can cost as much as $15-18 
million (Rs 68-81 crore) for a 
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With operations in 40 countries, Ranbaxy is ofte 'n 


labelled the only truly Indian pharma multinati. 


drug. Litigation is inevitable if generics makers 
want to target an existing patent holder of a drug 
that is about to go off-patent with a new process for 
an existing drug. If successful, the generics maker 
gets a 180-day exclusivity period for marketing 
the drug and reaping hefty returns. Of course, the 
process is easier for drugs that have already gone 
off-patent but then, typically, for such drugs there 
are lots of competitors and price realisation is low. 

Between the litigious path of generic drug mak- 
ing and the high-risk, high-cost road to new drug 
discovery lies NDDs or the innovation route. Being 
less risky than new drug discovery, yet remunera- 
tive and relatively less expensive, many Indian 
players have opted for NDDs. And have already 


begun reaping the returns. Wockhardt has launched 
a 30-day release injection technology tor prostate 
cancer, which obviates the need for daily injections, 
replacing it with a monthly dose. 

Clearly, the opportunities for the Indian phar- 
maceutical sector are not limited. And it’s not 
surprising that the major players have mostly 
adopted a combination of strategies in their efforts 
to grow. Recognising the advantages of doing 
drug research in India, pharma companies have 
combined short-term strategies like tapping the US 
off-patent market with their longer term R&D 
efforts. In combination, the two could make for a 
killer cocktail. Just the sort that can crack the 
global market for pharmaceuticals. (fl 
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-~ Today, MRPL has gone from BIFR to BSE 30. 


Tomorrow, we will go further on the value chain. 
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* We have discovered 6 billion tonnes of oil and oil-equivalent of gas in India. 


! i DEN | OUR SUBSIDIARY, 
* We produce 84% of India’s annual production of oil and gas... 


* Our net worth of Rs. 35,608 crore is the highest in india. | MANGALORE REFINERY AND 


* Our net profit of Rs. 10,529.crore ds the highest i in India. « 
PETROCHEMICALS LTD. 
* We have the highest market capitalisation in india, exceeding Rs. 1,00,000 crore; 


market capitalisation of our subsidiary, MRPL, exceeds RS: 10,000 crore, 
P Quum IS OPERATING AT 100% PLUS 


+ We top The Economic Times listing of 500 Indian Corporates’. 


* We are the highest-ranking Indian name in Forbes 400 list of Global ES RATED CAPACITY. 
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Everythings 
Eventual 


Can chaos and an uncertain regulatory environment help an 
industry grow? Just ask the Indian telecommunications sector. 





] OF ACCESS 


12 Telecom is a significant 
Gross Domestic Product 
multiplier 


o 


—4 Access is a great 
field-leveller for small 
and medium enterprises 
and entrepreneurs 


J Being connected is 
critical to Indias booming 
Business Process 
Outsourcing sector 

(3 Access plays a role 

in bridging Indias vast 
urban-rural divide 


(3 Every additional 
connection has an 
economic fallout on 
the entire network 


VERY ONE OF THE GROWTH-ESTIMATES OF THE 
Indian telecommunications market published 
in the past five years, including this maga- 
zine’s, has been wrong. In early 2002, 
Business Today projected that India would 
have 24 million mobile subscribers by December 2003. 
We were some 4 million off the mark, although it must 
be said that the estimates did not take into account the 
possibility of the regulatory regime adapting itself to cre- 
ate unified licences, which allow companies in posses- 
sion of one to offer basic- and mobile-telephony services. 

India began 2004 with a mobile subscriber base of 
around 28 million—21.5 million ‘cellular’ (read: con- 
nections provided by companies using the GSM standard) 
and 6.5 million limited-turned-fully-mobile (connections 
provided by telcos using the CDMA standard). One look 
at the numbers proves that both schools of thought con- 
cerning the impact of the entry of the limited-mobility 
club on cellular telephony companies were right: the 
market has expanded but the latter have lost out on 2.5 
million subscribers. Still, everything’s eventual and the 
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India calling: Despite several glitches, India's telecommunications sector continues to grow, and grow, and grow 
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unified licence puts everything else in context: 
the playing field, to use a cliché most Indian execs 
love to use, is finally level, and cost, strategy and 
customer service, not regulatory leverage, will be the 
platforms on which companies will compete. 

That doesn’t change the fact that every single 
growth estimate of the Indian telecommunica- 
tions market that has come out in the past five years 
has been wrong. 

The statistics are well-known, but impressive 
enough to warrant a retelling here: in 1994, India 
had 8 million fixed-line connections and zero 
mobile ones; in 2000, the corresponding num- 
bers were 27 million and 2 million; and in 2003, 42 
million and 28 million. 

India’s teledensity (number of phones per 100 
people) was about 0.8 per cent in 1994. Today, it 
Is over 7 per cent. 

The opening up of the sector to private com- 
panies and competition are the obvious factors 
responsible for this growth. The not-so-obvious 
ones are litigation, conciliation and an uncertain 
regulatory environment. That's belied the dire 
predictions of an assortment of analysts and telco- 
execs that the absence of a clear (and rigid) regu- 
latory framework would force multinationals to quit 
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SUNIL MITTAL/ CHAIRMAN AND GROUP MANAGING DIRECTOR/BHARTI ENTERPRISES 
Starting off as a bicycle-parts business, Bharti has 
evolved into an integrated telecommunications major 


the country—that happened, alright—and, conse- 
quently, stifle investment and growth in the sector 
(this hasn’t happened). 

By some estimates Indian telcos have invested 
around Rs 1,00,000 crore over the past five years: 
few countries can claim a number that magnitude 
for their own between 1999 and 2004, a period 
when a recession was playing out across the global 
telecommunications sector. Circa 2004, India is, 
arguably, the hottest telecom market in the world. 


GROWTH DESPITE HICCUPS 
This magazine isn’t in favour of uncertain regula- 
tory regimes, or frequent changes in rules that 
benefit a few companies at the cost of a few more. 
India has seen two such, one in the late 1990s, 
when mobile telephony companies were allowed to 
move from a licence-fee arrangement with the 
government to a revenue sharing one, to help 
them out of the financial mess their own higher- 
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than-high bids had gotten them into in the first 
place, and the other, more-recent one, allowing ba- 
sic telephony companies to provide mobile 
telephony services using the CDMA standard. 

The first resulted in a loss to the exchequer but 
allowed the fledgling cellular industry enough lee- 
way to find its footing. The second went against the 
spirit of NTP 99, the new telecom policy that was 
framed in 1999, but reduced mobile telephony 
tariffs and helped the market on to its next level of 
growth. Some companies benefited in the first 
instance, some others did in the second, but con- 
trary to popular perception, investments in the 
telecommunications sector did not dry up. Nor did 
the market stop growing. 

Today, mobile telephony tariffs in India are 
amongst the lowest in the world and a customer 
can ‘go mobile’ for as little as Rs 501($11). 
Domestic long distance tariffs have fallen some 90 
per cent over the last four years and international 


- 


tariffs, 70 per cent. Thus, 
while the regulatory changes 
may be seen as unfair to a 
few companies (or to the 
nation itself) there can be 
no arguing the fact that cus- 
tomers, both corporate and 
individual, have benefited. 
That doesn’t make a Case 
for frequent changes in reg- 
ulation, but presented with 
the fait accompli of the uni- 
fied licence, it does make 
for a reasonably effective 
palliative. 


HOW THEY FARED 
The five biggies of the Indian 
telecom sector are Reliance 
Infocomm, Bharti Tele- 
ventures, the state-owned 
monolith of yesterday, BSNL, 
Hutch, and the Tata Group 
through Tata Tele, VSNL, and 
its stake in Idea Cellular. 
Each of these companies has 


lifferent strateg 


India’s Mobile Biggies enm 


t the Rs 30.001 crore rtl 
o Reliance lans | 
6.5 is the Indiai relecommu! 
: cations pie 11 2004 
ar ' Reliance took tts ti 
bhart Bharti 
61 entering the fray, invest 
" "n stimat (1 NES 3. Ul 
man Hutch crore in building higi 


41 bandwidth backbone c 


necting 1,100 Indian citi 


2 BPL and waiting tor the right 
1.5 regulatory environment | 
tore making its mo 
Idea Cellular The laun of rl 
2.2 Reliance India Mobile sei 
ice in December 2002, s 
M BSNL timentally timed to coin 
4.76 with the 70th birth anni 
of Reliance patrial 
ค ไซ อ ๓ ๓ | ata Teleservices Dhirubhai Ambani was p 


14 | \ 


nature, and if went throug 


ak its share of teething troul 
Tn even after its commer 
. la 


million are subscriber base of companies as on 31.1 December 2003 


unch im เจ ง เ ลอก. ว น 


MUKESH AMBANI 


Reliance’s RIM service started off 


but has 


recreated itself into a successful mass-market operation 








pany had managed to build a customer base of 
5.86 million. 

Bharti started off with a cellular operation in 
Delhi and partly though acquiring new licences, and 
largely by gobbling up other companies, has grown 
into one of India’s largest telcos, not bad going for 
a company that can trace its origin to a bicycle 
parts business. Bharti was India’s first integrated 
player, providing basic, cellular, and national and in- 
ternational long distance telephony services, and 
internet access. 

BSNL promised much in 2002 and started its 
cellular foray well. However, the state-owned 
firm has been slow to ramp up operations, some- 
thing that analysts attribute to the speed of de- 
cision making at the government-department- 
turned-corporation. With its reach and budget (in 
the region of Rs 16,000 crore a year), the com- 
pany remains a force in the Indian telecommu- 
nications business despite the onslaught of 
Reliance Infocomm, Tata Teleservices and the 
GSM brigade led by Bharti. 

Over the past two months, the telecom strat- 
egy of the Tata Group seems to have come to- 
gether. The group now has new unified licences 
in 11 circles to add to the existing six it already 
had; VSNL recently acquired Dishnet DSL, a broad- 
band player; and the group has announced a 
joint venture with a Rupert Murdoch company to 
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RATAN TATA/ CHAIRMAN/TATA GROUP 


With the DSL Dishnet acquisition and new unified licences, 
the Tata Group’ telecom strategy seems to be finally in place 


offer DTH (Direct To Home) satellite television 
services. The one cause for concern remains the 
seeming lack of synergies between all this and 
Idea Cellular, a company in which the Tata 
Group has a 33 per cent stake. 

Reliance, BSNL, Bharti and the Tata Group are 
all integrated players; some more, some less, 
but all integrated. Hutch presents a study in 
contrast. The company has been content to fo- 
cus on cellular telephony services. Its emphasis 
on marketing has ensured that it has grown 
faster than the market and the company claims 
that its average revenues per user is among the 
highest in the business. Still, the original question 
about the viability of a stand-alone operation in 
a business dominated by integrated companies re- 
mains unanswered. 


28 BUSINESS TODAY SPECIAL ISSUE FEBRUARY 7 2004 


Competition between these companies, and 
other smaller ones—one of these, Fscotel, was 
recently acquired by Idea Cellular, which pipped 
Bharti at the post in the race—is intense. And the 
age-old distinction between mobile telephony ser- 
vices and fixed line services is fading. Today, it's all 
wireless, the cheapest way to get connected. That's 
good news for customers. 


STILL EVOLVING, AND POSITIVELY 
When India went cellular in 1995, the service was 
considered a luxury. In a country that hadn't, then, 
fully shrugged off its socialist legacy, this 
resulted in import duties of around 5 per cent to 27 
per cent on handsets and cellular telephony equip- 
ment. Today, it is evident that the mobile tele- 
phone is a utilitarian (and how) device targeted at 
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ASIM GHOSH/ CEO/ HUTCH 
Hutch has stayed a pure-play cellul: 
company, with a focus on marketin: 


Can costs come down any lower? It looks like 
they can. Telecom equipment and handset makers 
such as Nokia and Ericsson are rolling out hardware 
focused on reducing cost of operations. 

Ericsson's next big thrust is an initiative called 
“The Next Billion Customers" 
that India and China are the next big markets for 
telecom companies, and that cost will a competitive 
platform in both markets. 

Last year, Nokia unveiled equipment that could 
reduce a telco's cost of operations by as much as 50 
per cent. [n a competitive market, these benefits are 
likely to be passed on to the customer immediateh 

In the future, telcos will probably make 
their profits from value added services (VAS) targeting 


, which recognises 


the mass market and the 
duties have come down to 
the 5 per cent level. 

The majority, some 75 
per cent, of the GSM sub- 
scribers in this country use 
pre-paid cards (as opposed 
to being sent monthly 
bills). Indeed, some theo- 
ries posit that the recur- 
ring monthly (or once in 


45 days) expenditure of 


between Rs 300 and Rs 
500 on these cards is one 
reason for the state of the 
fast moving consumer 
goods business in the 
country. 

The logic: FMCG-spend 
comes from discretionary 
income and if Rs 300-500 
goes on being connected, 
that's Rs 300-500 less that 
gets spent on FMCGs. 
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A Go-Go Market 


A story of growth over the past five years 
CELLULAR TELEPHONY 
1997 H 0.79 81% 


2003 พ | 


Figures in million "Including CDMA-hased connections 


FIXED TELEPHONY 


197 ENIM 17 16% 
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Figures in million 


TELEDENSITY 


1997 ae 1.56 28% 
2003 NENNEN <> 


Figures in percentage 


«Percentage growth (CAGR) 


individual and corporate customers. 

For individual customers, this could include 
everything from high-speed internet access to 
streaming video to location-based services to any 
thing else companies can think up 

For corporate ones, this could include data 
transfer and collocation services, virtual privat: 


[his 


scenario 15 


networks and the like. 
emerging 
skewed heavily in favour 
of integrated companies. 
šut as Hutch's experience 
shows, smart niche play 

ers should be able to hold 
their own. 

The world is just seeing 
the emergence of Mobile 
Virtual Network Opera 
tors Or MVNOS, companies 
that buy bandwidth fron 
other companies, and offe: 
a service under their own 
brand name. Regulations 
prevent this at this point ii 
time—the reason proffered 
is that this is ล disincen 
tive for companies to in 
vest in infrastructure—but 
there's no telling when tha: 
could change 

[Ihe other emerging 
trend in the telecom busi 
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ARUN SHOURIE/ MINISTER OF TELECOMMUNICATIONS 
Shourie has addressed the mess 


in the telecom sector, till now 


30 BUSINESS 


ness is the convergence between banking, telecom 
munications, and retail, something that this maga- 
zine first predicted เท early 2001. 

M-commerce, that hyped up buzz-word of the 
late 1990s that never really lived up to its prom- 
ise, could soon make a comeback. Already, one 
bank, ABN-AMRO, has launched a mobile pay- 
ment gateway that facilitates customers to make 
payments from their bank accounts through the 
mobile phone. After all, every subscriber has a 
unique number that can be recognised by the net- 
work rendering payment verification possible 


and traud almost impossible. 


Could we see any or all of these in India soon? 
Well, everything’s eventual. @ 
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Ihe future of profits in the 
telephony business 


OT TOO LONG BACK, TELCOS COULD 

hope to make money from voice; 

anything else was a bonus. 
Today, the equation isn't as straightfor- 
ward as that. Although voice still consti- 
tutes the bulk of traffic on Indian 
telecommunications networks—analysts " 
expect the volume of data traffic to over- 
take that of voice traffic in the second 
half of this decade—companies are find- 
ing it increasingly difficult to make their 
voice business profitable. Competition is 
the reason behind this. To address this 
challenge most companies are looking at 
value added services. The short messag- 
ing service (SMS) Is the most plain-vanilla 
of these. Already, these account for over 
10 per cent of the revenues of some tel- 
cos in urban areas. With several telcos 
moving to high-speed 
networks | 
Reliance's CDMA 
one is already 
3G and Bharti 
เร moving to a 
standard called 
EDGE to facilitate 
high-speed data 
transfers—the 
kind of applica- 
tions on offer could 
mushroom. Think 
streaming audio and 
video, multimedia 
messa-ging, mobile 
banking and shop- 
ping, gaming and lot- 
tery, even location 
based services that 
could be used by com- 


panies to target cus- ๋ (re) 
tomers in specific cells | 
(or areas). Will cus- : 


tomers pay for these ser- 


vices? Well, they have no 

problems paying to down- FD 
load ring-tones of the latest 
Bollywood and Indipop hits. 
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New retail chains and formats are every day transforming 
the shopping experience of India's increasingly prosperous 
consumer class—for the better. 


New chic: Gurgaon is the place you want to be if you want to have a world-class shopping experience 
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B.S. NAGESH/ MANAGING DIRECTOR AND CEO/ SHOPPERS’ STOP 
Shoppers’ Stops profitability is an indication that organised 
retails long gestation period in India may be over 


ANT TO SEE INDIA'S RETAIL REVOLUTION IN ITS FULL MANIC RAGE? 
Take half-a-day out of your weekend and head for Delhi's 
suburbia of Gurgaon. Here, on a strip less than a kilometer long, 
you'll find four state-of-the-art malls, choc-a-block with snazzy 
consumer goods stores, cineplexes and eateries. (There are at 
least another half-a-dozen malls coming up in Gurgaon, which soon could become 
Asia's mall capital.) If it's a Saturday or Sunday evening, you'd be hard-pressed 
to find parking space, as cars spill over on to the strip's narrow roads, and streams 
of shoppers hop from one mall to another across the road. 

While Gurgaon may represent one extreme of the mall culture in the country, 
other big cities are slowly but surely building malls and retail centres of their own. 
In Mumbai, for example, the Crossroads malls are spread over three buildings and 
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four storeys, and boast of everything from de- 
partmental stores to entertainment to food courts. 

Crossroads promoters, Piramal Holdings, plan 
to take Crossroads to the cities of Bangalore, 
Chennai, Hyderabad and Pune. Chennai, where 
India’s retail experiments started, is already home 
to a number of leading retailers, including 
FoodWorld, Lifestyle, Landmark, among others. 
According to KsA-Technopak, a leading Delhi- 
based retail industry consultancy, organised retail 
in the country is expected to pull in Rs 22,500 
crore in revenues in 2003-04, and grow at a 
whopping 25 per cent. 

Whar's driving India's retail boom? Broadly, 
three reasons: One, the growing affluence of India's 
consuming class; two, the emergence of a new 
breed of retail entrepreneurs that is willing to take 
big bets on the industry; and three, a virtual flood 
of imported products—or stock keeping units 
(SKUs)—at least in the food and grocery space. 

According to KSA-Technopak, which tracks 
consumer spend and behaviour as part of its 
ongoing studies, the Indian consumer is beginning 
to spend more on lifestyle items and activities, 
and less (relative to overall spend) on basic items 
like groceries. The consultancy estimates that 
in 2003, total consumer spend grew by 12 per 
cent compared to the previous year. Share of 
spend on apparel has grown, while that of gro- 
ceries has come down. Consumers are also 
spending more on eating out, watching movies, 
entertainment and personal care. 

KSA-Technopak also points out that consumers 
are getting more liberal with their spend. Savings 
and investments as a proportion of total earnings, 
it says, have dropped from 12 per cent in 1995 to 


India's Retail Landscape 


RETAIL 


5 per cent in 2002. And as more women, at least in 
urban India, join the workforce, incomes of nuclear 
families are going up dramatically. That means 
there's more to spend on a whole range of products, 
which until recently may not have formed part of 
an average family's core consumption basket. 

As a result, a wide variety of retailers have 
sprung up across India. There's Arcus, a home 
store chain with a store each in Mumbai and 
Gurgaon; then there are departmental store chains 
like Lifestyle, Shoppers’ Stop, Westside and 
Pantaloon; there are food retailers like 
FoodWorld, Nilgiri's; hypermarkets such as Big 
Bazaar and Giant; retailers of fashion clothes like 
Wills Sport; and even a cash-and-carry format 
in Bangalore-based Metro. 

Typically, the world over, food and grocery 
account for the largest part of the retail business. But 
in India, according to Ksa-Technopak, clothing 
and textile accounts for a staggering 36 per cent of 
organised retail, followed by watch and jeweller 
(17 per cent), and only then by food and grocery 
(14 per cent). One reason why food is still a smaller 
part of the business could be the underdeveloped 
supply chain. Cultivators of staples and produce are 
small and scattered and therefore are unable to 
tie up with large retailers directly. 

However, most analysts expect 2004 to be a 
year of growth for India's retail chains. In any case, 
there are indications that organised retail may 
have turned profitable after its long gestation pe- 
riod. Shoppers' Stop, for instance, has turned 
the corner. More importantly, the current year 
may see the entry of some of the top global re- 
tailers. This will not only bring fresh investment 
into the country, but galvanise the existing play- 


Organised retailing is growing at 2596 year-on-year. 
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1% Health & Beauty 
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Source: KSA Retail Outlook 
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The Top Players 


A snapshot of the organised retailers 


DEPARTMENT STORES 


Shoppers’ Stop 
e 13 stores and Rs 303 crore turnover in 2002-03 
๑ 2 stores added in 2003 


Westside 


๑ | ] stores and Rs 120 crore turnover 
๑ 2 stores added in 2003 


Lifestyle 


๑ 6 stores and Rs 135 crore turnover 
e 2 stores added in 2003 


Globus 


๑ 4 stores and Rs 110 crore turnover 


Pantaloon 
e 16 stores and Rs 280 crore turnover 
๑ 2 stores added in 2003 


Ebony 


e 9 stores and Rs 100 crore turnover 


SUPER MARKETS 


Foodworld 

e 89 stores and Rs 350 crore turnover 
Nilgiri's 

e 26 stores and Rs 220 crore turnover 


Subhiksha 


e 143 stores and Rs 235 crore turnover 


Margin Free 
e 300+ stores and Rs 540 crore turnover 


SPECIALTY 
Music World 


๑ 125 stores and Rs 60 crore turnover 


โล ท เร ท ศุ 


๑ 65 stores and Rs 390 crore turnover 


Health & Glow 


e 23 stores and Rs 23 crore turnover 


HYPERMARKETS 


Big Bazaar 
๑ 6 stores and Rs 125+ crore turnover 


Giant 


e | store and Rs 90 crore turnover 


FOOD SERVICES 


Pizza Hut 
๑ 44 stores and Rs 100+ crore turnover 


Barista 

e 130 stores and Rs 50 crore turnover 
Nirula’s 

๑ 30+ stores and Rs 12+ crore turnover 


McDonald's 


e 48 stores; turnover not available 


























Source: KSA Technopak 
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ers into raising their own standards of per- 
formance and service. 


IS RETAIL ELITIST? 
It’s anything but that. Take the world’s biggest 
and best-known retailer, Wal-Mart. The reason 
why the company grew from a one-store out- 
fit in Bentonville, Arkansas (US), to the world's 
largest corporation is because it made retail de- 
mocratic. Wal-Mart's business philosophy is su- 
mmed up nicely by its corporate slogan, which 
is "Every day low prices". In fact, that propo- 
sition is at the very heart of retail as a business. 

Let's for a moment stop and consider what 
a retailer actually does. It is to source a wide 
variety of products at huge volumes, and 
through intelligent use of systems and 
processes, get them across to consumers at 
attractive prices. The retailer's ability to price 
his products lower than market prices stems 
from the bulk buying he does. By ensuring 
large volumes to manufacturers and mar- 
keters, the retailer is able to gain several rupees 
off the selling price. To add to the lower cost 
proposition, the retailer ensures better quality, 
a channel to address consumer issues and a 
much better shopping experience than other- 
wise may be available to a consumer. 

With big organised retailers setting up 
shop across India, similar benefits are now 
accruing to the Indian consumer. Take any of 
the big chains—Shoppers' Stop, Lifestyle, Big 
Bazaar, or FoodWorld. All these companies of- 
fer greater value for the consumer rupee by 
eliminating inefficiencies along the long sup- 
ply chain. By acting as a retail channel, they 
force smaller suppliers of everything from 
garments to shoes to raise their quality stan- 
dards and price themselves competitively. In 
the process, they not only create more jobs, 
but increase the overall consumption experi- 
ence of millions of Indians. 

To those who think of retail as an urban 
luxury, there's some interesting bit of statistics 
from KsA-Technopak. Until 1999, top six cities 
(Bangalore, Chennai, Delhi-Gurgaon-Noida, 
Hyderabad, Kolkata and Mumbai) accounted 
for 88 per cent of all organised retail and the 
next four cities (Ahmedabad, Jaipur, Lucknow, 
Pune) had a small 12 per cent share. But by 
next year, the top six cities will have only 66 
per cent of the organised chains, and the next 
four cities a greater 20 per cent share. Still 
smaller cities will account for the rest. 


A retail segment that has quickly moved into 
smaller towns is fast food. McDonald’s, for in- 
stance, has 48 stores; Pizza Hut, 44; Barista, an im- 
pressive 130. That apart, there are several regional 
fast food brands like Haldiram's that are growing at 
a furious pace. In fact, ethnic food as a segment is 
largely untapped and experts feel it offers tremen- 
dous growth for a chain that can bring in McDo- 
nald's-like systems to standardise fare and costs. 

The growth of organised retail in smaller cities 
should not come as a surprise. Some of the biggest 
consumers of high-end products like luxury cars or 
expensive cigars live in cities like Chandigarh and 
Coimbatore. That, according to marketers, re- 


The retail revolution practically started in Chennai when 
Food World was an e 





flects a fundamental change in which companies 
must now look at consumers: Not in terms ol 
their socio-economic classification, but in terms of 
aspirations and lifestyle. 

One of the reasons cited for keeping foreign di 
rect investment out of the retail industry is that it 
will adversely affect the lakhs of kirana, or neigh 
bourhood mom-n-pop, stores in the country. 
That's not true. Kirana stores can never deliver the 
same price-value that bigger organised retailers 
can, simply because they do not have the funds, th 
systems or the ability to do so. In any case, India’s 
experience thus far shows that the entry of a big ri 
tailer in a neighbourhood need not necessarily 


arly mover into organised retail 
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sound the death knell of the kirana stores. What 
usually happens is that the kirana store adapts itself 
to a different kind of service. Consumers may not 
shop at the kirana store for monthly groceries, 
but may not hesitate to stop here for small or 
emergency items. For example, no consumer will 
see sense in going to a large retailer to pick up a 
packet of noodles or a packet of band-aid. 

Gurgaon, once again, bears this out. While a hy- 
permarket format like Big Bazaar has set up shop in 
the affluent and bustling suburb, it has not meant the 
demise of smaller stand-alone stores. In fact, there 
are several such stores in Gurgaon and each one of 
them does brisk business, even stocking food exotica 
that Big Bazaar may not have on its shelves. Let us 
not forget that shopping, after all, is about con- 
venience and availability. And the customer will go 
wherever he gets the most of both. 

Therefore, if anything, there may be bene- 
fits in letting foreign retailers come in. Not only 
will they bring in their money, but also knowledge 


and systems. Better still, they may use Indian 
suppliers to feed into their global network, thereby 
adding to the overall productivity of the economy. 
Of course, needless to mention, there will be 
more jobs, better salaries, and greater development 
of retail skills locally. 

Another compelling reason for allowing for- 
eign direct investment in retail is the capital-in- 
tensive nature of the business. KSA-Technopak es- 
timates that it costs a regional chain between Rs 50 
crore and Rs 60 crore. For a national chain, the in- 
vestments are vastly bigger at Rs 250 crore. Worse, 
it takes five to seven years to break even. And unless 
a chain acquires a critical mass in terms of the 
number of stores it operates, the backend benefits 
of retail do not accrue. 


NEW OPPORTUNITIES 
According to the retail consultancy, more than 300 
large malls (each with over 1 lakh square foot of 
space) are either being planned or being built 


KISHORE BIYANI/ CHIEF KNOWLEDGE OFFICER/ PANTALOON 


Retailers like Pantaloon and many others are betting big 
as incomes soar and consumer spending increases 


me — ta , . | P ง ก ปี 6 จ 
Wan ์ ๑ peri 

2 cer ย , DE 
DIC, BA 





— * 


Po 
-— ซี 


Mumbai-based Crossroads plans to expand to other 
happening cities like Bangalore, Chennai and Hyderabad 


across India. One of the reasons why organised re- 
tailers are not able to expand quickly enough is the 
lack of quality real estate. Because of antiquated 
real estate laws in the country, getting clearances, 
power connection, clean title or ready-to-move-in 
properties are difficult. Often it takes a retailer sev- 
eral months to get a store up and running, with 
most of the time wasted in getting regulatory 
approvals. 

With the malls coming, all these issues will be 
automatically taken care of. The infrastructure, 
maintenance of the mall, etc., will be taken care of 
by the mall promoter, and the retailer's risk will be 
limited to the performance of his own business. 
Besides, with so much quality real estate available 
in the market, rentals will necessarily come down, 
making retail even more attractive. 

It is, therefore, reasonable to expect not just 
growth among existing players, but the entry of sev- 
eral newer ones and in different categories. For ex- 
ample, Big Bazaar is talking of setting up a footwear 
bazaar; textiles and clothing major Raymond has set 
up à chain of women's wear stores called *Be:", and 
there's a retailer of branded women's ethnic wear 
in W. In the years to come, the country could see 


RETAIL 





the emergence of many large speciality stores sell 
ing toys, office supplies, consumer electronics, in 
timate wear etc. 

How big are the opportunities in these retail 
niches? Once again, KSA-Technopak has run some 
numbers, and these look pretty impressive. Here's 
how the consultancy sees things: In jewellery and ac- 
cessories, the opportunity is Rs 40,000 crore big; in 
sarees and ethnic wear, it is Rs 12,000 crore; in 
footwear it is Rs 6,000-7000 crore; and even in 
health and nutrition it is Rs 1,000 crore big. The 
mainline segments of food and consumer durables, 
of course, are much bigger. For instance, the over- 
all food and grocery segment is worth Rs 3,50,000 
crore, and the organised retail market is less than Rs 
2,000 crore in size. Interestingly enough, the 
biggest food retailer, FoodWorld, does not even 
have a national footprint. 

In other words, India's retail journey has 
only just begun. Consumers can expect bigger, 
better, and more innovative retailers to open 
shop. Their coming won't just enrich the con- 
sumers' shopping experience, but also make the 
Indian economy more efficient and vibrant. 
Shoppers, grab your bags and get set. Efl 
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Today, another 75,000 barrels of Oil and Gas 
will come from ONGC Videsh* 





Tomorrow, we will enhance 
India's oil security even more. 





We are ONGC. India's Most Valuable Corporate, public and private sector combined. We have discovered five out of six 





ian basins where ONGC and everyone else produce oil and gas. Our investments abroad add up to over 3 billion USD. 


T he LPG cooking gas in 1 out of 6 cylinders comes from our plants, and CNG also comes from our gas. We own and 


» 





operate the largest oil and gas pipeline network in India. Our refineries at Mangalore and Tatipaka are running at 





10076 plus capacity. Our scientists and engineers operate at the cutting edge of technology. We use one of the most. 
powerful computing and networking systems in the country. Every year, we invest 2 billion USD to create and renew 


assets. Our facilities and installations are insured for nearly 12 billion USD. ONGC, committed to the goal of making 


x 


i 5 v 4 
จํา ยา ชร oer eras ร ร์ ห BS $ "E 
CLOT ว ด DI us LET, 


WHAT MAKES US INDIA’S MOST VALUABLE CORPORATE? 


\ 
' We have discovered 6 billion tonnes of oil and ofl-equivalent of gas in India. FIELDS DISCOVERED BY ONGC ABROAD/T 
* We produce 84% of India's annual production of off and gas. 
* Gur net worth of Rs. 35,608 crore is the highest in India. RUSTAM AND RAKSH, OFFSHORE IRAN (1975) 


* Our net profit of Rs. 10,529 crore js thé highest m India. 
ABU KHEMA, ONSHORE IRAQ (1976 
« We have the highest market capitalisation in India, exceeding Rs; 1,900,000 crore; Q (1976) 
market capitalisation of our subsidiary, MRPL, exceeds Rs; 10,000 crore, 


T E xo s SANGO SANGO, ONSHORE TANZANIA (1978) 
« We top The Economic Times listing of 500 Indian Corporates’ 


” We are the highest-ranking Indian name in Forbes 400 fist of Global 


Corporates" LAN TAY AND LAN DO, OFFSHORE VIETNAM (1992) 





COURAGE TO EXPLORE | KNOWLEDGE TO EXCEED | TECHNOLOGY TO EXCEL 





Production and net profit figures: FY 2002-03. Net worth as on 31! March, 2003. “Source: The Economic Times (Sept. 2003), Forbes magazine no" April, 2003). 
^ OVis share of average daily production of Oil and OEC from Sudan and Vietnam for April - December 2003. l 


Oil and Natural Gas Corporation Ltd. ONGC Videsh itd. Mangalore Refinery and Petrochemicals Ltd. | ONGC Nile Ganga B.V. 


making 
a tomorrow 
brighter 


Flags of partner nations (India, China, Sudan, Malaysia) at Muglad basin, Greater Nile Oil Project, Sudan 





HE GRASS IS AUSTRIAN, MAYBE 
Australian; the buildings 
low-rise glass and chrome. 
In-house power generation 
capacity is common, as are 
water treatment plants. There are food- 
courts, gymnasiums replete with enough 
Nordic Trac treadmills to keep everyone 
happy, ATMs within arms reach of desire, 
even, some- 
times, mini-su- 


CHALLENG permarkets 


AH EAT These, t bor: 


row a phrase 
IT companies needto from Jawaharlal 
acquire specialised mar- Nehra ie fret 
keting skills i Coe ee 
: Prime Minister 
They need to be able to of independent 
manage a multi-cultural India, are the 
workforce 





temples of mo- 
Their people-processes dern India. If 
need to be scalable tomeet you haven't 


growth requirements guessed it yet 
r= > > 
They need to move all this, and 
into higher value services some of the 
such as consulting finest coding tal- 


They need to manage ent this side of 
the politics of outsourcing Silicon Valley KET - 
n developed countries can be found IN infosys' Bangalore campus: This facility is truly a tuno of 


Ottshore 


Call it the Fakir Chand Kohli code if you will: a mix 
has made India a global software powerhouse. 
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modern India 


Haven 


of cost advantage and mathematical skills 
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India’s software companies across Bangalore, 
Chennai, Mumbai, Gurgaon, Hyderabad, even 
Bhubaneshwar and Chandigarh. 

Indian software really came of age in the second 
half of the 1990s. The industry had been around 
since the 1980s (some companies since the 1970s) 
but the business model had largely revolved around 
shipping warm bodies to various parts of the world 
where coders were needed. And although the 
companies had nothing to do with it, the conditions 
were vintage sweatshop. All quant jocks that 
worked on projects in the US, the primary market 
for their kind of bodies, were paid a dollar-stipend 
apart from their rupee salaries. To save money, the 
thrifty coders shared living quarters, sometimes 


a dozen to a two-bedroom apartment. Many of 


them would use the opportunity of working on a 
project to find a job in the US. Newspapers in 
India reflected this phenomenon in a rather strange 


NANDAN NILEKANI/ CEO/ INFOSYS TECHNOLOGIES 


way: the companies that shipped bodies overseas 
would release small ads stating that they were tak- 
ing a particular employee to court for reneging on 
his employment contract. By the 1990s, the trickle 
of programmers heading for the US (and other 
markets) had become a flood. Everyone was wor- 
ried about the millennium bug and companies in 
the US and in other developed countries couldn't 
get enough programmers to crunch reams of Cobol 
and make the requisite changes to keep life going 
after Y2K. Then, someone discovered that the same 
work could be done at far less cost in India. And 
things were never the same again. 

Actually, offshoring work to India was known 
even before the Y2K scare caught on. TCS, a division 
of Tata Sons built by a man widely recognised as 
the father of the Indian software industry, Fakir 
Chand Kohli, worked on its first offshored proj- 
ect—it was for Honeywell—as far back as 1974. By 





Infosys has been at the forefront of the management 
practices revolution sweeping through India 
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INFOTECH 


cost a whole lot less in India (offshore) than they do 
onsite. The new model required companies to 
build a different profile of frontline skills: marketing, 
sales, and consulting. It also forced them to hire peo- 
ple from the markets they were targeting. And all 
the coding—the core of the job—was done back 
home in India. Indeed, so successful has this model 
proved that multinational consulting firms such 
as Accenture and service majors such as IBM have in- 
vested in development centres in India. The Indian 
companies claim that merely doing so wont help 
their cause: their contention is that there is more 
than cost advantage that goes into a successful 
global delivery model. The jury is still out on that 
one. Meanwhile, the centre of coding does seem to 
have shifted to India. 

That could explain the care that goes into the 
creation of the temples of modern India. Few 
clients offshore work without visiting the facil 


AZIM PREMJI/ CHAIRMAN/ WIPRO 


Over the past four years, Wipro has made 
four acquisitions that could be worth their weight in gold 


the early 1990s, several Indian software companies 
were working on non-Y2K projects for customers in 
the US, sometimes Europe. Still, the bulk of their 
business was onsite, not offshore, and despite 
claims most make now, much of it was simply 
body-shopping. The y2k 

phenomenon changed IT MARKET IN INDIA 


ities of the Indian company involved. And ล 
modern campus, replete with all facilities em- 
ployees could possibly be provided with, goes a 
long way in convincing them that they are not 
offshoring work to a sweat-shop. 

Software services, or 


IT services, is a broad 


all that. Post 2000, most SOFTWARE AND SERVICES EXPORTS term that covers a lot of 


Indian software compa- 


ground: there's simple 





i ; © 
nies started calling © maintenance work, 
themselves IT services เว which, cynics claim, ac- 
firms. And a new term, ๐ = counts for the bulk of 
the Global Delivery 3 the work being done by 
Model, entered their eo India's software majors 
lexicon. Indian IT serv- N (the cynics are wrong). 
ices had arrived. = There’s work on specific 
2 verticals, or industry ar- 
WORKING IN INDIA oO w eas, such as banking and 
If bodyshopping was all | = financial services, health 
about shipping coders to ๑ 6 care, and retail—these 
the places they were 9 x. = are among the bigger 
needed, the global deliv- ๐ © verticals. Then there’s 
ery model is about mov- e whar's called technology 
ing the work offshore to EI = services. And finally, 
where the coders are. 1996- 1997- 1998- 1999- 2000- 2001- 2007. 2003. Z there's consulting or 
The benefits are appar- 97 Áà'98 ‘99 0 0 02 03 "4 3 business transformation. 
ent: Indian warm bodies Figures are in Rs crore E: Estimated Source: Nasscom Strategic Review 2004 ~ Operating in such diverse 
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ร พ เง NADAR/ CEO/ HCL TECHNOLOGIES 

HCL may have been a late entrant 
in software but Nadar has caught 
the BPO bus in time 


areas, Indian software companies (and developers) 
have the power to perpetuate standards, one rea- 
son why Microsoft and its opposing open-source 
brigade consider the country central to their 
scheme of things. 


EXPLORING NEW HORIZONS 

India's software services companies helped build 
brand India in the US—it accounts for 50 per 
cent of global spending on IT services—and other 
parts of the world but that doesn't rank as its most 
significant achievement. That would be some- 
thing much closer home and in a much more 
mundane area: management. Unlike the software 
products business model, where exponential in- 
creases in revenue are accompanied by incre- 
mental, maybe no increases in manpower, the 
services business will always remain labour in- 
tensive. Other things being equal, the differen- 
tiator between software companies is their ability 
to manage people, rather, the ability of their peo- 
ple processes to manage volumes. 

Led by Infosys, some of India's software com- 
panies have set new standards in management and 
governance. Their decision-making process is trans- 
parent, their employees hold stock in the com- 
pany, their financial reporting follows established 
global standards, and they are, by and large, good 
corporate citizens. For those listed on overseas 
exchanges—Infosys is, on NASDAQ, and Wipro, on 
NYsE—this might be in keeping with guidelines 
laid down by the US' Securities and Exchange 
Commission, but there's almost universal belief 
that these companies, and others of their ilk would 
have done nothing different even otherwise. By do- 
ing so, India's software firms altered the behaviour 
of India Inc, and set the tone for other newer in- 
dustries that came after it. 


THE BIG THREE 


Tata Consulting Services is the first citizen of the 


Indian software services space. The division of 


Tata Sons was the first to cross $1 billion (Rs 
4.600 crore) in revenues, a feat that will be matched 
this year by Infosys Technologies. However, by 
virtue of not being a listed entity, TCS has been over- 
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shadowed in the recent past by Indian software serv- 
ices’ glimmer twins, Infosys and Wipro. 

Perhaps one of the most documented trends 
of recent times is the growing gap between 
Indian software's first tier, represented by 
Wipro, TCs, and Infosys, and the rest of the 
Industry. All three companies are present in 
every node of the IT services chain, from 
Business Process Outsourcing to pure consult- 
ing, but then, so are most other companies, in- 
cluding the likes of Satyam, HCL Technologies, 
and Mphasis BFL. Still, the triumvirate has 
emerged relatively unscathed from the recession 
in the US, something that most other IT services 
firms can't claim. 

There's not much to choose between the three 


companies. TCS is, arguably, the most 
global of them, with nine delivery centres 
overseas, including ones in Hungary, 
Uruguay, and China. Wipro has been 
the most active of the three on the ac- 
quisition circuit, closing four deals in as 
many years. It has also focussed its efforts 
on hiring a multi-cultural front-end. 
Infosys has continued to do what it does 
best—emphasise excellence in execu- 
tion, evident in its better-than-peers 
track record in terms of client additions 


and growth over the past couple of 


years—although it too is building a mul- 
ticultural workforce and has just com- 
pleted its first acquisition. 

It is becoming evident that mar- 
keting, more than anything else, holds 
the key. Not convinced? Well, in the 
past year Wipro, thanks largely to its 


INFOTECH 


Indian IT Software And Services Export Revenue Ranking (2002-03) 


Exports 


Company 


TATA CONSULTANCY SERVICES = 








INFOSYS TECHNOLOGIES 


(2,787.4 












HCL TECHNOLOGIES 
PATNI COMPUTER SYSTEMS. 


MAHINDRA BRITISH TELECOM 634.7 


IFLEX SOLUTIONS AP 593.3 


HCL PEROT SYSTEMS E. 449 
MIT LTD ZUM 426.3 


Figures are in Rs crore 





Source: Nasscom Strategic Review 2004 


RAMALINGA RAJU/ CHAIRMAN/ SATYAM COMPUTER SERVICES 


The past few years have been bad but Satyam has 
managed to remain among the top five software players 
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S. RAMADORAI/ CEO/ TATA CONSULTANCY SERVICES 
Quiet-but-steady TCS 
remains the leading 
software company in India 





Vice Chairman Vivek Paul’s larger-than-life 
presence in the US, has managed more column 
cms in the international press than any other 
Indian software firm. 


THE PAYBACK 
The great Indian IT services boom has had several 
adventitious benefits. The first had to do with de- 
fection capital—a group of execs from one firm 
leaving and starting another firm, armed with 
nothing but the knowledge at their disposal and 
a line to the nearest angel investor. Infosys was 
founded by a group of such execs from Patni 
Computer Services. A decade and half later, 
Mindtree Consulting was founded by a group of 
execs from Wipro. In between, and since then, 
countless other firms have been founded by em- 
ployees of software firms deciding to take the en- 
trepreneurial route. Wipro was, and is one of 
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JERRY RAO/ CHAIRMAN/ MPHASIS BFL 


With its strong banks' focus, 
Mphasis has emerged a force 
in the software industry 


India's most prolific entrepreneur factories: By 
some estimates, its former employees have gone 
on to found around 80 firms. 

The second has to do with wealth creation. 
Employee stock options have created a new breed 
of millionaires. Salarymen have suddenly found 
themselves transformed into individuals mon- 
eyed beyond their wildest dreams. The result 
has been increased spending on everything from 
homes to cars to vacations, and it has been the de- 
sire to dabble in charity, improve someone else's 
life, make a difference, or, simply, opt out of 
the rat race. Not surprisingly Bangalore and 
Hyderabad are home to civic-sense minded so- 
cieties that one will not encounter in any other 
part of India. With other businesses following sim- 
ilar employee-compensation models, India's IT 
services companies can truly stake claim to hav- 
ing created a better India. @ 
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BANKING 


Meltin 
Cauldron 


The banking sector in India, set alight by the presence of 
private sector players, and growing use of technology- 
based services, is seeing revolutionary changes. 


Banking on IT: ICICI Bank CEO K.V. Kamath has been a big advocate tech-based banking to serve urban and rural customers 
| 
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N THE MIDDLE OF 1992, WHEN ONE OF INDIA'S BIGGEST STATE-OWNED BANKS 
decided to introduce automated teller machines (ATMs), it did a curious 
thing. It launched its first ATM network in Mumbai with much fanfare but 
restricted its use only to the bank’s employees. It was a pithy pointer to the 
bank’s attitude toward its retail customers. Genuine customers could line 
up in front of teller windows, often manned by staffers who were slow, ineffi- 
cient or simply absent, while the bank’s own employees—errant tellers included 
could swipe their cards at an ATM and transact their businesses in a jiffy. 
Fortunately, competition quickly killed that kind of apathy towards customers. 
Today, the same bank is attempting to be an epitome of customer service, offering 
not only a variety of technological solutions, like a robust countrywide network 
of ATMs, but also ease and simplicity of doing business. This is merely one instance 
of how banking, at least from the retail customer’s point of view, has undergone 





ADITYA PURI/ MANAGING: DIRECTOR/ HDFC BANK 


HDFC Banks heady mix of aggressive marketing, good 
products, and quality has taken it to the top of the heap 
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NIALL S. BOOKER/ CEO/ HSBC INDIA 


Private banks like HSBC have led 
the way in offering I T-based services 


revolutionary changes in India over the past decade. 

Much of these changes have come about bx 
cause of à series ol sweeping reforms, ilbeit in 
spurts and bursts, in the financial sector. In 1993 
the government allowed the entry of new banks ii 
a market that was till then dominated by 14 majo: 
state-owned banks. | rue, even before 1993, there 
were also some private banks, including a clutch of 
foreign banks, but restrictions prevented then 
from operating in a level playing field. Privati 
and foreign banks faced curbs on expanding then 
businesses and offering new products. 

All that changed with the liberalisation in 
1993. Today, there are nine new private secto! 
banks, which, like most of their toreign peers 
are armed with state-of-the-art technology to pro 
vide better services at lower costs. This, in turn, has 
forced the older banks to change and adopt : 


more market-savvy approach to doing business. 


BANKING IN TRANSITION 
Still, the Indian banking industry is in a transition 
phase. Take public sector banks. The 20 stat 
owned banks account for more than 53 per cent 
of the total deposits in the banking system and 
47.5 per cent of the total credit. Yet, these are th« 
players that are undergoing gut-wrenching 





changes. Overmanned, inefficient and saddled 





TRENDS IN INDIAN BANKING 


O Consolidation: As competition intensifies and new entrants want to scale up quickly, there will be 
more M&A activity in the sector. 


O Technology: Banks will continue to upgrade technology to provide customers more flexibility and 
speed up their own back-office work. 


> Specialisation: Banks will specialise in order to target different individual needs of customers, as 
consumers, investors and entrepreneurs. 


O Mass markets: Banks will evolve business models for tapping the huge opportunity in micro- 
credit and rural finance. 


O Credit Profiling: As their retail business booms, banks will emphasise credit profiling to ensure 
low levels of NPAs and bad debts. 


BUSINESS TODAY SPECIAL ISSUE FEBRUARY 7 2004 49 





A.K. PURWAR/ CHAIRMAN/ SBI 


Banks like SBI are changing 


their mindset and using technology 


to counter competition 
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with bad debts, they have been restructuring their 
operations for the past decade. Many of them 
have cut flab through voluntary retirement 
schemes, frozen fresh recruitments and cleaned up 
their balance sheets. They have also adopted new 
technology and tried to change the monopolistic 
mindsets of their workforce, once used to a mar- 
ket where competition was scarce. 

The transition hasn't been painless. 
Nationalised banks have had to face resistance 
from strong trade unions as well as from vested 
political interests and even industry lobbies. But as 
it happens in most markets, competition has made 
it compelling to change. Change has also affected 
the new private sector banks. Making a late entry 
has its disadvantages and some of these new en- 
trants have had to consolidate their businesses 
through mergers and acquisitions. 

It is the public sector banks, however, that 
have had to bear the brunt of the transition phase. 
Till the early 1990s, these banks made reckless 
loans and advances—often at the instance of their 
poligcal bosses—and that is reflected in their bal- 
ance sheets today. In 2000, the public sector banks 
were saddled with non-performing assets of nearly 
Rs 83,000 crore. That figure is down to Rs 55,624 
crore today but even that is mind-boggling. 

Besides, public sector banks have had to grap- 
ple to reduce their manpower, speed up adop- 
tion of modern technology and at the same time 
address falling revenues from traditional sources. 
Often their size has also made things difficult. 
The State Bank of India and its associates have 
13,629 branches (in March 2003) and employ 
over two lakh people. Chopping and changing 
Its operations is not exactly a cakewalk. 


SURGE OF THE NEWBIES 
In contrast, the new entrants have had different 
challenges. True, they had the advantage of start- 
ing afresh: no bulging manpower or a legacy of 
bad debts. But they were also handicapped by 
lack of scale. Starting from scratch, most of them 
had to adopt innovative business strategy and 
high-tech solutions to match the branch networks 
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and clout of their older peers. Another route 
many of them have followed is consolidation. In 
the past four years, many of these newbies have 
built scale by merging or acquiring other players. 
So, Times Bank merged with HDFC Bank, ICICI 


| Bank acquired rc Classic Finance and Anagram 
‘Finance, and the Global Trust Bank merged with 


Urt Bank. Many more such mergers will be on the 
cards because in banking, scaling up is the best way 
to build a profitable business. 

It is the newbies that are the early adopters of 
technology too. Private sector banks—and the 
foreign players—are the first to offer customers in- 
ternet banking, phone banking, mobile banking, 
debit cards and various other services and new 
products. Further liberalisation has also helped. 
Following India's commitment to the WTO agree- 
ment on services, foreign banks have been al- 


BANKING 


f lowed to open up to a dozen branches a year and |, 
also operate wholly owned subsidiaries. IN EVERY SPHERE 

In new, non-traditional banking activities, 

” , : : March March 2 
where returns are often higher than in the tradi- waren End E vé 
ค : š ; 2001 2002 2003 
tional lending business, the newbies have surged 
ahead. As a logical consequence of entering late, © AGGREGATE 

Pieces © d inal DEPOSITS 8,76,521 10,12,510 11,88,583 

they have focused on the new opportunities with 
technology-enhanced approaches. With lower in- DOMESTIC 
terest rates stimulating the demand for retail credit, CREDIT 
most of the new entrants have quickly built robust 

inesses i | fi อ ล ผา 67,937 68,195 68,561 
businesses in home loans, consumer finance and , 

| BRANCHES 
x X other credit products. 

In Business Today's latest ranking of India's 
Best Banks (December 2003), the topper is a new 
private sector player, HDFC Bank. While HDFC ucts with a penchant for delivering quality. Th 
Bank has grown its businesses at a scorching pace, new entrants have constantly innovated, offer 
the bank's focus on quality and credit profile ing new customised products and services and 
makes it the front-runner in the industry. It has adopting appropriate technology to quickly build 
matched aggressive marketing and good prod- critical mass in their businesses. Like HDFC Bank, 





9,90,458 11,47,161 15,27,712 


Source: RBI Currency & Finance R 


UDAY KOTAK/ CEO/ KOTAK MAHINDRA BANK 


New entrants like Kotak Mahindra Bank are hitting the 
market with innovative business models 
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| Today, we drill in 1,860 meters of water. 
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+ We have discovered 6 billion tonnes of oil and oil-equivalerit of gas in india. 
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+ We produce 84% of India's annual production of oi! and gas, 
* Our net worth of Rs. 35,608 crore is the highest in India. INVESTING OVER RS. 3.5 CRORE IN 
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» We top The Economic Times listing af soo indian Corporates? | 


* We ate the highest: ranking indian name in Forbes 400 list of Global Corporates" ^ IN THE WORLD. 





e 
" BAR 


making 


" 
) cw we, 4 


| 





STANDAR 
CHARTEN 
BANS 


MONE’ 


Y w 





The queues have gone, with ATMs, Internet banking and 


mobile banking providing instant access to ones money 


at ICICI Bank, cro K. V. Kamath has been a big ad- 
vocate of technology-enriched banking, not only 
to serve its urban customers but also in rural 
markets. Today, Indian private sector banks like 
these are able to challenge even the foreign 
banks, which have traditionally been the leaders 
in innovation and technology. 


RETURN OF THE EMPIRE 
It would be a mistake, however, to dismiss the pub- 
lic sector behemoths. As last December's Best 
Banks’ ranking showed, the public sector banks are 
on a comeback trail. Four of the top 10 banks in 
the ranking (and 12 of the top 20) were public sec- 
tor banks. What’s interesting, however, is that 
the ones highest on the list are not giants like the 
State Bank of India (which came in at No. 19) but 
the medium-sized public sector players. Like 
Corporation Bank, State bank of Patiala, Oriental 
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Bank of Commerce and Andhra Bank. Being rel- 
atively smaller has helped these banks to restructure 


more easily than their larger behemoths. Many of 


them, like Corporation Bank, have been taking ini- 
tlatives to cut operational costs, upgrade technol- 
ogy and customer standards. These measures, 
combined with efforts to scale down non-per- 
forming assets, have helped such banks to be- 
come more competitive. 

In the past five years, many public sector 
banks have adopted technology, not only to im- 
prove customer service and delivery but also for 
better house-keeping and cost reduction. State 
bank of India has networked 1,500 of its branches 
and computerised 7,500 of them. In 2004, it 
wants to put 3,000 branches on a single win- 
dow delivery system. Punjab National Bank has 
wired 300 branches and uses data warehousing to 
cross-sell products to its customers. 


w 











Source: BT Best Banks Survey 2003 


NEW MARKET DYNAMICS 

After a long period when interest rates in the 
Indian economy remained steady, in the last two 
years, following relaxations in the Reserve bank 
of India’s monetary policy, interest rates have 
fallen sharply. This has meant cheaper finance for 
retail investors and a big opportunity for banks to 
tap into a new breed of consumers. From a sit- 
uation in the 1990s when only the foreign 
banks were aggressive in retail finance, today, 
the new private banks as well as the older state- 
owned banks have become significant players in 
the volume-driven business of car loans, home 
loans, credit cards and personal loans. Many 
have tied up with auto manufacturers and have 
co-branded their credit cards with airlines, ho- 
tel chains and other marketers. 

A lower interest rate regime may have trig- 
gered more consumption and, hence, demand 
for consumer finance, thereby opening up op- 
portunities for retail banking. But another rea- 
son for banks to focus on retail has been a 
slowing down of institutional demand for 
credit. The economic slowdown tilT 2002 saw 
a drop in industrial demand for credit and left 
banks with little option but to pursue retail 
opportunities. But with the economy back in 
fine fettle and industry gearing up for fresh 
investment, a revival in non-retail banking 
seems on the cards. 


* Figures are of 2002-03, in Rs Crore 


THE NEW NEWBIES 

If in the late nineties, a new breed of banks came in 
and changed the rules of the market, heralding 
the induction of more technology and a thrust in re- 
tail banking, you can expect more upheavals in the 
coming years. To begin with, there are even newer 
players that have recently entered the marker. And 
some of these new new banks are coming in with 
even more innovative business models. Take Kotak 
Mahindra Bank, the banking avatar of the erstwhile 
heavy-hitter financial services company, Kotak 
Mahindra Finance. Under CEO Uday Kotak, the new 
bank is positioning itself not as a plain vanilla 
bank but as a financial services brand that will of- 

fer its customers individualised investment solutions, 

More banks are likely 7 tO position themselves 

in such various different ways. Some may es- 
chew big volumes and go for high net worth 
clients, offering private banking solutions. Others 
could target specific industries, like biotechnology 
or agri-based businesses. Even others could build 
viable models to address the huge opportunities 
that will open up among rural customers or even 
that of the self-employed. Some banks are al- 
ready talking about branch-less banking; others 
about wireless transactions. The possibilities are 
unlimited. But one thing is for certain. None of 
them will follow the example cited at the very be- 

ginning of this article—the bank that launched 
ATMs only for its employees. 
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If there's a certain cadence to the term BPO 
Outsourcing was India's last big thing and it is 
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Global back office: Call centres in India are booming, but it's not just about costs, high quality of service is also on offer 
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Control 
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Boom it isn't without reason. Business Process 
its next. 





ENERAL ELECTRIC WAS, AND 
remains, the first prophet 
and the first apostle of 
globalisation. If some- 
thing can be ‘globalised’, 
and the company hasn't done so yet, it 
soon will. That globalisation isn't merely 
about access to markets but deriving 
value by sourcing raw materials from 
the least-cost markets, manufacturing in 
the best-possible location, and selling 
where demand exists is a truism that 
most companies woke up to late. Not 
GE. The conglomerate divided itself, 
and further sub-divided itself into virtual 
entities with names such as Global 
Manufacturing Organisation, Global 
Products Organisation and Global 
Supply Organisation to telling effect. 
What does one company's obsession 
with globalisation have to do with 
India's business process outsourcing in- 
dustry? In one word, everything. 

In the second half of the 1990s, cr 
realised that it would fall well short of 
its stated objective of achieving $2 bil- 
lion (Rs 9,200 crore) in revenues in 
India by the turn of the millennium. 
The power sector was a mess, as was 
the airline one—that effectively scotched 
the prospects of two of the company’s 





ITES 
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THE OUTSOURCING STATS ) 









Comparison Of Operating Costs Recent M&As In The Indian ITES-BPO Industry 

Full Time Employee (FTE) ป ร ห India* Share Philippines* Share Company Acquirer Seller Stake Deal Value 

Personnel 42,927 | 6,1179 14% | 7,793 18% ; ze o3 ' 

GBA Expenses 8571 | 1000 12% 1.200 14% Quintant service | Igate s Group 64.1 % | $19.9 million 

Telecom 1,500 | 2,328 55% | 1,862 124% Suntech data aar 5 Co | SRL [ona 

Property rentals — 2800 | 847 33% 762 28% systems [mu "um | ต | xs 

Depreciation $000 | 1,500 50% | 1,500 30%- , Clobal 

TOTAL EXPENSES 58. 508 W% 15117 2250 lbackOffice ง Polaris Technology Ventures | ™® | n.a. 

*Cost per FTE($) Source: Industry; ML research ae on uw zs ; | “One division *- 
Mascot | duc puma 
ime 7 ฝ 7 d eum 
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ITES-BPO Export Industry Transworks Rayon — 100% 413 million 

1999-2003 ติ Aina Financial Tes S ก 0 754% : os 2 DU 
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- (0 Soltions | Datamatics | na. | n.a. | $9 milion ^— ^ 
= n.a.: not available Source: Media. Company Websites 
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9 ง Top Third-party ITES-BPO Service Providers: 2002-03 
M A Wipro Spectramind Ranking are indicative of providers' 
2 WNS Group positions for the year 2002-03 
“3 Daksh e-service 
| M Ž m " a 4 ExiService (I) 
1999- 2000- 2001- 2002- 2003- Pe gee ee | 
'00 ‘Ol 02 03 04 ® HCL Technologies BPO Service ภั ด 
Figures are in Rs crore — *Projection Source: NASSCOM 6 Convergys India Service 
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ITES-BPO Growth By Service Lines B MsourcE India 
0 [2001-024 2002-03 4 r-2003-04E£4 © Hinduja TMT 
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“Customer Care — 30000 400 — 65000 810 จ 5.000 1200 AQ ICICI OneSource 
Finance — — 158000 300 24000 510 — 40000 820 : ซี 4 Sutherland Technologies 
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Payment Service — 7,00 — 110 — 11000 210 — 21000 430 i ๕ Epicenter Technologies. 
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Key Captive Players In The Indian ITES-BPO Industry 







No. Company Service Line Number of 
Employees* 
- Accenture Pharma and insurance back office, HR and 4,300 
procurement management, IT support and 
แล ด ทั n management 
"x | 5 ondal accounting, data management, E : c me 0 4,000 
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| Costomer support, back-office operations 1,500-1,900 








. Convergys India Call center services 







Data entry, phone-based marketing, payroll, 
credit cards, loans and mortgages, medical 
and insurance claims 








Client services: Remote IT help desk, software 
distribution; Server service: Remote service 

support, data centre; Network services; Remote 
network support; Application services: software 
quality assurance, electronic bill presentment 
and payment service 





- GE Capital 












Internal financial back-office for HP 
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Banking operations, global HR support, software 
development and maintenance, global treasury 
operations support, IT helpdesks 
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biggest businesses, aircraft en- 


gines and turbines—and the 
market was replete with risks 
enough to prevent GE Capital 
from operating at the same 
scale that it did in the US. 
Around the same time, the 
company's insurance businesses 
in the US, under the umbrella 
of GE Financial Assurance faced 
a unique problem. They were 
based in the East coast and the 
unemployment rate was low 
enough for them to not be able 
to fill their ranks with the kind 
of people they would have 
liked to. The worst hit areas 
were processing and customer 
service and the bottleneck in 
these back-end functions was 
preventing the business from 
growing. Then, someone at GE 
had a brainwave: why not out- 
source processing and customer 
service to India where there 
was enough manpower? That 
way the company could get the 
most out of its Indian opera- 
tions, and its insurance busines- 
ses in the US could grow unim- 
peded. Better still, processing 
and customer service would be 
critical front-end functions for 
the Indian ops. That's exactly 
what GE did. The rest, to resort 
to a cliché, is history. 

India had ล smattering of 
BPO firms—they weren't called 
that, though, then—at the time, 
most engaged in the business of 
medical transcription (they took 
advantage of India's time dif- 
ference with the US to offer 
medical transcription services to 
hospitals and doctors). 
However, most such firms were 
mom-and-pop shops out to 
make a quick buck. It was GE 
that lent legitimacy to the busi- 
ness. Other companies fol- 
lowed. American Express in- 
vested in a finance resource 
centre; defection capital from 
GE founded Spectramind (now 


09 





Wipro Spectramind); Amazon picked up a strategic 
stake in a contact centre operation, Daksh, and the 
revolution was well and truly on. 


CHURNING WORKFORCE 

In 2003 alone India’s Bro firms created 1.7 lakh 
jobs. That’s actually a pretty sanitised way of cap- 
turing a phenomenon that has provided thousands 
of graduates (just graduates, although post-gradu- 
ates, engineers, accountants, even researchers, doc- 
tors and equity analysts have benefited from the BPO 
thing) with career opportunities that didn’t exist a 
decade ago. Then, an individual graduating in either 
arts or science would have looked forward to either 
bleak career prospects—face it, how many firms hire 
‘just’ graduates—or a few more years of study cul- 
minating in a professional qualification, typically a 
masters in business administration. Today, these very 
same just-graduates can obtain fairly-high paying 
jobs in the BPO sector. 

One fall out (and there is more than one) is the 
fact that career prospects are limited in call-centre- 
type-BPOs. An agent can become a supervisor or 
trainer, and then a manager, but that’s about it. 
Reasonably smart graduates can hope to reach the 
pinnacle of their careers in such BPOs by the time 


Defection capital from GE founded Spectramind. Then 
Wipro acquired it. Now for Act III 


VIVAN MEHRA 
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they turn 28. Then, there's the physiological and 
psychological cost of working nights and sleeping 
days. Still, BPO is a good thing: after all, these 
graduates would have probably ended up doing 
something far less productive, and far less remu- 
nerative, had the sector not been around. By some 
estimates, one out of every three employees at 
bPOs uses the stint at the firm as a sort of stepping 
stone to greater things, maybe an MBA at a ivy- 
league school, maybe something else. 

That explains the high attrition at such firms, 
typically in the region of 25-30 per cent. People 
join in vast numbers, are trained, and quit in 
equally vast numbers. BPOs are perennially in 
hiring mode. And while the HR practices at these 
firms can put those at some IT services one to 
shame, most are reconciled to living with a 
workforce in a constant state of churn. 


ACROSS VERTICALS 
There's simply no limit to what business process 
can be outsourced to India. Using agents in India 
to handle customer-calls and complaints is passé 
(although that still brings in the bulk of the work 
and an equally large part of the revenues). Today, 
everything from treasury management to equity re- 
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SANJEEV AGRAWAL/ CEO/ DAKSH 
It hit the headlines as a back-office for Amazon. Now, it 
has set up a call centre in Philippines 


search to scientific work is being outsourced to BPO 
firms in India. That has created demand for 
highly-qualified professionals in the BPO space. 
Some firms want doctors, others, engineers, and 
still others, equity analysts. The benefits remain the 
same: à quick turnaround that leverages India's 
time zone difference (it is night in the US, the ma- 
jor market for such services, when it is day here 
and work can go on seamlessly, 24X7), access to 
expertise that may not otherwise be available 
freely in developed markets, and between a 30-70 
per cent reduction in cost. 

That could explain why an increasing number 
of companies is looking to tap BPOs in India for 
processes, both mundane and high-end. And it 
could explain why rr services biggies like Wipro 
and Infosys are entering the business—with clients 
demanding a bouquet of services, they had no op- 
tion but to acquire existing BPOs or invest in 
Greenfield operations. Wipro took the acquisition 


route by sewing up a deal with Spectramind; 
Infosys went organic with Progeon. Why, even 
companies with money to spare are making un- 
related diversifications into the space: the AY 
Birla Group, for instance, acquired Transworks, a 
Mumbai-based BPO operation. 

The BPO opportunity has encouraged entrepre 
neurs of all hues from senior professionals to small- 
town real-estate developers, to jump into the fray. 
This could result in a spurt of M&A activity, the be 
ginnings of which may already be here. 

Circa 2004, however, it isn't that which worries 
BPO execs as much as the US’ protectionist stance on 
outsourcing. ไท an election year (in both countries) 
few rational arguments will stand. Two facts point 
to the eventual solution: rr and rr enabled services 
account for less than 3 per cent of India's Gross 
Domestic Produce, and not outsourcing processes to 
an efficient low cost destination could cripple US Inc. 
Bottomline: They need it more than we do. Ef 
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Industry and government laboratories are * 
in key sectors. Here are two case studies: 





Leading the way: Work on at NCL, Pune, one of India's leading R&D labs and holder of the most number of patents 
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R & D 


Innovation 


P collaborating like never before to spur research and development 





N JANUARY 2003, R. CHIDAMBARAM, 
Principal Scientific Advisor to 
the Government, and J.J. Irani, 
Director, Tata Sons, got to- 
gether to find out how they 
can improve public-private partner- 
ship in scientific research. The duo 
sent letters to a broad spectrum of 
people like industrialists, executives 
and scientists, and followed up with 
meetings—one met key academics 
and the other, industrialists. Rahul 
Bajaj of Bajaj Auto and A.C. Muthiah 
of SPIC were some of the business- 
men who turned up for the session 
for industrialists. Then somebody re- 
marked in a lighter vein, “Don’t let 
Rahul speak. It will be difficult to 
control him.” However, a one-time 
boxer that he is (Bajaj was an avid 
pugilist in his college days), Bajaj lost 
no time in throwing his first punch. 
"How do we know which scientist is 
good? Even if we want to collaborate 
with them we don't know whom to 
talk to," Bajaj pointed out. 

He had a valid point. There are 
hundreds of research institutions, na- 
tional laboratories and university de- 
partments in the country, but only a 





BUSINESS TODAY SPECIAL ISSUE FEBRUARY 7 2004 63 





few have a clue as to what is hap- 
pening in these institutions. There 
is not much of coordination be- 
tween scientists and the industry, 
except maybe in the mission-ori- 
ented agencies like Bhaba Atomic 
Research Centre (BARC) or the 
labs of R.A. Mashelkar’s Council 
of Industrial and Scientific 
Research (CSIR). In any case,much 
of the academia-business interac- 
tion is limited to a few areas like 
drugs and pharmaceuticals, and 
information technology (IT). 
When the group found that 
information on research commu- 
nity was lacking, it immediately 
decided to create a database of 
experts who are capable of and 
willing to interact with industry. 
The Technology Information 
Forecasting and Assessment 
Council (TIFAC)—a government 
body chaired by Chidambaram 
that incubates technology proj- 
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R. CHIDAMBARAM/ PRINCIPAL SCIENTIFIC ADVISOR/ GOVERNMENT OF INDIA 


A veteran atomic scientist, Chidambaram feels that Indian 
industry will need more and more of home-grown R&D 


ects—was mandated to initiate discussions with a 
select group of industrialists, executives and sci- 
entists for this. 

Fine, database will be ready, but then what? 
Bajaj once again came to the fore. “Why don't 
you look at automotive as an area of research?” he 
suggested. And once again Bajaj had a point. The 
economic liberalisation has changed the business cli- 
mate altogether. Competition has become stiffer, 
and access to foreign technology harder. The for- 
eign auto giants themselves are coming to India and 
setting up shop on their own. So why would they 
share their technology with Indian companies? 

In April 2003, the Society of Indian Automobile 
Manufacturers (SIAM) made a presentation to 
Chidambaram on their future R&D requirements. 
Automotive Component Manufacturers Association 
of India (ACMA) too joined the bandwagon. 
Executives like Pawan Goenka, Chief Operating 
Officer (Automobiles), Mahindra & Mahindra, 
V. Sumantaran, Executive Director (Passenger 

lata Motors and Ravi Khanna of Delphi 


Cars) of 
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Automotive Systems, too actively participated in dis- 
cussions. The intention was clear; everyone wanted 
to increase the academia-industry cooperation to 
build local R&D expertise. 

Things started moving. You may call it a push 
factor. For, the external context has changed and 
industry wants to be self-reliant. You may call it a 
pull factor too. Scientists are growing increasingly 
aware of making their research commercially rel- 
evant. In mid-2003, after several meetings and 
discussions between industrialists and the govern- 
ment scientists, the informal interaction snow- 
balled into a formal group known as Core Group 
on Automotive R&D (CAR). It is co-chaired by S. 
Mohan, Director of Indian Institute of Science, 
Bangalore, and S.M. Shahed, the then global 
President of the Society of Automobile Engineers 
(SAE), and has 18 members. The members not only 
came from companies like Tata Motors, Maruti, 
M&M and Ashok Leyland but also from academic 
institutions and the government. “It was an initia- 
tive long overdue,” M&M's Goenka, a member of 


CAR, told BT. “The good news is that,” says 
Chidambaram, a veteran atomic scientist who suc- 
ceeded A.P.J. Abdul Kalam (currently President 
of India) as the scientific advisor and the brain be- 
hind the project, “industry is going to need more 
and more Indian R&D.” 

The CAR is different. It’s for the first time in 
India’s automobile history that a public-private 
consortium for automotive research has been 
formed. It's also the first pre-competitive research 
programme for the automotive sector—competitors 
coming together to do fundamental research, that 
is. Competitors will work together to develop a 
technology platform up to a particular stage and af- 
ter that individual companies will develop products 
to suit their needs. But it’s not easy. “The pre- 
competitive research change requires a mindset 
change,” says Goenka. Not as much from the sci- 
entists as industry. Because you are betting on the 
long term and not on the short-term returns. 

CAR has chosen six cutting edge areas of re- 
search—embedded systems, telematics, hydrogen en- 
ergy, advanced materials, safety, and recycling of 
auto systems and parts—all intended to make the 
Indian automotive sector locally relevant and at the 


same time globally competitive. Each area has a six 
member expert panel that will come up with 
roadmap for research. ฒ | he idea IS NOT TO reinvent 
the wheel,” says Goenka, “but to develop tech 
nologies that are suitable for Indian conditions 
and at the same time that can take Indian auto 
sector to a global leadership position.” 

CAR, tor example, hopes to develop advanced 
materials that can reduce the weight of a vehicle, sa 
a car, by 200 kg. This has a direct bearing on th 
durability, the cost and performance of the vehicle 


look 


This is relevant for India which ig fot 


cheap and long-life cars. Currently the materials 
used in India are the same as used worldwide. But 
these may or may not be appropriate for Indian con 
ditions. An example is the plan to develop ad- 
vanced but low-cost safety mechanisms. According 
to a study by Dinesh Mohan of irr Delhi, in India, 
only in 5 per cent of the accidents do the occupants 
of the vehicle succumb tO Injuries. In 95 per cent ol 
the cases, it is the people outside the vehicle (lik: 
pedestrians) who sustain injuries or die becaus: 
of injuries. So the idea is to create a passive safety 
mechanism—which will limit the damage—or an a 


tive safety measure—for instance, ล sensor 
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Mashelkars NMITLI is a project that is aimed at 
catapulting India into global R&D leadership 








bumper that will recognise the pedestrian crossing 
the road and raise an alarm. The research on em- 
bedded control systems will help develop such mi- 
cro controllers. 

The other ambitious research area for CAR is 
Telematics, an emerging discipline related to con- 
nectivity to mobile devices in vehicles. At present 
General Motors is a global leader in this area and 
has three million users of Telematics. But it hasn't 
been a viable model because of the presence ot 
legacy systems, which means the replacement cost 
is huge. But a developing country like India can 
leapfrog in Telematics as it is just about making a 
beginning in areas like automation of toll collection. 

The other place where CAR hopes to make a dif- 
ference is in coordinating the various research efforts 
going on in various institutions. For instance, there 
are several research projects being conducted on hy- 
drogen energy, an environment-friendly fuel for au- 
tomotives. On the vehicle side, Banaras Hindu 
University and irr Chennai do ล lot of research. On 
the production side, Indian Oil Corporation and spi 
Foundation do a lot of work. But none of them is 
adding upto anything due to a lack of coordination. 
CAR, then, aims to coordinate such research activ- 
ities towards a tangible goal. In this case, it expects 
to develop at least 1,000 hydrogen energy-run ve- 
hicles by 2008. If this target is met, India will be the 
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Goenka feels that pre-competitive research needs a mindset 
change more from industry than scientists 


first country to achieve the feat. “I was amazed to 
see the amount of automotive research going on in 
various public institutions and universities. Because 
of the interactions like CAR, the industry is get- 
ting to know the research community better," says 
Goenka. He adds that CAR is going to bring in 
some tangible results in the next five years. The 
funding, he notes, will come from the industry, gov- 
ernment and also in the form of assistance from in- 
stitutions like World Bank. 


GOVERNMENT LABS STEP ON THE GAS 
If CAR is an example of how the country's scientists 
and industry have come together in the automotive 
sector, then Mashelkar’s NMITLI could help India 
take a big leap into new frontiers of technology. 
Just what is NMITLI? To start with, it stands for New 
Millennium Indian Technology Leadership 
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Initiative. But here's the story of how it all started. 
It was in February 2000, barely a week before 
the Union Budget, that the then Finance Minister 
Yashwant Sinha was looking for an exciting idea re- 
lated to science and technology to announce in the 
budget. Where else would he go? Sinha picked up 
the phone and called CSIR’s Mashelkar for help. 
Mashelkar, who took over as the director general 
of CSIR in 1995, had transformed CSIR’s work cul- 
ture by bringing in business-like approach to re- 
search. It was Mashelkar who pioneered the par- 
adigm shift in Indian scientific research by em- 
phasising on wealth creation. 

Sitting in his second floor office at Anusandhan 
Bhawan on Delhi's Rafi Marg, he had no time to 
think hard and had to respond to Sinha's call im- 
mediately. He looked for a cue from Prime 
Minister Atal Bihari Vajpayee's speech to scientists 





Bajajs idea for research in automotive sector set in motion 
the formation of the Core Group on Automotive R&D 


at the Indian Science Congress held at Pune in 
January 2000. The Prime Minister had exhorted, 
"Make 21st century India's century." It was a 
wonderful slogan. But how to make it happen? 
Mashelkar thought for a while and then dictated a 
proposal—a bare-bone idea—in not more than a 
couple of paragraphs and sent it to the Finance 
Minister. Within an hour he got the response. 
"FM loved the idea," the scientist gushes. Then 
came the next poser. “How much money?" 
Mashelkar had no inkling how much it would 
take, but rattled off a figure, *Approximately Rs 50 
crore." Pat came the reply too. *Done." 

This is the New Millennium Indian Technology 
Leadership Initiative (NMITLI), a project that is now 
aiming to catapult India as the high priest of science 
and technology. “The idea is unique as it is for the 
first time a project has been conceived to explore 
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new scientific areas where India can become thi 
leader,” says Mashelkar. The 20th century bi 
longed to others. The NMITLI is conceived to maki 
21st century India’s century. NMITLI had broke: 
record. The project got approved soon after it wa: 
suggested and it took off as soon as the Budget Was 
announced. "This is a brilliant example of how 
trust and confidence can actually make things hap 
pen. It cut through the entire bureaucracy. Normally 
it would have taken two to three years to clear suc! 
a project," says Mashelkar. 

NIMITLI, which currently has 25 projects in 
volving 50 industry partners and 150 R&D institu 
tions, is working on all cutting edge areas and not 
those that follow western technologies. One of 
them is the development of a bioinformatics soft 
ware called Biosuite, being developed in collabo 
ration with 21 research institutions and Tcs (Tat. 
Consultancy Services) as the lead industrial partner 
It is due for launch in the early part of 2004. Th 
other major projects include a new drug for latent 
tuberculosis—with Lupin as the industry partne: 
alongwith 12 R&D institutions—and a low-cost 
office computing platform (sub-Rs 10,000) that 
can replace the existing PC in collaboration wit! 
Bangalore-based Encore systems. 

NMITLI has a completely business-like ap 
proach. It’s ruthlessly run and constantly moni 
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tored. “The non-performers will be dropped and the 
projects that don’t make a positive headway will be 
abandoned,” says Mashelkar. In fact, Mashelkar has 
closed two of Csir’s 40 labs and cut down on proj 
ects that didn’t make any economic sense or valu 
proposition. Earlier each of his labs ran 55 projects 
at the same time, while now all of them together 
run just the same number of projects. NMITLI 

also different in that it takes India into a 
high market uncertainty as well as technological un 
certainty. This is a sign of India gaining scientific ma 
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turity. “I do not know w hether anyone w ill buy i 
We look at international patents and we look 
what is there in the market place and then work oi 
it,” says Mashelkar. 

This may just be the kind of collaboration thi 
country needs to propel itself into a higher orbit 


of technological growth. 
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Will deliver: B.C.Khanduri, Minister of State for Road Transport and Highways, has ensured swift implementation of the project 


Highway lo 


The ambitious mega highways project to link the country will 
multiplier effect of a robust road network kicks in, its the pace 


BHAWAN SINGH 


ROADS 


ECEMBER 2004. THE 

silver Suzuki Grand 

Vitara you're driving 

glides effortlessly over 

the billiard tabletop 
4 surface of the six-lane highway. You 
slide the stick shift into fifth and 
sit back. The speedo says you’re 
doing 100 kmph. It feels like 60. 
Until you look at what you’re 
whizzing by on both sides of the 
oh-so-wide highway. A blur of 
colours, low-slung buildings, mani- 
cured and landscaped patios. Gently 
hit the brakes and check out the 
surroundings. Petrol stations that 
are more mini malls than refilling 
stops, motel signs that beckon, spe- 
ciality restaurants, amusement parks 
and even the odd sprawling health 
clubs with spas to relax your joints 
during a long drive. 

It's not a German autobahn 
you re zipping along; nor is it an in- 
terstate freeway in the US. You’re 
driving from Delhi to Mumbai in 
your spanking new SUV and you 
are on one of the legs of the Golden 


[he Future 


bring in its wake huge economic benefits. But even before the 
of the progress that's wowing everyone. 
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GOLDEN QUADRILATERAL 


Cess Rs 20,000 crore 
Market borrowing Rs 10,000 crore 
World Bank/ADB loans Rs 20,000 crore 
Private sector contribution RS 4,000 crore 


Total Rs 54,000 crore 
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Work in progress: A part of the GQ under construction in U.P. 


GOLDEN QUAD 
FAQ SHEET 


How many kilometres does 
the quadrilateral measure? 
13,151 kms. 


How long will the project 

take to complete? 

The government began the project 
in 2001 and wants to finish it 
by 2007. 


What is the current progress? 
3,169 kilometres of roads have 
been built till December 31, 2003 
(average 11 kms a day) but by 
December 2004, the government 
wants to finish the first phase, 
linking the four metros. 
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Quadrilateral (GQ), the 14,000-km four- and six-lane 
expressways that link the north, south, east and west. 
And the drive is enjoyable. No sundry cattle straying 
on the road; no bumper-to-bumper truck traffic spew- 
ing vile smoke and, most important, a flat, smooth as- 
phalt layered road that's actually a treat to drive on. 

The Golden Quad is not a pipe-dream. Announced 
in 1998 by Prime Minister Atal Bihari Vajpayee, the Rs 
54,000-crore project is quite easily the most ambitious 
road project of the government. Only, it's already 
much more than a dream. At the end of January, 
1.327 of the 5,846 kilometres linking four metros— 
Delhi, Mumbai, Kolkata and Chennai—had been 
completed, and the rest under rapid implementation. 

Whether Major General B.C. Khanduri, the min- 
ister of state in charge of road transport and highways 
and the man behind the mega highway plan, will de- 
liver on the promise of completing Phase I of the 
National Highway Development Project (NHDP) by 
December 2004 is no longer an issue. As long as the 
economic benefits of this grand programme are real, 
most people will be happy, not to mention the hand- 
ful of well-heeled suv owners. 

But first, a little more about the project. In the first 
phase of the NHDP, four- and six-lane highways will link 
the four metros. For the first time driving from Delhi 
to Mumbai or between any of the four metros could 
actually be something people would look forward 
to. The second phase of the project would build a 
North-South corridor, linking Srinagar to 
Kanyakumari, and an East-West corridor that would 
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connect Silchar to Porbandar, all via four- and 
six-lane highways. 


SPEED IS THE KEY 

Financing a Rs 54,000-crore can be fraught with un- 
certainties but even on this score the government 
has pulled off something that can seem too good to 
be true. The Rs 30,300-crore Phase I of the NHDP 
has already been fully funded. The biggest chunk of 
Rs 18,846 crore will come from cess levied on 
road fuel and market borrowings; loans from mul- 
tilateral agencies will add Rs 7,862 crore, and the 
private sector will cough up Rs 3,310 crore. 

With financing for Phase 1 completed, plan- 
ning for Phase II is also on. Of the Rs 35,315 
crore to be spent in the second phase, cess and mar- 
ket borrowings would contribute Rs 2 1,467 crore; 
multilateral agencies would provide Rs 10,538 
crore, and the private sector Rs 3,310 crore. 

Even as the government, as is its wont in an elec- 
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tion year, touts the mega highways project as vet an- 
other instance of the now clichéd Shining India, set 
aside the hype and look at the hard facts. Smooth 
financial closure of the project means there is little 
risk of NHDP suffering from the typical fate that be- 
falls many state-owned projects. There is no danger 
now of the project being hit by time and cost over- 
runs on account of lack of funds. 

Secondly, the speedy awards of contracts ensures 
that implementation of the project is likely to be on 
schedule. Already 192 contracts—84 for GQ and 
108 for Phase II—have been awarded. Contrast that 
with the past when multilateral agency-funded 
government projects have taken five to six vears just 
to cross the contract awarding stage. Awarding of 
contracts, especially for a project of this magnitude, 
can be dauntingly complex, but minister Khanduri 
and his team have taken care of it swiftly. By win- 
ning contracts early, private players are more likely 
to complete their work on time. 


DEEPAK DASGUPTA/ FORMER CHAIRMAN/ NHAI 
According to NHAI, the project will give jobs to 40 people 
per kilometre per day, totalling 7.3 crore mandays a year 
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The four- and six-lane expressways are expected to reduce 
transportation time between metros by 50-60 per cent 


ASSURED RETURNS | and II) is projected to generate employment to 40 
The government has also taken measures to ensure people per kilometre per day or 7.3 crore mandays 
that private construction firms participate in the ล year. And it will need 99 lakh metric tonnes of ce- 


project. They can opt for three alternatives: a ment and 8.6 lakh metric tonnes of steel. / 
build-operate-transfer (BOT) toll scheme; a BOT-an- The real benefits will accrue in the long term. — Y 
nuity-based scheme; and the National Highways Roads are the building blocks for industrial devel- 
Authority of India (NHAI) special vehicle program- opment. If a single factor was responsible for the US 
me. Under the toll-based scheme, the firm can emerging as a global economic superpower it was the 
charge a toll at varying rates for cars, light com- — laying of 43,000 miles (69,200 kilometres) of in- 
mercial vehicles, trucks and buses. If they don’t want — terstate highways across that country—a project 
to opt for the toll system, they can go for the BOT- — that was given the go ahead by President Dwight D. 
annuity scheme where the private operator builds Eisenhower in 1956. Through the sixties and the sev- 
and operates the road but the toll is collected by the — enties, the interstate highway system accelerated 
government. In turn, the government pays the — the growth of the US economy, not only enabling en- 
firm a regular amount for the next 15 years. terprises to move their goods and services but also 

The third option is a novel mechanism in which in helping the suburbanisation of towns and cities. " 
the NHAI puts in a certain amount of equity into a In India, the NHDP will help in speedier trans- 
special purpose vehicle (with or without a joint portation of goods. Phase I of the project is crucial 
venture partner) and uses this equity to raise money because nearly 70 per cent of the total road-freight 
from the market. The money is paid back from fu- traffic is on inter-metro routes. The Golden Quad 
ture toll revenues. is expected to cut the time taken to move goods 

The bigger returns are what will accrue in eco- from one metro to another by 50-60 per cent. If it 
nomic terms. On this count, Keynes would have — takes a truck three to four days to go from Delhi to 
been pleased. According to a study done by the Kolkata today, once the new highway system is in 
NHAI, the multiplier effect of a massive project place, that trip could take a day-and-a-half. Plus, of 
such as this could be really huge. Consider the course, there are the benefits of lower vehicle op- 
5,846-km Phase I of the project, which connects the erating costs, reduced fuel consumption and less 
four metros at a cost of Rs 30,300 crore. In the wastage of perishable goods and commodities. A ^ 


short-term—while these roads are constructed— World Bank study says the Golden Quad could re- 
there would be demand for 30-40 lakh tonnes of ce- sult in a saving of Rs 8,000 crore annually. And, of 
ment, 300,000 metric tonnes of steel and daily course, let you put your Vitara into cruise con- 
employment for 250,000. The total project (Phases — trol on the Delhi-Mumbai expressway. & 
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On The Rs 1 Lakh Car 
On Globalisation 
On His Successor 













How Real Is 
The Boom? 


In The Making 


The Solution To India's 
Rs 100,000-crore 
Headache 


When it comes to tough SUVs, one family has the right DNA. Reason why the largest selling 





SUVs across the world are Built Ford Tough. And the Ford Endeavour inherits these traits. 
A don't-mess-with-me look. The widest set of tyres. And an awesome 4.9 meter length. With a 
safety cage design and dual airbags, the Ford Endeavour is your ultimate protection device. 


A comforting thought as you revel inside choosing to slip in your favourite movie for entertainment. 
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sss ford ENDEAVOUR 


ro Ford : 5594254, 5592203/05.* C HANDIGARH: Bhagat Ford : 5078354-56/58 Saluja Ford : 5012121. 508332» 


1: 5114190, 2374825. » KARNAL: Pearl Ford : 2221710 « KOCHI Kairali Ford 
59309 39. South City Ford - 51679901-04 = PUNE: Planet Ford : 4218355 B32: 


a 3311. * CHENNAI: Chennai Ford 2 
๒ ๐ 9650 2551310. * LUDHIANA Bhagat Ford : 2651012-14. 501 164 
Talera Ford : 4011515 3192-93/95. e VADODARA Amin Ford 











AVAILABLE AT: AGRA: Prem Ford 2158509/2520427 * AHMEDABAD: Niki Ford 6927401-8 Oceanic Ford 56006 j * BANGALORE: Cauvery Ford 


MPL Ford : 24337520-23. * COIMBATORE: Rajshree Ford : 2579182. 2579213. » SECUNDERABAI 
Shakti Ford : 28755510-13 Shaman Ford : 56641818/1919, 23810641 


Sundaram Ford | | 11 


Wasan Ford 25290275-81 * NEW DELHI Harpreet Ford (Moti Nagar) 


Accessories shown and In-car entertainment system are not part of standard 
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26th January 2004. 
. The moment is not just to celebrat: 
but to welcome the future. 


and as a team, we continue to be a d 


innovation and trend setting work. Much | 


support, which continues to be our driving 


as we enter our 50th year with the | 
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From The Editor 


OR MUCH OF HIS TENURE AS CHAIRMAN OF THE TATA 

Group, Ratan Tata has been famously reticent. His 

interviews to the media have been few and far bet- 
ween. True, in the last couple of years, he has been more 
visible but some of that perhaps has got to do with the 
events unfolding at the Rs 50,000-crore group. Take the 
year just gone by. In 2003, there were many reasons for the 
Tatas to celebrate. Here's a few of them: TCS crossed the 
billion-dollar revenue mark; Tata Motors put a made-in- 
India car on European roads; Tata Steel, once written off 
by many, turned in an exemplary performance and the Tet- 
ley takeover by Tata Tea paid off. A list that m sure isn't 
exhaustive yet enough to make any CEO swell with pride. 

True to tradition, the Tatas have never been ones inc- 
lined to chest-thumping. And Ratan Tata isn't an excep- 
tion to that. For a good part of 
the 13 years he's been in the top job 
at Bombay House, Tata studiously 
avoided the glare of the media. In 
those early years, his challenges 
had probably more to do with mat- 
ters best done without fanfare. Like 
chopping and changing the group's 
widely diversified business portfo- 
lio; implementing a retirement pol- 
icy, which was there but not al- 
ways adhered to, and inducting a new breed of profes- 
sionals into an apex Group Executive Office. 

Now, at 67, Tata wants to take the group global. Three 
years down, Tata also plans to hang up his boots and hand 
over charge to a successor, who he seems to have identified. 
In our interview with Senior Editor R. Sridharan, Tata spoke 
about these and other matters, including his new dream 
project of making a people's car with a Rs 1-lakh price tag. 

There's good news on the economic front and, predic- 
tably, the pyp-led ruling coalition is making the most of it 
in the run-up to the Lok Sabha elections. But is the boom 
sustainable? Instead of a conventional macroeconomic ana- 
lysis, we decided to take a bunch of non-conventional indi- 
ces to examine whether it is a trend that will last or just a 
flash in the pan. The pointers we chose: B-school pre-place- 
ments, trends in the freight industry, the packaging sec- 
tor, and capital formation. Last, but not least, we mapped 
India's competitive position among its peers around the 
globe. Read Flash In The Pan Or 24-Carat? (Page 79). 

In the BT Special on Best Marketers, we profile 13 com- 
panies that made waves in the past year. For this, we took 
the help of eight experts who gave us their nominees. From 
that shortlist, we collated the top 13 names. You'll find a 
Bollywood wiz, a cellphone maker, a two-wheeler major 
and a café chain rubbing shoulders on this first-ever listing. 
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Careful, the primary market may be 
booming with IPOs but a good many 
of them could be lemons. 
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India's banking system is 
weighed down by some Rs 
100,000 crore of bad debt. 
Now, 10 asset reconstruction 
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them off banks, for a charge. 
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74 Micro-finance Messiah 
Think a micro-finance 
institution focused on 3 lakh 
poorer-than-poor borrowers 
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Kumar, he’s been-there, 
done-that, and knows how. 
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VCs Bring Cheer 

Your cover story The Year Of The 
Venture Capitalist (BT, February 1, 
2004) made an interesting read. 
With vcs looking at sectors other 
than IT for investment 
and given the expecta- 
tions of the economy 
growing at 7 per cent- 
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plus, Indian entrepreneurs are un- 
likely to be starved of the capital 
they need to get their projects off the 
ground. This, combined with the 
rise of low-cost manufacturing and 
an increased thrust on quality in 
India, are gradually eroding China’s 
edge as an attractive investment 
destination for VCs. 

VIKRAM JAIN, through e-mail 


Apropos your cover story The Year 
Of The Venture Capitalist (BT, Feb- 
ruary 1, 2004), we need to realise 
that VCs can play a more prominent 
role in the country’s development 
than they have in the past. Their 
investments are already helping fuel 
growth by unleashing the creative 
energies of our entrepreneurs and by 
bringing India to global attention 
as a viable investment destination. 
We are on the edge of an economic 
spring-board—how we jump will 
decide whether we slip into oblivion 
or go on to greater heights. 
JAGMOHAN RATHI, through e-mail 
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No Reason To Smile 

The ‘feel-good factor’ highlighted 
in Betting Big On Growth (BT, 
February 1, 2004) is misplaced. The 
economy has still to grapple with a 
considerable fiscal deficit and a rising 
inflation rate. The volatile stock 
market remains at the mercy of for- 
eign financial institutions. In the so- 
called profitable BPO sector, big 
money is being churned out at the 
cost of the educated unemployed 
agreeing to work in call-centres. The 
forex reserves may have multiplied 
but there is little for the common 
man to feel good about—he has a 
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non-performing government and an 
ineffective opposition. 
J.M. MANCHANDA, through e-mail 


The Cutting Edge 
Apropos Clinical Trials—The $1- 
Billion Opportunity (BT January 
4, 2004), it is time the processes 
involved in clinical trials are stream- 
lined to tap this billion-dollar op- 
portunity. This will help bring in 
more foreign direct investment into 
the pharma sector and make India 
a trusted centre for clinical trials. 
NAVNEET WADHWA, through e-mail 


Getting Facts Right 
In Worst Moments Of 2003 (BT, 
January 18, 2003), it has been men- 
tioned that I was one of the people 
who “one fine day suddenly found 
themselves relieved of their duties”. 
This is not true. I resigned from my 
post as President, Zee TV and am 
working out my notice period in 
the same capacity. My organisation 
has been extremely supportive of 
me during my tenure, as well of 
my decision to move on to pursue 
better opportunities. My name has 
also been misspelt in the article. 
APURVA PUROHIT, President, Zee TV 


Editor's note: BT regrets the error 
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bt editorial 


The Balancing Act 


NE CHARACTERISTIC OF A MATURE COUNTRY IS 

the independent thinking that goes on 

amongst its citizens. No dreams of any in- 
tellect-powered success, globally or otherwise, need 
even be entertained without that. So when phrases like 
‘feel-good’ and ‘no good’ are spun out to help you 
shrinkwrap your mind, it may pay to subject them to 
more than just casual assessment. 

There’s much to talk on what’s going good for 
India. Take economic growth, for instance, a once- 
neglected variable that key influencers have at long last 
put at the forefront of the country’s aspirations. 
After a monsoon bonanza on 
the back of a severe drought, 
the third-quarter gross domestic 
product (GDP) growth figure has 
leapt past the Prime Minister's 
target of 8 per cent. The soft- 
ware export story continues to 
glow, bringing in dollars, even as 
overseas creditors stuff India's 
vaults with more—to help top 
$100 billion in foreign ex- 
change reserves. Even before 
the ruling party, BJP, could pat 
its leadership on the back, the 
BSE Sensex appears to have 
risen from last year's hurly- 
burly to match the trajectory of 
its vaulting ambition. 

How much of a difference 
those statistics have made to 
the quality of ordinary people's lives, though, is not 
an easy question to answer. There is also the prob- 
lem of the fiscal deficit, with all its postponed 
hardships, that lies unaddressed. 

But lest the BJP be accused of ‘QSQT’ ('quarter-se- 
quarter-tak’) myopia, the sort that’s supposed to afflict 
those obsessed with immediate profit, the PM has 
started displaying bold signs of statesmanship through 
his peace initiative—his self-declared *last try"—on 
Kashmir. He has initiated talks with India's Western 
neighbour, and even with Kashmir's Hurriyat Confere- 
nce—these are the boldest of the moves, particularly 
since they mark a somersault on earlier positions. 
Needless to say, they have silenced those who wax 
fervent for subcontinental peace. 

On matters of domestic concern, the BIP could 
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well claim that rarely in recent memory has the 
country been in such fine balance, and with some 
measure of credibility too. But discerning watchers 
of the country should, equally, be granted the cau- 
tion they'd like to exercise in buying that assertion 
at face value. It has been a series of fortuitous fac- 
tors beyond the leadership's control that have kept 
the going good, arguably. And you don't have to 
look too close to spy cracks of fragility in the 
whole package being held out. 

What happens if conditions were to turn ad- 
verse? Could growth slip back to 5 per cent? 
Would a poor monsoon disturb 
things beyond retrieval? Does it 
all have to necessarily depend 
on whims from on high? 

Economic reforms, as origi- 
nally conceived, were intended to 
grant people greater sway over 
their own well-being—by freeing 
their livelihoods from arbitrary 
authority. This sounds like rarefied 
philosophy. But it is an issue of 
principle, and critically, consis- 
tency of principle. It is also an is- 
sue that extends beyond the eco- 
nomic sphere: of the reliability of 
institutions designed to take care 
of implementation. 

By and large, India's institu- 
tional framework has held steady 
on principles, though there have 
been wobbles. Not everybody, it must be acknowl- 
edged, has had reason to feel good about his or her 
economic prospects, given the peculiar stresses and 
strains that this country, with all its size and diversity, 
has undergone. Moreover, issues of redistribution 
have had to make way for issues of economic growth. 
This is in keeping with market theory, but should not 
give legitimacy to the ignoring of income inequality as 
a cause for concern. Imbalance incurs risk. 

Sure, a wobble here or crack there is not reason 
enough to fear a sudden loss of balance—and the pos- 
sible horrors in consequence. Yet, any rational cal- 
culation of expectations must take all the risks into ac- 
count, and also make a distinction between intentions 
and results. Don't underestimate the power of the risk- 
return equation in the aware mind. @ 
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LEADER 


What Digital 


Divide? 


Used hardware and pirated software marketers have 
a solution: go digital, mobile, and connected for as 
little as Rs 4,000. BY SUDARSHANA BANERJEE 
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ALI LT ANOTHER 
extension of economist 
Friedrich A. von 
Hayek’s theory. Across 
most large Indian cities 
you are likely to come across a bor- 
ough in or around the central busi- 
ness district that sells used, smug- 
gled, stolen hardware or pirated 
software, sometimes both. There’s 
Nehru Place in Delhi, Ritchie Street 
in Chennai, National Bazaar (aka 
Burma Bazaar) in Bangalore, and 
the Flora Fountain precinct in 
Mumbai. Hayek was a Nobel-prize- 
winning economist who wrote ex- 
tensively on capitalism, free mar- 
ket, and laws and his theory being 
referred to here states that when 
rules and laws are restricting, people 
tend to do things to break them, 
and this is how the law itself evolves 
into something far more accom- 
modating. If that sounds familiar— 
and it should—it is because India's ri 
and Communications Minister Arun 
Shourie used a paraphrased version 
of the theory during a speech he 
delivered on the occasion of the 
first Dhirubhai Ambani Memorial 
Lecture in July 2003. *...by ex- 
ceeding the limits in which those 
restrictions sought to impound 
them, they helped create the case for 
scrapping those regulations...", he 
said of the Ambanis. Now, the small 
businesses that populate the areas 
mentioned in the second sentence of 
this composition, could claim they 
do the same. In the process, they're 
helping the masses go digital. 

Not convinced? Well, if you 
want a fashionable leather carry- 
bag for your laptop, chances are, 
you'll end up paying around Rs 
3,000. At Nehru Place, India’s lar- 
gest computer mart, you Can get a 
laptop for Rs 2,500. And if your 
computing needs can be met by a 
386 desktop (remember them?), 
you'll have to shell out even less, Rs 
1.200. How versatile are these ma- 
chines? Well, a 486 can run an ear- 
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: lier version of Windows, support MS Word and MS 
Excel, and is just the thing for DOS-based applications 
such as Dbase III and FoxPro. For a firm that is into 
bulk data entry, such machines make economic sense. 

Machines traded here, or at similar marts across the 
country, are done so on the premise that most people 
use computers for word processing, basic number 
crunching, and to send and receive e-mail. The cus- 
tomers are typically schools (for desktops and they buy 
them in bulk), wannabe code-jocks, professionals 
who need or need to be seen with laptops, and SoHo 
types. The Indian government too, has a thing for used 
hardware, but its predilection runs more along the 
lines of components than entire machines. 


DIGITALLY YOURS 
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386 computer* 1 200-1,500 n.a. 
computer* 2,100 n.a. 





.P1 Desktop - i n.a. 
P2 Desktop 4,950 n.a. 
P3 Desktop 7,000 n.a. 





Price in Rs (approximate) *Desktop including a monochrome monitor 
n.a. — Not available in market 


PINAKI PAUL 


Where do these machines come from? *Auctions 
by government and embassies," says one trader. 
Then, there is the import, sometimes smuggled, 
route: some traders ship in used products from the 
US, China, and Taiwan. A few of the products on 
display are stolen. With sources as varied as these it 
isn't surprising that the traders extend only a 
counter-testing-warranty—"You can spend as much 
time as you want in the shop testing the machine, 
but that's it"—Aand free service for seven-days to a 
month. As for operating systems, there is pirated 
software. The going rate for Windows XP is around 
Rs 250, Windows Server 2003, Rs 450. Are such 
marts breaking the law? Yes. Are they helping 
bridge the digital divide? In their own way, yes. 
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ON LOCATION 


Made In Hollywood, 
Finished In Hyderabad 


S POST-PRODUCTION OF MOTION-PICS THE NEXT 
big business process outsourcing (BPO) op- 

portunity out of India? Studies sponsored by 
India's Federation of Indian Chambers of 
Commerce and Industry (Ficci) suggest so, 
and Col. M. Vijay Kumar, the Director of the 
Software Technology Park in Hyderabad is al- 
ready positioning his city as the epicentre of 
this business. "Among all the destinations 
within India, Hyderabad perhaps boasts the 
eco-system most conducive for being a back- 
end editing and processing centre for global 
film makers." Kumar is right: Mumbai is ex- 
pensive, and Hyderabad has just the right 
mix of software skills, production- and anima- 
tion-expertise, and studio infrastructure. One 
animation company, Colour Chips, has en- 
tered into an alliance with a South Korean 
government agency to explore possibilities of 
Korean film-makers tapping low-cost techni- 
cal expertise in India. And Ramoji Film City 
claims to have been involved in the making of 
seven Hollywood motion pics over the past 
six years by way of providing equipment, 
crew, sets, even post-production facilities. 
Execs in the post-production business in Hyd- 
erabad expect small companies that produce 
films for televi- 
sion (typical 
budget: $3-4 
million, Rs 
13.8 crore-Rs 
18.4 crore) to 
be the first to 
tap the BPO op- 
portunity. At 
stake: possible sav- 







case. It’s a start. 
KAJAT BARAN E. KUMAR SHARMA 


Te EU 


X. Reinventing Mr Kulkarni 


A hot shot bureaucrat turns tech entrepreneur. 


T'S BEEN JUST TWO MONTHS SINCE 

Vivek Kulkarni gave up his job as 
the rr Secretary of Karnataka and 
donned a new role as the Chairman 
and CEO of a business process out- 
sourcing (BPO), B2K Corporation, 
but you can tell that he’s enjoy- 
ing himself. Sure, his spartan office 
on Bangalore’s Airport Road is 
bereft of the hangers-on or aides 
who would crowd his old office in 
Bangalore’s Vasanthnagar. But look 
at the brighter side: he’s actually 
started learning to play golf— 
something he never had the time to 
pursue as a bureaucrat. 

But why did Kulkarni, a 1981 
batch IAS officer from the Karnataka 
cadre, chuck his plum job and ven- 
ture into the unchartered waters 
of tech business? “Not many people 
realise that | have an MBA from 
Wharton in Information Systems 
and was even on the Director's list 
of honour there,” says the 46-year- 
old, at one stroke settling the ques- 
tion of competence. Of course, 
most people know that it was 
Kulkarni who in his previous job 
had helped formulate Karnataka's 
path-breaking BPO policy. So, taking 
to the industry as an entrepreneur, 


GOOD NEWS 


you could say, is simply a meas- 
ure of how ardently he believes in 
what he wrote. 

What actually concretised the 
germ of an idea was a trip that Kul- 
karni made to Detroit in September 
2002 to participate in the World 


Kannada Conference, where the state * 


was making a pitch to non-resident 


Kannadigas to invest in Karnataka. : 


During the course of the trip, 
Kulkarni had some spare time and 
met up with his old schoolmate, 
Madhukar Angur, who is now a 
professor at the University of Michi- 
gan. “While talking casually,” Kul- 
karni recalls, “he ventured that we 
should start a BPO company.” 

It took Kulkarni a couple of 
months to say yes and for the busi- 
ness plan to be fleshed out. His wife 
and mother were very encouraging. 
His boss, state Chief Minister S. M. 
Krishna, tried to dissuade him ini- 
tially, but upon hearing Kulkarni's 
plans agreed to let him go. So, in 
October last year, Kulkarni left his 
secure IAS job and turned CEO. 

Just what does B2K (business-to- 
knowledge) do in a market already 
choc-a-bloc with BPOs? Kulkarni's 
answer: Unlike a traditional out- 


India Betters Its Rating 


lll Global rating agency Moody's Investor Service has raised India's 
debt rating from Bal (sub-investment grade) to Baa3, or 


investment grade. 


@ Companies in India have been allowed to raise up to $500 
million through External Commercial Borrowings without 


prior approval. 


E At Rs 1,01,569 crore, direct tax collections will top Budget es- 


timates by a good Rs 10,000 crore. 





B2K's Vivek Kulkarni: A new beginning 


sourcing vendor, B2K delivers busi 
ness insights using proprietary tools 
it owns in the area of CRM analytics. 
In fact, his friend and partner. Angu 
holds a worldwide patent in busi 
ness analytics and an internationalh 
recognised authority. “5 ๐ B2K is 
able to provide additional value 
where others can’t,” says Kulkarni 
B2K has 10 customers that came 
with Talisma's contact centre busi 
ness that Kulkarni and Angur havi 
acquired; the company has also 
added another five Customers in 
vou ll 


know which way B2K is going if 


the past two months. But 


Kulkarni's visits to the greens get 
fewer and farther in between. 


VENKATESHA BABI 
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Q&A 


"People Buy Solutions, Not Software" 
EE Diop dead. Several state 


—4 level initiatives in India were 
announced on the Free/Open 
Source Software (FOSS) front, 
but little bas been beard about 
these since Microsoft's much 
publicised investment in 2002. 
No coincidence, then, that 
Mattbew Szulik, global 
Chairman, CEO, and President 
of Red Hat, tbe most bappen- 
ing flavour of open source 
Linux worldwide, decided to 
do an inspection tour of the 
country. BT's Sudarsbana 
Banerjee spoke to bim. 
Excerpts: 








How important is India in Red 
Hat's scheme of things? 

The Indian market is very criti- 
cal for us. Total revenues from 
the enterprise segment here is 
currently a single digit as a per- 
centage of our global revenues. 
But we see a growing demand 
in the long-term, say the next 
10-15 years. There is not as 
much PC penetration here as in, 
say, the US, which in turn means there is not as much Microsoft pen- 
etration either. TCS, Wipro, and Infosys have crucial Linux competency. 
What are your key market segments? 

Government is a critical vertical. Telecommunications, the move to 
wireless. A move from ageing UNIX systems in financial services and busi- 
nesses where transaction is the business. 

What are your growth projections for Red Hat? 

Our marketshare is 55 to 60 per cent of the total market for Linux on 
the server side, which is about 34 per cent of the worldwide server ship- 
ments. | expect to grow the topline at least at the current rate in the 
coming fiscal. 

What is the road ahead? 

Three things. First, a move to Linux client. This is going to happen on 
a worldwide basis, but especially in Asia, where there isn't as much 
Microsoft penetration in strategic areas. The other is in the area of man- 
agement services. Third area is growing adoption of open-source li- 
censing. We are going to see more and more government and more and 
more private industries support the notion of open-source technology 
being placed into the public domain. 


ANSYS IWOHS 


Red Hat's Matthew Szulik: 
Betting on India 
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BAD NEWS 


...Backlash Woes 


m The US senate bans con- 
tract outsourcing of govern- 
ment projects by American 
companies to India and a few 
other countries. 

m Ihe annual Index of 
Economic Freedom gives India 
a low rating, putting it in the 
"most unfree" category. 

m india remains unwilling to 
open either legal or retail serv- 
ices to foreign investment be- 
cause of opposition from 
Sangh Parivar. 

m The rumoured ban on par- 
ticipatory notes, thus put- 
ting a question mark on FII 
investment, sent the Sensex 
tumbling before it recovered. 
minflation rose for the ninth 
consecutive week to touch 
an eight-month high of 6.21 
per cent, and is expected to 
rise some more. 

เพ Trade in wholesale debt 

on the NSE fell to Rs 3227 
crore last month from Rs 
5714 crore in Jan, 2003. 
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NEWSMAKER 


M.V. Subbiah, 65 


VA JHEN YOU ARE THE 

V Y Chairman of a family- 
owned business, it takes both 
courage and commitment to 


let go. Courage because it isn't 
easy cutting yourself off from a 


business that you have helped 
nurture, and commitment to 
abide by the decision once it 
is made. On both counts, M.V. 
Subbiah scores full marks. In 
April 2001, three years ahead 
of the due date, he stepped 
down as the Chairman of the 
Murugappa Group, making 
way for Infosys co-founder 
N.S. Raghavan, a non-family 
member, to head the 
Murugappa Corporate Board. 
And last fortnight, Subbiah 
once again demonstrated his 
commitment to the corporate 
governance rules that he him- 
self introduced in the group in 
the late 90s, by deciding to 
retire from all group executive 
positions upon turning 65. 
Ever the knowledge-seeker, 
Subbiah intends to go on a 
sabbatical to study history of 
family businesses. 


M.V. Subbiah: Setting the standard 


yet; ; 
UT S ๑ $^ Í. 
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Phew! P-Notes Live ` 


SEBI clarifies its stand on participatory notes. 


OR ALMOST 10 DAYS, THE SENSEX RODE A ROUGH ROLLERCOASTER ALL 

because of one thing: the uncertainty over use of participatory notes 
by foreign institutional investors (Fils). The bellwether index fell from 
a high of 6130 on January 20, 2004, to a low of 5597 three days later, 
before gaining 222 points on SEBI’s clarification that P-notes could con- 
tinue to be issued, except to unregulated entities (read those based in 
countries with no recognised regulatory bodies). With the result, the 
Sensex closed at 5816.64 on January 23, and investors went on a 
three-day weekend feeling happy. 

But what are P-notes? P-notes are derivative instruments 15- 
sued to foreign investors against underlying Indian securities. 
Typically, the buyers are foreign investors who want to 
participate in Indian equities, but have not registered as an 
FII. P-notes differ from Fit investment in that the choice of eq- 
uities is made by the investor and not the Fil. So, it was 
feared that entities barred from directly investing in 
Indian stockmarkets may use P-notes as a backdoor. 

SEBI's move—made to strengthen its ‘know-your- 
investor’ regime—now makes it mandatory for Fils 
who have issued P-notes to unreg- 
ulated entities to wind down 
their exposure. Besides, the 
Fils will have to refrain 
from issuing P-notes to 
more than one layer 
of investor. 

Some mark- 
etmen were also 
scared because P- 
notes had begun to ac- 
count for a large chunk 
of Fil investment. For exam- 
ple, as on September 30, 2003, 
P-notes accounted for Rs 19,125 
crore of the total outstanding FII equity 
investment of Rs 77,404 crore. But on 
November 30, 2003, the figure had risen to Rs 
21,179 crore compared to Fil investment of Rs 84,762 
crore. But with SEBI directing FIIs to keep full details on 
investors and make it available on demand, the 
black money problem should get taken care of. 

That means the quality of money coming 
into stockmarkets will only improve in the 
days to come, making the rally that 
much stronger. Besides, transparency 
may help bring the small investor back 
into the stockmarkets. 

NARENDRA NATHAN 
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SHOME BASU 


Luis Fred 


presents 


business today. 
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CEOT ans 


A humorous look at 
Indian CEO’s feats and foibles 


A classic collection of cartoons 
depicting leading CEOs of India 
Inc. Covering the big deals, the 
worst scams, the stellar succes ses. 
and a lot more, this special volume 
from Business Today is as hilarious 


as it is timeless. Limited edition. 
A humorous look 


at Indian CEOs' 
t feats and foibles | now. 


Rare value content. Buy your copy 





Available at your nearest Book store 
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ceotoons 


by Saurabh Singh 








Tata Group's Ratan Tata joined 
hands with News Corp's Rupert 
Murdoch to launch direct to home 
TV in India... 







...Moser Baers Deepak Puri planned to sell another 12 per cent 
of the company to Warburg Pincus for Rs 675 crore... 


...the Ruias of Essar got 
the Supreme Court's nod 

to resume work on their 
Jamnagar refinery... 


EN 


(N 
SELMEN 
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...and Jerry Rao of Mphasis-BFL decided to merge the BPO arm with the parent company. 
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The upper crest 
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SF-8200 (1984): Analog copier that 

was highly evaluated by top industry 

analysts including What to Buy, : : 

Datapro and Buyers Laboratory Inc. na Nir ม then 
analog copier 
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PRESENTING NEW SOLUTIONS has ktm 
CONTINUOUSLY World's then-smallest digital 
laser copier/printer 
Irrespective of varied work cultures and business needs, 
offices across the world continue to choose Sharp. A popular reason 
is that, we are always one of the first to develop state-of-the-art 
printing, copying and document management solutions. 
To check out the future, look into a Sharp. 


Professional-looking finishing 
including saddle stitch and 
punch hole 






g 
Auto audit of $ 
printer & à 
copier cost - 
AR-M450/350: Multifunctional document systems that won “Best ofthe | 2 = | tdi eoo beh : 
Best" award from Business Equipment Research & Test Laboratory ‘ tek = a 


SHARP CORPORATION, JAPAN 


For details contact: Sharp Business Systems (India) Limited 

Toll Free Number: 1600 444 321 (Delhi, Chandigarh, Lucknow, Mumbai, Pune, Bangalore, Chennai, Hyderabad, Kolkatta) New Delhi: 9810537787, 9811605310. 
Chandigarh: 9814091114. Jaipur: 9829047966. Nagpur: 9422110491. Mumbai: 9821144441, 9820557450. Pune: 9422012927, 9822414151. Ahmedabad / 
Baroda: 9825461374. Kolkatta: 9831151730, 9831249945. Guwahati: 9864016580. Bangalore: 9845542826, 9845544598. Chennai: 9840250882, 
9444181539. Tamilnadu (except Chennai): 9842277899. Hyderabad: 32337026, 56889108. Kochi: 9847422161. e-mail: atul @global.sharp.co.jp 
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|: THIS A PAUSE BETWEEN BREATHS OR THE ONSET OF THE CORRECTION? WE DON'T KNOW. WHAT WE 
do know is that Fil inflow is slowing down. The net Fil inflow for the month of January 2004 
(till 23rd) was $555.8 million, as compared to December 2003's $1.36 billion. This, when 
everyone thought the flow would continue unabated. Cause for worry: average inflow of the 
past 10 days is $10 million per day as against $52 million in the first 14 days. 


NARENDRA NATHAN 


The feel-good factor is real. Unfortunately it touches just the tip of Indian society. 


AST FORTNIGHT, 1 MET UP WITH THE BOSTON-BASED 

Partha S. Ghosh, once a partner with McKinsey, 
and now regarded as a “creative problem-solver". 
Ghosh was on a two-day whistle-stop tour of India, dur- 
ing which he gave a few lectures and met up with 
Indian head honchos. He also found time to tell me that 
free market capitalism isn't a perfect panacea for India 
(coming from an ex-McKinsey guy this sounded too 
cool!). His reasoning is simple: It works 
only when knowledge and capital can 
be easily accessed, and India isn't brim- 
ming over with either. 

| ask him for his view on the feel- 
good factor. "Yes, there is a self-satisfied 
feeling in the top echelons of Delhi, Mumbai, 
Bangalore, Hyderabad. But it doesn't exist in other 
towns." The man then goes on to systematically chip 
away at the many illusions many of us cherish with re- 
spect to India Shining. 

Sample 1: Becoming backoffice to the world is 
great, but just 2 per cent of the population benefits. 
Recent successes on that front could blind India to the 
“mega-possibilities of the future". 

Ghosh advocates a brand of capitalism that's 


reet 
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adaptable to the Indian market—he calls it *circular cap- 
italism"—in which value-addition is circular, inclu- 
sive of all Indians, and revolving around its strengths, 
just one of which is agro-based industries. 

Now this is no bleeding heart story. There's plenty 
of money to be made for corporates willing to take that 
big leap (Ghosh himself has invested in a fuel cells com- 
pany, and touts them as a possible answer to India's 
power problems). To the CEOs he meets, Ghosh suggests 
a “two-tier strategic management system" (the 
McKinsey touch!). The first tier involves maximising 
opportunities and profits. But at the same time they 
should also be looking to give birth to the next gener- 
ation of services and industries. 

Sample 2: Did you know, goes Ghosh, that ballet in 
Russia is a billion-dollar industry? My jaw drops, but 1 
am left even more open-mouthed when the man tells 
me that India's culture-based industry could be worth 
$100 billion. “Baul music of Bengal, Bhangra from 
Punjab, can be packaged and promoted abroad." A 
pipedream? Perhaps. But Ghosh's concept of circular 
capitalism ever does show even the remotest signs of 
working, Dr Feelgood would have finally arrived. 

BRIAN CARVALHO 
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Only Half Open 


Not all easing of FDI is that. 


INCE THIS IS THE SEASON OF FEEL GOOD, ALL KINDS 

OF Measures are Masquerading as nifty re- 
form without the bluff being called. Until now, that 
is. So, here we go. Let's start with the govern- 
ment's decision to up foreign direct investment (FDI) 
in private banks from 49 to 74 per cent. The 
catch? The voting right is capped at 10 per cent, 
which means any foreign investor who buys into 
[ a private bank will have little say in what the bank 
does. So, why would anybody want to invest? 
Here's another example of bureaucratic legerde- 
main: A 100 per cent foreign investment is allowed 
in the petroleum sector (as also in scientific and 
technical journals), but the much awaited relax- 
ation of rp! limit in telecom from 49 per cent to 74 
per cent has been shelved, for the third time, 
ostensibly in the interests of national security. 
Never mind that telecom is a capital- and tech- 
nology-intensive industry where access to foreign 

ค ่ equity capital may be important to fight fierce price 
wars. Worse, the sop was promised to Gsm play- 
ers who have been affected by the turning of 
limited mobility into full-blown mobility through 
unified licensing. The real reason why the move 

- has been scuttled has nothing to do with concerns 
of national security, but everything to do with 
Sangh Parivar, or some corporate lobbies. How is 
the petroleum sector any less a strategic industry 
than telecom? We are still trying to figure that out. 
SAHAD P.V. 
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What A Rush 


Cairn Energy strikes black gold in Rajasthan. 


NOW WHY GOLD DIGGERS RARELY CALL IT QUITS? 
Because the more you dig, the better your 
prospects of finding gold. Just ask Cairn Energy. 
Seven years ago, strategic investor in oil exploration 
venture in Rajasthan, Royal Dutch Shell, sold its 10 
per cent stake to Cairn after failing to find any oil de- 
spite having spent Rs 200 crore over 10 long years. 
Circa 2004, it is Cairn that’s laughing its way to the 
bank. On January 19, 2004, it announced that it 
had struck oil in the Barmer district of Rajasthan, with 
an estimated reserve of 450-1,150 million barrels 
of oil. Earlier, in February last year, Cairn had managed 
to hit another oil geyser, but with a smal- 
ler in-place reserve of 20 million tonnes. 
The January find promptly upped | 
Cairns market value on the | 
London Stock Exchange bd 
"ew 
5,523.18 crore), and when ™ 
BT went to press the Cairn T 
stock was quoting at 632 
pence (70 per cent higher than Sle gez e 
its pre-find level of 370 pence). T2 | F J 

What does the discovery mean ie P 
for India's oil-deficit economy? For one, - 
it will cut the country’s oil import bill of about 
Rs 84,400 crore. For another, as Petroleum Minister 
Ram Naik commented, it will help improve the “per- 
ception of hydrocarbon prospectivity in India”. That 
means the investments in the 70 blocks given out un- 
der the New Exploration Licensing Policy (NELP) for 
exploration could be much higher than $3 billion (Rs 
13,800 crore). "It could easily touch $7-8 billion 
(Rs 33,600 crore-Rs 36,800 crore)," says Avinash 
Chandra, Director General of Hydrocarbons. 

But the greatest benefit would be in terms of ex- 
ceeding the Tenth Plan target for the oil find. The tar- 
geted 180-200 million tonnes of oil and oil-equivalent 
gas now seems like a cinch. As for Cairns, it has already 
announced that it will make many more acquisitions 
in Asia, especially in India and Nepal. And as for the 
Shell executive who made the decision to sell, well. . .a 
good place to look for him may be Siberia. 


" 


ASHISH GUPTA 
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Business As Usual For IBM's India Research Lab ` 


Big Blue sees its India lab as a sort of local-market weather vane. 


F YOU WALK INTO THE OFFICE OF PONANI 

Gopalakrishnan (Gopal), Director of IBM’s 
India Research Laboratory, in the sprawling cam- 
pus of the Indian Institute of Technology, Delhi, 
expecting to meet a dishevelled researcher, you 
would be in for a surprise. Gopal is as much a suit 
as any of Big Blue’s product managers and even 
talks business. His office is very unlike that of an 
academic: the table is clean and uncluttered. 

That isn’t altogether surprising. In 1997, 
when the IBM lab opened shop in India, it was 
largely a resource pool that had a ‘quota’ of 
patents that it had to file. Today, Big Blue actu- 
ally sees a large and strategic market here for cut- 
ting-edge IT services and is talking about using the 
resources of the seven other IBM labs in the 
world to help Indian companies deploy IT to 
differentiate themselves. It has announced what 
it calls ‘On Demand Innovation Services’ where 
IBM research scientists will collaborate with the 
Business Consulting Services division (Pricewater- 
houseCooper's consulting arm that IBM bought 
out) to help companies architect their IT infrastructure. 
“This is a reflection of the evolution of the local IT serv- 
ices market," says Gopal, who took over as head of the 
lab from Manoj Kumar, a hardcore techie, in July 2003. 
“There are several industries which are growing rapidly 
where IT can be used for a strategic advantage.” 

It isn't just the corporate market that IBM is 
eyeing. Indeed, the arena where it will fight its 
biggest battle is the e-Governance market. The 
Government of India has announced an annual e- 
Governance budget of over Rs 4,000 crore—part of 
the Rs 12,000 crore that will be spent on the Prime 
Minister's dream e-Governance project. All the big- 
gies, Oracle, Intel, Red Hat, and Microsoft are in the 
fray here. The battle will be fought on the strength of 
standards and ease of use. Big Blue wants the gov- 
ernment to go open source, as do Intel, Red Hat, and 
Oracle, but that doesn't mean this is a Microsoft 
versus everyone else fight. At one level, it is a hard- 
ware companies versus software companies one. 
After all, margins in the hardware business are slim 
and software, healthy. Companies like IBM are root- 
ing for open-source because they'd then retain con- 
trol by providing the hardware and services. And the 
research aspect becomes important for hardware 
companies because it is imperative that they work 
with developers within and outside the organisa- 


VIVAN MEHRA 
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IBM's P. Gopalakrishnan: Domestic concerns 


tion to create open-source applications. 

For starters, the giants backing open source have 
forged a consortium called Eclipse, focused on developi- 
ng a software development environment built around 
open-source development tools. And IBM research is 
helping train Indian developers in the use of Eclipse. 

The booming telecom market provides IBM's lab 
with another opportunity. The world sees telecom 
networks as a retail channel for services. For instance, 
if a customer wants to withdraw money from an 
ATM, all he will have to do is send in a request to his 
mobile service provider. This, in turn, will access in- 
formation on the customer's bank from his database, 
information from the bank's network on where its 
ATMs are located, and information from a GIS service 
provider on the respective locations of the cus- 
tomer and the ATMs before sending him a reply. 
IBM is working on creating an architecture that 
will enable telcos do this. 

Big Blue is so excited about the Indian market that 
it is bringing its other programs to India too. Its ‘First- 
of-a-kind' programme—its researchers work with re- 
searchers in other companies to see how IT can be 
used to find technological solutions to crucial prob- 
lems—will soon be launched in India. Which are the 
Indian companies involved? Watch this space. 

VIDYA VISWANATHAN 
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An Intelligent Communication Device. . : 


...aka Smartphone. And the first just hit India. 


AKE ONE PART CELLPHONE, ONE PART DIGITAL CAMERA, AND ONE PART 

handheld, add a Microsoft heart and you get a crossover device po- 
tentially capable of doing everything. Welcome to the next generation of 
personal mobility solutions. Carrier Devices, a Glasgow-based company 
has begun selling its i-mate Qtek 1010 ppA-cum-phone (Rs 39,000) and 
i-mate Smartphone 2 (more phone and less PDA, Rs 25,000) in India 
through its marketing agency e-Charge. Both devices boast Microsoft's 
Pocket PC 2003 phone edition, the lower priced device missing MS 
Pocket Word and Pocket Excel. 

The smartphones can do all the things a phone can and a lot more. Like 
with any handheld you can synchronise them with your PC and update 
MS Outlook. At a press conference to announce the launch, company offi- 
cials were extremely upbeat and predicted sales upwards of 25,000 units in 
2004. We'd like to scoff: true, Indian telcos will add some 15 million mobile 
subscribers in 2004, but most users prefer low-priced phones. The relatively 
low penetration of the similarly priced Nokia 9210i Communicator, for in- 
stance, is a bad portent for i-mate. However, company officials expect the 
‘Windows’ tag to help push sales. Then, it may, or it may not. 

KUSHAN MITRA 

















HEY, IT'$ A MEETING 
UITH OUR FAVORITE 
CUSTOMERS! 


Rl = 


MI I DON'T KNOW WHAT V OUR TOP PRIORITY ONE HOUR LATER | 


THIS MEETING IS | IS QUALITY. OUR | ar ” ว. Deo J 


IT NEEDS SOME 


MANAGEMENT PER- / ~ 


f WE FLEW HERE FOR 
THIS MEETING AND 
YOU USED UP ALL OF 
OUR TIME SAYING 

l NOTHING. 
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"| ABOUT BUT I'M SURE | OTHER TOP PRIORITY | 


19 PRICE...AND 
SERVICE...AND... 


MY LIFE! I WILL 
HUNT You TO THE 
END OF TIME! 
REVENGE WILL BE 


IS IT JUST ME 
OR IS THAT 


PHRASE STARTING | 


TO BE OVERUSED? 
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Hitting The Right Buttons 


The Tata Group finalises its telecom and communications blueprint. 


ก์ ไล พ อ TO TECH RESEARCH 
and advisory firm Gartner, just 
four large nationwide players will 
survive and thrive through 2004 
in the Indian telecom space: Bharti, 
Reliance, BSNL. And the fourth? 
Tata. A year earlier, the last name 
wouldn’t have been an automatic 
shoo-in into the list of cellular sur- 
vivors and thrivers. Thanks to the 
era of unified licensing, however, 
the Tata Group—it has converted 
its applications for basic service li- 
cences in seven new circles into 
ones for universal access service 
licences—has emerged as a telecom 
powerhouse with muscle and steam 
enough to last the long haul. 

To be sure, unified licensing 
means a lot for the Tata Group’s 
grand telecom game plan, which is 
being put together by Tata Indus- 
tries Head Kishore Chaukar. It 
would have meant even more had 
direct-to-home (DTH) services been 
dovetailed into this licence. Analysts 
point out that thanks to the acqui- 
sition of VSNL, the Tata Group is sit- 
ting on plenty of satellite capacity 
and earth-station infrastructure, 
which will come handy in the 
launch of DTH services. 

The unified licence may not in- 
clude DTH, but that hasn’t stopped 
the Tata Group from announcing 
an 80:20 joint venture for DTH tel- 
evision broadcasting in India with 


DASH BOARD 


= Union Cabinet Minister Arun 
Shourie minced no words at 
the World Economic Forum in 


" 


Davos in telling the European 

Union and America exactly what he 

thought their trade policies aimed 
for: (to paraphrase) stiff the developing countries. 


28 BUSINESS TODAY FEBRUARY 15 2004 





Tata Industries’ Kishore Chaukar: We also connect people 


Star TV subsidiary, Space TV. 
Whilst the former will provide the 
infrastructure for what’s touted as 
India’s largest digital platform, the 
Rupert Murdoch company will pro- 
vide content for 100-odd channels, 
ranging from news to movies. 
Clearly, it’s all coming together 
pretty well for the Tata Group. 
And the numbers too are begin- 
ning to look impressive. Take the 
1.5 million subscribers to the 
Indicom basic service, club it with 
Idea Cellular’s user base—which 
has now shot up to a little over 3 


million after the buyout of Escotel’s 
six circles—for good measure add 
VSNL’s 6.5 lakh internet dial-up 
subscriber base, and you’re look- 
ing at a telecom behemoth that 
can hold its own against any com- 
petition. VSNL’s reported plans to 
buy Dishnet’s internet and digital 
subscriber line business will help 
the Tata Group consolidate fur- 
ther in the internet space. Watch 
out Bharti, Reliance, and BSNL, 
the Tata Group is finally getting 
its act together. 

BRIAN CARVALHO 


The passing of a Federal law 

banning government contrac 

tors from sub-contracting to 

Indian companies dents the 

US’ image as a free-market proponent. 

Had the WTO's services framework 
been ready, this would have been a non-tariff barrier. 
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J.D. POWER CSI STUDY 2003 HIGHLIGHTS — This time, being awarded the No. 1 Nar The Leadership Factor 
Maruti Suzuki cars' performance n i m | ล ร ท อ ร ั จ ค ย ค ค Ro 165 Dawa 0 Quality engineering and performance 
across all the following 5 parameters Du ucc due ccu M MP ne iu ue of our cars make our customers the 
has contributed to our No. 1 award: acc nas a Special meaning. ror no car happiest in the world 
- Problems Experienced ci า / has : this four times in a We have over 40 lakh cars on the road 
- Service Advisor ocu a today 

s ' oe s 3 ๐ ฉ ฒ ] We seil more cars each year than all the 

9 [ ลิ ไ 97 ื ฒ น 114 จ 4 จ 15 competition put together 


Facility Appearance า ล์ 1 ล ล 10 


customers report a greater number of ers, s an er ersonne i managers, ownership 

repair problems in 2003. However, 57% | ire AnA Cu : ; 

of Maruti Suzuki customers report no uuo UU us uo oq o o oo o i more than 922 cities, it makes service 
แล น แน : SE ก g i um is : Do a y E and genuine spares easily available 


Pu X 25% 


ors who work so hard Widest service network: spread across 





*#1 Namepiate in Customer Satisfaction Four Years in a Row. J.D. Power Asia Pacific 2000-2003 India Customer Satisfaction Index Studies?" 2003 Study based on a 
total of 3,295 consumer responses. www.jdpower.Co.jp : 
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SELF WORTH 


The Face Of Indian IT 


And it definitely isn’t who you think it is. 


B MAGAZINE WOULD HAVE 
us believe that it is Kiran Karnik, 
the President of India's National 
Association of Software and Service 
Companies, Nasscom; popular wis- 
dom has it that it is N.R. Narayana 
Murthy, the Chairman and Chief 
Mentor of, arguably, the best- 
known Indian IT services company 
in the world, Infosys Technologies, 
and a small but rabid bunch of 
open-source new-liberals declares 
that it cannot be anyone but India's 
President A.P.J. Abdul Kalam. This 
writer, and by extension, the mag- 
azine you are reading, have a dif- 
ferent take: Circa 2004, the face 
of Indian IT is (drum roll and clash 
of cymbals please) Vivek Paul, 
the 45-year-old Vice Chairman 
of Wipro and President, 
Wipro Technologies. 

Purely in terms of coverage in 
the international media in the past 
12 months, Wipro, and Paul have 
outscored every other Indian com- 
pany. A sampling of the headlines: 
Wipro: Tbe Live Wire In Indian High 
Tech (BusinessWeek, US Edition, 
January 2003), The New Face Of 
Global Competition (Fast Company, 
February 2003), An American In 
Bangalore (Economist, February 
2003), Companies Come For Cost, 
Stay For Quality (San Francisco 
Chronicle, June 2003). That’s not 
counting the tens of other stories in 
the international media on Wipro 
and Wipro Spectramind, its busi- 
ness process outsourcing arm, that 
saw light of day in 2003. And it’s 
not counting India’s Tech King, a 
cover story on Azim Premji that 
appeared in the Asian edition of 
BusinessWeek. This year started on 
a good note for Paul: BusinessWeek 
magazine named him one of the 
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Wipro's Vivek Paul: He is making news, news, and more news 


top managers of 2003. 

Paul believes it isn't a coinci- 
dence that this media-coverage 
snowstorm accompanied the begin- 
nings of the backlash against Indian 
IT services companies in the US. 
While other companies were busy 
figuring out how to deal with the 
flak, he explains, Wipro went ahead 
and threw open its doors. Result: 
Reams of coverage including some 
of the alarmist (“Your job is going to 
India") variety, but largely positive. 
It isn't surprising that Paul handles 
the American media well: he has 
spent all his working life in the US 
and prior to signing on with Wipro 
in 1999 spent 10 years at GE; he 
was on the fast track at GE's med- 
ical systems business and reported to 
the company's now CEO Jeff Immelt. 
Senior execs at large American cor- 
porations are great media managers: 
they smile into the camera, say the 
right things, even know which tie 
looks best on magazine covers. 

Don't dismiss Paul as just a 


creation of the media, though. Since 
he joined Wipro, he has spear-hea- 
ded its acquisition strategy, closing 
deals with four companies in as many 
years. And he has successfully fought 
Wipro's conservative culture, mak- 
ing some small but significant gains: 
the company's vice president in 
charge of strategic marketing, for in- 
stance, is Sangita Singh, a fast-talk- 
ing woman in her early thirties. 
That would have been unthinkable 
in the old Wipro. All through last 
year, Bangalore was abuzz with ru- 
mours of palace intrigue that could 
effect Paul's departure; Wipro's 
poor results a few quarters back 
provided the right context for these, 
but with the company back to show- 
ing a healthy growth-trend the gos- 
sip has lost its sting. These days, the 
talk is all about how the company's 
strategy over the past two years may 
actually see it emerge far ahead of its 
competition in the future. That, 
though, is another story. 

R. SUKUMAR 








And ou thou ht Every once in a while, it is nice to come down from our ivory towers and look 
y E around. To trade in our efficient and precise programs for a warm pullover 
To extend our commitment from our industry-leading clients, with commitment 


a virus called towards less fortunate fellow human beings. The unlettered, the incapable 


the homeless. 


8. a 
illiteracy. exe At Xansa, all of us believe in such efforts, however small. We believe that 


| while we continue to excel in our roles as IT and BPO professionals adding to 
| Was not our 800 million dollar balance sheet, seeing a smile break out on even a 
| single such face always adds several deqrees to the warmth in our heart 


| an IT problem And that means a lot to us. 


Maybe that is why people at Xansa like to volunteer for other kinds of program: 
f like literacy@home, where we take classes for adults in the evenings 
Or organise to collect funds for basic amenities at Rajendra Ashram 


Then there is a computer lab we've set up for Junior Government School, 

| Harola, in partnership with India Sponsor Foundation, where we also take 
the initiative to provide appropriate teaching material. Arya Kanya Sadan, 
Delhi and Padma Adarsh School, Chennai also have similar labs for the children 
there. Some of us here prefer more short term efforts, though. Like a mobile 
créche for construction workers' kids, or the self sufficiency drive that began 
with Braille slates at Amar Colony Blind School, and has today made our 
presence there quite redundant. 


It just makes going to sleep every night so much more meaningful. 
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SHOME BASU 


COPC's Clifford Moore: BPO's quality evangelist 


Q&A 


"Labour Is An Issue” 


A LMOST A DECADE AGO, CLIFFORD MOORE HELPED 
create service standards for the call centre industry 
in the US that quickly became an industry standards 
body called corc (Customer Oriented Process 
Control). Now, as its Chairman and Co-founder, 
Moore is trying to do the same in India in association 
with the Quality Assurance Institute (India). BT’s 
Supriya Shrinate recently spoke to Moore on quality 
issues facing the BPO industry. Excerpts: 


How should BPOs address the quality issue? 

There is a lot of variation here. It is pretty difficult to 
talk about "India" (as one). One of the biggest chal- 
lenges we face is the whole labour issue and the 
growth issue. It is hard to grow 500 agents a month 
in the same sort of way. 

How does one solve the attrition problem? 

The one thing that I think will change the work is a 
lot better job profile. 

Is enough training happening in India? 

In fact, far more, than what happens in the US. But 
what's important is what comes out of this training. 
We have a lot of variation going here. If you screen 
people better, then the output will automatically be 
better. 

How does COPC help? 

We focus on four things: improving service, which 
has helped the industry turn things around; quality, 
which is giving the customer the right answer; cost, 
which is efficiency and productivity; and revenue, be- 
cause many of the Indian firms now feel that sales are 
more important than revenues. So, corc leads to cus- 
tomer satisfaction as a result of these four parameters. 
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SINCE I BECAME 
PROJECT MANAGER. 

NO ONE HAS RETURNED 
MY CALLS OR RESPOND- 
ED TO MY E-MAILS. 
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an IITian... 
like 
Dilbert's 


Admission Annoucement 


(For Academic Session: 2004-05) 
TOTAL Selections in IIT-JEE (Main) 


Year 2002 161 | Year 2003 170 


Selection Test 
IIT-JEE For XI to XII 28.03.2004 Kota & Jaipur 
2005 | moving students | (9.30 am to 12.30 pm) only 
IIT-JEE | For XII appeared 11.04.2004 All Test 
2005 | students (6 ท ล ร อ -|) | (9.30 am to 12.30 pm)| Centers* 
IIT-JEE | For XII passed 28.06.2004 All Test 
2005 |students (Phase-Il)| (9.30 am to 12.30 pm)| Centers” 
IIT-JEE | For X appeared 11.04.2004 All Test 
2006 | students (Phase-l)| (9.30 am to 12.30 pm)| Centers" 
IIT-JEE | For X passed 09.06.2004 All Test 
2006 |students (Phase-Il)| (9.30 am to 12.30 pm)| Centers" 


* All Test Centers include Kota, Jaipur, Ajmer, Jodhpur, 
Indore, Bhopal, Lucknow, Delhi, Raipur, Kolkata, Guwahati, 
Ahmedabad , Pune & Hyderabad. 


How to get the Application Form & Information 
Brochure (w.e.f. 01.02.2004) 


e By Post/Courier : Send a Bank DD of Rs. 600/- favouring 
RESONANCE & payable at Kota (Raj.) with details like name, 
address & present class of studying on the backside of DD. 

e From Institute's Reception Counter: Rs. 500/- (Cash/DD/Payorder) 


Visit our website for detailed information, to 
download/send an e-mail to get the Application 
Form on-line for various Selection Tests. 


RESONANCE 


Where you will be in resonance with IIT-JEE 


J-2,Jawahar Nagar Main Road, KOTA (Raj.)-324005 
Ph.: 0744-2437144,2438633, Fax: 0744-2425569 
E-mail: contact@resonanceweb.com Website: www.resonanceweb.com 
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03 Results: Take One 


Good times continue to roll in corporate India. 


ERE'S SOME MORE EVIDENCE THAT THE STOCKMARKET 

rally is based not so much on sentiment as hard 
numbers. In the third quarter-ended December 31, 
2003, a sample of 312 companies showed a decent 13 
per cent growth in revenues, but a much more impres- 
sive 32 per cent jump in net profits over the same 
quarter in 2002. And just as in the previous quarters, it 
is the fall in interest costs that is helping companies fat- 
ten their bottomlines. The current market favourites 
such as auto and auto ancillary companies, continued 
to show good results. Example: Tata Motors, whose net 
profit zoomed 178 per cent in the quarter. Analysts ex- 
pect the trend to continue. Says Jigar Shah, Head of 
Research at KRC Research: *We expect the growth to 
continue into at least the next six to 12 months." 
Even the traditional underdog, the capital goods 






Q3-2002-03  Q3-2003-04 % Change 


* 


Net Sales 41429 
PBDIT 13,950 
Interest 5,213 
Depreciation 

Tax 

PAT 


Data for sample of 312 companies 


Figures in Rs crore unless mentioned otherwise 


TRIVIA 


Cell Phone Caste System 


= WONDERED WHY ONE NOKIA HANDSET IS CALLED THE 1100 AND 
another 6600 or 8810? We did, and in the process discov- 
ered a rigid caste-based society of mobile phones, where 
your place in the hierarchy is determined by technology. Got all 
the bells and whistles the engineers could think of? Think the 
6 and 7 series. The 8 and 9 series (think 8910 and 9100), we 
bow to you because you nestle in the pockets of high-flying ex- 
ecutives. Got just about enough intelligence to handle voice and 
sms? Take the floor, you 1100s and 2100s. However, the 
lord of them all, the Vertu (made by a Nokia company), is too 
sacred to be desecrated by a numbering system. 
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Tata Motors: Turning in a strong performance 


industry, is showing signs of perking up. “Capital 
goods manufacturers are doing better than the overall 
economy, and an upturn could mean better future,” says 
R. Srinivas, Senior Analyst at Motilal Oswal Securities. 
On the whole though, it will get harder for companies 
to keep the growth numbers ticking. Simply because 
their base is growing. In fact, some signs of fatigue are 
already visible. For example, for the same set of com- 
panies, net profit growth has slipped from 40 per 
cent in Q2 to 32 per cent in Q3. The good news: 
Profits in absolute terms will be higher. 


NARENDRA NATHAN 


KUSHAN MITRA 
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Copyright « 


New Nokia 6820. Get used to saying more. 


Words flow so easily on the two-handed integrated messaging keypad of the Nokia 6820, you could just 
go on and on, be it on SMS, MMS! or email!. Elegant and compact in design, it's also enhanced with 
features such as triband for global roaming, EDGE for higher performance, mobile email! for connectivity 
on the go, and Bluetooth™ wireless technology for convenience. And don't just say more, do more - get 
» organised with Personal Information Management (PIM), improve productivity with presence-enhanced 
contacts’, and enjoy a multimedia experience! with the integrated camera, video and voice recorders. 
and xHTML! for richer browsing. Once you've started on the Nokia 6820, there'll be no stopping you. 





L GPRS, WAP. HSCSD, EDGE, XHTML. email, data transfer speeds and other mobile services are network operator and content service provider dependent MMS-related services are dependent on the network as well às on the compatibit he dev j j 
the content formats supported MMS. email, WAP browsing and other reiated features in our products operate using TCP/IP technology and thus will only be available ff supported by network operator Please check with your local network orovid Rluetnor' 
A à registered trademark of Bluetooth SIG, Inc Devices need to support Bluetooth wireless tec Nokia 6820 5 compliant with and adopts Bluetooth Specification 1 1. However. interoperability between the phone and orti งั น (1 ^B 

technology ts not guaranteed and onc on the ¢ ity of the phone with other products that support Bluetooth wireless technology. please check with the manufacturer 3 Please te t MMS "plat 

and Presence-enhanced Contacts are dependent on the network as well as on the compatibility of the devices used and the content formats supported. Plea heck with yi 3! network 





9628 555 555” Always insist on original Nokia India Warranty to safeguard against buying used. refurbished or tampered phones. Nokia India Warranty is applicable only for phones imported by Nokia india Pyt Lic 
) 322 | # ไ ต ail from a mobile phone, check with your service provider Care line available in Ahmedabad, Bangalore, henna Delhi, Hyderabad. Kanpur, Kolkat, Mumbot, Pune emali us at: nokia.ebagipnokta corr 
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irman, TATA Gi 
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An Entity 
Of The 
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Globalisation Strategy 


“We have to look at acquisitions 
and JVs as the way to go” 
$ In the last two years, there has been 
e TCS IPO a very visible push to the group in 
[13 

(We'll i it whenever we feel terms of trying to take it global. Is it 
"s ripe a part of a larger plan that was alre- 
Y Indica Becoming No. 1 ady in play and this is pw phase 

«Te on our really two or phase three of that? 
new » The globalisation issue, or less 


pompously, the international 


Telecom Gameplan issue, is something that featured 


“CDMA is where our in the 1980s plan (that Ratan 
investments will go» Tata penned for the group), but 

was never done. Strangely 

Risk: เม enough, when I was posted in 

07 ท ย enl ani fins o Australia in 1970, | had come 
forward saying that our hotel 

Brand India company should go abroad. At 

“Our sight should be ambitious, that time we had only one hotel, 

b. not minuscule» the Taj Mahal in Mumbai. And ] 


remember the management say- 


ing that there was no point in 
« 3 QU : ค f 
I don’t crave for food, it having a chain of hotels. So 
doesn’t interest me” 


ae there’s always been a view from 
my side that we should go 
abroad, and that we have not 
done enough. We revived it in 
the 90s when we started to 
restructure and said that we 
should look at going abroad, but 
| again we were overtaken by the 
| downturn in the economy and 
our preoccupations in India. 


His frugal habits 


Succession Planning 


| “There will be a successor. Don’t worry” 




























If that hadn't happened, would you 
have started globalisation earlier? 
Oh, yes. And what the down- 
turn did was to accentuate the 
need to have a market outside 
India, so that you didn't have all 
your eggs in one basket. 


» A lot of people tend 
| to define globalisa- 
tion pretty loosely. 
Z What is your defi- 
>, nition of globalisa- 
| tion, or interna- 
" tionalisation as 
E you said? Is there 
E a threshold that 

ES would mark the 


EL Tata group 
a 






ES 
"a 
2004 
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having become global? 

No, if you are looking for a quan- 
tified definition. A qualitative 
definition would be when the 
Tata group as a whole is an 
Indian company but doesn’t have 
a definition of being in India, in 
the sense when it has operations 
in different countries of the 
world, some may be different 
from what they do in India, 
where manpower and manage- 
ment has a Chinese face, an 
American face, an Indian face 
that signifies that company, and 
we no longer are saying they are 
expats. We would be truly global 
when we are an international 
company operating in many geo- 
graphies or several geographies, 
becoming an entity of the world, 
if you like, rather than be an 
Indian company located in dif- 
ferent countries. 


How easy is that going to be, con- 
sidering that two of your biggest 
companies are in the manufacturing 
sector? For example, unless you start 
acquiring plants abroad, how do you 
think Tata Steel can become global? 
| think we have to look at ac- 
quisitions and JVs as the two ways 
to go in steel and for that matter 
in automotive and auto compo- 
nents. As far as companies like 
TCS are concerned, again acqui- 
sitions and increasing entities in 
those countries that have the face 
of that country will be needed. If 
we are going to China, we should 
have a Chinese face, not neces- 
sarily an Indian face in China; 
we should be like a Chinese com- 
pany. If we are in the US, we 
should be like a US company, 
but owned in India. That in my 
view is the path we need to take. 


Tata Motors is making some big 
moves. It has signed an MoU to 





| acquire Daewoo Heavy Commercial 









you would be happy if Tata Motors 
managed to get a niche for itself in 
the global market. Do you think these 
are indications of that happening? 
Yes, I do. I think we have a lot 
. J more to do, but yes we have 
» planted the ded dí having that 
‘happen. Initially when we went 
-into the car business, | thought we 





































economies of scale that exist, I 


- realised that we could never. 
2 match that. That we could never 





be as. fast in bringing out new 
products in all those segments as 


e areas where we have the 
st edge and that edge is the 
y to design and develop 
'roducts at the low end and pro- 

c good value for money prod- 
‘ucts at lower volumes. 





Your dream has been to give India a 


jow to realising that dream? 








are close or not close. We 
lave a team working on it. It’s an 
exciting project because it is a 


-= going to be a new car in terms of 
material and in terms of the struc- 
ture of the car. We are looking at 
^. things like, do we need to weld 
-= the body or can we use adhe- 
gives? We cannot look at it as 


ping it down and getting it down 
~ *Jet's do it differently". I would 


^ “imagine in another six to eight 
months, we would have figured 


out which way we aré going and 


ground. We'll have to grov 


. odd per cent market shar 
| how much will we. ฯ | I 


z would have products in each of. 
‘the segments—the low end to. 

the high end. But the way con-. 

— solidation is taking place inter- — 
. nationally and the kind of. 


. had visualised. So we have to 
confine ourselves to being leaders - 


es one: lakh-rupee car. How close are 


'ouldn't like to say whether . 


zu clean-sheet-of-paper project. It’s 


taking a conventional car, strip- 


. to that level. It really has to be 


then it would be an issue of pro- 
ving the concept. -— 


d read a news report today about — | 
` Tata Motors becoming the number — 
-two car company in terms of sales. ~ 
Two questions: What are your chan- 
ces of becoming No.1 by replacing 
Maruti Suzuki, and by 2008 where v 


would you like Tata Motors to be? 


Becoming No. 1 would depend ` | 


on our really breaking. ne 


the segment. Today, we hav 





new "E Aie y we able to do’ 
what [ hope we can do and that is 
to introduce a vehicle that is bet- 


ween the lowest-priced car and 


the motorcycle and address that 
market, which I think is hüge : rz! 
and support it with the right kind. 
of crédit, to enable the young - 
Indian and the family to migrate - 


from the scooter or motorcycle too 


a four-to-five-seat car, which wil — | 
give him an all-weather transport ง ง 
"with a certain degree of safety ^. 
and meet emission standards. If. 


we can. do that, I think we can 


definitely be No. 1. I mean, you | 
. can coast up from the goal. of — 
Rs 1 lakh and end up with Rs 2 — 
lakh, but then you don't achieve - 
what you set out to do. We could 


have had a car at that level much 


earlier. Then you are just below 


Maruti or something...you are 
just another car company. Here 


we really need to push ourselves | 


to be different. 


So does that mean if the small car - 
does. not happen, then Tata Motors . 
would remain No. 2 or No. 3 car. 


company? | 


No. Much would: depend on 
what happens to Maruti, in terms 









| 






















E 
S 
T 





y 
et " 
s* = 
+ Eo 
Ei] -* 
T ave ^. 
Pad * 
E d 
€ 
Ead 
M 
ซ์ 
* 
* = 
&* 
Qno ^ "x 
LE? x* 
BELTS « F4 
ty ง จ 1 จ ล และ ม ว ง %* > 
+ 
+ : เห 
ค ว่ ว 4 จ * c. 


~ costs Rs 1 lakh to. make. if that were. 


_ how radical the endeavour could be: 


. bolts to glue the car together. A dri- 
pee The boss retires in three yes. ๆ 
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2 แบ ว แว จ จั 585# Fay 
att te 
x* "È 


OU CERTAINLY DON'T WANT TO 
be in the shoes of 
V. Sumantran, the man ไห . 
charge of passenger car business i in. 
Tata Motors. Sumantran, roped. in 
from General Motors in. November 
2001, and his team. have: the her 
culean task of delivering on Tata 
Es Chairman Ratan, Tata's dream 
of giving india a car that costs a 
bare Rs 1 lakh—only marginally 
more expensive than the costliest 
bike on the. Indian road, Bajaj Auto's” 
Eliminator. The caris important not 
Bos because Tata wants it, but—as 
he says in the interview—also Deca 
use it represents ihe kind of pio- 
 neering work the auto major needs to 
do to become. the No. 1 player. in 
India. Already, Tata has made it 
clear that he. doe Sr 't want the team 
to take a conventi onal car 
and strip it down to something that 











o the goal, Tata says, it could have 
. been achieved. much earlier. "Here, 
- we real lly need to be different," he 
says, Ergo, Tata Motors is thinking 
out of the box to make it. Since the 
- project is still on the drawing board 
(We are yet to get to the point where 
we say it is do-able," says 
Sumantran), there isn't much avail- 
able in terms of its engineering de- 
tails. But here's an indication of just 


the team is even toying with the 
idea of using adhesives instead of 


veable chassis is expected to be in 
place in another few months. But 
Sumantran & Co. don't have much 
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happened to be good real estate 
deals, not necessarily the best hotel 
deals. Where the strategy went 
wrong is by way of location or by 
way of the quality of the property. 
The viability was in question as a 
hotel. But in real estate terms, they 
could keep revaluing the property 
upwards when there was a rise in 
real estate prices and everything 
looked good because they could 
borrow. But they never got a black 
ink on their bottomline. And none 
of those properties really tied into 
our group in India. We were loath 
to put our name, they were not 
called Taj Hotels, and what we 
want to do now is to have hotels 
abroad that will be an extension of 
the Taj group of hotels and that 
we could truly say that we have a 
Taj hotel in London or the US. 
So we are looking for hotel prop- 
erties or a group of hotels that 
would be in consonance with the 
image we have abroad. 


The TCS IPO has been hanging fire 
for a long time now. Is there any hitch? 
No, there is no hitch. Whenever 
we feel the market is ripe...and the 














market looks good just now. But | 
won't be drawn into saying 
anything else. 


But are you looking at the Indian mar- 
ket at all, because the kind of valuation 
and the size of float you are looking at 
may not be possible in India. 

Let me be frank. Very early in the 
process, we had a tax issue that 
we have resolved. Subsequently 
we had an issue that the threshold 
of 10 per cent that was demanded 
we put on the Indian market may 
be a huge amount for the Indian 
market to absorb. Our earlier view 
was that it would be a real Indian 
retail offering. It's now clear that if 
we go for an IPO, the major buyers 
will be the Fils. Why would we go 
for an IPO? We would really go 
for an IPO if we also wanted a for- 
eign listing. But there's a concern 
that we may be hammered be- 
tween the two (domestic market 
and market abroad). So we cogi- 
tated over that for sometime, and 
when we feel the market is right 
both in terms of Indian appetite 
and our ability to command the 
price, we will make that. We won't 
dissappoint investors. 


Unlike Infosys or Wipro, TCS hadn't 
made any recent acquisitions abroad... 
TCS has made acquisitions but 
they've been very small acquisi- 
tions, so they were not really visible. 
But even Wipro and Infosys 
didn't make acquisitions for a long 
period of time. l'd also like to say 
that in this particular business, it's all 
very well to talk of 
acquisitions, but 


all these acquisitions are knowl- 
edge-based acquisitions. And the 
success or failure of those companies 
is in retaining people of target com- 
panies. When you buy a company, 
you actually are buying the knowl- 
edge base that is there in the three 
or four founders of that company. 
But when you buy them, they cash 
out. If they retain a stake in the 
company, they are part of a com- 
pany that is 8,000 miles away. If 
you don't meet their entrepreneur- 
ial needs of freedom and operat- 
ing autonomy, they will walk out. 
Therefore, these acquisitions are 
usually made because of a particular 
business scale that they offer. But 
then it has to be driven by contin- 
uously upgrading the technology, 
and I don't know how this will 
work even for Infosys and Wipro. 
If you have a strong enough base 
to bring your technology to that 
company or make something hap- 
pen, it's fine. Nobody's missing 
the founder of Lotus Notes be- 
cause IBM has enough power to 
distribute Lotus Notes and to fund 
its further development. It may 
not be so in the case of some of 
the Indian companies. 


How do you think the move towards 
unified licensing affects your own plans 
in telecom? For example, Tata 
Teleservices now competes with Idea, 
where the Tatas are an investor. 

In the case of Idea, we are a one- 
third partner, we don't run the 
company. We brought our GSM op- 
eration into it because I was of the 
view that having Andhra Pradesh 
alone (for GSM) made little sense; we 
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needed to consolidate geographi- 
cally, not in terms of services. In 
Tata Teleservices, or rather in CDMA, 
that's the route we will grow. That's 
where our investments will go. The 
two are not truly competing because 
unlike GSM, where you can move 
from one service provider to ano- 
ther, here you need to change your 
handset, move to a different regime. 


But are you happy with the way the 
telecom scenario is evolving, especially 
in view of what happened to VSNL? 

I think we have had a couple of 
lessons to learn. What we did not 
see is that the government cannot be 
truly fair in its dealing with an ex- 
government company when it has 
another of its own incumbent. And 
we find that there is great 
favouritism towards BSNL and MTNL, 
to protect them at the cost of VSNL. 
So, if I were to write a guideline for 
the group I would say that any dis- 
investment where the government 
still has an incumbent in that field, 
we should not touch it. 


But would it be right to say that your 
larger telecom plans remain unchanged 
















2004 


42 BUSINESS TODAY 


FEBRUARY 1$ 


despite the developments? 

Yes, I would say that I am pleased 
with the move towards unified 
licensing. I think for the first time 
the TRAI (Telecom Regulatory 
Authority of India) has taken a 
pragmatic view on how the indus- 
try should grow. 


Changing tack a bit, how would you de- 
fine Brand India? 

Oddly enough, Brand India is what 
we do here. What is Brand China or 
what is Brand Singapore? The 
attractiveness of Singapore is the 
fact that the country works, it is 
investor friendly, it is tourist 
friendly. I think Brand India is what 
India is. I think it's wrong to think 
of Brand India as an aggregation 
of brands that go abroad repre- 
senting India. They can represent 
India, but the most important thing 
that we must do in India is to proj- 
ect India as an investment destina- 
tion, as a tourist destination, and as 
a place where things work. And the 
best way to do that is to kill the 
phenomenon that is killing India 
today, and that is vested interest. 


You're a good friend of Amar Bose. 
Are you an audiophile? 

Amar and I are good friends not so 
much because of music. We be- 
came friends because we share a 
lot of common interests. He's an 
extraordinary individual in terms of 
his span of interest. Amar and | 
share the same inquisitiveness as 
to why something should happen, 
or why it is not possible for 
something to happen, can we 
make it happen? And his quest is 





not confined to music. The last 
time I met him he had developed 
virtually a revolutionary suspen- 
sion system for cars. And, as some- 
one in the car business, I would 
say it is truly revolutionary. 

Oddly enough, he spoke to me 
about this in 1981 when I spent a 
weekend with him and he said, 
“You know, I don't know why this 
couldn't-happen. I worked all the al- 
gorithm.” And when I was at his 
home about a year ago, he said, 
“Remember we talked about this 
some years ago? I have something 
now which I am starting to talk to 
car companies about." And it would 
truly revolutionise the suspension in 
cars. What I saw was you could go 
over an unpaved road and you can 
sit in the car and write. There's ab- 
solutely no transfer of that motion 
into the car. And after that it will be 
something else (for Amar). 
Unfortunately, in the last few years 
we've drifted apart because both 
of us are doing our own things. 


Is there an inventor in you? 

Yeah, but I have nothing to show 
for it. | have a similar bent of 
mind, but I don't have Amar's in- 
tensity in technology and | don't 
have undergraduates of MiT I 
could work with on things. The 
closest thing I have come to is in 
Telco, where we are doing some- 
thing that one had wanted to. 


You are an architect by education. Do 
you get time to design anything? 

Yeah, I designed my beach house 
across the harbour, a couple of 
other things...and I designed a 
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house for my mother that still 
stands. But that’s about all. 


(J.N. Tata was then no longer alive) 
actually pledged all the family jewel- 
lery to keep Tata Steel alive at that 


What do you do to unwind? 

For me possibly the greatest relax- 
ation is flying, because it’s not 
relaxed but forces you to concen- 
trate. It's a great unwinder for me, 
totally absorbing. 


You seem to be in good shape for a man 
of your age (67). Do you work out? 

No, unfortunately I don't. I swim on 
the weekends. But I used to be a big 


scuba diver at one time. 


| am told you are a frugal eater too... 
Pm not one who craves for food. So 
food doesn't interest me. But I have 
a lot of friends who live to eat. 


As a leader, are you more like 
J.N. Tata than J.R.D. Tata? 

No. J.R.D. Tata was my greatest 
supporter. Without his support, ob- 
viously, one could not have got par- 
ticipation of all the companies and 
the acceptance of this (the 80s plan). 
The plan was not supported by him, 
but when we went through the 
implementation, he was very sup- 
portive and took a keen interest in 
how they performed. 


How would you compare yourself with 
J.N. Tata or J.R.D. Tata? 

It is very difficult to make that com- 
parison or even comment on that. If 
you look at the risks J.N. Tata must 
have taken when he formed Tata 
Steel or when he created a power 
company, the risks must have been 
immense. When Tata Steel went 
through a difficult deal, Dorab Tata 
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time. It was a tricky thing to do. 
Many years later when we 

embarked on a car project in 
Telco, Rs 1,700 crore is what we 
had to invest and it was viewed 
very critically by everybody, as 


being a huge huge risk, endangering 
Telco, perhaps mortally so. I am 
glad it has come out OK. 

Now if you look at today, we 
are investing Rs 20,000 crore in 
telecom, and the same criticism 
is taking place. That you are en- 
dangering the whole group with 
tremendous risk by investing 
money that can launch many 
Indica projects, etc. So again, it’s 
a risky project, but the magnitude 
is very different. And each one 
of them in their own context has 
been risky. Maybe my successor 
will have to face a situation where 
he is investing Rs 50,000 crore 
in something that will supposedly 
endanger the group. Yet, these 
are risks the group must take, oth- 
erwise it stands still in time. 


Like buying Tetley? 

Yeah...again a lot of people were 
concerned that (Tata Tea) was try- 
ing to buy a brand much bigger 
than itself. But look at Tetley now. 
Tata Tea and Tetley have been in- 
tegrated, they have entered newer 
geographies, and they are better 
placed to tap opportunities. 


One last question on succession. Are 
you still determined to step down as 














Chairman when you are 70? 
Yeah. 


Does that mean you already have iden- 
tified someone to groom? 

[ won’t be drawn into that. I have 
some views on that and we will do it 
in a particular way. And you don’t 
necessarily have to groom somebody 
for a period of time. If there’s some- 
body you think as the person who 
fits in, be it from within or from 
outside, and I think the judgement on 
whether the person has the capabil- 
ity of doing something...frankly, 
when you make that decision is when 
the grooming starts. If I look back in 
time in the Tatas, I think there were 
many people who were seen to be 
potential successors to JRD, and who 
didn’t become one. Sometimes it’s 
detrimental to define a person and to 
have everybody shower their envy 
on him... destroy that person. There 
will be a successor. 


But you would want to spend six 
months or a year helping that person 
make the transition... 

Sure, but I am not leaving in ano- 
ther six months or a year. Don’t 
worry, that will happen. 








For the unabridged interview go to 
www. business-today.com 
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Rajesh Mehta, Rajesh Exports Limited 


orld map, then set up 


facility in India. Truly a man of 


McDowell's Signature presents a man who's truly a new sign of success. 
His manufacturing set up in the 90s, was small. His vision, far from it. 
Rajesh Mehta introduced high quality standards in an industry where quality 


was always a question mark. No wonder his company grew to be India's now 
largest exporter of gold. A dazzling performance indeed! The A sign of success 
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Careful, the primary market may be 
booming with IPOs but a good many 
of them could be lemons BY SAHAD P.V. 


The game's afoot: Kolar Biotech’s 
HQ at Mumbai's Dadar suburb 


1994 1998 


Kolar Securities Name changed to 
incorporated Kolar Infotech; 
to focus on IT 
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Name changed to 
Kolar Biotech; 
Rs 25 crore IPO planned 





LIN Y AS 


NITIALLY, THE COMPANY 


was incorporated as a 
finance company in 
1994. Later on, from 
J 7th September 1998 
onwards, its name was 
changed to Kolar Infor- 


mation Technologies Limited 
and it started the business of 
information technologies. But 
again on 27th March 2003, the 
company bas changed its name 
from Kolar Information Tech- 
nologies Limited to Kolar 
Biotech Limited and focussed 
on an altogether new business of 
biotech products.” 

Excerpts from the iPO 
prospectus filed with Securities 
and Exchange Board of India 
by a Mumbai-based company, 
Kolar Biotech. 

This is the remarkable story 
of a corporate chameleon. Last 
fortnight, Vinod Hingorani, 
Chairman of Kolar Biotech, 
could not be traced; his teleph- 
ones went unanswered and 
attempts to contact him at his 
offices came to naught. After 
several attempts, BT managed 
to get an appointment with 
Kolar's Company Secretary. 
Winding our way through the 
dingy lanes of Hindu Colony, a 
residential area in Dadar, a 
Mumbai suburb, we finally 
found the office in a dilapi- 
dated, old building. We were 
led to the conference room in 
the second floor, where another 
group company, Adam Comsof, 
has its offices. Adam Comsof, 
incidentally, used to be a soft- 
ware company, which made an 
IPO in 1993, but now is a regis- 
trar and share transfer agent be- 
sides being Kolar's promoter. 

We wondered about Kolar's 
unique business model: mercu- 
rial changes of not only a com- 
pany's name but also its business 
activity. Amit Sohni, the 30- 
something Company Secretary, 








. hada simple explanation: “We res- 
|... pond to the changing business clim- 
2 >iotech i is hot, so we decided to 

get into this emerging sector. ” Kolar 
DES "wants to raise Rs 25 crore from 
- the primary market and use the 












- money to set up a research facility 


coming up in Navi Mumbai. This is 
the first biotech venture of the 10- 
year-old company whose promoters 
do not have the background or ex- 
4s . perience in the biotech sector. Nor 
- has the company recruited any pro- 
- fessionals for the project. Shorn of 
niceties, you could say Kolar is rais- 
1nds for a project that is still 
on paper. And given its track 
don't rule out the possibil- 
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yet another change in its busi- 

n ‘Kolar ' 
v are—and rightly so—taking | this | 
opportunity to raise money. (See 
Hot Offers Of 2004 on Page 90). 
-After all, that's what the capital | 
market is for. But j just how 


; IPOs slated for the mar- 


ld iro offer documents 
awaiting approvals from. 


5 150 lakh/10/at par 

< 1.38 crore/10/at par 
„61.25 lakh/10/10 — 
-63.01 lakh/105 — 
| 76lak/lfatpar — 
< 9l lakh/10/20 | 
: 680 lakh/1/at par 


the Securities and Exchange Board 
of India (SEB), at least 18 are from 


small and virtually unknown com- 
panies (those raising Rs 25 crore 
or less). Their businesses range from 
rice milling, floriculture, cold stor- 


age, and road construction to info- 


tech and pharma. Sample some 


bigger numbers. Out of the 600- 


odd companies that have announ- 
ced intentions to go in for IPOs (to 


together raise an estimated Ks 


50,000 crore), 80 per cent are 
small firms, says Prithvi Haldea, 
Managing Director, Prime 


: Database, which tracks IPOs. 


Lure of The Market 
Yes; there’s a boom in er primary 


market and a host of companies 











Plans for software devel pn 








. 2003 being oversubs 

Since then there have been at least 
six high quality IPOs, many of 
them—like Indraprastha Gas and 
TV Today Network—oversub- 
. scribed several times and debuting at 
a premium of 100 to 200 per cent. 
many of .. 


Í them could be of Kolar S ilk? For 2 à the past year are traded at levels 


basis to our paranoia, here's a flash- 


back from not so long ago. Between 


1994 and 1997, more than 3,000 


‘public issues raised more than 
‘Rs 19,500 crore from the market. 


According to SEBs own estimates, 


more than 100 of them have vani- 
shed with investors’ money. But 


the Mumbai-based Investors 
Grievances Forum's secretary Vipul 
Modi says there could be more than 
300 companies (or over 10 per cent 


of those who raised money) that 
may have diverted funds that they 


raised from the market. 

The primary market's revival 
began with the Maruti issue in April 
tibed 13 times. 





To be sure, all the major IPOs in 


En Provides logistics solutions; wants to pedis sobal software presence - 

Wants to move into bio pharma, but still in business plan stage 
Second public i issue, probably undersubscribed, was demarketed 

Has just one customer (Railways); wants to expand steel forging capacity 
ient; one promoter is director of BSE Z company 
Wants. second rice milling plant, but depends on monsoons — g 
2 Plans to expand office premises, repay debt and meet working capital 
Ineligible for BSE, will list in Interconnected Stock Exchange 
d Wants to expand industrial explosives business, but only PSU customers 
ng term capital requiemeris: group Companies not actively traded. 
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much higher than their issue prices. 
Then why the apprehensions? 

For a simple reason. It’s the rot- 
ten eggs that can spoil the fun. Take 
the ingenuous Kolar Biotech. While 
its credentials as a biotech com- 
pany may be suspect, its promoters 
too don’t have a clean enough track 
record. Just three years ago, SEBI 
had conducted investigations against 
the then chairman of Kolar (just to 
recap, it was still an infotech com- 
pany then!), Rajkumar Basantani, 
for manipulating the shares of ano- 
ther company, Soundcraft Indus- 
tries. SEBI also restrained him from 
trading in securities for three years. 
Although Basantani has now resig- 
ned from the board, insiders say 
he still has a 10 per cent stake in 
Kolar Biotech and 25 per cent in 
Adam Comsof, the software com- 
pany, which is now a share registry 
and a promoter of Kolar. The con- 
nection gets murkier. When BT was 
trying to contact Kolar’s current 
Chairman Vinod Hingorani, one 
of his contact numbers was traced to 
a Mrs. Basantani. 

When the market booms, inves- 
tors often exhibit irrational exu- 
berance. Thousands of kilometres 
away from Dadar’s Hindu Colony, 
up north in Chandigarh, is the head- 
quarters of Surya Pharmaceuticals, 
whose IPO to raise Rs 13.5 crore 
opened in December 2003, was 
oversubscribed 12 times. And that 
despite this blasé declaration in 
Surya’s prospectus: “All the group 
companies have been running losses 
and there have been no operations 
carried out since inception in most 
of these group companies.” But the 
IPO (at a price per share of Rs 45) 
was oversusbscribed and the share 
currently trades at Rs 50-levels on 
the National Stock Exchange (NSE). 
Then there is I-Power Solutions, 
which is already a listed company, 
but floated an offer for the sale of 
1.1 lakh shares just to comply with 
the NSE requirement of reducing 
the high promoter stake, and is not 
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For the heck of it: The HQ of I-Power Solutions in Chennai's Adyar neighbourhood 


bothered if it is subscribed or not. 
Says Kirit Somaiya, BJP MP and a 
long time investor activist, “When- 
ever there is a bull run, bogus compa- 


nies come in and make a killing." 


Protecting The Investor 
A fool and his money are easily 
parted. If after reading its prospec- 
tus about Kolar's ever-changing 
identity, investors still want to put 
their money in its stock, good luck 
to them. After all, it is a free market. 
Yet, there are popular perceptions 
that the regulator, SEBI, is more pro- 
active in the secondary market than 
the primary. In fact, that is not really 
true. Instead of fixing the issue price 
and sitting in judgement on promo- 
ters and their credentials, SEBI says it 
has evolved systems to make sure 
that investors are taking informed 
decisions. For instance, if a com- 
pany doesn't meet the stipulated 
conditions, it has to go through the 
book-building route, where prices 
are determined by the market. 
The problem is every so often 
the investor is uninformed. Few 
retail investors study prospectuses in 
detail. And small, relatively unkno- 
wn companies are unlikely to be 
tracked by equity analysts. While 
pre-issue analyst reports were avail- 
able for IPOs of reputed companies 
like i-flex, IGL and TV Today Net- 
work, analysts don't track compa- 
nies like Kolar or the Hyderabad- 
based Chakkilam Infotech, whose is- 
sue closed on January 23. “I haven't 
even heard of these companies," says 


a Mumbai-based equity analyst. 

While some believe SEBI should 
subject IPOs to more scrutiny, mer- 
chant bankers also have a role to 
play. IPOs from obscure companies 
are usually managed by equally obs- 
cure merchant bankers. Kolar's lead 
manager is KJMC Global Market, a 
virtually unknown name. Says Ajay 
Sondhi, Vice Chairman and Mana- 
ging Director, Kotak Mahindra 
Capital: *It's the responsibility of the 
merchant bankers to ensure that 
they are managing quality IPOs." 
Sondhi advises investors to not only 
look at the company's track record 
but also that of its merchant banker. 
IPO tracker Haldea's advice to small 
investors: “Stay away from all IPOs 
unless they are from a good PSU 
and at a reasonable price." 

Still, not all small companies 
strike it lucky. Hyderabad's Weal 
Infotech floated its second public 
issue to raise Rs 13.9 crore in 
October 2003 but quickly pulled it 
back mid-way. According to com- 
pany President Reddy Sai Babu, 
"The commitment schedules of 
US clients were not in tandem 
with the public issue schedule and 
this led to the withdrawal of the 
IPO," but market circles say this 
gobbledygook really means *under- 
subscription". For Babu, it may 
have been second time unlucky, 
but small investors meet such mis- 
fortune more often. Œ 
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- DEBT DIMENSION 


India's banking system is weighed down by some Rs 100,000 crore of bad 
debt. Now, 10 asset reconstruction companies are offering to buy 
them off banks, for a charge. Bv ROSHNI JAYAKAR AND ASHISH GUPTA 


T’S A RECENT THURSDAY 
afternoon, and in the 
17th floor conference 
room of his office in 
South Mumbai’s Express 
Towers, Rajendra Kakker 
and four of his colleagues 
are trying to make his- 
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tory—although, to look at it, one 
could never tell. After all the af- 
ternoon’s exercise is more mun- 
dane than mundane. Kakker, CEO 
of the six-month-old Asset 
Reconstruction Company of India 
(ARCIL), and his team are busy trying 
to convince executives from the 


State Bank of India, ICICI Bank, 
and the IDBI to sell them their non- 
performing assets (NPAs), or bad 
loans. The bone of contention is 
rather predictable and pedestrian: 
Of the 2,500 distressed assets put on 
the table by the three banks and a 


few other financial institutions, 


ซุ ฑ พ ร ร ร ธะ ร ร 
"A ' จ "dy. t 


ARCIL has cherry picked 37, 
and Kakker wants these at pri- 
ces lower than their book value. 

It’s quite a radical con- 
cept for the banks to digest, 
because it would mean tak- 
ing a huge hit on the asset 
value that exists on their 
books. Yet, the banks realise 
that a deal like ARCIL’s may 
be their only hope of mak- 
ing their bad loans pay. A rea- 
son why at the end of a three- 
hour meeting, the banks, as it 
turned out, agreed to offload 
NPAs worth Rs 5,000 crore 
to ARCIL. For Kakker and his 
company, it's another small 
step towards building a port- 
folio of bad loans, but for 
India it's a giant leap in tack- 
ling the monumental NPA bug- 
bear, put at a staggering Rs 
100,000 crore at last count. 

Ever since the Securi- 
tisation and Reconstruction 
of Financial Assets and 
Enforcement of Security Interest 
Act (or simply the Securitisation 
Bill) was introduced in November 
2002, at least 10 asset reconstruc- 
tion companies (ARCs) have emerged 
on the scene. Two of them, AR- 
CIL—the first to kick-start opera- 
tions in August last year—and Asset 
Care Enterprise (ACE) already have 
RBI licences to operate, while the 
others, including International Asset 
Reconstruction Company, pro- 
moted by former Bank of America 
honcho Arun Duggal and M.S. 
Verma, former Chairman of SBI, 
are awaiting the go-ahead. A vi- 
brant asset reconstruction indus- 
try may be just what the doctor 
ordered for the NPA-saddled bank- 
ing and financial industry. Says 


Recovering 
Bad Debt — 


Source: S&P's Asia-Pacific Banking Outlook 
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Rajiv Memani, Partner, Ernst & 
Young India: “Asset reconstruction 
companies will, for the first time, 
give the lenders a chance to put 
their bad loans to productive use.” 

How does an ARC work? 
Globally, there are two broad ways 
in which they work. One approach 
involves selling the asset to a willing 
buyer or buyers and two, turning 
around the asset (say, a loss-making 
textile mill) and then selling it for a 
much higher price. In India, though, 
we only have the ARCIL example to 
go by (ACE is yet to acquire any dis- 
tressed assets), so here’s how the 
only active operators works: Once, 
say, a bank hands over a wish-list of 
bad assets it wants to sell, ARCIL be- 
gins the process of evaluation. 


.. Rajendra Kakker/ CEO/ ARCIL 


An early bird, Kakker has already picked up Rs 2,000 
crore worth of bad loans and is scouting for more to 
meet his target of Rs 10,000 crore by March 2004 











Invariably, the price that AR- 
CIL is willing to pay is much 
lower than the value of the 
assets as it sits on the bank's 
books. Therefore, for the 
deal to happen, the bank 
must agree to a ‘haircut’, be- 
ing the difference in valua- 
tion. ARCIL acquired its first 
tranche of bad loans of Rs 
2,000 crore on December 28 
last year, comprising six com- 
panies: Core Healthcare, 
Birla VXL, Shree Rama 
Multitech, GSL (India), 
Precision Fasteners, and 
Kalyanpur Cements. Says 
Kakker: *Our goal is to ac- 
quire a substantial part of the 
debt from all the lenders—at 
least 26 per cent so that we 
are not elbowed out." 

Fair enough, but the 
tricky part in this sticky loan 
business is of funding the 
ARCs. For example, ARCII had 
to float special purpose ve- 
hicles (SPVs) to raise money for each 
of the seven assets. Who are the 
investors in the spvs? The same 
banks or financial institutions that in 
the first place transferred the dis- 
tressed assets to the ARC. Yes, mov- 
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ing money from the left pocket to 
the right pocket doesn’t make any 
sense, but in the start up stage it 
seems inevitable because guidelines 
on asset securitisation (selling future 
revenues for upfront payment of 
cash) in India are still being worked 
out. Says Ashvin Parekh, Executive 
Director, Deloitte Touche: 
“Regulators are taking some time 
over working out various issues 
relating to guidelines and frame- 
work for qualified institutional 
buyers (QiBs) and formation of a 
registry for securitisation." 

Many in the industry see that as 
a problem. In countries like 
Thailand and Malaysia, it was the 
central government that con- 
tributed either directly or indirectly 
to the capital of the ARC. Thailand, 
for example, pumped in 500 billion 
baht (Rs 58,309.5 crore) via bonds 
to set up a Financial Institutions 
Development Fund. The interest 
on the bonds is paid by the gov- 
ernment out of its revenues, while 
the principal is paid on maturity by 
the country's central bank, the 
Bank of Thailand. In Malaysia, the 
government infused 1.5 billion 
ringgit (Rs 1,793.9 crore) into the 
ARC, besides giving 5 billion ringgit 
worth of interest free loan. Where 
the governments do not directly 
put capital into the ARC, they allow 
banks with bad loans to amortise 
their write-offs over a period of 
time. This way, the banks do not 
take a huge financial hit when they 
transfer the bad loans. In India, 
the government has allowed tax 
set-offs on sale of assets to ARCS, be- 
sides allowing gains from invest- 
ment in government securities to be 
used for setting off of losses from 
transfer of bad loans. 

ARCs in India, however, are 
typically non-governmental or- 
ganisations. And since in India one 
company may have several lenders 
and different types of debt, ARCs 
end up being mere aggregators of 
bad loans. Even ARCIL is looking at 
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acquiring a portfolio of bad loans 
(less than Rs 10 crore apiece) to 
companies in one geographical 
area. The idea: save on the cost of 
individual valuation. While mu- 
tual fund-type trusts have been al- 
lowed to invest in ARCS, industry 
watchers reckon that will take 
time. Says a Delhi-based industry 
watcher: *The delay will happen 
because every transaction will have 
to be negotiated with all the parties 
involved—banks, individual in- 
vestors, financial institutions. It is- 
n't easy to do that in a short time." 

Others like Jack Rodman, 
Managing Director of E&Y's Asia 
Pacific Financial Institutions, who 
has provided due diligence to 
about 40,000 corporate and real 
estate loans in Thailand, think that 
once the securitisation issue is 
sorted out, it may be easier to fund 
the ARCs. Says Rodman: “The most 
important thing is to provide dif- 
ferent kinds of securitised paper to 
take care of different types of cred- 
itors.” He also points out that in 
most international cases, the at- 
tempt has always been to bring in 
a consortium of investment 
bankers to sell 100 per cent of the 
bad loans. And it is this consortium 
that floats different kinds of bonds 
on the assets and makes profits. 
But in India, this kind of consor- 
tium is not available. 

Even in the best of economies, 
the experience of asset recon- 
struction companies has been 
mixed. In India, where all the 
pieces are still to fall into place, it’s 
early days to say whether the 10 
ARCs will make any dent on the 
mountain-load of Rs 100,000 
crore NPAs. Even M. Damodaran, 
Chairman of UTI, admits that 
ARCs are no panacea. But given 
the other option, which tanta- 
mounts to simply wishing NPAs 
away, the ARCs are India’s best 
hope. What's needed is a regu- 
latory environment that helps 
them find buyers. @ 
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DEVELOPED NATION IS ONE THAT 

has achieved a high degree of 

industrialisation and which enj- 

oys a high standard of living. 

World-class infrastructure, a 

sound education system lead- 
ing to a high level of literacy, and a strong 
healthcare system are some of the prerequisites 
to being considered a developed nation. 

Where do we stand in terms of these 
parameters? How industrialised is India? 
How much more would give us the tag of a 
developed nation? What roles do compa- 
nies, the government and other institu- 
tions play in the process? 

For the first time since independence, 
India doesn’t suffer from the lack of options 
but from a surfeit of choices. Unlike smaller 
East Asian economies, we are not constrained 
by the limits of geography, or people, or 
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NATION 


culture, or technological awareness. We are a 
large and diverse nation of a billion people 
with mineral, industrial, and technological 
wealth. Our people are in great demand, out- 
side India, as always, even within the country. 
On paper, it should be easy for us to get from 
here to being a developed nation. In prac- 
tice, it is not easy, because we have too many 
choices. And all choices are not equal. 


Muscle Power To Mental-p 

The First Wave of change, launched by the 
agricultural revolution of 10,000 years ago, 
led to the transition from hunting, gathering, 
and foraging to the great peasant societies 
of the past. The Second Wave of change, trig- 
gered by the Industrial revolution some 300 
years ago, gave rise to a new factory-cen- 
tered civilization. It is still spreading in some 
parts of the world as hundreds of millions of 










a ssembly lines. But even as the Second 
‘ave plays itself out on the global stage, 


muscle power in the economy. | 
Alvin Toffler 
The Third Wave 
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5.777 To my mind, the core idea is the substitu- 
is tion of mental power for muscle power. Let us 
- India today. I would like to takea very topical 













ns of the number of people employed, 








— “by this sector over the next 5 years. 


Lured by the hype and the promise ofa 
respectable salary, much of the country's | E 
young talent, including that of the engi- . 
neering type, is moving to the sector. I be- © 
this isn’t a good sign. ‘When Toffler 










o mental power, he is probably not 


~ which great nations are built. 


plenty. When many choices are available, one 
. .. Invariably picks the path of least resistance. It 
.. requites little effort to make money from call 


centres and cost-arbitrage. That is why so many - 


of our entrepreneurs and industrialists are fora- 
.— ^. ying into this sector. But cost arbitrage 1 is nota 
` Sustainable game, unless the experience gained 

. can be leveraged into moving up the value 
chain. How long will it take the Chinese to learn 
English? How much longer will it be before an 
even lower-cost nation, China, perhaps 
Vietnam, even Senegal emerges to usurp our 

. position? What will Indian call centres do 
. then? More importantly, what will happen to an 
entire generation of the nation's young that 


| died loosely, has the power to debilitate us. - 





pea ants, Ton Mexico to China, flood. into 
-the cit searching for minimal-skill jobs on 


America and other countries are already feel- 
. ing the impact of a gigantic Third Wave partly — 
-based on the substitution of mental power for 


y and put this statement in the context of - 


-phenomenon to illustrate this: the Business 3 
zess Outsourcing or call centre boom. ไท 


s boom promises to be much bigger than . 
~ anything India has experienced in the past. : 
: Indeed, according to a report by McKinsey & 2 
Company, 1.1 million new jobs will be created 


India today, suffers from the problem ‘of ' 
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has spent its best and most productive years in. 


=- a call centre? Our freedom of choice, if exer- had just been อ ล อ to Ahe Mi 


and the ability to innovate will be the key 
competitive differentiator between nations. 
What can we do to ensure our success in this 
new environment? | 


Travel The Path Less Taken 

India should choose the path of innovation, 

invention and the creation of intellectual 

property. Only this will help it create new 

products, and, in turn, great organisations. 
When one thinks about innovative organ- 


isations, 3M is top of mind. The company's. 


product portfolio is not particularly excit- 
ing—its best-known product is scotch tape. 
The name 3M, which stands for Minnesota 
Mining ต and Manufa 
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b Post 1 hs dé B fallout of a failed ex- 

| periment at mak 
4 company that makes ad 
ring to the kind required for jobs in call — 
ntres. The BPO boom, however much it . 
ibs our attention today, is not the stuff of | 


oa adhesive. In a 











n’t bond well woulc 
vention’, At 3M, this di 
employee with imagination thought up the 









idea of using the poor adhesive to make Post 


Its. Nothing like it had existed before. 

The chairmian. of 3^ | between 1949 and 
Knight, built a company 
where employees are encouraged to ‘tin- 
ker’ around, and accidents, allowed to hap- 
pen. The management champions the ideas 
generated by adapting the ‘tinkering’ into 
products that meet real human needs. A 
book on ‘visionary’ companies has called 
3M a “mutation machine”. I find this term 
particularly apt for.a company that uses 
innovation to drive its own evolution. 

While 3M is an example of how a great 

















organisation can be built by and around innov- 


ation, the biotech boom presents one of how 
innovation can create an entire new industry. 
In 1973, the technique of gene cloning 
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-opportunity in n the i invention. He realised that 
. the gene cloning technique could be used to 
NE tificially i insert genes into bacteria to make 
~ them human proteins like insulin. In effect, 
bacteria could be used as factories for an 
unlimited supply of scarce human proteins. 
Most scientists scoffed at the possibility of 
“the idea becoming reality in the near future. 
- Swanson discussed it with Boyer and con- 
...; vinced him to join forces to start a company, 
Genentech. Exactly five years later they suc- 
ceeded in getting bacteria to produce human 
0 insulin. On the day of the announcement 
4... Boyer's $500 investment in Genentech was 
— "worth $80 million. The success of Genentech 
‘spawned an entire industry in the US. Boyer, 
on his own, may never have thought of putting 
his invention to practical use. It took a savvy 
entrepreneur like Swanson to leverage the 
+ technique to its fullest potential. 

Today the biotech industry in the US alone 
is worth more than 200 billion dollars. More 
than creating wealth, the industry is now 

: A out medicines that are saving lives! 


i Path- breaking. Discoveries : 

"The pharmaceutical industry is replete with ex- 
amples of path-breaking discoveries result- 
ing in successful, blockbuster products. Some 
of ‘today’ s pharma majors are actually built on 
na “aa products. GlaxoSmithkline (Gsk) is what 
- .. it is today because of Zantac; Merck was 
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built on Zocor; and Eli Lilly on Prozac. 
Most people are familiar with Dr Reddy’ 5 
successful efforts in drug discovery. Here’s an 
example of a different kind of innovation in 
our generics business. When Dr Reddy’s was 
preparing to file an ANDA (Abbreviated New 
Drug Application) with US-FDA (Food and 
Drug Administration) for Fluoxetine (Prozac), 
we noticed that 60 per cent of Prozac prescr- 
iptions were for 20mg tablets for twice-a-day 
use. So we developed a formulation of 40 
mg, conducted bio-equivalence studies, and 
were the first to file an ANDA for 40mg 
tablets. We were granted exclusive marketing 
rights for this product for six months; the re- 
sult was $100 million in profits for Dr. 
Reddy's. This is a ‘techno-legal innovation’, 
as it involved technical expertise in devel- 
oping a new formulation and also legal ex- 
pertise in successfully defending our generic 
version in the case filed by Eli Lilly. . 
Failures are part of this path of invention 


. and innovation. Post Its are one example of 


how failure was turned to success. We have 
an Indian example too! The Tata Group's 


‘initial indigenously developed passenger 


car, Indica, received lots of flak. However, 
the later models proved bestsellers. And 


there was huge demand for Tata Indigo - 


even before it hit the market. 


This is a time of great change for India. 
This is the best time to choose. the path of. 


invention and innovation, to think innova- 
tively and differently. A nation derives its 
economic prosperity largely from its natural 
and man-made resources, human capital 
and enterprises. Fortunately for us, India has 
all these inputs in good measure, but what 
we need are capabilities to harness these 
to create new knowledge. 


The government is slowly learning to keep. 


out of the way of business. The State has a role 
to play in basic and higher education, public 
health, and public infrastructure. 

Let us create new products and build great 
organisations like Merck, Genentech or GE. 
This is what the corporate sector has to do and 


' this is what budding engineers and scientists 

-have to aspire for. If the corporate sector for- E 

mulates strategies to deploy mental power to 0 0 

build enterprises with innovative capability; if ^^ 

the. government does its bit; then, it should be - 

“possible for India to attain the status of ล 
developed nation by 2020, even earlier. WoO 
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“Thisisa = 
time of great 
change for 


India. This is _ 
the best time © 
tochoose + 


the pathof = 
invention andi 











3 Tune owe 1 E a." J 
Tif. i iy t >> 
i f" "fg icut rs PUE J "MAE 
CARER EE st 





Its time to take on the world we've not ni nnovate 


What else, with the wheels of our products, but also upara 

7 economy speeding ahead in the most ones. From heavy duty Copper-t 
progressive climate. These good times Radiators to ultra light Aluminiun 
were forecast long ago at Teksons Radiators & Charge 


ThatS why, we've maintained a fine all are made undet 


balance between traditional and exceed the expectations of custom: 
advanced products. world over 

By fusing the creativity of our qualified Come experience thi l'ekson: 
personnel and latest technologies, advantage and make a differen 


OE & OE Replacement Products in Aluminium & Copper-Brass E n T TPKSONS lid. 


ed | 


Radiators for On-road and Off-highway vehicles Kolshet Road, Thane 


Charge Air Coolers ๑ Oil Coolers 
Marine Heat Exchangers ๑ Heat Exchangers | Aluminium for the millenium | 


For OE requirements contact Email: teksons@eth.net Website: www.teksonsrodiators.com Tel: 91-22-25340351/1352. Fox: 91-22-2534056! 
For Spare Parts requirements please contact our Authorised Dealer for Automobile Radiators: J.D.V. Automotive Engineering Pvt. Ltd., Modi Chambers 
Opera House, French Bridge, Mumbai - 400 004. Tel: (91-22) 2385 9232/3. Fax: (91-22) 2386 7769 
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| VEN AS HEADS ROLLED IN 


the global audit industry 
over the last two years, 
KPMG managed to steer 
f clear of most of the big 
โล อ ท like fiascos. Plain luck? To 
an extent yes, but largely because 
KPMG bas traditionally been less 
aggressive than other audit firms like 
erstwhile Andersen. Since 2002, it’s 





cus been Mike Rake's job to ensure that 


` the $12.16 billion (Rs 55,303.6 crore) 
firm, witb a network of more than 
100,000 audit professionals in 148 
countries, stays above board. In India 
recently, the UK-based Rake, acco- 


o mpanied by India head, lan Gomes, | 
' .spoke to BT’s R Sridharan on the - 


: B ป earings from the scandals. aia 








CHAIRMAN, 
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KPMG 





The last couple of years have probably 
been the worst for the accounting ind- 
ustry. High-profile accountants have 
been caught with their pants down. 
Have the scandals changed the indus- 
try in any fundamental way? 


The last two years have indeed been 


the worst for the reputation of the 


accounting firms. T think it is imp- 


ortant to add that it has also dam- 
aged the reputation of all those 


associated with the capital markets: 


and all operations of the capital 
market system. It hit heavily on the 
reputation of the investment ban- 
kers, the lawyers, non-executive 


directors, remuneration systems, 
the regulators, the credit rating : 
agencies, the analysts. and i in some “tof 


INTERVIEW WITH MIC HAEL RAKE | 


INTERNATIONAL 





cases the newspapers and Tv chan- 
nels, in terms of what was picked 
up. Now we have to look at how do 
we move to restore the reputation 
of the accounting profession, how 
do we move to help, therefore, res- 
tore the reputation of the capital 
market system, indeed. capitalism 
itself as a means of creating wealth 
for many, not just a few. We must 
accept constructive reform, we must 
accept transparency and account- 
ability, we must have independent 
regulation of the accounting pro- 
fession, which, by the way, KPMG 


has been saying since 1998. It is no 
3 longer iss ie we to Have trade 













Bu early, this is nota problem specific 

to Andersen. KPMG had its own share 

of: scandals. For example, the abusive 

tax shelter scheme in the US—it has 

l come under heavy criticism. (Editor's 

note: À few weeks after the interview, 

© KPMG's tax shelter partner Jeffrey 

... Eischeid was removed from the post 

-and put on administrative leave, and 

. Deputy Chairman in the US, Jeff Stein, 
also stepped down.) 

There's no point in saying that it's 





to accept that. I think the tax shelter 
is an interesting case because they 
gave incredible growth of wealth 
to individuals and corporates (in 
the US). It was demanded by the 
. marketplace and everyone from law 
firms to banks to accounting firms 




















tax shelters and tax advice. And by 
the way, it was considered in many 

.' ways to be a part of the creation of 

E _ wealth, and efficiency and compe- 
Ui tition in tax planning. 


: very aggressive indeed, and that's 
2 we e decided a couple of yeats 


ago to stop all of those kind of very 
. aggressive tax shelters. Unfortuna- 
.. tely, they chose to use the KPMG 
case study. Everyone else's (Editor's 
note: Ernst & Young and Price- 
- waterhouseCoopers included) case 
study was the same. 


T's one thing to bring in rules and quite 
another to translate them into values 
that your international partners live by. 
What has KPMG done on that front? 

. I believe it starts in the values and 
- "the culture of the firm itself. What 
- does everyone understand by equal- 


we relate to our people, our clients. 
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just America or Andersen. We have - 


© was in the business of providing 


© = [think what you see now, look- 
it ihe back at it, is that it got very 


Auditors do not 


- ity, integrity, objectivity, : the way | 


work on. The second thing is the 


quality control processes. Here we- 


have very tough and strict inter- 
office practice reviews to assess the 
quality of what's done. We also 
have this system called Sentinel that 
we've introduced so that there's 
no office, no partner anywhere in 
the world, that can do any (risky) 
work without getting prior ap- 
proval from the Sentinel system. 


Coming back to the question of enga- 


gement, it's still the corporation or com- 


pany that appo © the auditors. How i in- a 


These are “0 important a a de 
tural things that we continue too Ro D : 
; After Deloitte p beet KPMG for Andersen, 



















you said that. there. might be another 

from the Big Four that goes down be- 

cause of the liabilities that come with 
Andersen. That hasn't happened. Do 

you still think there is a shakeout pos- 

sible in the accounting industry? 

It wasn't just. Deloitte. Ernst & 
Young and everybody got bits of 
Andersen. What I’ve said, and sev- | 
eral of my colleagues, is that there ] 
will not be any further voluntary 
consolidation of the accounting pro- 
fession: Four is already too few. It 
would be better for the market- 





who's paying for your pay cheque also E" 


calls the shots? 


That, in theory, has been very I E M SE Ve 
It's the shareholder who appoints- sensil 

the auditor. The responsibility of tional 

the auditor is towards the share- We've got 
holders. Now, of course, in a public and 
company, with a large, diffused- r aa ng tl 
shareholding, that’s a pretty hard the United K 


thing to get your hands around and re 
that’s why ina public company it’s จ 
the audit committee that i is really | 


responsible to the auditors. I think 
what has happened in the last cou- 
ple of years is a complete refocus to 
remind the auditor that he works 
with the management, he works 
for the audit committee and to rem- 
ind the audit committee that it has 
a major responsibility to interact 
with the auditor, That they satisfy 
this to their independence, they sat- 
isfy they've brought the right issues to 
the table, they satisfy appropriate reso- 
lutions of those issues. I think you 
now see audit committees taking 


their responsibilities much more se- — 
riously. A strong, independent audit th 
committee with a strong, indepen- L 





. where the e audito 











are still accoun- 


table for their share of their mista- 
kes. But we can’t have four firms 
effectively taking unlimited liabil- 
ity insurance for the whole of the 
corporate world. It’s just not an ef- 
fective model. Auditors do not 
make companies go bust. Manage- 
ments make companies go bust. 
So getting some balance into this 1s 
extremely. important Thar s think 
what we saige 


ate. a new model of | engagement t oe. 








more than 30 years, and in the 
best of the companies there has 
never been this issue. 

I’ve had very good, strong, open 
communication between audit 
committees and auditors. We've 
taken big issues to the table. Most 
of the times you don’t hear about 
it when auditors get things right. 
You only hear it when something 
goes wrong. But then too many 
things, I accept, too many things 
went wrong. I think the only way 
you can make this work is by get- 
ting the right balance, working 
with management, because you 
have to. If there's no corporation, 
you can't do audit. I’m working 
for the audit committee. Another 
thing that's important for people 
to understand is that when we 
start an audit, we start on the as- 
sumption that everyone is compe- 
tent and everyone is honest. If we 
find they are not competent, we do 
extra work. If we find they are 
not honest, we resign. Because you 
can't do an audit if people are not 
honest, because you have to rely 
on representation, otherwise, 


go bust. Managements do 


you're nowhere, you will never 
stop auditing. 


In India, the local audit firms are trying 
to keep the foreign guys out. What's 
your view on this? 

It's strange, because I think the 
whole opening up and the liberal- 
isation of the Indian economy in 
the last 15 years has been amazin- 
gly beneficial to India. I think the 
emergence of strong global Indian 
companies that are raising capital 
and other things need to have in- 
ternational accounting firms. That 
is absolutely essential, Essential for 
business, essential for economy, 


essential for jobs. 

We started here 10 years ago, 
we're 1,000 people now, all of them 
are Indian nationals, Indian charted 
accountants. We provide them with 
training, greater opportunities, the 
ability to go abroad, create wealth 
and come back here. In the mean- 
time, there is an enormous market- 
place for accounting firms in India 
because India has a history of a c4 
profession. It is so far ahead in 
terms of ability than, say, China. 
And there's more than enough work 
for everyone to go around. We 
need competition. There's no threat 
here, only opportunity to the Indian 








J 


Finally, what are your plans for India in, 
say, the next five years? 
First of all, we’re absolutely delighted 


accounting profession. 


i 


with what has happened in the last 
เป years—zero to 1,000 peopl 
We see enormous growth coming in 
the Indian economy, and we plan 1 
continue to expand our resour 
capability, to add specialist resourc 
to recruit and train people, w« 
have people moving elsewhere f 
the experience and then comin; 
back to India. So India is one of t 
key emerging markets for us todas 
and tomorrow. That's for sure. E 


Our panel of expe ] 
best marketers of the past year, 


a baker's dozen of them. 
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“SET aus Jassi 
The J-Factor 


NDIAN TELEVISION VIEWERS DON'T LIKE UGLY HEROINES, 

went popular wisdom. And most television com- 

panies were content to stick to the formula, until 

Sony Entertainment Television, partly out of despera- 

tion at losing viewership in the prime time slot to 

i Star Plus' weepies, partly out of inspiration, decided to 

go ahead and produce an Indian edition of a 

Colombian soap Yo Soy Betty La Fea (Loosely, Here 

comes Betty, the ugly one). The soap, Jassi Jaisi Koi 

Nahin, has increased SET's viewership share in the 

9.30-10.00 p.m slot to 30 per cent. *A sharply focus- 

sed, differentiated programming strategy is paying 

rich dividends for Sony," says Kunal Dasgupta, CEO, 

SET. Adds SET's Executive Vice President Sunil Lulla, 

“Jassi is our pincer attack into the heart of middle-class 

India." In TRP-terms, Jassi trails Star's K-soaps, points 

out Shripad Kulkarni, CEO (West & South), Carat 

India (average TRPs for Jassi hover around five while 

those for some Star serials go up to 14); however, SET 

has managed to create a new paradigm in soaps and if 

a its product-merchandising strategy for Jassi works— 

there’s no reason it shouldn’t given the lady’s popu- 

larity; some 145,000 people have downloaded the Jassi 

theme as a ringtone —it could open up an entirely new 
revenue stream for television companies. 

DIPAYAN BAISHYA 











ก | ARSEHING IS AMONG THE MOST MISUSED WORDS IN THE BUSINESS 
domain. Ergo, what is perceived as great marketing may, in 
» reality, not be that. Once we got around that problem (See How 
DES Lg We Did It on page 70), we found ourselves with a disparate list. 
a Who would have expected a mid-sized fast moving consumer 
Ee Roc upstart from Chennai, a Finnish multinational, and a 
WOO lerkind ว shoulders in the first ever Best Marketers list? Of course, 
ett cul comple had we scopi osugesion made by anco 
| oa ng consultant Rama Bijapurkar. “I think you forget Art of 
T ie sais “H i an ning brand, bas boen bnik by franchising i ou, attracts 
^ 1 Ee 1 of society, and has created a category." Logistics played spoil-sport, 
Fs assure you: you haven't seen the last of AoL in these pages 
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TVS VICTOR Two-wheeled Wonder 
To The Victor... 


[ PRODUCTS HAVE CAPTURED POPULAR IMAGINATION 
as successfully in recent times as TVS Victor. For 
starters, there is something appealingly-nationalistic 
about a company that rebounds from a break-up with its 
erstwhile joint venture partner (Suzuki) with a blockbuster, 
an indigenously developed one to boot. Then, there’s the 
product itself, TVS Victor, positioned in what is known 
as the executive segment of the market which is domi- 
nated by Hero Honda’s Splendor. “Not too many people 
believed that a new product would work,” admits R. 
Chandramouli, Vice President (Sales & Marketing), TVS 
Motor Company. But the company persevered and 
launched Victor in late 2001. The rest, to resort to a 
cliché’, is history. TVS Motor hopes to close 2003-04 with 
Rs 3,000 crore in revenues, with Victor contributing 
around a half that. By then, Victor would have also be- 
come India’s third bike, after Splendor and Bajaj’s Boxer, 
to sell a million units. “The success of Victor has turned 
around TVS Motor,” says Sachin Kasera an analyst at 
Mumbai brokerage Pioneer Intermediaries. A’ senior 
exec at Bajaj Auto claims Bajaj and Yamaha are making in- 
roads into the executive segment. Still, the recent launch 
of TVS Centra and the imminent launch of a 125-cc vari- 
ant of Victor lend substance to Chandramouli’s claim that 
“the transition from TVS Suzuki to TVS Motor was ef- 
fectively done by Victor”. 


Ringing It In 





—— s 


UMESH GOSWAMI 


ร ม 


TVS Motor's VP (Sales & Marketing) R. Chandramouli 


DIPAYAN BAISHYA on ล Victor: Easy Riding 





“The FM played an important role 
when he slashed duties; compa- 
nies like us compete not just 


N 2003, INDIA’S MOBILE TELEPHONY 

companies added 17.5 million 
subscribers. Estimates suggest that 
one company, Nokia, sold phones 
to more than half the new mobile 
subscribers in India. Even assum- 
ing that 10 per cent of the 11.1 
million mobile telephony sub- 
scribers India boasted in January 
2003 changed their handsets, with 
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half opting for Nokia, the com- 
pany must have sold 6.5 million 
handsets in India over the 12- 
month period. All told, Nokia 
launched 13 GSM handsets and 
three CDMA ones in 2003 and the 
one person the managing director 
of the company’s Indian opera- 
tions Sanjeev Sharma would like 
to thank is the Finance Minister. 


against the competition but the 
grey market.” It wasn’t that 
Sharma and Co. sat back and 
watched the boom happen: when 
it emerged that only two telcos 
had the standards that support 
picture sharing—a key motiva- 
tor for buying camera phones— 
Nokia India went out and tied 
up with Kodak India. Customers 





The ABC Of Coffee Bars 


HE YEAR THAT WAS, 2003, WASN'T KIND TO COFFEE BARS IN 
India. The Barista Coffee Company, which runs an epony- 
mous chain of 130 outlets went through hell: its CEO quit, the 
company's torrid growth came back to haunt it in the form of 
unprofitable outlets, and service quality dipped. Which is 
what makes Café Coffee Day, a chain run by Bangalore- 
based Amalgamated Bean Coffee Trading Company (ABCTC) dif- 
ferent. In 2003, the company added 40 stores to take its 
strength to 142 across 35 cities. By June this year, the number 
is expected to touch 300 stores across 60 cities. And the 
chain will close 2003-04 with some Rs 100 crore in revenues. 
So, what makes Café Coffee Day click? *We are cost-cons- 
cious," says Naresh Malhotra, a former partner at KPMG 
who now serves as CEO of the chain. *And we pass on the bene- 
fit to the customer." A value-for-money bill of fare, he claims, 
has helped Café Coffee Day create a customer base com- 
posed predominantly of people in the 20-24 years age group. 
And each store, he adds, is a profit-centre. *If it doesn't make 
money in six months, we close it down." Malhotra has pulled 
the plug on 14 stores till now. This year won't be easy for Café 
Coffee Day. Barista has a me-too model. *Our current strategy 
is about democratising the coffee drinking habit and we have 
slashed our prices," says Brotin Banerjee, Head (Marketing & 
Strategy), Barista, and Qwiky's has an alliance with Reliance 
Infocomm to roll out Java Green coffee bars across Reliance 

Web World stores. 
DIPAYAN BAISHYA 


could now visit Kodak Express out- 
lets and print their images out, an idea 
that was so successful that the parent 
has now taken it to China, the US, 
and other countries, Then, there was 
the *5555" service launched by the 





VANDANA KANDPAI 


Café Coffee Day CEO Naresh Malhotra at a 
Mumbai outlet: Within arm's reach of desire 


company last year that allows Nokia T's 
phone users to download ringtones, TIT Qn 


picture messages, and more. "Your "-— 
phone should say something about 
you, shouldn't it?" says Sharma. He 
uses a 9210i Communicator. Go figure. 

KUSHAN MITRA 





Nokia India Managing Director Sanjeev 
Sharma with a new model: GRE 
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PERFETTI India's Hottest Candy Maker 
One-line Wonder 


ug ud 


MILA KE ก ว ร ธั จ ง J 






Perfetti's MD Stefano Pelle with his thinking cap: Hair-and-now success 
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[ SEEMS AN IRONY OF SORTS THAT 
an Italian multinational becomes 
the hottest candy-maker in India on 
the strength (largely) of Hindi neolo- 
gisms if terms such as Hila Ke Rakh 
De, Dobara Mat Poochna, and 
Dobara Mat Chedna can be called 
that. We'd love to translate these 
terms, but are loath to do so given 
that it would mean an immediate 
loss of cadence and metre. In 2003, 
the Indian sugar confectionery mar- 
ket grew by 3-5 per cent. The Indian 
arm of the Italian multinational in 
question, Perfetti Van Melle, grew by 
20 per cent (it boasts a 25 per cent 
share of the market). Distribution, 
marketing texts claim, is the key to 
success in the low-cost low-margin 
sugar candy business, and Perfetti, 
with its direct access to 400,000 out- 
lets and indirect access to 900,000 
more, is no exception. However, it is 
product innovation and communi- 
cation that lie at the core of the com- 
pany’s success. Not convinced? The 
company’s product portfolio lists 
over 100 stock keeping units and 
Managing Director Stefano Pelle is 
considering the launch of an addi- 
tional 16 this year. In late 2002, a lit- 
tle after the popular Hila Ke Rakh De 
campaign for Center Shock hit the 
airwaves, Perfetti found itself in the 
midst of an enviable mess: it couldn’t 
meet demand and witnessed several 
incidents of its salesmen being man- 
handled by irate stockists. The com- 
pany is unlikely to face a similar sit- 
uation again: it upgraded its distri- 
bution network later the same year 
and today, Perfetti contacts and sup- 
plies to its trade twice a week. And 
Perfetti’s communication strategy 
has been so successful that the Indian 
ops are responsible for churning out 
ads for several other markets. To 
translate and paraphrase the punch- 
line for Center Shock, Perfetti has 
clearly shaken up its parent. 
MOINAK MITRA 
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TATA 
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EVEN MORE CAR PER CAR 
We all know it's only human to want more. Which is why we are pleased to present the New Indica V2. Refreshingly different, 
with everything from a sporty new look, stylish interiors, and more. A sleek fascia with a chrome-lined grill, 
clear lens illumination, muscled flares, flexible seating and electronic instrumentation with tacho, come as standard. 
Driven by a 1400 cc high performance petro! engine and a fuel-efficient diesel engine, even nature can't resist its fresh appeal. 
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Volvo India MD UIf Nordqvist with two dinky buses: 
Bus-iness is good! 


VOLVO Magic Bus 
Ticket To Ride 


HAT DOES VOLVO'S STANDING AS A MARKETER HAVE 
M to do with Cherian Thomas who works in Banga- 
lore and visits his parents in Kochi once a month? 
Everything. Reason: The 30-odd Volvo buses plying 
what is now called Volvo route. “Earlier, I used to pay 
Rs 450-500 for a 12-hour non air-conditioned journey; 
now, I do Rs 550 for a trip in the air-conditioned 
Volvo which reaches a good hour earlier," says Thomas. 
If people | in other Parts of India haven’t seen the V olvo, 
attribute it to the fact that the company has thus far sold 
buses only in southern and western India. At Rs 52 lakh, 
a B7R Volvo bus is twice as expensive as other buses. 
Volvo has addressed the issue of acceptability by mak- 
ing the bus longer, so that it can fit in more seats. And 
it stresses on comfort. “Initially, we were hesitant to opt 
for Volvo,” admits Suresh Kumar Sharma of Sharma 
Transports, one of Karnataka’s biggest travel companies, 
“But customer demand forced us to.” That's music to the 
ears of Ulf Nordqvist, Managing Director, Volvo India. 
“People believe India is a cost-based market,” he smiles. 
“Our success indicates that it is a value-based market.” 
Today, the term volvo bus, is part of local vocabulary in 
some southern and western markets. 
VENKATESHA BABU 
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Mass Appeal Mae 5 


T 25, MOST PEOPLE WOULD BE HAPPY IF THEY 
knew what they wanted to do with their 
lives. Bollywood wunderkind Karan Johar has 
done one better: he et : 








lis third, Kal Ho Naa Ho (KHNH for short looks 
set to repeat the feat. “My sensibility adheres to 
popular cinema,” says Johar. “From a very young 
age | have been watching and learning : 
films; the fact that | am well-travelled and well- 
read helps.” Take that learning bit seriously: 
Johar analyses motion-pics that fail and stu- 
diously avoids the negatives when he is making his 
own. "He's very today with a great feel for the 









“pulse” of the market—what sells and what does- ] 


n't,” says Komal Nahata, Editor, Trade Information. 
“In fact so keyed up is he on marketing concepts 


like positioning that other directors often ‘seek i 





his advice.” That's marketing at its pu 
SHILPA NAYAK 


Karan Johar strikes a pensive pose: ee, 
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Infocomm's Head of Marketing Kaushik Roy at DAKC: R-iproaring! 





p ITS EARLIER AVATAR, RELIANCE INFOCOMM HAD TO BE SATISFIED WITH 
being L for limited mobile. Even then, a premature launch—senti- 
mentally timed to coincide with Dhirubhai Ambani’s 70th birth anni- 
versary—almost proved the company’s undoing. Today, just over a year 
after the official launch (the commercial launch happened around 
March 2003), the company boasts over six million subscribers, a mar- 
ketshare of 25 per cent-plus, a reach of 1,100 towns and cities, and is 
India’s largest mobile telephony service provider. What's more, at a press 
conference to announce the July-September °03 results of Reliance 
Industries, the company’s Vice Chairman Anil Ambani hinted that the 
telecom venture had broken even. To see Infocomm’s numbers in the 
right context, since March 2003, India’s seven cellular companies together 
added 23 million subscribers. The P-factor, pricing, provided the 
company with the initial impetus. Even today, explains Kaushik Roy, the 
head of marketing at Reliance Infocomm, the company’s marketing strat- 
egy is simplicity itself: “We are the only mobile brand in the country with 
no asterisk in our ads; our ads say all there is to be said; we are doing it 
all, reasonable cost, installment options, better technology, wider net- 
work.” Next step: value-added services and a rapid rollout of Web 
Worlds with coffee bars branded Java Green. And never mind the 
unkind critics who claim the R in R-world stands for regulations. 
SHILPA NAYAK 
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oingle-serve 
Success 


E FOUGHT FAST MOVING CONSUMER 

goods behemoth Hi in the mar- 
ket and in the courts, has grown 
his company at an average of 16 per 
cent over the past four years, a per- 
iod when most FMcG companies 
would have been content to stay 
where they were, and successfully 


. parlayed a packaging innovation he 


was responsible for creating—the 
sachet, something that management 
guru C.K. Prahalad evocatively terms 
single serve—into a 26 per cent mar- 
ketshare in shampoos. Surely, that 
must fetch C.K. Ranganathan (no 
relation to Prahalad) and the com- 
pany he heads, CavinKare, a mention 
(maybe more) in this listing. The 
company, which expects to close 
2003-04 with revenues around Rs 
300 crore, recently ventured into 
the business of beauty salons, a 
natural extension of its existing busi- 
ness (and something that Ranga- 
nathan hopes will help grow it even 
further and faster), and foods (pick- 
les, for starters). “In foods, the mar- 
ket is at the same point where the 
personal care one was 50 years ago," 
says Ranganathan, his eyes light- 
ing up to the opportunity. 

NITYA VARADARAJAN 


CavinKare's C.K. Ranganathan with 
some products: Cal! me David! 


CAVINKARE FICG David — 















จ NUMBERS TELL THE 
story and sometimes, they 
don’t. First, a sampling of statistics 
of the first variety: Bangalore-based 
MTR Foods hopes to close 2003-04 
with revenues of Rs 130 crore, up 
from Rs 103 crore in 2002-03; the 
company has a 60 per cent share of 
the small-but-growing Rs 25 crore 
market for ready-to-eat (or r-t-e) 
foods; and revenues are expected to 
nudge Rs 500 crore by 2008. Now, 
a sampling of the second variety: in 
the past nine months the propor- 
tion of MTR Food's revenues arising 
from the northern part of the coun- 
try has increased from 8 per cent to 
18 per cent, its production from 
15,000 r-t-e packs a day to 50,000, 
and its number of stock-keeping 
units (SKUs) from 20 to 30. “We 
have seen significant progress in a 
regional brand becoming a national, 
if not global brand,” says Anil 
Ahuja, CEO J.P. Morgan Partners, a 
company that invested Rs 19.2 
crore ($4 million) for a 28 per cent 
stake in MTR Foods back in 
January 2002. The key challenge, 
says Sadananda Maiya, Chairman, 
MTR Foods, is “expanding the 
market; we have to alleviate the 
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MTR Chairman Sadananda Maiya with a r-t-e masala dosa: Tasty bite! 





IMTRIFOODS 1 ip-container Pioneer 


Foil-wrapped Success 


guilt of today’s woman when she 
serves our heat and eat food; our 
palak paneer and masala dosa are 
just as good, and as tasty, as home- 
made food.” The growing range— 
in the past two months MTR 
Foods has launched a range of rice 
dishes, its popular masala dosa 
and Upma—backed by what the 
company’s CEO J. Suresh (he was 


poached from HLL in July 2002) 
calls “our ever expanding reach” 
has helped MTR do that and fend 
off competition from the likes of 
ITC, Satnam Overseas, Capital 
Foods, and a clutch of others. And 
to think it all started with an old- 
world Udupi-style eatery in down- 
town Bangalore. 

VENKATESHA BABU 


70 


E? HELP US IDENTIFY INDIA’S BEST MARKETERS, 
our correspondents contacted eight academ- 
ics, consultants, and marketing professionals and 
interviewed them on companies that had, in recent 
times, managed to: create a market; create a cate- 
gory; grow a market or category; launch a wildly- 
successful product or advertising or promotional 
campaign; alter consumer habits or perceptions; 
grow faster than the market and the competition 
and gain marketshare; or use a distribution inno- 
vation to address a marketing issue. The eight 
experts who responded were: 
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S. Ramachander, Director, IFMR-ACME, Chennai 
Y.L.R. Moorthi, Professor (Marketing), IIM-Bangalore 
Atanu Sinha, Associate Professor (Marketing), ISB 
Rama Bijapurkar, Marketing Consultant 

Prasoon Joshi, National Creative Director, McCann Erickson 
Harsh S. Verma, Lecturer (Marketing), FMS-Delhi 
Sukanya Kripalu, CEO, Quadra Advisory 

R. Sridhar, Partner, IDEAS-RS 


Their responses were collated and 13 best marketers 
identified. Our correspondents then fanned out to 
meet these marketers. 
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Bon Cuisinier 


N CHENNAI, RESTAURATEUR M. MAHADEVAN IS A LEGEND OF 
sorts: Oriental Cuisines, a company of which he is Managing 
Director, manages five restaurants and a hotel in Chennai; 
other companies in his fold manage 22 more restaurants in the 
city and some 40 overseas across 23 cities including Paris, San 
Jose, New Jersey, and Dubai; and history records the man as 
the founder of the popular nation-wide Hot Breads chain, not 
bad going for a catering management professor. It isn’t 
Mahadevan’s international business—he spends six months of 
the year abroad managing restaurants—that earns him à 
place in this listing, although, this writer must confess that 
there is a certain cadence to a man who very recently opened 
a mainline French boulangerie, replete with French bakers, in 
Washington. What does is his ability to spot trends as they are 
breaking, an invaluable asset in the restaurants business. 
Tapas, as a concept, had existed some time, essentially snacks 
given out at Spanish bars. In 2003, the term went global, 
was adopted by restaurants in tony urban boroughs serving 
food that is oh-so-five-minutes-ahead and catering pre- 
dominantly to the hip young. Thanks to Mahadevan, who 
came across the concept in Paris, Chennai has India's first 
Tapas bar, Zara Tapas Bar (launched in March 2003). 
Does that translate into money? Well in the nine months 
leading up to December, Mahadevan's group earned rev- 

enues of Rs 100 crore. That's no chump change. 
NITYA VARADARAJAN 
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Oriental's MD M. Mahadevan in one of his kitchens: 
Smorgasbord surfer 
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The Machine That Made Company 


OYOTA 


QUALIS, THE 

multi-utility vehicle with 
which Toyota Kirloskar Motor 
(TKM) decided to enter the Indian 
market, won't win any prizes for 
looks but it has certainly man- 
aged to win over the Indian con- 
sumer. Four years after its launch, 
over 100,000 Qualises have been 
sold in India and the Muv is hold- 
ing its own against brash new ve- 
hicles of its ilk. In 2003, for 


instance, Qualis outsold M&M's 
(Mahindra & Mahindra's) Scor- 
pio by approximately 25 per cent; 
for the record, the company's 
share in the MUV segment in 2003 
was a whopping 32.5 per cent. So, 
just how did a car with dated 
looks, perhaps non cutting-edge 
technology, and a hefty sticker 
manage to cement the reputation 
of the Japanese carmaker in India? 
One reason for this could be the 


reputation Toyota has always 
enjoyed in India, However, it was 
TKM's customer-centric approach 
that won the game: most MUV- 
makers aren't too particular 
about customer-needs. *We al- 
ways ask the customer what he 
wants; we have to understand 
the customer, otherwise, the ve- 
hicle will not sell," says K.K. 
Swamy, Deputy Managing 
Director, TKM. Toyota's famous 





Hutch CEO Asim Ghosh puts his feet up: His advertising rocks 
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That Message Thing 


UTCH DIDN'T GROW ITS MOBILE 

business at the scorching pace 
Reliance Infocomm did in 2003. 
For those interested in numbers, 
the company’s subscriber-base grew 
by 105 per cent in 2003, as compa- 
red to Reliance’s incalculable 0-6 
million, and Bharti’s 100 per cent. 
What we're interested in, how- 
ever, is how Hutch managed to 
register that growth—arguably on 
the strength of two of the most 
creative advertising campaigns the 









country has seen in recent times. 
“We see the ad campaigns as part of 
a larger communication mix and as 
a continuum devoid of any hyper- 
bole and clichés," says Asim Ghosh, 
Managing Director, Hutchison 
Essar. Have the cool-and-retro ani- 
mated campaign and the high-emo- 
tion pug-and-pal one worked? Well, 
Hutch claims its brand recall score 
across the circles in which it oper- 
ates, expressed as a proportion of 
that of the nearest competitor has 


eputy Managing Director 
Qualis: MUV-ver & Shaker 


it. 


moved from around 80 per cent to 
about 120 per cent. And the com- 
pany, which was adding just under 
100,000 subscribers at the begin- 
ning of 2003, added over 300,000 
in December. In a category where 
A.R. Rahman's tune is creating its 
own magic for Airtel (Bharti), and 
Reliance Infocomm’s blitzkrieg 
threatens to drown all other mes- 
sages out, Hutch has managed to 
cut the clutter. That’s something. 

MOINAK MITRA 


build-quality—evident in the 
constitution of Qualis—helped. 
As did, as the CEO of a rival car- 
maker points out, “the fact that 
no foreign companies were op- 
erating in the segment they chose 
to enter." The CEO, however, is 
quick to add that “Toyota did a 
dashed good job of convincing 
customers that the Toyota setting 
up shop here was the same 
Toyota from Japan.” That's ey 
ident in the six-week waiting 
period for one of the company’s 
new offerings, the relatively 
pricey Corolla. @ 

KUSHAN MITRA 
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we T'S A LONG ROAD FROM 
precious: stones to hard 

~ rocks, but Andhra Pradesh’s 

-— Rayalaseema region has trav- 

๒ elled it. Once renowned as 

= - Ratnalaseema (land of precious 
< stones), its present name means 
Jand of rocks. Few industries are 
¿located here and the locals eke out 
a living tilling the unyielding land. 
-i Veldurti is a village (pop: 2000) in 
Kurnool district, part of this re- 
egion. In 1988, Rayalaseema suf- 
_ fered one of those acute droughts 
it does every few years. Local farm- 

. ers saw their already hard lives be- 
. coming harder. And Suvarnamma, 
<c a beggar dependant on the charity 
— of others, suddenly found her tak- 
ings dwindle to next to nothing. 
Soon, the lady of indeterminate 
.age—^Even I don't know how old 
cc Pam," she says, her wizened face 
— breaking. into a smile—who had 




















: : resorted to bi Being after the death p 
oF] her husband, an n: agricultural 1 
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oor than- -poor borrowers can be profitable? Ask Kumar, He pes be -th 
done-that, and knows how. By VENKATESHA BABU : 









labourer, couldn’t summon energy 


enough to raise her begging bowl 


or move out of the sun where she 
was squatting. That's when a mes- 
siah walked into her life. 

The slightly portly saviour off- 
ered her the comfort of words, food 


and water for four days. On the. 


fifth, he suggested that Suvarnamma 
take up a small business with capital 
he would provide. The lady recol- 
lected that her grandfather had 
made a go of selling bangles and 
wooden combs to the village folk; 
soon, with Rs 500 in capital, she 
was in the business. The first days 
were hard, but business improved 
with time; three months later, dur- 


ing the festive season, Suvarnammá. 
l managed to earn profits of Rs. 200. ow 
in a single week. Six months later, SIE 


i ke Fight A Buffalo; two years 
later, she built a house; and to- 
“day, st shee earns Rs 2, 500 a month. 
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LV. Lnow 45, isan unlikely 9 





| méssial Born into à ‘middle-class 


family in 1957, the commerce 
graduate would have ended up a 
Chartered Accountant had things 
turned out differently. If they did- 
n’t, attribute it to the quirks of the 


CA qualifying examination and 


Kumar’s leaning towards social 
service, Like other commerce 
graduates wishing to become a CA, 


. Kumar had time on his Bands 


takes a while to qualify asa CA in 
India and wannabes appearing 
for the examination have the opt- 


ion of serving as an apprentice 

with a qualified CA or doing noth- 
ang at all. Kumar chose to do the. 
latter, but spent his time working : 
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model. That involved recruiting a 
workforce and training it to identify 
people who need finance and ensure 
that the money loaned was used for 
the stated purpose. He hired 12 peo- 
ple and sent them to Bangladesh 
and Malaysia for training. On their 
return six months later, half quit 
immediately; three others, a little 
later; and today, only two of the 
original 12 work for SHARE. 
Undeterred, Kumar decided to 
develop work methods and training 
programmes for his employees in- 
house. The rules-of-lending emerged 
over time: anyone who earned 
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less than Rs 250 a month was 
poor; all lending has to be done to 
women because they are more resp- 
onsible with money. As did work 
methods: all lending was done 
through small groups; if the indi- 
vidual defaulted, it was the group 
that had to pay the sum back; and 
this simple tactic created a powerful 
collective monitoring mechanism 
that ensured that the money was 
put to the right use. Today, SHARE 
boasts a workforce of 2,000. 

By 1999, Kumar was itching to 
incorporate SHARE: a society, by 
Indian laws, cannot make a profit 
and SHARE was close to doing so; he 
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wanted banks and financial insti- 
tutions to treat SHARE as a 
“responsible financial entity”; and 
he knew that the “grant culture” 
wasn’t sustainable. “We want our 
developmental concerns to be run 
on a sustainable commercial ba- 
sis,” says Kumar. The 26,000 peo- 
ple to whom SHARE had loaned 
money until then subscribed to the 
shares and on April 20, 1999, the 
society became a non banking fin- 
ance company, SHARE Microfin 
Ltd (SML). Today, the company has 
134 branches across three states 
and has serviced some 300,000 


"Development 
economics is 

not charity; it 

is about doing 
good and at 
the same time 
ensuring that 
the company 

is profitable" 


borrowers. In the first six months of 
2003-04, SML returned a profit of 
Rs 74 lakh. And, thus far, it has 
disbursed Rs 391 crore in loans 
and recovered Rs 297 crore. The 
recovery rate: 100 per cent. 


early 40 per cent of 

India's population of a 
billion-plus lives in abject poverty. 
SHARE's research indicates that less 
than seven million of the 75 million 
households to which these 400 mil- 
lion belong have access to micro- 
finance. *Rs 27,200 crore is requ- 
ired to meet the demand from the 
other households; we have just 





scratched the surface," says Kumar. 
Which is why the company's five- 
year objective of one million cus- 
tomers and a loan portfolio of Rs 
300 crore looks achievable. 

Typically, SML borrows from 
banks at 12 per cent and lends at 15 
per cent—micro-credit interest rates 
are high, although not usurious, 
because of the risk involved. 

Kumar's response to obstacles 
is a businessman's. When he rea- 
lised that the amount a bank can 
lend to one micro-finance com- 
pany is limited, he incorporated 
Asmita Microfin Ltd to work in 
Orissa. And he is convinced that 
both companies are on to a good 
thing. “Development economics is 
an entrepreneurial opportunity," 
he says. “This is not charity; it is 
about doing good and at the same 
time ensuring that the company is 
profitable—otherwise, it is just 
not sustainable." 

That could explain why SHARE 
has recently diversified into micro 
enterprise credit, where it will loan 
customers as much as Rs 1,00,000. 
“We realised we were losing valued 
customers who were extremely 
trustworthy," says Kumar. "Creating 
a large enterprise needs extra special 
skills," admits an admiring 
Muhammad Yunus. “But to create a 
number of sound business enter- 
prises that are totally dedicated to 
helping the poor, one doesn't just 
need to be a social entrepreneur 
but a special human being; Udaia is 
such a rare person.” ง 

There’s a price Kumar has had 
to pay: he hasn’t paid much atten- 
tion to his family, wife Vidya Sra- 
vanthi, a former lecturer of English 
at Osmania University, and four 
daughters. Still, the pride in Sra- 
vanthi's voice is evident as she talks 
about her husband. “All great endea- 
vours require sacrifice,” she says. 
Kumar sees it differently. “In a 
way,” he says, “I’m a capitalist, for I 
have created lakhs of micro entre- 
preneurs.” That’s a thought. @ 
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From Business Strategy Development to High End Market Data Analytics 
From Market Research to Power Brand Consulting 
From Corporate Identity Consulting to Winning Public Relations 
From Social Sector Consulting to Effective Corporate Films & Communication 
From Event Management to Stupendous Direct Selling 
we do it all because we realise that 


Our no nonsense consulting solutions have been adopted by world class organisations like 


AMERICAN EXPRESS, GE, McKINSEY & Co., PWC, UNITED NATIONS, NESTLE, SONY, SAMSUNG, COKE, 
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and many many many many more... 
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Having floored many with Ranger floor 


tiles. The colours, textures and finishes of A 


tiles, Kajaria introduces the Ranger wall 
PERFECT WALLS 


this series are bound to mesmerise you. For, AND FLOORS 
this series will add more dynamism to the 





interior aesthetics of your establishment. Be visit us at http://www.kajariaceramics.com 
it your kitchen, bathroom or wash room, PHONE FAX E-MAIL 
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The Indian economy will grow faster than most others next year. But hold the bubbly just yet. 
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India rising. India shining. The 
BRICS report... 


OUNDS FAMILIAR? IT WILL, IF 

you have been reading the 

papers, publications such as 
the one you hold in your hands, 
even billboards on the way to 
work. After discounting hype and 
the Bharatiya Janata Party’s prop- 
aganda in the context of the com- 
ing elections, the original question 
remains: Is India really rising and 
shining? More importantly, does 
it shine brighter than its competi- 
tors (read other emerging 
economies)? 

First, the good news: India is 
probably at an inflection point from 
where it appears like a now or 
never situation for the billion-strong 
democracy. Growth rates are 
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healthy, inflation is under contr- 
ol, Fil (foreign institutional inv- 
estors) inflows seem to be breaking 
all former records, forex reserves 
are at an all-time high, outsourcing 
to India has caught the imagina- 
tion of the world, and the govern- 
ment seems to have perfected its 
own effective version of laissez 
faire. To continue in the same vein, 
India, it appears, will emulate 
China’s J Curve in mobile phones, 
two wheelers and car sales by 2006 
(China saw car sales jump 2.6 
times, two wheeler sales, 6 times, 
and mobile subscribers 58 times 
around 1997). That takes care of a 
burgeoning domestic market, the 
first requisite of a strong economy. 

Now for that question about 
India and its competitive posi- 
tion among its peers: this is a 


® 





critical question given the fact 
that India competes with several 
emerging economies for its share 
of global capital. 


he most discernible pattern in 

the global economy today is 
one where a cluster of developing 
economies are slowly aligning 
themselves to form a gigantic supply 
chain that touches everything from 
information technology (IT) serv- 
ices to auto component manufac- 
turing to research in drugs. The 
buyers are largely in the United 
States, Western Europe and Japan. 
“There is just one question that 
global customers ask today—what 
can we do to integrate India into 
our global supply chain?” says Sudip 
Banerjee, President, Enterprise 
Solutions, Wipro Technologies, 
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INDIA — CHINA — VIETNAM BRAZIL — RUSSIA THAILAND — S.KOREA ARGENTINA 
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MdultiiteracyiRate (Vale-Femaleng).— 4250 14 — 7 — 13 


(Health Expenditure PerCapita(iss7-00in$) 23 — 45 — 21 26 


Infant MortalityRatePer1000Births — 67 — 31 — 30 31 


*Value added per worker per year 


Source: World Development Indicators, 2003 


who sees companies in Japan and 
South Korea wanting to take adv- 
antage of China's emerging IT skills. 
"Take that bloc out and I see India 
faring alright," he adds. 

Cut to an unrelated sector, aut- 
omotive. Here too, key players are 
seeing a pattern emerge. “We would 
look at Malaysia, Singapore or 
Philippines for electronics expertise 
whereas India is more suited to 
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labour intensive work, like castings 
and forgings," says David Friedman, 
MD & President, Ford India. 
"China, with its economies of scale, 
is suited to electrical components." 
Extending that logic to Latin 
America, Ravi Venkatesan, 


Chairman, Cummins India, says, 
“It is Brazil for engineering capabi- 
lity, Mexico for its access to North 
American markets, China for high- 
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volume low-skills labour, and India 
for engineering skills (behind 
Brazil)." Outsourcing is clearly one 
area where India has arrived. 


p also seems to have arrived in 
terms of Fil inflows. Just why are 
foreign investors turning to markets 
such as India? *The general con- 
sensus is that the US currency out- 
look is not particularly good. So 
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Stockmarket appreciation in the one year between December 2002 and December 2003 in per cent 
w GOP growth in percent for 2004 (2004-05 Her India) 
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into emerging markets ,” explains U.R. Bhat, Head of Equities, JP 
Morgan India. The markets of choice are China, South Korea (in- 
flows of $11.8 billion in 2003), Taiwan ($15.7 billion), Brazil ($11 


billion till September 2003) and India (over $6 billion). “India. 


commanded 15 percent of the rit flows last year, which is ahead of 
its index weight of 5 percent,” says a senior exec at a Mumbai-based 
Fi. “Investments in India saw better return on equity (ROE) than all 
the other emerging markets at 18 percent last year; the average for 
other markets was about 11 to 12 percent.” 

"Does that mean the fundamentals of the Indian economy are bet- 
"ter than, or at least similar to those of other emerging economies? 
2 "India's growth is largely because of the domestic market with exports 

-accounting for just 10 percent of its GDP, unlike China which is 
much more dependent on exports and, as a consequence, on the US 
as a buyer,” says Bhat. “As for the Latin American economies, the huge 
| problems with currency and inflation are still fresh in many investors 


-Indias ç growth is still driven more by 
the domestic market than exports 


memories.” And the Russian and Eastern European story, as every- 
one well knows, comes with more than a dash of political inst- 
ability. One reason for the relative solidity of the Indian economy could 
be the cost of capital i in the country. India, explains Surjit S. Bhalla, 


Managing Director, Oxus Research, has seen interest rates fall by as | 
much as 6 per cent over the past three years. In most other emerging - 


economies the corresponding figure is 3 per cent. 


hat the Indian economy isn't there yet is evden economic 
and social indicators (see India vs Emerging Markets). One 


dekko is enough to turn all arguments of the preceding paragraphs 
around on their head. Then, there’s the issue of jobs. Pranab K. 
Bardhan, a professor of economics at the Department of Economics, 
University of California, Berkeley, points to the fact that employ- 


. ment growth in India has not kept pace with Gross National 


Product (GNP) growth, a phenomenon economists term jobless 
- growth, resulting in large-scale unemployment. 

India's problems don't end there. The country's investment in in- 

frastructure has been, at best, inadequate. Economists like Saumitra 
Chaudhuri of icra, however, point to a silver lining: “One positive 
is that the economic management of the country has followed 
the classical balanced approach that has saved it from the Asian melt- 
down or the various currency crises plaguing the Latin American 
countries.” And the world is coming around to the opinion that 
India’s services-driven economic model could fly. “The service 
industry as.a driver of economic development i is a new phenome- 
non, most effectively used by Ireland, in terms of output per 
capita growth. If this model is applied as successfully in India, 
then it will become one of the largest economic powers in the 
world," says Jephraim Gundzik of California-based investment 
advisory firm, Condor Advisors. Hear hear! 


PRIYA SRINIVASAN WITH INPUTS FROM ASHISH GUPTA Í 


82 BUSINESS TODAY FEBRUARY 15 2004 


investors are looking to diversify their exposures and are moving 1r 









Theres one on in campuses. 


-HESE.DAYS, THE MAN WITH 
arguably the biggest smile in 
Bangalore is Prashant Sood. 





| The 25-year-old class of 2004 stu- 


dent at the Indian Institute of Banga- - 
lore is one of the school's 23 that 
have managed pre-placement offers. 
His comes. from HSBC Bank i in London 













mere fact that 49. studei 
B's graduating batch « 
landed jobs already—a Ip 
placement offers, 26 

lateral placement offers; the 


go to students with 0 


relevant prior work experience—does- 


.. n't mean that recruiting companies 


expect the current economic boom 


£ will last. What does, is the expectation 
of Ganesh Prabhu, Assistant Professor 


and Chairperson, Placement, HM 
Bangalore, that there will be a 
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O Abumper summer placement 
season across B-schools. 


แอ น อ น ค อ ร 6 paseo 


O More companies will visit B- 
schools for placements this year 


seen tortis renes rore itii aimi e iet 


O Most B-schools expect job 
offers per student to increase 


O Some schools expect salaries 
for entry- -level MBAS to go up. 


o There will be more jobs going 
for MBAs in BPO firms - 
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Joy % Innovative Technology 


We offer you the joy of multimedia on your mobile phone 
through the use of next-generation technology. Our 
Wavelet Transform based Video Compression (WTVC 


technology sends out compressed video files at high 


Wavelet Transform based Video 
E : Compression Technology 
speed with continuous buffering. This unlocks R World Another first from Rel 
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Reliance 


The leader brings you the Joys of Innovative Technology. You can experience the Joys of RIM | ndiaM C bile 


Simply call 3033 4343. Kar Lo Duniya Mutthi Mei 
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substantial increase in the number 
of companies that recruit from the 
campus this year (around 60 did 
last year). And what does, is the 
fact that placement co-ordinators, 
chairmen, and whatever in cam- 
puses around the country are 
singing the same tune. 

This common belief doesn't arise 
from hope but from two tangible 
factors. The first is a bumper sum- 
mer placement season across B- 
schools. *Given the stellar summer 
placements this year, we expect our 
(final) placements to be very posi- 
tive," says Saikat Sengupta, Student 
Member, Placement Committee, 
Indian Institute of Management, 
Ahmedabad. The second is the fact 
that more companies have con- 
firmed their participation in the 
great recruitment jamboree. At XLRI, 
Jamshedpur, between 65 and 70 
companies have confirmed partici- 
pation, as against the 50 that rec- 
ruited from campus last year, a skew 
in the demand-supply equation that 
prompts Placement Secretary 
Harshvardhan Singh to say, *We 
cannot guarantee recruits for every 
company." That sentiment finds an 
echo on the outskirts of Kolkata 
where the Indian Institute of 
Management, Calcutta, is located. 
The 241 students of the school's 
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The class of 2004 at IIM Bangalore: It can look forward to a fairy-tale ending 


class of 2004 have carefully marked 
out March 14, 2004, on their cal- 
endars; that's the day the placement 
season kicks off. *Last year we 
hosted around 80 companies during 
the recruitment season; this vear, 
we expect more," says Abhishek 
Sharma, a member of the school's 
placement cell. Some of these could 
be companies that have never visited 
the campus before. 

Mumbai's Jamnalal Bajaj Institute 
of Management Studies, for instan- 
ce, is preparing to welcome Infosys, 
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offers per student to increase from 
“1.4 to more than 2,” and the avera- 
ge annual salary by around 20 per 
cent from last year’s Rs 6.88 lakh. 
It isn’t just the 11 companies that 
are hiring, although their return to 
campuses is only to be expected. 
“We have had a good season as seen 
in our Q3 numbers,” says Hema 
Ravichandar, VP, HR, Infosys. “As 
indicated, we will be hiring around 
1,500 people from engineering and 
management campuses.” ICICI Bank, 
for instance, plans to hire 170 to 


More companies have confirmed 
their participation in the great 
recruitment jamboree this season 


Tata Strategic Management 
Consultancy, Biocon, Bharat Serum, 
and Singapore’s Temasek Holdings, 
all first-time recruiters at the school. 
The placement cell has run an analy- 
sis on the basis of the companies 
that have expressed interest in 
participating in the placement 
process and estimates that the offers 
per student will increase from 1.2 to 
1.6. Delhi’s Faculty of Management 
Studies has conducted a similar exer- 
cise and Sudarshan Sengupta, Student 
Co-ordinator, Media, expects the 


180 people from B-schools this year 
as compared to the 70 it did last 
year. “There will be solid analytical 
jobs going in BPO firms and jobs in IT 
companies with strong banking ver- 
ticals,” says K. Ramkumar, Head, 
Human Resource Management 
Group, ICICI Bank, detailing the 
kind of new jobs that will be cre- 
ated. We’re convinced: 2004 will 
be a good year on campuses. 
ARNAB MITRA, PRIYA SRINIVASAN, 
KUSHAN MITRA, AND 
VENKATESHA BABU 
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When did fear go away... 
And passion replace it ? 
When did the boundaries disappear... 
And horizons look near ? 


When did the world matter less... 





And your inner voice more ? 


When exactly did you begin to believe 
There is no one 


You would rather be than you ... 
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Reflects your inner fire. 
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A lot at Hyundai's plant near Chennai: The company is investing $220 million to expand capacity 


. The Colour of Mone 


Fresh capital investments are underway in India. Just what the economy needs. 


F ANYONE CAN REST ON HIS LAURELS, BABA 

N. Kalyani, the 53-year-old Chairman and Mana- 

ging Director of Bharat Forge, can. In November 
2003, with the acquisition of Carl Dan Peddinghaus 
GmbH, Bharat Forge became the second-largest forg- 
ings company in the world. But Kalyani wants more: 
over the next 24 months he will invest around Rs 
350 crore in expanding capacities. His target? The 
#1 spot. “The capacities will help us meet growing do- 
mestic and international demand for products,” he 
says. Then there’s the story of Hyundai Motor India 
which plans to invest $220 million (Rs 1,034 crore) to 
expand the capacity of its factory near Chennai to 
2,50,000 cars a year from the existing 1,50,000 “to 
make it a global export hub for small cars and to 
cater to upcoming launches in India,” in the words of 
its President, B.V.R. Subbu. It isn’t just automotive: 


BIG-TICKET INVESTMENTS: A SAMPLING 


investment (Rs cr) 


4,800 
RASHTRIYA ISPAT NIGAM 3,000 
1,000 
HYUNDAI MOTOR 1,034 
4,500 
OIL AND NATURAL GAS CORPORATION 16,000 





3,250 


MINISTRY OF SURFACE TRANSPORT AND HIGHWAYS 30,000 






across petroleum, electronics, steel, and cement, com- 
panies are investing in upping capacity or building 
afresh. Shell India, for instance, is investing Rs 3,000 
crore in building a liquefied natural gas terminal at 
Hazira, Gujarat. And Tata Steel is investing Rs 1,800 
crore in expanding the capacity of its Jamshedpur fa- 
cility. Is the great investment drought over? Sachin 
Mathur, the head of research at CRIS INFAC thinks so. He 
claims that between 2003 and 2008, India will see in- 
vestments to the tune of Rs 500,000 crore, up from Rs 
200,000 crore between 1998 and 2003. Companies in 
sectors such as steel, cement, paper, and petrochemicals, 
he adds, will have to operate at utilisation levels beyond 
100 per cent by 2005 should demand grow at its exi- 
sting rate. “The real big investments will happen from 
2004 onwards," he says. Happy? 

ASHISH GUPTA 


Plans 

Expansion of the Jamshedpur plant 

Greenfield project 

Greenfield project 

Expansion of existing capacity 

Special Economic Zone in Maharashtra 

Acquiring new assets and reviving old fields (Bombay High) 
Completion of LNG terminal in Hazira and setting up petrol pumps 


Development of the Golden Quadrilateral and the North-East, South-West Corridor 


3,900 Power plant in Chhattisgarh 


BHARAT FORGE 350 
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Expansion of existing capacity 
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Pichavar 


Visit Pichavaram for a mix of nature and fun 
It includes picturesque backwaters weaving 
through tiny islands. Mangrove forests partially 
and permanently rooted in a few feet of water 
(According to experts, these forests are one of the 


loveliest and healthiest in the world) 


Every year, botanists, ornithologists and tourists 


come in their numbers 


Then, they come back again. It’s time you did 


"Oy, For details on TTDC's attractive package tours with excellent accommodation and transport facilities 
please contact: TTDC, Tamilnadu Tourism Complex, Wallajah Road, Chennai - 600 002, India 
Ph: 91-44-25388785 / 25361640. Fax: 91-44-25382772. E-mail: dir-tour@tn.nic.in 
Website: www.tamilnadutourism.org 
Call: Chennai : 91-44-25389857, 25383333 Mumbai : 91-22-24110118 New Delhi : 91-11-23745427 
Kolkatta : 91-33-24237432 Goa : 91-832-2226390 Visit us at www.tn.gov.in 
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Blue Dart On The Boom: Yes, It's On 


Moving FOT 


The freight industry is cautiously upbeat. 


AST YEAR, BLUE DART TURNED 20, INVESTED RS 8 CRORE IN 
infrastructure to meet rising demand, acquired a fourth air- 
craft, and did just about anything a company coping with 
a boom would do. *The changing economic scenario in India, an 
increase in trade and commerce, and our own investments in infr- 
astructure are yielding results," says Tulsi Mirchandaney, Senior Vice 
President, Marketing & Finance, Blue Dart. At another logistics ma- 
jor AFL, Chief Operating Officer E.N. Venkat is budgeting for a 20 
per cent increase in business next year. If the experiences of 
Mirchandaney and Venkat are any indication, the boom in the Indian 
economy looks good to last for at least a year. After all, freight com- 
panies are the economy's own water diviners. And if things 
look good for the industry—Vineet Agarwal, Executive Director, 
Transport Corporation of India, says they are, on the strength of 
an upsurge in truck sales—it bodes well for the economy. 
Figures provided by the Society of Indian Automobile 
Manufacturers show that the sales of heavy commercial vehicles 
have increased by 42 per cent between April and December 2003 
as compared to the same period in 2002. Surely, not all of 
that can be explained away as fleet-upgradation activity. Carrying 
the argument forward to its logical denouement, operators 
must be investing in expanding and upgrading their fleets because 
they see an increase in demand. Fact: We're on a roll. 
SUPRIYA SHRINATE 
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Pack-boom 


Its happening, say companies. 


HE INDIAN PACKAGING INDUSTRY 
was riding the boom before it 
happened. With companies 
modernising packaging and a mini- 
revolution on in the processed foods 
business, the industry has been grow- 
ing at around 15 per cent a year for 
the past few. “The Indian packaging 
industry has exhibited a fair degree 
of dynamism in terms of product in- 
novation," says G. Shanker, President, 
Madras Consulting Group. Now, 
things get even better. 
Companies in the 
processed foods 
and fast moving 
consumer goods \ 
business work 
closely with pack- 
aging firms, often 
communicating any 
knowledge they have 
of a future increase in 
demand. So, when 
Essel Propack cro R. 
Chandrasekhar says that 
his company expects to 
grow by 3 to 4 per cent 
in the short term but sees 
a substantial jump coming 
in the long term, it means 
the company’s customers, 
predominantly FMCG com- 
panies, see a long-term inc- 
rease in demand. “We do see 
a pick-up in volumes happening post- 
monsoon, mainly in products catering 
to the oral care business,” explains 
Chandrasekhar. “For products cater- 
ing to the cosmetic care business, 
there is a more direct impact of the 
feel-good factor and we are seeing a 
slow improvement in the last few 
months.” This is the official line of 
India’s and the world’s largest lami- 
tube packaging company. Remember 
our question: Flash in the pan or 24 
carat? Definitely 24 carat. E 
DIPAYAN BAISHYA 
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e Group Superannuation Scheme ๑ Group Savings Linked Insurance Scheme ๑ Group Insurance Schemes covering various needs 


For further details, contact P&GS Unit at the nearest Divisional Office or email : licpgs & bom3.vsnl.net.in 


Visit www.licindia.com 
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A Scheme 


that lasts for a lifetime. 





A plan that’s advantageous to 
employers as well as employees 


๑ Tax exemption for employers 
* Life cover for employees. 


๑ Simple administration; no more worries of liquidity planning for 
gratuity payments ® Attractive returns and tax benefits 
๑ Scientific funding of gratuity liability recommended by LIC 
* instalment funding for past liability; available with 100% IT reliet 
in the year of payment ๑” Employees insured for death benefit 
based on future service * Dual benefit of liquidity with high yield 


OUR OTHER GROUP PRODUCTS 


* Group Leave Encashment Scheme 


LIC/31/03-04/Eng 


fife Jusurance Corporafion of Judia 


Trust - Thy name is LIC 


Insurance is the subject matter of solicitation 


bt personal finance 


HOT OFFERS 


A sudden rush of issues is set to hit the market. Here's a quick guide 


O 2003 WAS THE YEAR OF THE 
secondary market. Could 
2004 be the year of the pri- 
mary market? From the 
shape and size of the initial 
public offers (IPOs) being powdered 
up for public glare, there's good reason 
to say so. Besides, it's in the natural 
scheme of things to expect a dam- 
burst of issues some six months after a 
major revival in secondary market ac- 
tivity. A spike in the number of shares 
exchanging hands is but a ‘leading’ 
indicator. The stockmarket's actual 
job is to mobilise capital for business. 





Staggering Figures 

That a rally can be used as a convenient 
draw for an IPO is obvious, and the 
logic has not escaped the Government 
of India, which still owns a large por- 
tion of businesses in the country. This 
is not a sudden development, how- 
ever. The privatisation of state-owned 
equity has been government policy 
for a long time now. And, in the words 
of Narayan S.A., Managing Director, 
Kotak Securities, “It can be said that it 
is the Maruti IPO that has revived the 
primary market. And perhaps the sec- 
ondary market too." Just this single 
signal of the government's resolve to 
privatise stock may well have sent the 
bourses into last year's frenzy. 

How much money is likely to be 
raised? “There is a huge list of com- 
panies—around 600—in the pipeline 
that want to make public issues ag- 
gregating over Rs 50,000 crore," says 
Prithvi Haldea of Prime Database. 
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Hot Offers Of 2004 
The Last Temptation 


to the slices of business on offer. BY NARENDRA NATHAN 


Wait-a-minute... stop. Rewind. Did you hear that 
correct? Yes, Rs 50,000 crore in 2004—it’s a stagger- 
ing figure. More than $10 billion. And more than 22 
times the sum collected in 2003: Rs 2,194 crore. 

"But it is very difficult to predict the exact number 
that will hit the market during the year," adds Haldea. 
Some may go ahead, some may not. A clearer picture 
will emerge only after the iPo-hopefuls file their offer 
documents with SEBI. Even after that, companies are 
free to backtrack. So, what would a more realistic gues- 
timate be for 2004? “If the secondary market remains 
stable," responds Haldea, “at least Rs 30,000 crore.” 
That doesn't do much to halt the staggering. 


The Hot Five 

Many of the star attractions are droolworthy, as far as 
the corporate names go (See Expected Public Offerings 
In 2004). Reliance Infocomm's absence from this list 
may disappoint some investors; it may plan an offer 
later as conditions shape up. But even without it, 
there's plenty of big-scrip choice. Here's a rundown of 
the hottest five (potentially speaking): 
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แพ Oil and National Gas Corp (ONGC): The biggest one of 
them all, India’s largest company by market cap, and 
state-run too. The issue is expected to be in the Rs 
9,000-10,000 crore range. The company’s recent 
global and domestic exploratory moves have already got 
bulls all excited, though fine-print investors—after 
Shell’s fiasco—would want to know how shaky the 
overseas deals are, particularly in spots such as Sudan. 
แพ Tata Consultancy Services (TCS): The jewel in the 
Tata crown. Also India’s biggest IT services player, 
ahead of Infosys and Wipro. The enthusiasm this PO 
could generate is unimaginable, given its role in India’s 
emergence as a low-cost software centre. Its strategic as- 
cent of the software ‘value curve’, especially to justify 
the middle part of its name, will be under watch. 

พ ผ GAIL (India): Another state-run hot-ticket company. 
As gas and pipeline networks rise in importance on 
India’s energy map, so will GAIL. The value potential 
would depend on several complex variables that have 
moved in a positive direction, lately. 

แพ Biocon: A relatively small issue, but important as a pi- 
oneer in biotechnology. The nature of the company’s 
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work is still a mystery to most lay investors, though the 
market senses big things to come in enhanced enzyme 
applications, recombinant breakthroughs and the like. 
Expect high specialised interest. 

แพ IDEA Cellular: A late entrant to the bustling mobile tele- 
com services market that relied on sharp-edged mar- 
keting to catapult its brand into customer mindspace, this 
multiway Birla-Tata-AT&T joint venture could still 
pack a surprise or two as the market moves on from 
commoditised price-play. Incumbents, though, are alert 
and aggressive—and 
bandwidth constraints 








ple, if TCS comes out with an IPO, the comparison 
should be with Infosys and Wipro and not with smaller 
software companies.” The fund-blocking risk applies 
again; you may not get allotment. 

Hot issues tend to attract stampedes. Do these put 
you off? If so, you might want to search for value offers 
that aren’t as much in the media glare. But then, ensure 
that you do your homework on the company’s past and 
projected future—as gleaned from reliable sources. 
“Small investors should not try to become venture 

capitalists and put 
money into companies 
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issues compared to the 

secondary market purchases," he warns, “50 don't 
get in if the discount is minimal. Retail investors should 
apply only if the discount is at least 15-20 per cent to 
the prevailing market price." 

For any offer, the price must be reasonable, though 
it's tricky to estimate this for an initial offer of unlisted 
shares. How to make sure you're not paying too much? 
Try using the prevailing valuations of industry peers as 
comparison points to get a roundabout idea. "Compare 
only with the closest,” says Subramanian, “For exam- 
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wary of rotten issues, 
and do take care to exercise the judgement any hard- 
nosed investor would, taking figures and genuine 
business indicators into account. The reputation of the 
lead manager might serve as a basic indication of issue 
quality. Lead managers screen offers carefully, and, as 
Narayan says, *the reputed ones won't touch the fly 
by night operators". But at the end, it's your money at 
risk. There's always a page or two of official fine 
print in any offer document. ‘Risk factors.’ It’s best if your 
knowledge sphere actually extends beyond this. 


-- 





Two is always better than one. Start conversation over a cup of coffee, gossip during the meals, play 
interactive games together or just lie back and enjoy companionship. And for all this and more. you can 
take along anyone with you almost absolutely free*, when you fly business/first class** with us. 


Your experience will be well complemented by staff attentiveness, efficiency, sincerity, personality and 
warmth of the cabin crew voted as the ‘World's best Cabin Staff of the Year 2003', a consecutive third 
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The Last 
mptation 


With SEBI having allowed stock-buying 
loans again, you have yet more money 
to wager. But don’t let that alone 
sway your decisions. BY SHILPA NAYAK. 













T IS EXACTLY WHAT IT SOUNDS LIKE: MORE MONEY TO FUND YOUR 
stock picks. The recent announcement by the market watchdog SEBI 
(Securities and Exchange Board of India) permitting ‘margin trading’ 
once again comes as a shot in your arm, if you’ve been hopping about 
frantically for fresh funds to wager on the bourses. So don’t sell off 
that piece of land that’s been lying around for years, and hang on to all the 
jewellery that's had you chin-rubbing ever since that New Year's party. 
There's other cash to go round. 

Now, margin trading isn't exactly an activity Indian stock players have been 
unaccustomed to. It had been quite a roarer in the major Sensex jamboree of 
1999-2000, as housewives and others turned *day traders' to multiply their 
cash. Once things went awry, it was banned. Margin trading, with its extra 
ring of surplus cash, is now back. Tempted? Read on. 


Margin And Tonic 

Most Indian brokers, while welcoming margin trading back as a mode of ret- 
ail funding (and awaiting detailed guidelines), see it as an obvious next 
step taken by sEBI after the changes wrought in operational practices to pre- 
vent any large-scale trading mishap. Computerised paperless trading has taken 
charge, settlement systems have been revised, and fraud supervision has been 
rehauled. It all adds up to a renewed sense of scam-free market confi- 
dence. “Margin trading, and the stock lending guidelines announcement by 
SEBI, is a positive and reformist step,” says Tarun Shah, CEO, Sharekhan, adding 


that, “Any guideline from the regulatory authority is the only way to move | 


towards correct and controllable processes—for all constituents to follow.” 
How margin trading works is the following. For some minor sum by way 
of ‘margin’ that you give your stock broker, he proceeds to acquire stock 
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worth more than that sum of money—in effect, loan- 
ing you the extra cash. The underlying assumption is 
that you're in speculative mode (buying, that is, with a 
view to selling in the immediately foreseeable future), 
and that the cushion—the margin—will be enough 
to cover any losses you may incur. The stocks, of 
course, are the broker's collateral. 

For example, if you the retail investor want to buy 
500 shares of ABC, now 
quoting at Rs 200 (in 
expectation of its touch- 
ing, say, Rs 500 in two 
weeks), you would ordi- 
narily need Rs 100,000 
to make the purchase. 
But instead of having 
to fork out that fat sum, 
all you give your broker 
is Rs 50,000, and he 
puts in the other half 
to buy the shares for 
you. In earlier days, 
brokers were funding 
clients up to 80 per cent 
of their deals. But SEBI’s 
guidelines have put a 
«ap on how much can 
be done so (See The 
Safety Margin). 

In the above case, if 
the stock moves up as 
anticipated, and is sold 
two weeks later 
through the ‘margin account’, the broker would 
credit the profit to your account after adjusting for 
the loan repayment (oh yes, there's no free 
lunch). The interest on such loans is high, 
no doubt, in comparison with most other 
loans (lower-risk loans, it must be said), 
but with stock prices so volatile, a 
sharp increase in price more than 
pays back the burden. 





THE SAFETY MARGIN 


If the stock value 
drops below 40 
per cent of the 


standardised. According to Shah, brokers in the past 
have “bent backwards to fund clients” on their own. 
accord and have suffered. But don't expect more of the 
same. By the new SEBI rulings, if the stock value 
drops below 40 per cent of the original deal, the 
margin amount will have to be topped up. So if ABC 
is at Rs 70, you pay an additional Rs 5,000 margin to 
stay invested. If i it falls below 30 per cent (say, Rs 59), 
the broker has the right 
to pull your game’s plug 
and sell your lot without 
asking you. | 
“The systemic risk in 
broker funding is imm- 
ense," says Manish Shah, 
Head (Retail Broking), 
Motilal Oswal Securities, 
“This cautious move by 
. $EBI will go a long way in 
bringing about trans 
parency in the system.” 
Sharekhan's Shah concurs 
broadly, saying that the 
new system "ensures better 
risk management and pro- 
tects brokers from liti- 
gations by clients on squar- 
ing up their positions 
The other good news: in- 
terest charges can come 
“down, too. 





Funding Funnel 
There was a time when brokers offering margin fa- 
cilities to their clients (favoured clients, mostly) were 
using either their own money or that of other 
cash-swamped clients happy to play mon- 
eylenders. Now, under the new direc- 
tive, brokers can borrow money from 
banks, non-banking finance compa- 
nies and even insurance companies. 
However, there's a prudential limit: 


What happens if it's the other way original deal, the the broker can borrow only up to 
round? It is, of course, a loss you must margin amount will five times his net worth. And no using 
bear. You can sell when you want, and other individuals’ funds anymore. 
square your accounts with the broker. have to be topped But are banks willing to take on 


Simple arithmetic dictates that so long as 
the current notional loss (the difference bet- 
ween current asset value and acquisition cost) is less 
than the Rs 50,000 margin sum, the broker won't be 
panicky. But if the share tanks and threatens to wipe 
out even that sum, the broker would be tempted to 
sell without your consent. 

The forces of temptation have now been 
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such unprecedented risks? 

Well, they're already stuffed with bonds 
(the yield story still has some observers rubbing their 
eyes). Some have even exhausted their limit of expo- 
sure to stocks. As Motilal Oswal’s Shah says, “The 
dynamic banks are either on the way to exhausting or 
have already exhausted the loan-against-shares cap 
of 5 per cent, as stipulated by RBL” But there are 
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‘Our client, INFOSYS TECHNOLOGIES LIMITED of Plot No. 44, Electronics City, Hosur Road, Bangalore 


561 229, INDIA brings to the notice of the investing public, persons engaged in the information technology industry, as well 


as stock exchange authorities, investment brokers, financial and market analysts and public authorities empowered to sanction 
trade names and permit participation in the capital market, that there is only one organisation which has the exclusive right 
under the law to use the service mark / trade mark / corporate name INFOSYS (either alone or in conjunction with another 
- name), and that organization is INFOSYS TECHNOLOGIES LIMITED. 


- Our client had coined and adopted the expression INFOSYS in the year 1981, and since then it has been trading and operating 
- worldwide continuously under the INFOSYS name, and using it as its trade mark and service mark. 


Our client enjoys tremendous degree of investor confidence because of its continuous and rapid strides in performance. Our 


. client is a zero debt company and its share price has witnessed quantum growth since it was first listed on the Bombay Stock 
Exchange in the year 1993. 


. The high level of goodwill and reputation that bài come to be vested in INF OSYS. TECHNOLOGIES LIMITED worldwide 
has made the trademark INFOSYS distinctive of our client not only in respect of computer and software related goods and 
services, but goods and services of all description and kind. Today, INFOSYS i is b recognized as one of the most reputed and 





vell known brands in the country. In fact, it has become a household name. —° 
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Japan, Hong Kong, Korea, Malaysia, Thailand, Indonesia, Singapore, The Philippines, Taiwan, Mauritius, Bangladesh, Pakistan, 
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The investing public is alerted against putting its hard-earned money or trust in any such company who might induce them to 
invest by wrongfully projecting its association with our client, INFOSYS TECHNOLOGIES LIMITED by taking ünauthorised 
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that such use would constitute invasion upon the proprietary rights of our client vis-a-vis the trademark / corporate name 
INFOSYS, and our client would not hesitate to institute appropriate legal action against them, including criminal action. 


cautioned against such piracy and misrepresentation and are requested to bring to the notice of our client instances of such 
illegal acts and inducement. This would enable our client to institute appropriate steps against such firms / companies who 
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others that could still pump money into the bourses. — profit on naivete and greed. Avoid them. 


“There is no reason why monies from NBFCs (Non- Fiscal and moral sense lies in universally acceptable 
Banking Finance Companies) and smaller banks options. There are other ways to do leveraged deals as 
won't flow into the stockmarkets, given the fact well. Through derivatives, for example, which 
that 50 per cent margin is quite safe," con- are broadly defined as complex instruments 


tinues Shah, "Since the law is clear-cut Brokers can now made up of underlying assets (such as 
and the rules stringent, there shouldn’t stocks) to suit special needs. You could 


be any problem.” borrow money use 'futures'—the rights to buy and 


“ , from n- sell stocks at fixed prices later on—to 
Thinking Options banks, no take large bets on stocks with not so 


It isn’t, of course, mandatory to use banking finance much money. The derivatives market, 
your broker as a banker. Any com- companies, andeven — 3 Sharekhan's Shah, is gaining depth 








mercial bank (if within its RBI limits) . -- at last. That's good. 

can theoretically lend you funds, but will Insurance companies But then, even more than margin trad- 
do so only against pledged securities it can ing, the use of derivatives requires a sharp 
rely on. There are also the neighbourhood un- understanding of the risks inherent in such ac- 


organised sector sabukaars, with their lingering shad- — tivity. So go ahead and yield to temptation if you will, 
owy presence since the 1920s, but their terms are often — but do ensure you are well acquainted with the assorted 
so horrendous that it seems their business idea is to — probabilities—either way, upside or downside. E 
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bt global ideas 


Mass . 
Customisation 


USTOMISATION, IN ITSELF, WAS THE VERY IDEA OF BUSINESS PRODUCTION IN 

the early days. Backhouse workshops ‘tailored’ products for individual 
customers. But then, Samuel Colt, the early 19th century revolver-maker of 
the Wild West—under pressure to crank out large numbers—discovered the 
wonders of making standard interchangeable parts, batch-wise, and then 
running a separate assembly operation 
for multiple revolvers. And lo—we got 
mass production. It was adopted in an as- 
sembly line format by Henry Ford, and 
costs crashed as large numbers of cars 
rolled out of the factory. 

The mass model, having helped the 
US win World War II with a heavy on- 
slaught of motorised wheels and wings, 
assumed top-notch glory as a benefactor 
of mankind. Rolls-Royce, with its cus- 
tom-built business of luxury vehicles, 
was to slowly lose its sheen, as Ford 
vroomed forth, selling any colour you 
like as long as it's black. 

The mass market became a large 
blob of homogeneity, as ordered by in- 
dustry—till the customer decided she'd 
had enough. And wanted colour. Her 
own pick. Because she wasn't a statistic, 
but a human being with her own pas- 
sions, organs and dimensions. 

Since then, business progress has largely 
been about balancing the cost advantages 
of mass production with the customer 
need of individual choice. And now that 
computers have closed information gaps, 
‘mass customisation’ has become viable. 

Dell has used the Internet to let customers configure their computers 
just the way they want. Amazon uses software to adapt the customer's surf- 
ing experience to the individual's search behaviour. And car makers 
are talking about satellite-linked computerised cars soft-loaded to suit an 
individual's needs (guidance to reach your kinda rock concert, car park 
status reports, update on your stock portfolio, news alerts on the specific 
risks you take into account for your analysis, you name it). 

The concept is compelling. Rock videos have even started essaying 
dystopic versions of it. Business futurists, though, must think what mass 
customisation could imply for brand integrity—the principle that a 
brand must stand for a set of values, consistently. Willing, that is, to peace- 
fully lose a customer who rejects the set. 
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As soon as 
everyone is on the 
bandwagon 

with one idea, 

a leader should 
be working 

on the next one. 


Roger Enrico, Pepsico 
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New lalent Scouts 


Talent scouting has little to do with formal training. Or traditional HR. BY AMANPREET SINGH 


Brie | 


Fresh view: (L to R) Puneet singh, Manisha Deva and Uday Chawla are bringing in their domai 





HEY HAVEN’T DONE THE DRILL. THEY HAVEN’T 
spent their early-20s listening in rapt attention 
to some stern know-it-all droning on about the 
power of human resource (HR) mobilisation, 
and certainly don’t think flaunting any such regimen- 
tal badge of training has any bearing on their career. 
And yet, they continue to shake up the Indian business 
of talent scouting with their success. 

Meet the young and energetic head-hunters who’ve 
made their way in from outside the HR stream, the few 
who are in their chosen field for a far more com- 
pelling reason: passion. A passion developed under 
the grown-up influence of worklife maturity. A passion 
for talent, and its use for maximum impact. 


Tis Under HR... Says Who? 

Uday Chawla, 40, Managing Partner at the search 
firm Heidrick & Struggles (H&S), was an entrepre- 
neur for 10 years, having started a telecom firm, before 
moving to TMI India, the domestic arm of a Danish 
change management outfit. The experience gave him 
key insights into the telecom-software space. So, five 
years ago when he got the chance to be part of H&S’ 
start-up team in India, it was something “no one in his 
right mind would say ‘no’ to”, he laughs. “The 
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industry is slowly maturing,” he thinks, “and contrary 
to popular belief, HR is just one competency in a list of 
many others needed for the job.” Apart from domain 
knowledge, he brings an understanding of work cultures, 
a wide network and specialised interviewing skills. 

Unlike Chawla, Manisha Deva, 32, was quite cold to 
the idea of shifting to the search business at first. She was 
doing well at The Oberoi, Mumbai, looking after cor- 
porate marketing and financial services. But Korn Ferry 
pursued her diligently, and once she succumbed to the 
offer, she found herself suddenly excited and successful 
as a domain expert (financial services) in her new career. 
She brought her rolodex along, of course (“it would be 
suicide to lose the contact base”). The importance of be- 
ing from the outside, she says, is that you know of 
“the movers and shakers in a particular domain”. 

At 29, Puneet Pratap Singh of Executive Access is 
proud of different things. Three things, in particular: not 
being from a premier B-school (he went to IIPM in 
Qutab Institutional Area, Delhi), not being an HR man 
(finance and marketing interested him more), and be- 
ing “the youngest senior consultant in the industry”. He 
was on the road 23-days-a-month selling Global 
Information Systems Technology’s offerings in remote 
Himachal Pradesh, before he turned head-hunter. 


———_— — 
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“People excite me,” he found, and got 
an added kick from the prospect of in- 
teracting with many CEOs—and that 
too, on their career growth for a change. 
To Singh, conventional HR is a bore. 
Where conventional HR people tend to 
be weak, he feels, is in business develo- 
pment, which is a highly competitive 
game. “This is not the place for non-per- 
formers who got lost and hope to find 
themselves as head-hunters,” he quips. 
It's a challenge—one to do with business 
as much as people—involving some re- 
ally fine judgements. Having played a 
role in some 100 switches over the past 
year, Singh is confident of having got 
into the heads of both the hunters and 
the hunted. “A career is like a game of 
chess," he philosophises, whilst talk- 
ing about a particularly complex long- 
in-the-making deal, *to move a rook 
backwards is not losing the game." 


Finer Judgements 
Job dealings are never easy. "Sometimes 
clients need a gentle nudge,” believes 
Azra Hameed of Gilbert Tweed India, 
“and somebody objective who they 
look at for leadership during delicate 
negotiations." Just a few years ago, she 
thought of head-hunters simply as peo- 
ple who recruit the *top Cs" for compa- 
nies. A mother of two, she was an entre- 
preneur running (along with her hus- 
band) an information technology com- 
pany. After 10 years of that, and then 
Boston Education and Software 
Technology, when she sought a fresh 
challenge in the same vertical IT space, 
she found she could leverage her 
rolodex to win business for Gilbert 
Tweed. She currently has AOL, Accen- 
ture, GreenPoint and BankAm as clients. 
As for the HR skills required, she's 
been picking up threads along the way. 
She's proud of the work she's done for 
discerning clients (such as Accenture), 
but she's equally candid about moments 
of embarrassment (such as when a can- 
didate let her down at a crucial point). 





“Disappointments can be avoided if 
you completely comprehend the can- 
didate's motivations," says Sanjay 
Kapoor, Partner, Amrop International, 
“but, of course, everybody is shrewd 
and human." He is no HR man either, 
and the big value he brings to the busi- 
ness, as he says, is a well-developed 
sense of empathy, coming as he does 
from the same side as his candidates. The 
task, in his view, is to *connect with 
the candidate's aspirations". This takes 
skills of human touch and detection. 

After a career in the banking and po- 
wer sectors, Kapoor turned head-hunter 
18 months ago. Why? To gain the ful- 
fillment of “watching individuals grow”. 


Meaning Of Merit 

A fresh entrant to a field often has the 
advantage of a distanced perspective. 
Conventional HR professionals, it may 
be argued, are creatures of conven- 
tional corporate hierarchy and all the 
internal intrigue that goes with it. If 
so, they are possibly less merit-attuned 
in matters of job candidacy than actual 
value-generators who're bothered about 
business results above all else. 

That could leave HR professionals 
stung. Conventional HR is not all there 
is, argues Anil Segal, who has 16 years 
of HR experience working with ITC, 
Xerox and American Express, and 
describes himself as “temperamentally 
not an HR person”. He is currently the 
chief of Proactive Consultants, a search 
firm based in Gurgaon, and believes 
that culture maintenance men often 
make lousy head-hunters. “Entrepre- 
neurs or sales and marketing people,” 
says Segal, perform best, “as they under- 
stand the importance of delivery.” 

But where does that leave HR as a 
discipline? Isn’t recruitment a key per- 
formance area? Well, says Segal, it all 
depends on the man on top. “HRD is 
only as strong as the CEO makes it,” 
says Segal, leaving no doubt where the 
real responsibility lies. 





__distanced perspective to head hunting — 
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COUNSELLING 





I'm working as an accounts assistant at a state-owned 
insurance company since 1995. With an MBA in finance from 
a reputed university in Tamil Nadu, I’m better qualified 
than my peers. But | haven't been promoted all these years 
because my peers have more work experience, and my or- 
ganisation promotes people on seniority basis. I'm totally frus- 
trated and am thinking of changing jobs. Should I? 

It depends on what you are looking for. If you join 
a large professional organisation, you have to com- 
pete with CAs and MBAs from reputed institutes, 
which can be tough. Not being promoted is frus- 
trating, | agree, but promotions are given not just on 
the basis of qualifications; performance also matters. 
Also, your current job gives you job security, which 
you may not get elsewhere. It will be better for 
you to carefully analyse your long-term goals and 
growth prospects before taking a decision. 


I'm having problems charting a sound career path. At present 
| am a consultant at a small firm, having done my MBA in 
finance. Prior to this, | did a diploma in Hotel Management 
and worked for four years in F&B production (kitchens) in good 
five-star hotels in India and the Gulf. But it was low-paying 
and slow-moving, so | moved on. Interviewers are how- 
ever not convinced about my reasons for this move, and even 
| am not sure what | should do next. Please advise. 

Quite frankly, you can't blame the interviewers if you 
are not sure yourself about your career moves. Given 
that you took four years to decide you didn't want a ca- 
reer in hotels, they are bound to be queasy about your 
intentions. What you need to do first is talk to yourself 
and find out what you really want. If you are convinced, 
you can convince others. At the moment it appears to 
me that you did an MBA in finance not because you were 
interested in it, but because you wanted to move away 
from hotel management. But if you feel that the MBA 
was the right thing for you to do, then just forget the 
past and start exploring the options around you. Unless 
you are allergic to hotels, you could look at cashing in 
on your hotel management/MBA finance combo. Hotels 
also need finance people, you know. 
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HELP 
TARUN! 


| am a 29-year-old M.Sc. graduate with an MBA in marketing. 
For the last two years, I've been working as a sales and mar- 
keting executive with a top distributor in Kamataka. But | have 
a problem of stammering. It doesn't happen normally, but only 
when | speak with strangers or my superiors. It also happens 
when | give job interviews at good companies. Invariably my 
application gets rejected. I'm undergoing treatment, but 
the problem is still there. It's taking a toll on my peace of mind 
and my career. How can | tackle this? 

Cheer up; you have something in common with several 
great people: Aristotle, Charles Darwin, Marilyn 
Monroe, Isaac Newton and Jack Welch, for instance. 
But seriously, even though it's unfair, people don't 
take very kindly to a stammer. Even you wouldn't 
like it if a salesman took too long to explain something. 
From what you've said, it appears your problem is 
not genetic but more of a confidence thing. And that is 
best cured through scientific counselling. Look out 
for a good counselling centre to complement your 
medical treatment. Also, you could look for a job that 
doesn't require you to meet customers too often. 


| am working in the technical process of a reputed call 
centre. However, this was not my preferred choice of work. 
Being a graduate in mechanical engineering, | wanted to work 
in the manufacturing industry, but couldn't get a job. Now 
what | am worried about is whether my stint here will be con- 
sidered "work experience" when | do get through into man- 
ufacturing. Quite a few of my colleagues are also in a simi- 
lar quandary. Please tell us if this experience will count. 

It boils down to relevance, really. If the work you do in 
your current organisation is relevant to, or similar to, 
the work you are likely to do in the manufacturing orga- 
nisation of your choice, the experience will surely 
count. But if the work is different, your call centre ex- 
perience is unlikely to count. But you could also explore 
other avenues open to you, which may be more directly 
related to the kind of work that you are doing in your 
current job. If manufacturing doesn't work out, one of 
these alternatives may. So, first find out which industries 
employ people with your kind of skills. 


Answers to your career concems are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jhandewalan Extn., New Delhi—1 10055. 
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' Brokerage Retail 


They're recruiting to please the retail investor. | If retail is software, training is the login password. 


ND ARE DISCOVERING THAT SUCCESS INVOLVES 
much more than glass-and-concrete stunners 
and light-flashing escalators. Above all, it involves peo- 











i ple. Sensitive people who feel what you, the customer, 
1 feel. And are passionate about engaging your interest. 
Asking for too much? Not if Business Develop- 
| ment Resource Group (BDRG), a retail training ini- 
| tiative, can help it. Enter a shop, and the attendant 
| may already have you figured on an admixture of 
“pure gut instinct and an inventory of questions 
Cashing in: Retail investments have increased job options provided by trainin 5 บ ธร (พิศ ฑา ง ล ม Pure à 
trainer at BDRG. The job’s role, he adds, is to be 
HINK STOCKMARKET. THINK SMALL. INDIA’S “consultative and suggestive towards the consumer”, 
brokerage houses are zeroing in on the retailin- | though details vary depending on the shop’s brand 
vestor, and are looking for skill sets to demystify trad- | focus. BDRG runs training modules for brands as 
ing. "Being in the service delivery business,” says | diverse as DCM Benetton, Raymond, K's Mall, 
Tarun Shah, ceo, Sharekhan, “we firmly believe Swarovski and Bholason Jewellers. 
that it is our people, and people alone, who can Jewellers, would you believe it, are looking to 
เ create a value proposition by efficiently delivering standardise sales behaviour and processes, the 
services and creating new product offerings.” The | MocJobs way, while others are onto rr-modelled 


challenge is to simplify investing and thus “em- Customer Relationship Management (CRM). “The B- 
power the investor to make informed decisions”. schools are not far behind either,” says Anil Rajpal, 
For its part, Sharekhan hopes to add 100 ‘sherus’ Manager (Retail), KSA Technopak. @ 
(employees) by the fiscal-end to fortify its 11 network AMANPREET SINGH 
and customer service, mainly at junior and mid- 
management levels. Select senior-level recruitment is 
planned too. And the message is clear: classic ‘domain’ 
knowledge and stock numeracy is not enough. 
Among other recruiters, Geojit Financial Services 
is taking on dealers, back office and managerial | 
staff. According to Joseph George K., GM (Broking 
Operations), online trading knowledge, managerial — | 
capability, knowledge of market, an NSE Certification 
| 
| 


SHIVAY BHANDARI 


in Financial Markets (NCFM) qualification and a 
year’s experience would help. But beyond that, the 
job isn’t just a whole lot of ivory-tower calculations. 

PAYAL SETHI 





Silken tongue: Sensitive people are as important as IT tools 








Want a Career that makes you smile? 


Log on to JobsAhead today! 
Over 1,00,000 jobs! 6,000 companies! 


JobsAhead 


Better Job , Better Life . 








To Apply to these Jobs: 


NETWORK DESIGN / SECURITY SPECIALISTS 
 Alectasoft Technologies Pvt Ltd 

Responsibilities for this position include design and configuration 
< f security infrastructure, The incumbent will be involved with infra- 
structure design, secruity change management and new server instal- 


tions. Job Code: 297834 


ROJECT LEAD PRODUCT TESTING 
iture Soft Tech Pvt Ltd 
is position will directly report to Quality Engineering Director and 
ora group of 4 to 6 QA engineers (based in IDC). Incumbent 
implement processes to improve the overall quality of our prod- 
Job Code: 297818 
++ CONSULTANTS 
fozech Software Ltd. 
imbent should have developed embedded applications for small, 
obile devices such as wireless cell phones and hand-held devices 
e Pocket PC 2002, Smartphone, Palm, Symbian etc. He/She should 
amiliar with memory optimization techniques, profilers and 


lebuggers. Job Code: 297860 





CX T6651- TEST ENGINEER 

ipro Limited - 

sponsibilities include preparing the test cases for the system, re- 
ression and system integration testing, executing the system, regres- 
lon and system integration testing and logging and tracking defects 
n the central repository. Job Code: 296487 


#16662 - PROJECT ENGINEER - MAINFRAME 
Vipro Limited 
sponsibilities include coding, PS preparation, understanding of 
specs, coordination with onsite /customer. Job will also involve sup- 
_ porting the customer application in the Production and QA environ- 
ments. Job Code: 296485 


Resume Blaster 
Classic 


Rs. 1050/- 


Right Resume 
Premium 


. 2500/.- 


Log on to www.jobsahead.com and type the Job Code 


| Resume Blaster 
Guif 


Rs. 1250/- 
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| F 
SOFTWARE ENGINEER Y 


Krohm Solutions 

Incumbent should have experience with Microsoft DNA platforms. 
COM and COM- component development using Visual Studio 6.0 
He/She should have designed, developed and deployed transaction: 
aware component systems to Microsoft Transaction Server (MTS) anc 


Microsoft Component Services (MCS). Job Code: 298334 


SEARCH ENGINE OPTIMIZER 

Binary Semantics 

Incumbent must be thorough with all aspects of Search Engine Op: 
timization. He/She should have the capability to understand the client 
needs and goals and provide insight into the SEO process. 
Job Code: 298409 

HYPERION PLANNING 

3DI Systems India Pvt. Ltd. 

Candidate should have experience working with Hyperion Essbase 
data modelling and data structures. He/She should have hands-os 
experience working with Oracle and a knowledge of ERwis 
datamodeller tool. Job Code: 298224 





REALTIME SOFTWARE DEVELOPMENT 

ABB Limited 

The aspirant for this position should have familiarity with TEC-61134 
standard for Control Configuration languages. He/She should hav 
proven skills to deploy industry standard real-time test tools for stat’ 
machine design validation. Job Code: 298228 


ORACLE FINANCIALS 

Satyam Computer Services Ltd 

The candidate should be a BE with 4 to 6 years of experience in IT an: 
should be involved in Oracle Financials. He/She should have exceller: 
communication skills. Job Code: 297989 


Placement 
Directory 


Rs. 150/= 


Resume Highlighter | 
| (3Months) 


Rs. 4-1 PEE 


INANCI 


IO BS 


ooking for finance professionals with minimum 5 years of experience 


| reputed companies with hardcore accounting, budgeting, finance, 


US, treasury, taxation, monthly closing and audit experience, 


)»b Code: 300532 


i | CO y ee »" i 


'b profile for this position includes data entry operations, bank 
conillation, preparation of cheques, maintaining of files and records 
id coordination with branches. Job Code: 300602 


biaNCI " A AN เร |! R 


MIX Solutions Pvt Ltda 


he person applying for this position will ensure timely and accurate 
'eparation of financial reports (internal management reports, Board 
Director reports, SEC filings, etc.). He/She will establish and imple- 
ent appropriate policies to ensure financial statements are prepared in 
cordance with GAAP and ensure that records are properly maintained. 
»b Code: 300001 

OUNTS EXECUT 


nit 


e are looking for experienced Commerce graduates who have handled 
‘ge revenues and have a sound understanding and experience in core 
counting, 

b Code: 300124 


porting to the India treasury manager, this position is respon- 
le for the day to day treasury operations in India. This involves 
sic treasury activities, including but not limited to funding, cash 
nagement, foreign exchange hedging, swapping, cash flow fore- 
sting and capital structures Job Code: 296819 








Better Job . Better Life . 


We are looking for financial analysts specifically currency analysts, 
who have thorough knowledge of all the analytical tools and is 
capable of preparing technical analysis of the foreign exchange mar- 
ket. Knowledge about various charting techniques and its analysis 
would be an essential requirement. Job Code: 296941 


Key Result Areas for this position include complete management 
of EOU matters, involving export benefits, duty drawback claitns, 
advance licensing , Excise matters, Finance and MIS. The ideal can- 
didate should be a B.Com having a first class degree in either of 
Finance/ Accounts/ Costing/Taxation. Job Code: 295330 


The Key Responsibility Areas for this position are Customer Evalu- 
ation Matrix, Profitability Calculation Model (Costing Model), Con- 
tract Clearances, Proposal Templates, Pre posal Vetting before sub- 
mission - Commercials , Legal, Accounting (US GAAP) etc 


Job Code: 297388 


This position is responsible for domain knowledge acquisition, 
dissemination and reviews. In addition, the incumbent will inter- 
face with the client and clarify functionality related queries. He/She 
will act as a resource person for the testing team and validate the 


functionality related issues. Job Code: 300424 


The job would involve advising HNIs on their equity portfolio for 
long term investments as well as positional trading ideas in stocks 
for the short / medium term. Job Code: 296361 


] ๐ ๒ ร 4 head 


Better Job. Better Life. 





JobsAhead 


Better Job , Better Life . 


Can you sell anything? 


ie a Is marketing your forté? Apply 
these Sales & Marketing jobs... 


SALES & MARKETING 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


ASST. MANAGER/ MANAGER - MARKET DEVELOP- 
MENT 

Tata Aig General InsuranceLtd. 

The primary responsibility for this position will be selling General 
Insurance product to different segments and profile of customers 
depending on the requirement and structure of the product. 

Job Code: 300342 

ASSOCIATE SALES DIRECTOR 

Free Markets Services Pvt Ltd 

Primary responsibility for this position is developing business and busi- 
ness relations for FreeMarkets products in western region. Incumbent 
should have experience in selling enterprise solutions to verticals like 
FMCG, Oil and Gas, Automotives and Petrochemicals. 


Job Code: 299617 


MANAGER - ENTERPRISE SALES 

Clover Technologies Pvt Ltd 

This position will be responsible for the Enterprise Sales Function for 
RedHat products and services for the Region. Incumbent will work out 
the strategies and Account-Management practices and work with the 
Technology partners and SI partners to broaden Red Hat's reach. 


Job Code: 299866 


SALES COORDINATOR 

Atcom Technologies Ltd. 

Incumbent will be responsible for sales coordination, factory coordina- 
tion and despatches, documentation and generation of MIS, dealer and 
stockist coordination. Only female candidates will be will be considered 


for this position. Job Code: 299977 


TERRITORY MANAGER 

Air 2 Web India P Limited 

This position involves target-driven wireless software solution sales in 
South and/or West India. Prior relevant experience is essential. 


Job Code: 298950 
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MARKETING MANAGERS | 
R Systems International Ltd. | 
A Post Graduate Degree in Management from a reputed institut 
a must for this position. Job responsibilities would be marketir 
branding and promotion of the company and its services in 


market. Job Code: 300042 


BUSINESS DEVELOPMENT EXECUTIVE 

Summit Works Technologies Pvt Ltd 

Persons aspiring for this position should have experienced 
marketing in the Indian IT industry. Incumbent should have gc 
communication, interfacing and recruitment skills. 


Job Code: 298382 


EXECUTIVE ASSISTANT TO CEO 4 
Atcom Technologies Ltd. 

This position calls for a very professional and well experien 
person to assist the CEO in monitoring the business of | 
company. Incumbent should be fluent in oral and writt 


communication. Job Code: 299482 


MARKETING COMMUNICATIONS MANAGER 
Solutions Integrated Mktg.Services Pvt.Ltd. 

The aspirant for this position should possess excellé 
communication skills. He/She should have a good understand 
of the IT industry. Knowledge of web designing and search eng 
optimization will be an advantage. Job Code: 299717 


INTERNATIONAL BUSINESS DEVELOPMENT AN 
MARKETING PROFESSIONAL 


Binary Semantics 

The incumbent would be solely reponsible for busin« 
development in US market for IT projects and services. Outbou 
call experience would be a added advantage. 


Job Code: 299994 
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Better Job. Better Life 
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To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 





/ PM / SR. ABAP 
zital Domain 
e incumbent should have minimum 5 years of experience in ABAP. 
/She should have hands on experience in Distribution Module (Lo- 
ics, Shipping, Interface). He/She should have good comunication 
Is with leadership qualities. 
» Code: 298337 
OJECTMANAGER 
reerindia 
2 ideal candidate should have more than 10 yrs of experience in IT 
| well versed with Sun and Microsoft Technologies. He/She should 
€ team leading skills, excellent interpersonal skills and very good 
munication skills. Telecom background preferred, Job Code: 298054 







gro Ip, assuting E ey of an อ within the established 
imitments, ensuring quality, performance and conformance with 
blished specifications. Job Code: 297783 


AD SALES 

2 Web India P Limited 

; position will head sales to rapidly grow the business in Asia Pacific 
ton. Incumbent must have held senior sales positions in leading 
ware solution selling companies and preferably have exposure to 


agin Asia Pacific Region. Job Code: 298935 


3IONAL MANAGER (WEST) 

ay Telecommunications India Pvt, Ltd. 

ite looking for people with 8-10 years experience both in direct and 
inel sales. Incumbent will be required to handle direct and channel 
through an existing team handling telecom products who would 
rate leads through enquiries. Job Code: 299329 





. Technolog rand ( d ob code: 296133 
laster Gulf 


aximize your chances of getting a job in the Gulf 


DY.GENERAL MANAGER (FINANCE & ACCOUNTS) 
Paradeep Phosphates Ltd 

This position will head the finance and accounts function at the 
plant. We are looking for a Chartered Accountant or Cost Accoun- 
tant with a minimum experience of 10 years with at least 5 
a factory environment. Job Code: 300113 


ay & ears in 


TERMINATION HEAD 

ON PURSE Private EE 

crc OY etc) of f both estes picea as no as n ee hey 
checking all the documents related to the transaction very thorough! 
before release as completion of the transaction and also liaison v 

all the concerned departments in this regard. Job Code: 290228 


GM- CORPORATE AFFAIRS 

LA.P.Company Limited 

The incumbent would be a part of core management strategy team 
He/She would head and lead the team of key professionals in 
strategy and coporate affairs. He/She would be responsible for cor 
porate strategy, corporate communications, formulating policies and ao 
strategies for business operations and other related areas. P. 
Job Code: 300092 

BPI BUSINESS CHAMPION 

Dell International Services S 
You will provide leadership and direction to implement BPI (Six - 
Sigma) culture across various business segments at DIS India to | 
achieve savings and certification targets. The target is to achieve $15M | 
savings through BPT projects and 40 Yellow Belt, 30 Green Belt, 55 
Black Belt certifications in FY05 Job Code:295053 


PROJECT /PROGRAM MANAGER 

Pandora Networks Pvt, Ltd. 

Primary responsibility for is ownership of project schedules, deliv- 

ery, quality, customer satisfaction and associate morale. Incumbent E 
will support business development by creating Techno-Commer- © | 
cial proposals. He/She will take ownership of creating realistic but a : 
winning schedules, in consultation with other functional units like 
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= Who's there? 

Postman. 
Postman who rings only twice? 

No, postman who distributes film 

rolls, savings bonds, admission 

forms, sells milk and magazine sub- 

scriptions. - 

7 ORRY, BAD JOKE, ACTUALLY 

.— no joke at all, but this is a 

น scene that could soon be 

W played out across the 

| country—it is already be- 








| ing. played out in parts—if the- 


business development board of 
India's Department of Posts (DOP) 
has its way. Postmen, some 
3,59,685 of them, are at the core 
of this strategy: DoP proposes to 
use them to distribute products 
for companies, generate sales leads 
for them, even collect information 
on customers that they can use. 
What's in it for the department? 
Around Rs 800 crore in revenues in 
Year 1 of the effort. 

Postmen are perfectly placed to 
gather information on customers: 
DOP, in association with Tele- 
communications Consultants India 
Ltd., recently completed a pilot 
project in Bangalore and 
Hyderabad, where they collected 
; information on house- 


















m holds. “A similar i initiative for the 
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entire country ` will go live by March 
31, this year,” says R. Ganeshan, 
Member (Development), Postal 
Services Board. Execs at DoP claim 
the database will have “zero-error 
data” along generic fields such as 
address, telephone number and e- 
mail D and customisable ones such 
as ownership of two-wheelers and 
consumer electronic appliances, 
even consumer habits. Companies 
can buy the database, or parts of it 
from Dor. That's the kind of thing 
marketers dream about. 
Chennai-based Tractors and 
Farm Equipment's experience bears 
that out. Dealers of the company's 
tractors in some parts of the coun- 
try already use postmen to gather 
information on potential customers. 
T.R. Kesavan, Vice President (Sales 
& Marketing), TAFE, says the com- 
pany is now evaluating the benefits 
of a nationwide alliance with DOP. 
Why, even 2003's growth story 
Reliance Infocomm uses postmen to 
validate customer information in 
the city of Jaipur and may well 
make DoP its certification agency 
across the country. DoP's reach, 
says a Reliance spokesperson, is 
just what the doctor ordered for.a 


' mass-market CDMA service. - 
It isn't just information, or the 


sale of it, that will bring in te Rs 


If the Department of Posts has its way postmen could soon 
morph into vendors of everything from magazine subscriptions 
to milk, serve as market researchers, and do just about anything 
else companies do, only far more efficiently. What's in it for the 
department? Rs 800 crore. By SUDARSHANA BANERJEE 


800 crore. DoP sees sits postmen 
selling. eve! rything from milk to 
magazine subscriptions. T 

ready happening i 1 parts | of Tamil 
Nadu where the department has 
marketing relationships with Hatsun ` 
Agro, a company in the milk and 
ice cream business, and with pub- 
lications such as Ananda Vikatan 
and Dinamani. Then, there’s the 
Kodak deal. Postmen, claims Manju 
Pandey, Additional General 
Manager (Business Development), 
pop, will deliver fresh rolls, collect 
used ones, and deliver prints. —— 

Reach is the Unique Selling. 

Proposition DoP hopes to leverage. 
With 1,54,551 branches, one every 
21 square kilometre, the depart- 
ment boasts enviable coverage. 
Better still, 1,38,756 of its branches 
are in rural areas and it reaches 
every village in the country, 
6,34,321 to be precise. No Indian 
company, not Hindustan Lever 
Limited, not ITC, not even the 
largest bidi company going has a 
distribution network of this magni- 
tude. There’s also the small fact 
about the. standing of a postman in 
rural communities: he knows most 

















people by name, i is » respected, reads 






and can, às "marketer wall know, 


play : a significant. role in he 2 
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"Kodak plans to use" | 
postmen to distribute |. 
. film rolls, collect them, | 








And Rings, And... 


. The postal department 


is keen to sell data it 





collects on consumer sess 


habits to marketers 


 Inparttsof. .— 
Tamil Nadu, postmen 

sell magazine 

subscriptions 


and deliver prints 


* CMS 


purchase process. *Postmen 
can act as ideal distributors 
of non-frequent items, given the 
sheer scale and size of their opera- 
tions," says Rajiv Narang, Founder 
Director of the Bangalore-based 
Erehwon Consulting. *Unlike an 
FMCG salesman, a postman is a wel- 
come visitor," he adds. 

DOP is leveraging this reach in 
curious ways: in 2002, in Andhra 
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A NEW 
BUSINESS MODEL 





CL TT Se Be See 


. TAFE uses postmen to | 
on potential 
customers and 
generate leads 
Reliance iu =e y 
uses postmen for 
address verifications 
in the Jaipur circle 


Pradesh, it distributed some 2.000 
packets of baleem, a traditional 
Muslim dish cooked with meat 
and pulses, during the month of 
Ramadan to customers in 
Hyderabad and Secunderabad. 
“We plan to make this an annual 
thing," says T.S. Govindarajan, 
Chief Postmaster General, Andhra 
Pradesh Circle. Encouraged, the 
department extended the project to 
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distributing the prasadam (offer- 
ing) of the Shri Rama temple in 
Bhadrachalam on the occasion of 
Ramnavami, a Hindu festival. The 
revenue? Rs 43.8 lakh. Today, the 
department is working to finalise al- 
liances with three more temples in 
Andhra Pradesh. I.M.G. Khan, 
Chief General Manager (Business 
Development), pop, claims the 
prasadam of Puri's renowned 
Jagannath temple will be distrib- 
uted around the world by the de- 
partment. And 2003's Christmas 
season saw the postal department in 
Kerala take orders and distribute 
Christmas cakes (and flowers) 
across Thiruvananthapuram, Kochi, 


DEPARTMENT OF POSTS - 


A SNAPSHOT 





POSTMEN: 3,59,685 
POST OFFICES: 1,55,618 
VILLAGES COVERED: 6,34,321 (All) 


MINIMUM EDUCATION OF POSTMEN 
Typically Class X for a direct recruit 


POSTMEN:POPULATION RATIO: 1:2,855 
REVENUES (2002-03). Rs 4,009.6 crore 


NET LOSS (2002-03). Rs 1,364.4 crore 


Source: Department of Posts 


and Kozhikode. 

The possibilities are endless. Post- 
offices in rural areas could become 
channels that route microfinance 
to farmers and self-help groups. 
Postmen could become frontline 
researchers for consumer product 
companies. Why, they could even 
act as a certifying agency for gov- 
ernment departments, even private 
sector companies. As Tom Peters 
says, How cool. How weird. How 
unsettling. How revolutionary. El 
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Manila calling: Daksh is gradually building itself a global footprint 


How To Take A 


Here’s how Daksh eServices is doing it. 


ms ม — 


D ln DAKSH ESERVICES WILL LAUNCH 
its first greenfield BPO centre outside India, in Manila, the 
Philippines. Here's the interesting bit, though: The centre will not 
be a mere extension of the operations in India; instead it will by 
and large be an independent entity. Explains Sanjeev Aggarwal, 
CEO, Daksh eServices: *Daksh Philippines is basically a Filipino 
company that is owned in India." 

To get the $5-million (Rs 23-crore) outfit going—Manila 
was chosen for its comparable people skills and wage costs—a 
project management team was put in place. Led by Pavan Vaish, 
Executive Vice President (Strategic Initiatives), the cross-functional 
team comprised members from departments such as legal, IT, 
commercial and finance. The search for a local 6 ๒ ๐ led to Jose 
Maria B. Gajitos, who was the country manager of IBM Philippines. 
The senior team, the only set of managers in place thus far, 
came down to India in December 2003, and spent time with their 
counterparts, getting oriented in the Daksh way of 
doing business. In future, training will be an ongoing process; as 
and when new processes get added, the team will be trained 
online, and the various functional heads will interact with their 
India counterparts for guidance and troubleshooting. 

Daksh Philippines already has a customer (Aggarwal 
wouldn't reveal who), but as new customers are added, their 
systems and processes will need to be migrated to Manila. Exp- 
erts from India will train the senior people for each new 
customer. The senior team, in turn, will train customer serv- 
ice agents and other members. For hiring, induction and 
training, Daksh is using the same filters it uses in India. 
However, Daksh India will have no say in the selection of lo- 
cal employees. Says Aggarwal: *We believe in glocalisation; 
take the good things of India and combine it with the local best 
practices of different countries." If Daksh's Manila plan 
works, you can expect other Indian BPOs to follow suit. 

ALOKESH BHATTACHARYYA 
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Chariots Of 
The Hordes 


An image-rich coffee table book on all the four-wheeled gleamers of India’s Colonial-era 
princely states that helped drop their subjects’ jaws. Preserved on paper for posterity. 


PS A RARE COFFEE TABLE BOOK 

that arouses the need for a mag- 

nifying glass. This one, with 
some 485 images of royal grandeur, 
old documents and even ads, does 
just that—even if you're not a great 
one for the finer differences bet- 
ween a steam-powered ‘horseless 
carriage’ and a petrol-combustion 
motor car. Evidently, it’s the second 
noun in the title that Sharada 
Dwivedi, an expert on Indian roy- 
alty, and Manvendra Singh Barwani, 
a vintage car restorer, are hoping to 
hook readers by. 

They succeed. With automo- 
biles taking over from those enor- 










EMINENCE DESIGNS 





mously bedecked elephants of yore 
(as generators-in-chief of awe in 
the adulatory hordes), and from 
those heavily bejeweled palanquins 
(as conveyers of sequestered femi- 
nine grace), how 
else could it be? 
The motor car 
made its first pas- 
sage to India, how- 
ever, as a company 
vehicle for an 
Englishman 


The Automobiles 
Of The Maharajas 


By Sharada Dwivedi And 
Manvendra Singh Barwani 


Eminence Designs 
Price: Rs 3,000 
PP: 324 


called Forster working at Greaves 
Cotton & Co, in 1898. Jamsety! 
Tata and Ranjitsinhj were the ear- 
liest Indian adopters of the resplen- 
dent new technology. 

Indian Royalty—the dozens of 
Princely States slotted by the British 
Crown by the count of their res- 
pective ‘gun salutes'—grew enam- 
oured of it only after the 1905-06 
visit to India by Prince George, for 
which Argyll Motors shipped seve- 
ral of its cars to the subcontinent. 
By 1911, for the same guy's Coro- 
nation Durbar in Delhi as India's 
Emperor, the Empire had to de- 
ploy a fleet of Rolls-Royces to proj- 
ect the glory worthy of a man 
boasting divine investment. This 
luxury brand's eagle mascot had 


The Nizam's Standard Coventry: 
Nizam Mahbub Ali of Hyderabad 
was one of the early royal patrons 
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2 Migh Performance People Skills 
Feb 08-13, 2004 INR 1,25,000 
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already come to stand for “the sup- 
erlative" by then, you see—ever 
since Maharaja Madhavrao Scindia 
of Gwalior brought in the first, a 
Silver Ghost, in 1908, and the 
Maharaja of Nabha had his offi- 
cially named ‘Taj Mahal’. By 1947, 
India’s streets were haunted by some 
800 proud Rolls-Royces. 

Don’t miss the royal anecdotes 
that punctuate the text. The traffic 
jams caused by the Nizam of Hyde- 
rabad, with swarms of poor com- 
pensation seekers hoping to have 
A Turner Miesse steam car: A version of the once-well-known Belgian aged relatives run over by his car. 
‘Miesse’ steam car, the car wowed onlookers in more ways than one The trauma caused to poor old 
bullocks, hard-pressed to adapt their 
notions of traffic negotiation to the 
motor age. “The buffalo waits un- 
til he sees which side you're go- 
ing to take, and then calmly takes 
the same,” records an English di- 
arist accompanying Maharaja 
Sayajirao Gaekwad of Baroda on a 
‘car tour’ to Khandala. 

And, of course, the battle to have 
women accorded the privilege of 
travelling in open-top convertibles. It 
took an emancipated Gayatri Devi of 
Cooch Behar marrying Maharaja Jai 
Man Singh of Jaipur to have the 
Rajputana states cast off the oppres- 
sive old ‘purdah’. 

The first to develop a fetish for 
fast cars—not that torque, balanced 
handling, safety and so on were sell- 
ing points in those benighted 
times—was Maharaja Bhupinder 
Singh of Patiala, whose acquisition 
of a ‘12-zeppelin-engine’ Maybach 
in 1935 set tongues wagging. 

The book, ironically, is sponsored 
by Hyundai, which hit the Indian 
tarmac with the Santro—a favourite 
of Doors-raving ‘roadhouse’ yup- 
pies—a whole century after the first 
automobile rolled its rubber here. It 
has been one helluva century, really. 
It’s 2004 now, and the Prime Minister's 
deputy has finally called for a *peo- 
ple’s car’: (priced under Rs 1 lakh). 
It'll still be a box on four wheels, 


A De Dion from the stables of the royal family of Cooch Behar: Princes though. Plus ca change... @ 
Rajendra Narayan and Jitendra Narayan in their De Dion in 1902-04 ARESH SHIRALI 





Maharaja of Bikaner's Rolls-Royce Phantom Il: Maharaja Ganga Singh 
takes the salute at his princely state’s Golden Jubilee celebrations in 1937 
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ROYALE SPOTLIGHT 








e gives new meaning to the word multi-tasking. Meet Suresh Kilam, Managing Director of one of the world's leading pulp and paper 





companies, the Indonesia-based Sinermas group. Also meet Suresh Kilam, budding entrepreneur in the restaurants, resorts and retail sector 

who launched his first restaurant project, Odyssey - a Culinary Voyage, in Gurgaon last month and is gearing up to set up a ‘furniture mall 
and a houseboat resort project among others. This Kashmir-born PIO, who heads the $5 billion pulp and paper operations of Sinermas, thinks nothing 
of dividing his time between Jakarta and Gurgaon and giving shape to his dream projects 

Take for example, his dream home, which is just a 10-minute drive away from his newest passion, the Odyssey restaurant at the Sahara Mall in 
Gurgaon. Sprawled over five acres, Kilam has created a slice of Kashmir in his Gurgaon farmhouse, ‘Ishber’. Kilam - whose maternal great grandfather 
pioneered the commercial houseboat industry in Kashmir way back in 1885 and at one point owned and managed over 300 houseboats - has always 
dreamt of reviving the old family tradition. When he purchased land in Gualpahari, near Gurgaon, he decided to treat it as a pilot for a potential houseboat 
resort project that he has always wanted to set up. In the process, he created a unique home, complete with a houseboat overlooking an artificial lake 
with ducks swimming around! 

Suresh Kilam and his wife Bhavna love to catch up with friends and family on the 'zoonadhub'. Explains Kilam: "In Kashmir, every houseboat has : 
‘zoonadhub’, a kind of a sun-deck which overlooks the lake and where people spend their time when the sun is out.” In the farmhouse, Kilam's 
zoonadhub' is built across the houseboat, complete with a fireplace around which cosy rattan furniture provides just the right ambience for gossip, beer 
and kebabs on à chilly winter evening. 

For Suresh and Bhavna, Ishber symbolises not just a return to their roots. It is also a tribute to an amazing array of experiences, some of which are 
captured in family portraits and adorn the walls of their 'zoonadhub', While the Indonesian leg of their life's journey is winding down, yet another phase 


is just beginning. Kilam hopes to return to India for good in 5 years’ time and give shape to new dreams in his homeland 


Some things in life deserve a Royale wall. 
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BACK OF THE BOOK 





A Woodstockesque mass of humanity 
including assorted Nobel laureates 
social activists and peaceniks 
descends on Mumbai, drawn by an 
ideal even headier than Free Love or 
Rock and Roll: a New World Order. 
BY ABIR PAL 


OWN WITH THE IMPERIALISM. SAY NO TO 
Globalisation,” hollers C.Y. Park into a 
bullhorn, furiously waving a gigantic 
red-on-white placard. The slogan is picked up by 
a motley crew of angry activists. Were it not for 
their designer shades, New Balance trainers 
and pronounced accents, Park and his com- 
rades might be mistaken for a bunch of rabid 
reds exercising their vocal chords on a wintry af- 
ternoon in Kolkata’s Brigade Parade ground. 
Only, Park is South Korean, the venue is not 
red-citadel Kolkata but India’s financial capital, 
Mumbai, and Park and Co. have flown half way 
across the world to unite with thousands of their 
ilk in the fight against globalisation. 
To a bird, it must look as if a sea of hu- 
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This motley crew of activists from across 
the world has one common foe: Globalisation 
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BLEEDING HEARTS GALORE 
YEPP OR NO? 


manity has washed over the 65-acre Nesco ground 
in Mumbai suburb Goregaon. On the ground, it is 
sheer bedlam. Sights and sounds explode in a chaotic ca- 
cophony as 100,000 people simultaneously try to sing, 
dance, talk, shout, wave, eat, and be heard. A group of 
ecstatic tribals waltz down one road, elaborate headgear 
swaying to the beat of the drums. Another group, this 
composed of bewildered map-clutching middle-aged 
Japanese, scurries off the road as three men on 10-foot 
stilts rush towards it. Petite silk headband-clad Tibetan 
girls hand out ‘Free Tibet’ leaflets. And tactile Italians 
hug everyone around like long lost friends. Drums 
pound, cymbals clang, pipes do whatever pipes are 
supposed to do and somewhere a solitary bugle lets out 
a soulful wail. An incessant stream of messages pours 
out of the PA system. The air grows heavy with cries of 
“Zindabad, Zindabad; No War, Only Peace; Stop the 
Killing”, the alarmist content further reinforced by gi- 
gantic flags, cardboard cutouts, and ubiquitous placards. 


n some ways, the World Social Forum is a bit like 

the Matrix: no one can really tell you what it is, you 

have to experience it yourself. One organiser calls 
it “A mobilisation of public opinion”. Another, “A 
platform for mass organisations across the world to 
build alliances and raise a resounding cry against glob- 
alisation and neo-liberal economic policies.” Conceived 
as an alternative (a word oft used during the five days) 
to the yearly fat-cat World Economic Forum in the 
Swiss resort of Davos—scheduled to start after the 


Peace and protests against war were 
recurring themes at the WSF jamboree 
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SOYA MYTHS 
FAQS ABOUT KNEE INJURIES 


PEOPLE 





elaborate headgear swaying to the beat of drums 


WSF ends—the first WSF was held in the Brazilian 
town of Porto Alegre, the Jerusalem for all those into 
alternative causes, in 2001. “We knew we had to 
take the forum out of Brazil and India was the first 
choice," says Chico Whitaker, Founder, Convener, and 
the “moving spirit" behind wsr. 

Under the gargantuan sheds of an abandoned en- 
gineering factory this hotchpotch coalition of pro- 
tectionist labour unions, gender activists, card carrying 
communists, environmentalists, farmers, peasants, 
anti-sweat shop protesters, anti-genetic food activists, 
and antelope savers huddles, for five days and nights 
living out the WSF motto: Another World is Possible. 
Every fringe, alternative, minority, dispossessed group 
one can imagine is here; 2,660 organisations from 132 
countries, participating in a staggering 1,200 events that 
span plenary sessions, conferences, panels, round tables, 
workshops solidarity meetings, street theatre, film 
shows, rallies, and marches. 

There is no issue or cause that this rag tag bunch of 
activists doesn’t attack with characteristic zeal and 
aplomb. From land, water, and food sovereignty, to pa- 
triarchy and gender discrimination, to militarisation, so- 
cial security and workers rights, to gay activism and 
third world debt, everything is fiercely debated and dis- 
sected. It doesn’t matter what it is as long as you are an- 
gry and not afraid to show it. 

With his flowing dreadlocks interspersed with mul- 
ticoloured beads and psychedelic T-shirt, Marco Somma 
looks more like a Rastafarian than a member of Movi- 
mento Non-Violento, a Rome-based organisation in- 
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Here are your subscriber benefits: 


/ Free Welcome Gift — Managing in the Next Society 


Peter F. Drucker has written expertly about what he knows best for 
60 years. Drucker is now back with fresh thoughts, insights, and knowledge 
about the ever-changing business society around us. 


A Special Savings of up to 51% Off the Cover Price 


Also, you'll enjoy preferred low rate for as long as you subscribe. 


v/ Free Delivery 
FORTUNE will be delivered straight to your home or office. 


/ Money-Back Guarantee 


You must be completely satisfied or you will receive a full refund for all 
unmailed issues. 


FREE GIFT / SAVINGS FORMI 


YE | Please start my subscription to FORTUNE for the term I've indicated below and I'll receive 
a Managing in the Next Society — FREE. 


[C] 3 years (78 issues) at Rs 78/issue - Total Rs 6,084 Save 51% a Sat 
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spired by Mahatma Gandhi. | 
“We are against the war in 
Iraq and have come here to 
protest,” says Marco’s 
brother Andrea in faltering 
English. Tomokazu Kuroba, 
clad in a purple kimono, is 
trying to talk to me even as 
others from the 80-strong 
East Japan Railway Workers 
bang away gleefully on 
bowl-shaped Japanese 
drums. Between politely 
bowing and juggling a range 
of printed pamphlets, he 
gets me to sign up for a cam- 
paign supporting labour solidarity. 

WSF 2004 doesn’t boast sniffer dogs and stretch 
limos and Swiss chalets, but its roster of special invitees 
would be at home equally on the snowy slopes of 
Davos. Nobel laureates Shirin Ebadi and Joseph Stiglitz 
are here, as is anti-war activist and British Labour 
party MP Jeremy Corbin, author turned social activist 
Arundhati Roy, Medha Patkar, and Jose “Asterix” 
Bove, the French farmer and activist with a penchant for 
wrecking McDonald’s outlets. 

Delegates brave Mumbai trains, hard camp beds, and 
alien tongues to hear their heroes. The Evil Triangle of 
IMF, World Bank and wro is ruthlessly attacked as are self- 
ish and rapacious multinationals. 

Then, there’s the food court: 160 food stalls and 30 
beverage outlets selling Chinese, Korean, Thai, South 
Indian, Maharashtrian, Konkani, you-name-it food. 
A blonde Finn sits on the ground, surrounded by illit- 
erate farmers from interior Maharashtra, polishing 
off spicy curry-rice off a leaf plate. A South Korean coyly 
shares piping hot idlis with two vivacious French stu- 
dents. A middle aged Spanish lady is trying out a plate 
of pani-puris. Coke and Pepsi are banned (naturally!) 
and delegates have to be content with indigenous 
Kokum and bottles of mineral water. 


Utopian dreams apart, views remained as 
divergent as ever when it came to offering alternatives 
Ac 
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160 food stalls and 30 beverage outlets sold, 
among others, Chinese, Korean, Thai food 


ust across the busy 

Western Express High- 

way, and a few hundred 
metres from WSF's venue, 
Darshan Pal, clad in a white 
shirt and grimy khaki car- 
gos is squatting in a corner 
of the dais. Full bearded, 
muscled, and swarthy it's 
not difficult to visualise the 
convener of Mumbai 
Resistance 2004 for the 
firebrand leader he is. 
"They (WSF) are separating 
globalisation from capital- 
ism and imperial domina- 
tion and that just can't be done," he rants. A loose con- 
federation of 300 ultra-left national and interna- 
tional organisations, Mumbai Resistance is holding a 
forum of its own, to protest WsF's protest forum. 
Apart from being fed up with wsr’s conciliatory ap- 
proach, Mumbai Resistance is against the forum be- 
ing funded by cash rich (and by extension, imperial- 
ist) bodies such as Oxfam and Action Aid. For the 
record, three organisations, the Netherlands-based 
Hivos and Novib and UK-based Oxfam are said to 
have contributed 60 per cent of the wsr’s Rs 12 
crore budget. Rebuts Nandita Shah, a member of 
WSF's Finance committee, “Forget cash rich, we're run- 
ning a budget deficit of more than a crore.” 

At the end of the day, wsr is obviously more 
about participation than prescription. Despite all the 
capitalist-bashing, very few alternative ideologies are 
proposed. High on rhetoric and sophistry, the 
speakers successfully pull down existing structures 
but are unable to articulate feasible alternative 
structures. Participants are convinced that if, in 
the past, protests against capitalism produced a 
whole new set of social and economic ideologies like 
communism, socialism, and fascism, there is no 
reason why a new, coherent, universal ideological al- 
ternative to globalisation cannot emerge. 

With a goatee and wire-rimmed glasses Lev 
Gossman exemplifies the /eitmotif of the meet. A 21- 
year-old Jewish student from California who swears by 
contemporary hip-hop artists like Dead Prez, Most Def, 
and Talib Kweli, he belts out his personal rap-in- 
spired ode to WSF, set to a syncopated bass beat. 

“Lyrically, I bring out the synergies, 

Interaction of discrete agencies, 

Bringing the sum of the parts together, 

Am not so strong individually.” 

And the applauding throng around the dais clam- 
bers aboard, joining him in an impromptu jig. ff 
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Yepp YP-55H MP3 player: The new toy in town 


| [โช ด ต CLUTCHING FOUR CIGARETTES TOGETHER. THAT WILL GIVE YOU AN 
idea of the size of Samsung's Yepp YP-55H Mp3 player-cum-voice 
recorder-cum- FM tuner. Only, this is a lot heavier than four cigarettes, 
and while it does not drag you under with its weight, it is not the 
lightest player going. 

First, let’s talk about the player itself. It is remarkably small and boasts an 
LCD screen that would make a digital watch proud. You spend a few minutes 
squinting into it to read exactly what it is you are listening to, and by the time 
you are done, the song changes. Unlike other players, it does not have a di- 
rectory function, so the songs play alphabetically (the only way around this is 
to either switch to shuffle mode or number the songs before leading them up). 

That said, Yepp plays both MP3 and WMA formats and comes with a for- 
matting CD that allows you to rip off your audio CDs into digitised music (and 
at various bit-rates as well). The 128MB of memory on the player can take 
almost two hours of near-CD quality MP3s. Lower the bit-rate slightly and you 
can cram in up to four hours of music. And being flash-memory based, it can- 
not skip, making it ideal for Mr Muscles for gym listening. 

You can also directly encode FM music onto the memory for later listening 
and—this is the part I loved the most as a journalist—you can record six hours 
of voice in WAV format. OK, I have officially fallen in love with the Yepp now. 
Best of all, the doodad doubles up as a portable hard-drive and can plug into any 
machine running Windows XP or Mac OS X without any software installation. 

Now for the flame. The first problem is changing modes: the remarkably 
minuscule mode button is a pain. Admittedly, my fingers are stubby, but even 
those with long delicate tapering ones will find this button difficult to use. 
Another problem is the very long earphone cable, and btw, the earphones 
themselves are nothing to write home about. 

The other problem with Yepp is the Apple iPod. I used a 20 GB model 
a few months ago, and it rocked. I know, it is more expensive, a Yepp 
costs Rs 13,000 to the 20 Gr iP 7s Rs 19,000, but then it can store alm- 
ost 350 hours of music. And ai: :ough the sleek silvery Yepp doesn’t look 
half-bad, the iPod is a lot cooler. However, hard-drive-based players like 
the iPod are not for everybody, and if a flash memory-based player is 
what you need, this new Yepp might be what you're looking for. Not a 
resounding yepp, but not a no either. 

KUSHAN MITRA 
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8» atc: AD REALITIES Y 
life is that most people are 


pathetic public speakers 
Now, dear reader, what i 

we tell you that there is a global 

organisation spanning / ป coun 


tries whose aim is to make 


people deliver sparkling ex- 


tempore speeches, even raise 
Welcome to Toast- 
masters International (TMI). 
There are 9,300 Toast- 
masters Clubs across the world 
registered with TM; 19 of them 
with a majority 


of them in Bangalore (infosys 


toasts 


are in India 
and Wipro have clubs inside 
their campuses) method 
ology is scientific: it is a 10-step 
process, each step involving a 


new leaming in speech delivery. 





Deepak Menon: Cheers! 


As is its appraisal process: each 
speech is judged by club mem- 
bers using rather interesting 
parameters, such as the ‘ah 
counter, which counts fillers 
like ' น ท า ท า ร ' ' ท ท า เท ร ' and ‘ahs’. 
Delhi's first Competent 
Toastmaster is chartered 
accountant Deepak Menon, 
who has ‘evolved’ from a jittery 
speaker to a confident one. "I 
believe that | can talk to an 
audience on virtually anything, 
which is another aspect ol 
rMi—it helps you to think on 


claims Menon 


your feet,” 


For more information visit 
www.toastmasters.org 
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JUST KEEP IT RISIN’ LE 2 
YADA SOYA KHANE SE, BREAST HOTA HAI,” SAID PRASAD, THE BURLY 
/ new trainer at my gym, his vocabulary and Hyderabadi diction 
bludgeoning the language even more than what I have been able to 
do in my five years in Delhi. Forget the unchaste Hindi. What was this guy 
talking about? You grow breasts if you eat more soyabean? “Yessir,” he 
reaffirmed when I asked him if that's what he meant. Too much soya 
equals man boobs. You know, the dreaded stuff, the floppy, sagging, fatty 
things that can make grown men's chests look like female adolescent pro- 
tuberances. Shock and disbelief were my first reactions but later I decided 
to do some research. Here's what I found. 

Eating soya foods—soya milk, soyabean curd and the like—is good 
for you. Apart from helping lower cholesterol levels and be a good 
source of protein for vegetarians, it also helps keep your sex drive high. 
Yet, there's a downside. One of the ways in which soya helps give you 
these health benefits is by simulating or acting like estrogen, the female 
sex hormone. And according to some research in the US, consuming too 
much soya can cause some hormonal imbalances (think not only 
breasts but also lower sperm count). But that may not mean soya 
should be ล no-no. Reasonable amounts of soya products, say, a couple 
of times a week, shouldn't be a cause for concern. 

Last time, l'd mentioned some foods that can cause mojo problems in 
bed and promised I'd list some foods that do the opposite—keep it risin’. 
So here goes. 

Nuts. Nuts have a certain type of amino acid (arginine) that helps synthesise 
nitric oxide, which, in turn, is involved in the erectile function. Nuts 
have a twin benefit: they also help reduce cholesterol. 

Olive oil. Some foods are not only healthy but come with the promise 
pleasure too. Olive oil's monosaturated fat keeps arteries functioning 
well, unlike saturated fat and trans fats that can clog arteries. Better arteries 
mean more blood down under. Got it? 

Oysters. Yes there may be a grain of truth in the myth that oysters are an 
aphrodisiac. Studies show oysters are loaded with zinc, which, as I mentioned 
last time, is essential for men's sexual function. 

Tomatoes. Lycopene, a vitamin compound in tomatoes, helps in maintaining 
prostate health. A good prostate means good supply of seminal fluid. 
And what that in turn means is a no-brainer. 


CALORIE COUNTING 
Quick, you weigh 85 kg and run 20 minutes each morning at 11 kmph, 


how many calories do you burn? The answer is 337. Most fitness 
enthusiasts want to know how many calories they can burn from doing dif- 
ferent activities. For instance, if you walk briskly at six kmph? Or run? 
Or swim? Or climb stairs? Or just stand and mooch about (yes, even 
that can help you lose calories)? Simple. Just log on to this 
URL: http://exrx.net/Calculators/Calories.html. Enter your body weight, se- 
lect your activity and enter the number of minutes or hours of doing it and 
click a button. Presto! You have your number. Oh, if instead of running 20 
minutes at 11 kmph, you Mister 85-Kilo were to lie down for 20 minutes, 
you'd burn 37 calories and not 337. And just so that we get it in perspective, 
an average burger is loaded with more than 450 calories. 

MUSCLES MANI 








manner, they go the whole hog.” 
els results in "overuse" injuries. 


Orthopaedic Surgeon at 
ecs can have injuries related to 
an “acute episode", like a mis- 





So all you fitness freaks, 
there's nothing to despair, you 
can always go in for a knee 


PAYAL SETHI 
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66 Men come and go. 
The mountains remain.99 


RUSKIN BOND - Author 
Also writer for India Today Travel Plus 


PUBLICATION 





Heli-skiing in the Manali Himalayas and other such Plus experiences. 
India's most stylish travel magazine. Inspiring. Informative. Essential. 


Every month for Rs. 50 only. 


THE FINEST IN TRAVEL AND MORE 


BT PEOPLE 
Keeper Of Trust 


Ae RIPPLE COURSED THROUGH CHENNAI'S 
corporate circles last fortnight when M.V. Subbiah 
abruptly announced that he was stepping down as a 
Director on the Murugappa Corporate Board. Not 
just that. He has also relinquished office from all the 
other group company boards, including that of the 
flagship EID Parry. Reason? In January, Subbiah turned 
65, which is the age of superannuation for group exe- 
cutives, and in keeping with the group’s high stan- 
dards of corporate governance that he himself has set 
over the last five years, he hung his boots. For long, 
Subbiah has been the public face to the low-key group 
and led it as its Chairman between 1996 and 2001. 
Then, in a bid to distance ownership from management, 
he handed over the post of Group Chairman to a 
non-family member. But don't expect the straight- 
talking Subbiah to simply walk away into the sunset. 
He's already talking of going to Northwestern 
University's J.L. Kellogg Business School to study! 
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Time To Shine 


EADERS OF A CERTAIN PINK DAILY WOULD HAVE IN THE 
R recent past seen P.N. Vijay staring out of a biggish 
ad, saying, a la Lord Kitchener, that he wants, no, not 
you, but your money. For portfolio management, that 
is. Vijay, a former Citibanker who now runs an epony- 
mous advisory firm, says that it’s high time he stepped 
up his own marketing. The timing couldn't have been 
better. Vijay, who's also a BJP ideologue and the 
Convener of its Economic Cell, is the man who does the 
due diligence of important economic issues for his po- 
litical bosses. And considering that “shining” is the 
= - new buzzword with them, it's hardly surprising that Vijay 
Su rp rise Co-p | | ot has chosen to do some image-polishing of his own. 
OOK AT IT WHICHEVER WAY YOU WANT, GETTING à; 
Ronojoy Dutta as an advisor is a big coup for 
Sahara Airlines. Until two years ago, Dutta used to be 
the President of United Airlines, the world's second- 
largest airline. The airline he's now chosen to mentor, 
has a fleet of 19 and is No. 3 in an industry that has 
only three nationwide operators. But it's easy to see 
why Dutta, who quit United in 2002, has been roped 
in. Private airlines in India have been allowed to fly re- 
gional international routes and Dutta, with his vast ex- 
perience and contacts in the industry, may just be 
the co-pilot Sahara supremo Subrata Roy needs. 
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Family Historian 


BET R. GOPALAKRISHNAN, IT'S ALL ABOUT PEDIGREE. BE 
it a blue-blooded corporate career or tracing the 
family genealogy. The 58-year-old Executive Director 
of Tata Sons is putting together a book on his family 
history, starting from 1836 when his ancestors first set- 
tled in Vilakudi, a sleepy village in Nagapatnam, 
Tamil Nadu. "Inspiration first struck when I visited my 
ancestral village way back in 1984," says 
Gopalakrishnan. The progress has been slow. In all 
those years, Gopal—who was earlier the Vice 
Chairman of Hindustan Lever—has managed to pen 
only 10 chapters of the book, titled Comma In A 
Sentence. But the man perseveres, “nourished by 
anecdotal tales from father, second cousin and fifth un- 
cle". As the Chinese say, a tree may grow a thousand 
feet tall, but its leaves will return to its roots. 





SANIAY PANDYA 





Sibling Rivalry 


HERE'S NOTHING SWEETER THAN BEATING YOUR BIG 

brother at his own game. Just ask Vinod and 
Pramod Mittal (left) of Ispat Industries. Last fort 
night, the duo outbid elder brother and London 
based steel czar L.N. Mittal of Ispat International 
for the Philippines’ National Steel Corporation. While 
big brother bid $160 million, the younger ones are 
reported to have quoted a staggering $300 million. It’s 
no secret that ever since group patriarch Mohan Lal 
Mittal carved up the businesses among his three sons 
in 1994, giving the eldest all of the group’s interna 
tional—and now, vastly bigger—operations, the othe: 
two have been scrambling to match up. Nothing 
wrong, except that at least in this case, upping the ante 
on ล brother may not be the smartest of moves. W 
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The BT Pro-Am of Champions 2004, the ninth in the series, lived up to 
its reputation—as a brand of high-touch corporate golfing. A report. 


HE FOG WAS NOT MUCH ON ANYBODY'S MIND 

this time round, though visibility was no 

more than 220 yards or so. India's top 

corporate golfers, it’s safe to assume, were 

reasonably clear about the landscape as 
they cycle-loosened their shoulder muscles for the big 
swing to get the proceedings going—along the rolling 
greens of the Classic Golf Resort in Gurgaon. For 
two days—January 17 and 18—this was to be the 
site of an amateur cum professional contest that’s 
unique in straddling the corporate and golfing worlds. 
And, of course, a brand in its own right, with 102 
amateurs and 17 pros vying for the honours: prize 
money of some Rs 6.4 lakh, plus lots more. 


For The Big Swing 
This was the ninth Business Today Pro-Am of Cham- 


pions, presented by Royal Challenge in association 
with Safari Exi and 116 Welcomgroup Hotels, Palaces 
and Resorts, the only stand-alone pro-am golfing 
event recognised by the Professional Golfer’s 
Association of India (PGAI). 

Search firm Egon Zehnder’s Sonny Iqbal was early 
in teeing off—not to have search teams sent out for 
especially hard-hit balls, but to “be with friends over the 
weekend and have a lot of fun”. It’s another matter that 
Iqbal’s team, with the pro Monish Bindra and amateurs 
Arvind Wable and Manu Anand, went on to win the 
tournament with 131 stableford points. 

A true ode to joy? Well, all that and more. As ex- 
plained by Adidas Managing Director South and South- 
East Asia, Tarun Kunzru, taking golf seriously is good 
for business. By riveting one to the course, it teaches one 
to focus. In fact, there's so much to the game that it is 


DIFFERENT STROKES 


Some of the e biggest names in business in action at the BT Pro-Am of เล 2004, bigs ig by Royal Challenge 
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Siddharth Shriram 
Chairman, SIEL 


Bharat Patel 
Chairman, Procter & Gamt 


Abraam ค ร ท ย า ร ต 
Managing Director, IBM 


G.N. Bajpai 
Chairman, SEBI 





Grand function: (L to R) Rekha Purie. Aroon Purie and 
A.K.M.A Shamsuddin of Shaw Wallace enjoy the excellent 
ambience and decor at Delhi's Maurva Sherator 


a “concentrated dose of life in four-and-a-half hours”. 

No wonder the Jack Nicklaus-designed Classic 
Golf Resort also saw the likes of Spanish ambassador 
Rafael Conde and Finnish expat Jarmo Salonen 
wield their clubs for golfing glory. Ever the diplomat, 
Conde mentioned how golf was the main attrac- 
tion of quality tourism in any country, and expressed 
a desire to see Indians take to the sport. Salonen may 
trace his origin to regions close to the Arctic, but hap- 
pens to be the General Manager of United Paper 
Mills, Dubai—the company that makes the paper 
you're holding in your hand. Salonen, though pleased 
with his drives, was seen taking valuable tips from his 
team's pro, Rahul Ganapathy. 

It works both ways: for the pros, an opportunity to 
hear of the corporate world. “It’s useful for us too,” 
remarked Jyoti Randhawa, one of India's top pros, of 
playing with Rana Kapoor, CEO of yes Bank. “It is 
good to know about which businesses are doing well, 
where to invest money when I can spare it to invest.” 

And, from an adman golfer, which advertising to 
heed? Not necessarily, at least not when there’s the 





Winners All 


The winners get to holiday in London ai 
courtesy British Airways and Marriott Global Sal 





Winning team: (L To R) Arvind Wable, BT 
Bagga, A.K.M.A. Shamsuddin, Sonny labal, M 
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Great feeling: Individual Winner Ashutosh KI 











On top: Individual winner Hardeep Singh (| 
Charles Carneiro of British Airway 
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Flying high: Jeev Milkha Singh receiving a Special Award for 
excellence in the International arena from Aroon Purie 


profit motive to think about. “You’ve got to keep 
both the company and the golf ball airborne,” quipped 
SSC&B Lintas Managing Director Nures Sayeed, 
before the ball took its parabola, “both should be in 
orbit...but not fatal orbit.” 


For Dimpled Progress 
Day Two had Abraham Thomas, IBM Managing 
Director, warming himself by the stand-alone heaters 
dotting the 19th hole (refreshment centre). This 
Bangalorean, along with his partners Arun Pandurang, 
MD, Achieva Computing, and K. Jyothiramalingam, CEO, 
Karnataka Power Corporation, were understandably 
chilled by the Gurgaon morning. The contest's terrific, 
they said. “Only, we’re not quite up to it, playing golf 
in such conditions,” said Jyothiramalingam. 
Randhawa agreed. “Though conditions are tough, 
it’s not as bad as yesterday. The course is playing well, 
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A 
Special moment: Jyoti Randhawa receiving a Special Award 
for excellence in the International arena from Aroon Pune 


there’s practically no rough, the fairways are เท great 
shape and the greens are slow and easy.” Thomas, 
drawing an analogy between golf and business, was 
quick to point out a crucial difference: “In business, you 
compete with your rivals; in golf, you have to compete 
against your own score as well as the elements.” 

[t was also SEBI Chairman G.N. Bajpai's first time out 
at the Classic Golf Resort. His quest? “Rhythm and 
smoothness of the swing.” It wasn’t easy, he admitted, 
joking for good measure, “Because your tee-oft is bad, 
you don't lose a hole, just like in the securities market— 
when something goes wrong, the market doesn't 
crash." Yet, what he was really looking for was all 
the “fresh thinking" he could get on the course. 

Pramod Bhasin, President, GE Capital, had some. 
Both business and golf, he smiled, are extremely egali- 
tarian: “Everybody can play with everyone else.” And 
meeting interesting people, to team-mate KPMG COO 
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Vikram S. Mehta 
CEO, Shell India 


~ x 
U.K. Bose 
CEO, Sahara Airlines 











Great show:(L to R) S. Reghunathan (Prin. Secy to CM of Delhi), 
Rupendra Singh (KPMG), Arjun Singh (Pro), Pramod Bhasin (GE) 


Rupendra Singh, was a key attr- 
action of the tournament. 

Among the women partici- 
pants were Mehroo Irani, 
Managing Director, Associated 
Breweries, a Mumbaikar with a 
24-handicap who observed that 
“the fairways are fast and the 
greens are good”. 


For Objective Synergy 

For Ranjit Raj, Executive Vice 
President, Nestle, it was all about 
“loads of concentration”, though 
this didn’t stop him from citing the advantage of a Polo 
mint—from an ad he'd once run—over golf: “You'll 
always have a Hole In One.” 

To affirmative banker Rana Kapoor, though, the 
synergies between golf and business begin well before 
nearing the overall objective. “Both need a lot of stra- 
tegy,” he explained, “and have a lot to do with imple- 
mentation and execution...the time has come where 
banks need specialisation wherein they can manage 
risks.” Wielding a snazzy new-age driver, Kapoor 
managed to put many other golfers at risk with his hit- 


Refreshing: Associated Breweries’ Mehru Irani 
enjoys a well-deserved snack 





Having a good time: (L to R) Anup Singh (ITC), Arun Kumar 
(Hughes), Rana Kapoor (YES Bank), Jyoti Randhawa (Pro 





ting prowess—he had the longest 
drive for the two days, at a ven 
creditable 287 yards. 

Bharat Patel, Chairman, 
Procter & Gamble, was also 
pleased with his booming drives, 
but was let down by his short 
game. Among the other illustri 
ous names on the greens were 
Vikram Singh Mehta, CEO, Shell 
India, U.K. Bose, CEO, Sahara 
Airlines, Vijay Chauhan, CMD, 
Parle Products, and Gurdeep 
Singh, Director, HR, Corporate 
Affairs and Technology, Hindustan Lever. 

Apart trom Randhawa, the golfing pros in action 
included Jeev Milkha Singh, Amandeep Johl, Arjun 
Singh and Harmeet Kahlon, though it was the unhe 
ralded S.S.P. Chaurasia who emerged the best among 
the pros with a 36-hole total of seven-under 137, two 
better than Feroz Ali. Chaurasia also took his team of 
Harinder Bansi, Rajeev Thakore and S. Chowdhary to 
the runners-up spot with 129 stableford points. The 
winners would be flown by British Airways to thi 


UK, where Marriott will host them. I 


130 PS TATA SAFARI PETROL. FAST & HOW. 


16 V DOHC MPFI engine Dual Air Bags 





TATA MOTORS = A high-power vehicle from 
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Business Today and Royal Challenge 
congratulate the tournament winners. 


Winning Individuals: 
Hardeep Singh, Chairman & MD, Cargill India 
and Ashutosh Khanna, COO, Grey Worldwide 


Winning Professionals: 
Winner: S.S.P. Chaurasia 
Runner-up: Feroz Ali 


Winning Teams: 


Winner: Runners-Up: 
Arvind Wable, Harinder Bansi, Additiona 
Ex. Director, FCB Ulka Commissioner, Ministry of Finar 
Sonny Iqbal, Sunandan B. Choudhury, 
Partner, Egon Zehnder VP, McCann Ericksor 
Manu Anand, Rajeev Thakore, 
MD, Frito-Lay MD, Jacob Balla pita 
Professional - Monish Bindra Professional - S.S.P. Chaurasia 
Prize - Trip to Dublin, courtesy Prize - International Trip, courte 


British Airways and Marriott Global Sales British Airways and Marriott Global Sale: 
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Be A Candid Leader 


DILIP SURANA, Managing Director, Micro Labs 


EADERSHIP IS ABOUT HAVING A VISION. 

The ability to motivate employees to 

reach the goals set by that vision is 
what defines a good leader. 

Leaders must inspire. Monitoring and 
guiding the team, igniting the willingness of 
employees towards achieving set objectives, 
and creating a conducive work environment 
to help individuals realise their true potential 
are the essential tasks undertaken by good 
organisational leaders. 

Leadership is about living the values—if 
vision gives direction, values set the bound- 
aries. Values ง รา ล ท ส that leaders be com- 
pletely transparent. Values transmit trust, 
which is the cementing force that holds an org- 
anisation together during challenging times. 

Leaders should exude energy while work- 
ing hard. This creates an enthusiastic atmos- 
phere in the organisation. They should be 
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articulate while dealing with others and be able 
to communicate effectively to influence them. 

Leaders should support and strive for 
continuous innovation in the functional sys- 
tem of the organisation. Innovation is app- 
lying creativity. Leaders should delegate auth- 
ority to fuel innovation. 

To build an organisation based on excell- 
ence, a leader must stretch beyond boundaries, 
be in touch with ground realities, and should 
monitor development at different levels. 

A leader should be adaptive, abreast of 
latest developments, and maintain a good 
business code of conduct in order to keep 
pace with changing markets, policies, and 
competitions. 

Finally, leaders should realise that lead- 
ership is not about being nice and sympa- 
thetic. It is about being focussed, empathic, 
unbiased, and strong. 
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Thought software was hig? 
Think again: the Indian hardware market could he 
— worth Rs 75,000 crore over the next three years. 








DEPO 


oA 0 des P OE 5592203 05. » CHANDIGARH: Bhagat Ford : 5078354-56/58. Saluja Ford . 5012121, 5083322 / 3311. * CHENNAI: Chennai Ford 
^ ia xcv ord ‘i UM 9 25513 0 * LI JDHIANA Bhagat Ford 2651012-14, 5013646-51. * MUMBAI: Shakti Ford : 28755510-13. Shaman Ford |. 56641818/191* 
,55/8322. Talera Ford  4011515/3192-93/95. * SECUNDERABAD: Sundaram Ford |. 27536216, 27544121, 55319189. * VADODARA: Amin Ford : 2772999 277281% 











BUILT 
CID 
TOUGH 





TOUGHIE. 





“ร. 12.9 lakhs onwards. « 2.5 L Turbo Diesel engine; Max Power:110PS@3500 rpm, Max Torque: 274Nm@2000 rpm * + scc 
Driver & front passenger airbags * 4 wheel ABS with Electronic Brake-force Distribution ๑ Alloy wheels with 265/70 R15 tyres * Ava; 








VAILABLE AT: AGRA: Prem Ford | 2158509/2520427. * AHMEDABAD: Niki Ford : 6927401-8 Oceanic Ford | | . BA! Cauver 
5323202/08/198. MPL Ford : 24337520-23.° COIMBATORE. Rajshree Ford | 2579182. 25 70213 e JAIPUR K.S. Ford 141 . N Pearl f 
1810641 Wasan Ford : 25290275-81 * NEW DELHI Harpreet Ford (Moti Nagar): 2515365 53 179 '4 South City Ford | : ron 





be- -la ard t ไค ค จ. รา ร ก antartainmant svetam เฉ ท ก ศา nar! if standard eauipme! t Price men! j P» ! wit 


THE BEST-RUN BUSINESSES RUN 





lime is money. So it’s important to get new business software up and running quickly. Which is why SAP* solutions 
built on thi open SAP NetWeaver platform make so much sense. Because they're designed with fast implementation in mind, 


VOLL can SC busine SS Ft sults qua kl \ ISI sap com yp ( d tO See how fasts \ P can make things happen for yout company. 


E-mail info.india^sap.com OR CALL OUR TOLL FREE NUMBER 1600 445959. 


pequiepA} 


JUMI vpo4gva ว ๒ อ ๆ อ 9 เบ ม น ห 1 59 AA, rujed 


ว า ร แ แ ๒ เว อ รส ร อ รี ๒ 2๐ า 5 
ษ - ฮ ส ว INI 


๒ ว เ ธี เว Əy | 


แย ษ / ษ -6 ว * MH/H-QAQ 








“อ 8 ๒ 210 ๐) ว 5 ๒ ว ๒ ๒ [๒ ว เว ส ่ ๐ ui ร ว ร แ ๒ เว ร ส ร OY} เน อ 2 เว : ร ท เส น ๐ เว ว จ ว ๑ 4 ๕ YIIM “SGD 7$ 5 ส ศ 6 





1 ๒ ว ๒ ๒ ร ท ๐ เว ร แต่ anoÁ ๑40 ว 5 03 


D ag) E We an ว J 
ว " 


| 
— 





au) noÁ ร ง อ ม เอ ๐ Jeeg 4 อ ร ๐ ม ผุ น ๐ เอ ๑ / 2 อ ง 31 ๒ seed ร บ ๐ เว ๒ ท ว ! ร [RB ว IMJ ว ว ร 5 ๐ เม BY U! (155 อ | ๒ [1 YOM 


า ธน ุ ว ร ม - ศ ว $B Si- QAG noÁ Bujang ' ร 9!8 ๐ เ | อ น น ุ ว อ ง อ ธ 8๒ 2 ๐015 ! ๒ ว เสิ เด ร ิ น เว ว อ แม จ 


I! uou OSS RN S f| J9AO 


ว อ ร ง ร อ ค น! ๑ ซน ุ IM ÁUA SI YDYM LIEP snoi»eJd anoÁ jo อ ว น ๒ 1. ๐ ส ฮ่ เน ! əy} ฏ น อ ว ร ง อ น ท 9^ 13eg 1959 พ ผา ง ฯ 


ปะ ก — 


'2 ร แ ๒ เว ร ต ร ๒ səy ร ร ท ๒ ว ร ๆ 


"ร ห ศา ก ณ์ 





v Uyn OZ น tg nos ๒ 9 ๒ eon) "ung ฯ ๒ = อ เบ ก ท ๒ จ น แด pp น redoug 
บ บ ม จ ง ว — 4 "- ON A L จ . " T g 

๒ ๑ แบ ร อ บ ซน ุ อ วุ ก น พ ะ ว ๒ ว! เอ จ ส ุ )5* 3 , เก ณั ่ บา ม MOUNT] 64698901 อ บ ขบ น บอ ท กา เว ง ะ ธี เอ แ ะ น ว IPON ToO W- 216 

| O ถะ * จ ย pur 22150 จ ว แล 2 ๐ 02 ๐ 2 :'p3] Vipul 49 ะ ดู 4959 ผ 

SII E JOI S il 1 อ ๑ ๒ 6 แอ ร อ ๐ เน ผ พ sj sins อ ย ๆ UBD no^ OS เอ ล ื ่ น อ ๐ 1 DUE เอ ว ว อ ย PIED JINOA 1259)! id ๐ 1 Y C] x IAC 
eg 1. ๑95 ๐ พ e uo ว ู น ท ๐ ว UBD NOA AYM SI น ุ ว เน ร แท EEP เอ ส ิ บ อ ๐! 10) , “สี ๐ แอ น น ุ ว จ 1 จ Ag อ อ ง แอ ว ง ๒ ส, อ น ุ ว บ ุ ม พ je a ว ULISISE 

, p A < O 99E] ^ADE 

เว ง ๒ 1 ว ร 10} ,49Á€1 น ๐ เว ว อ ง ๐ . ส 4 มร ว น ๒ อ พ, ue jo น ๐ เว ซน เฉ ุ น ๐ 2 ว E S! น ุ ว เน ค ค ', น พอ! ร ว จ ร 9 ๑4 ส [ENG อ ท ๒ เน ๓, jo eZeugApt 


u0r28104 jeng อ ด แก 
SY 


voyon 


๑ เส ๒ ว เมค ค ร พ ?g จ เส ๒ 4๐ ว ร ษ 4 ๑ ๒ ย ู 4 จ ร ๐ พ 


d? 


LH 60 i 








From The Editor 


MUST CONFESS THAT WHEN MY COLLEAGUE VIDYA 

Viswanathan first suggested the idea of a story on 

India's hardware manufacturers, I didn’t quite re- 
alise how big it could be. But as she and some other col- 
leagues began work on the story, a pleasant surprise un- 
folded itself. Hardware was poised to be a big opportunity 
for Indian firms. And one of the biggest drivers for the 
hardware boom is the growing domestic demand for Pcs, 
cellphones, set-top boxes, printers, Upses, telecom equip- 
ment, and digital cameras. The figure you see on the 
cover of this issue is not an outcome of hyperbole. Market 
researcher IDC estimates that in three years, the market- 
ralue (read demand) for hardware (like PCs, servers, hand- 
held devices, traditional workstations, storage peripherals 
and data communication equipment) could touch 
Rs 75,000 crore or $15 billion. To 
put things in perspective, India's 
software exports this year are ex- 
pected to be $12.2 billion. For a- 
ringside view of what promises to 
be another boom sector, go straight 
to our cover story on Page 36. 


By now, most of us are aware of l OPPORTUNITY 


the sterling performance of the 
corporate sector. A majority of 
companies that have announced 
their Q3 results has earned higher net profits in nine 
months of the current year than they had for all of last 
year. The BT Special this time lists the 21 fastest growing 
companies. Those who made it to the list include com- 
panies from sectors as diverse as automotive, petro- 
chemicals, capital goods, infotech and even shipping: a 
heartening indicator that things are happening all across 
India Inc. and not just in small pockets. | 





Last fortnight, the BT Saturday Club (a once-a-fort- —— 


night, hour-long affair that brings CEOs to BT’s Delhi 
headquarters for a freewheeling talk) outdid itself, We 
managed to get the globe-trotting and much-in-demand 
C.K. Prahalad and his colleague Venkat Ramaswamy to 
spend half a day with us, talking about their new book 
The Future of Competition. Prahalad, as you all know, is 
a strategy don at the University of Michigan and the co- 
author of the 90s’ hottest management concept, core 
competence. And going by The Future..., which talks 
about companies getting customers to co-create value 
unique to themselves, Prahalad may have created a 
new management mantra all over again, besides helping 
put the spotlight on another young, talented marketing 
thought leader Ramaswamy. This issue carries an extract 
from the book, besides an exclusive interview with the 
authors. If you want to know how to truly delight 
your customer, this book is a must-read. 
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IBM recommends Microsoft’ 
Windows XP Professional 
for Business. 





NEW! IBM ThinkPad T41 
navigator Distinctive IBM Innovations: 
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๑ IBM Active Protection System 


e IBM Embedded Security Subsystem 





e IBM Access Connections Software 
๑ Ascess IBM 


๑ System Migration Assistant 
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Take off to parts unknown with an IBM ThinkPad notebook. 3E 


The world's easiest way to switch between wired and wireless. [7 
Wherever you want to work, the sky is the limit when you have IBM ThinkPad notebooks with Access Connections  — 


software and wireless Intel* Centrino" mobile technology. Now it's easier than ever to switch between wired and 
wireless networks - whether youre at an airport, the office, an Internet cafe, even your kitchen'. So consider the IBM 
ThinkPad notebook, and experience a whole new level of wireless possibilities. think freedom MOBILE 
TECHNOLOGY 


Call 1600 446767 or go to ibm.com/in/tpdecision 


to buy direct, locate an IBM reseller or for more information. 


IBM is a registered trademark of International Business Machines Corporation in the US and/or other countries. Other company product or service names may be trademark: noe marks of twit respective owners, intel bre 

Intel Centrino Logo, the Inte! Inside Logo and Pentium are trademarks of registered trademarks of Intel Corporation or its subsidiaries in the United States and other countries Microsoft and Windows are registered trademarks of Mi moat 
Certain Microsolt” software product(s) included with this computer may use technological measures for copy protection. IN SUCH EVENT, YOU WILL NOT BE ABLE TO USE THE PRODUCT IF YOU DO NOT FULLY COMPLY WITH | ICT ACTIVATION 
PROCEDURES. Product activation procedures and Microsolt's privacy policy will be detailed during the initial launch of the product, or upon certain reinstallations for the softwar Tuct() or racanhiqurations of te corny ! | | 
Internet or telephone (toll charges may apply). "Public access not available in all areas “Free download/prelnad "Available on select products only “Estimated sireet price Sales tux and other levies extra. Offer and prices sul 
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13 It's Showtime, Folks! 
As a slew of companies prepares for a concerted 
attack on investors' wallets, ad agencies and media 
vehicles rake in the moolah. It's all about timing. 


Dirty Harry 
Got an ailing financial institution? Dial PNB. But 
after IFCI, the bank isn't smiling. 


Waiter, There's A UBCE In My Inbox! 
Actually, it's spam. And even if you don't read it, 
you're still contributing to a $20.5-billion loss. 


The Other Side Of BPO 
Steve Haggerty, MD of UK-based BPO market 
leader HML, speaks out on outsourcing to India. 


14 
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18 Pleasing Everyone 


The JPC report finds pesticides in cola, but not 
too much, and praises whistle-blower CSE as well. 


Streetwise 
The BT 50 Index 
The Million-Car Question 


Can a million cars be sold in India in 2004? Four 
leading car CEOs give their views. 


22 
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24 


24 Poll Bonanza 
No, we're not talking about the FM's sops. 
Electronic voting machines manufacturers BEL 


and MVPL cash in as the election bandwagon rolls. 


New Bedfellows 

Yesterday’s pipedream, today’s reality. Cellular 
and basic phone operators form a common 
association, UTSPAI, to fight, yes, BSNL. 


Community Speak 
Anna University launches India’s first community 
radio station, much to the delight of its students. 


Only For You 
Microsoft wanted Ravi Venkatesan, so much so 
that it created the post of Chairman for him. 
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The telephone directory may not last very long. 
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34 Giant Invasion 
Having tasted success with its first Giant hyper 
market in Hyderabad, the RPG Group plans 15 


more in two years. 
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FEATURES 


44 The Populist Reformer 


Interim the Union Budget is, but 
Jaswant Singh seems to have 
combined old-style sop populism 
with a welcome fiscal correction. 


48 On The Road With $10 Billion | 
Ls Pl. Thirty-three venture capitalists 
" from the US descended on India 
early February for a first-hand 
2 experience of the India Shining 
à story. An "embedded" coverage 
through four metros. 
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New-age prospecting 


52 Start Up Sweepstakes 


What industries pay their management 
trainees as much as their junior managers? 
Interestingly enough, the BT-Omam 
Management Trainee Salary Survey 
2003 reveals, it is the newer ones. 


62 60 Minutes E 
Adobe Systems Inc. CEO 
Bruce Chizen speaks to 
BT about his company's 
turnaround, rivalry with 
Microsoft and the threat 
from open source. 


98 "We Need A Global Middle Class" 


Four eminent policy makers and 
economists from leading American 
“think tanks" dissect the term 
"globalisation" in terms of its implications 
in a roundtable discussion with BT. 
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108 India Gets Truckin’ 


Hectic road and highway 
construction have persuaded 
new players to enter the heavy 
vehicles market. The existing 
players meantime will soon 
storm the market with higher- 
tech, new-gen trucks and buses. 
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166 India’s Young Super Performers 
Introducing an all-new award to recognise 
India’s bright young minds. 


COVER STORY 


36 Hardware’s Rs 75,000-Crore 
Opportunity 


Hardware manufacturing, once written off as 
unviable, is making a comeback as India wakes up 
toa verv real hardware manufacturing boom 


engendered by a large domestic market. 
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PERSONAL FINANCE 
um 112 Towards Safe Success 


In a volatile market with 
such high stock valuations, 
here's a portfolio strategy that's 
safe for retail investors too. 
2116 Herring Hunt 

| With so many public offers 
lined up, you're advised to 
do some fine print reading. 
It's not a waste, trust us. 
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144 All Above Board 


Everyone knows that 
independent directors help 

the cause of corporate 
governance. Now, companies 
are also realising that there 

are other adventitious benefits. 


146 Moving On 


BOOKEND 
148 The Customer As Collaborator 


An exclusive extract from “The 
Future of Competition” by C.K. 
Prahalad and Venkat Ramaswamy, a 
book that offers a roadmap to new 
ways of value creation. 


Plus: Interview with the authors 
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158 Once There 
Were Giants 
The idyllic and 
luxurious plantation 
lifestyle has taken 
some hard knocks. 
Result: more 
memories of the 
good old days. 
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163 Health Notes 
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Starring Stern Stewart's 
Indian-born Aussie 
cricket buff Tejpavan 
Gandhok, born-again 
UTI MF's M. Damodaran, 
Jet Airways’ Naresh 
Goyal, high-trekking 
Radha Basu of SupportSoft, 
and marathoner-CEOs 
Ashok Wadhwa of 
Ambit Advisory and 

Anil Ambani of Reliance. 
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1. Go to “Write messages” on your mobile 
phone. 





2. Type "BTTIP" on the message screen. 

3. Send the message tothe number "2424". 

4. You will receive the hot management tip for 
the day in a retum message. 


"Send BTPOLL F after February 29, 2004, 
for the final poll results. 









NOTE: Not available with all cellular 
operators. Regular SMS charges apply. 
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There was a time many decades ago when India's 
state planners bestrode the economy like giants. To 
finance the plans, they needed a set of financial 
institutions that would lend money for all the 
projects. Then came free market reforms, and they 


for the in 
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Is the Interim Budget a reformist one? 


1. Go to "Write messages" on your mobile phone. 
2. Type "BTPOLL Y" for Yes. 

Type "BTPOLL N" for No. 

3. Send the message to the number "2424". 


Readers can also participate in the poll at 
www.business-today.com 
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lost their relevance. The solution? Have them turn commercial. ICICI 
begat ICICI Bank, tpi begat ipbi Bank. And now it’s the turn of the IFCI. 
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TATA 


MIP 


(An open-ended fund. Monthly Income is 
not assured and is subject to the availability 
of distributable surplus.) 





ADD POWER TO YOUR SAVINGS. 


Public Issue Now Open. Unit at Rs.10/- 
IPO period and at applicable NAV thereafter. Earliest Closing: Feb 20, 2004 


lata MIP Plus Fund is an open-ended income scheme that invests TATA 


at least 80% in fixed income securities to ensure Stability and around 


MUTUAL FUND] 


monthiv income over a period of time With expertise con 


19% in equities with an aim to vide an additional push to your 


Contact Details: Mumbai: 56315191/92/93, Ahmedabad: 8018989/ (M) 9824284200, Bangalore: 5588895/96, Chennai: 
24320032, 24320033, Cochin: 2371151,2353423, Coimbatore: 2549114, Hyderabad: 55510215/17/18/19, 55510249, 
Kolkata: 22881534/3413/3415, New Delhi: 55303202/51519059, Pune: 6333122/23, Jamshedpur: 2439666/5600, Jaipur: 
5105177/78, Kanpur: 2306066, Lucknow: 9415093014, Bhubaneshwar: 2530255/0258/3963 





IPO closes: February 25, 2004 Disclosures: Features: 1. Determination of NAV on all business days. 2. Nature and Investment objective 
An open ended fund. The investment objective of the Scheme will be to provide reasonable and regular income along with possible capital 
appreciation to its Unitholder. 3. Investment Pattern: At least 80% in Debt and Maximum upto 20% in Equities. 4. Applicable loads: Entry 
load: Nil. Exit load: For investment amount equal to or more than Rs. 25 lacs: Nil. For investment amount less than Rs. 25 lacs: a) Il 
redeemed after expiry of 180 days from the date of allotment: NIL; b) If redeemed on or before expiry of 180 days from the date ol 
allotment: 0.5096 Statutory Details: Constitution: Tata TD Mutual Fund has been set up as a trust under the Indian Trust Act, 1882 
Sponsors: Tata Sons Ltd., Tata Investment Corporation Ltd., TD Bank Financial Group Inc. Risk Factors: Mutual Fund and securities are 
investments subject to market risks and there can be no assurance and no guarantee that the scherne will achieve its objectives. As with 
any investment in stocks, shares and securities the NAV of the units under the scheme can go up or down, depending upon the factors 
and forces affecting the capital market. Past performance of the previous Schemes, the Sponsors or its Group affiliates is not indicative o! 
and does not guarantee the future performance of the Scheme. Tata MIP Plus Fund is only the name of the Scheme and do not in any 
manner indicate either the quality of the Scheme, its future prospects or the returns. The sponsors are not responsible or liable for any loss 
resulting from the operations of the scheme beyond the initial contribution of Rs.1 lac made by them towards setting up the Mutual Fund. 
Investment in fixed income securities is subject to interest rate risk, credit risk and liquidity risk. The Mutual Fund is not guaranteeing o! 
assuring any dividends. Scheme specific risk factors have been mentioned in the offer document. Please read the offer document of the 
scheme carefully before investing. For Offer Document & Application forms, please contact your nearest branch or collection Center 
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: Tata's Dream Car 
| This refers to the cover story Ratan 
D Speaks His Mind (BT, February 15, 
i 2004). Although Maruti 800 is cal- 
| led the ‘peoples’ car’, it is still 
unaffordable to a majo- 
rity of the middle class. If 
the Tatas could introduce 
a Rs 1-lakh car, a large 
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swathe of the middle class would be 
able to migrate from owning two- 
i wheelers to owning cars. 
| D.B.N. MURTHY, through e-mail 
f 
, 


Your cover story made an interesting 
read. Ratan Tata has assiduously 
t worked to build Tata Motors into 
j the automotive giant it is today. 
When the truck market slumped, 
Tata made the bold decision to go 
ahead with the Indica, which went 
on to become a huge success. If Tata 
succeeds in introducing a Rs 1-lakh 
car, there will be no limits to how 
| high Tata Motor's scrip could soar. 
BIJOY RAJ GUHA, through e-mail 


Making A Difference 
Apropos Micro-finance Messiah (BT, 
February 15, 2004), it is good to 
see one man make a big difference to 
the lives of many. This is in sharp 
contrast to many other NGOs that 
merely prey on the rural poor under 
the guise of empowering them. The 
writer has done well to highlight 











how self-help groups help better the 
lives of the rural masses. 
V. KALYAN RAMAN, through e-mail 


Small, But Not A Lemon 

The story IPO Buyers, Beware (BT, 
February 15, 2004) creates an impr- 
ession that most IPOs of less than Rs 
25 crore are lemons and that the 
small companies behind them are 
of dubious intent. We do not agree 
with such a generalisation. While 
the article is silent on the factual de- 
tails of our company, Indowind 
Energy, it has been listed in the table 
Look Before You Leap among 


| HOW TO CONTACT B 





companies that are supposedly 
launching dubious IPOs. We have a 
track record of having paid dividend 
continuously for eight years. An in- 
stitution such as ICICI Bank holds pre- 
ference capital in it and our current 
IPO is being lead managed by UTI Bank's 
Merchant Banking Division. We had 
given the correspondent concerned 
articles by an international maga- 
zine Wind Power as well as reports by 
various magazines and newspapers 
on our operational strengths. Given 
these facts, we feel that a mention of 
our company as being part of an IPO 
scam in the making is a misrep- 

resentation and is grossly unfair. 
น RAJA SUKUMAR, Assistant Vice President, 
Indowind Energy 


Editor’s reply: The only place where 
Indowind Energy features is in the 
table, which only asks investors to 
“Look Before (they) Leap”. That is not 


the same as calling all 1pos lemons. 


Corrigendum 

In the feature Moving Force (BT, 
February 15, 2004), Tulsi Mirchan- 
daney’s designation was incorrectly 
mentioned as Senior Vice President, 
Marketing and Finance, Blue Dart. 
She is Senior Vice President, Market- 
ing and Projects. The error is regretted. 
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DIVYA BHASKAR IS ON THE LIPS 


OF MAXIMUM WOMEN READERS 
IN AHMEDABAD. 


Smart, upwardly mobile women in Ahmedabad have fallen in love 
with Divya Bhaskar. Yes, according to AC Nielsen ORG MARG, 


Divya Bhaskar is the most preferred Gujarati newspaper Divya Bhaskar 
amongst 5.65 lac Ahmedabadi women. No wonder it is the No.1 


in Ahmedabad. [๕ ๓ ๑ ๒ 5 ร 5 = 
WOMEN READERS IN AHMEDABAD 2 us ad iaa n aal asata 


DIVYA BHASKAR 5.65 LACS 
GUJARAT SAMACHAR 4.60 LACS 












No.1 in Ahmedabad 


Joint-Arms Communications/? 1 26/01/04 


bt editorial 


2 "LT 






"s *= ^ A 
: palo De re 





People’s Management 


LL PROJECTS UNDERTAKEN IN THE NAME OF THE 

‘people’ deserve the attention of all those who 

care. At the current instance, the project in 
business focus is the HRD Minister Murli Manohar 
Joshi’s drive to make higher education more accessi- 
ble to the people at large by cutting the fees for the 
Indian Institutes of Management (IIMs). 

If you can’t hear ecstatic cheers from people who 
expect to be India Inc’s brightest managers some day, 
it’s because they do indeed expect to be India Inc’s 
brightest managers some day. And that means they are 
quality sensitive. And so, regardless 
of their families’ current finan- 
cial resources. The very rea- 
son they hold India’s institutes 
of management (or for that 
matter, technology) in such 
high aspirational regard is that 
they trust their meritocratic 
values. Your brain gets you 
in—and boosts your earning 
capacity so dramatically, that 
issues of funding become ir- 
relevant. Prove your worthi- 
ness, the money will follow. 

The ministry’s stated inten- 
tion of giving more people the priv- 
ilege of an 11M education might 
sound harmless. But the issue, as 
the top IIMs have argued, is one of 
principle. Though the institutes were set up by the gov- 
ernment, they were always intended to be autonomous 
in their functioning, which is why they were formed 
under the Societies Act of 1860. Force-changing the fee 
structure amounts to a breach of this autonomy, at least 
in spirit, and validates the Ms’ fear that other changes 
could be demanded next. Subversion of the admission 
process and distortion of the curriculum, particu- 
larly, would threaten the very meritocratic quality 
that is so dear to so many of India’s brightest students. 
This would be a disaster, whether it’s done in the 
name of the ‘people’ or ‘peepal’. 

The Ms have put up a worthy resistance. Yet, 
that's not the end of the story. N.R. Narayana Murthy, 
co-founder of Infosys and Chairman of IM 
Ahmedabad’s Board of Governors, has acknowledged 
the institutes as being “a child of the government”. He 
has also asked for an “open mind” on the stand-off. 
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RAJAT BARAN 


Indeed, the institutes were set up in the 1960s as 
part of Jawaharlal Nehru’s vision of centrally planned 
development. Apart from public investment in heavy 
industry and other mega-projects with gestations too 
long for private investors, this vision involved openness 
to the world’s ideas and global collaborations in all 
spheres of intellect. The pioneering IIMs and irTs 
started off as foreign joint ventures in all but name— 
as per Nehru's long-term strategy of developing an 
edge in higher-education for practical Indian appli- 
cation. In HR terms, India needed engineers and man- 
agers with a ‘scientific temper’ 
who could be at the world’s 
cutting edge of progress. 

It worked. India can ac- 
tually claim to be a ‘brain- 
box to the world’ without 
inviting sniggers. Except 

that central planning is long 
gone. It has outlived its util- 
ity, and the lead role in the 
country’s economic future 
is in the process of being 
turned over to the market. 
The privatisation of PSUs, 
for the sake of prosperity 
based on market efficiency, is 

part of this important transition. 

For many decades now, the Ms have been doing 
a good job of turning out private sector managers, 
and it's about time India aligned the institutes’ fu- 
ture with the direction of economic reforms. Towa- 
rds freedom, that is. Having long fulfilled their 
Nehruvian role, the แร should move further into 
the private sector, free to structure and run them- 
selves the way they see best, with market competi- 
tion keeping watch on quality. 

The HRD Ministry, meanwhile, could concentrate 
on arranging the funds for primary education that are 
so badly needed. Grant it, too, the occasional outburst 
against the presumed elitism of ol' Macaulay's ghost; 
though if this 19th century British educationist's 
legacy must bear some blame for the supposed ills of 
"Westernisation', let it be mostly for the ‘divide’ 
part of that old Imperial policy that drove a wedge 
into Indian intellectual unity. And let free agents in 
the private sphere undo what remains of it. That 
would be a free people's project. 
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PO Spin 
Doctoring 


With some 20-odd companies hoping to raise Rs 30,000 crore from the market in 2004, 
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the media blitzkrieg has begun. And it isn’t just about advertising. 


AREFUL READERS OF NEWSPAPERS AND 
magazines—the kind who stop and pe- 
ruse even the ads closely—would surely 
have noticed an increase in what is popu- 
larly termed ‘corporate advertising’ over 
the past two months. And even others couldn’t have 
missed the four full page advertisements Oil and 
Natural Gas Commission took out in 
the issue of The Times of India dated 
January 27 (including one on Page 1 
with the masthead intact). To 
anyone who had been follow- 
ing developments at the 
state-owned oil exploration 
behemoth (2003 revenues 
of Rs 35,387 crore; aver- 
age market capitalisation 
of Rs 1,04,970 crore), the 
motivation behind the 
campaign was clear: the 
government is divesting @ 
10 per cent stake in ONG 
through the initial public 
fering (IPO) route. Most 6 
corporate ad campaigns ar 
ilarly motivated 






















BY ASHISH GUPTA 


ONGC isn’t the only company hoping to leverage the 
India Shining thing into a vault full of Mahatmas (all 
Indian currency carries an image of the father of the na- 
tion, Mahatma Gandhi), and the company plans to raise 
Rs 11,000 crore through an iro. Its public-sector breth- 
ren GAIL (India) Limited, National Thermal Power 
Corporation (NTPC) and Petronet LNG, and a 
clutch of private sector companies in- 
cluding Biocon, Hutch, Data 
Access, and Patni plan to do the 
same. India's stockmarket 
watchdog, Securities and 
Exchanges Board of India 

(SEBI) prohibits all corpo- 
rate campaigns once 11 
has cleared a company's 
IPO— only and 
product-advertising is al- 
lowed in the run-up to 
the iPO—and most com- 

panies are rushing to grab 
their chance of eyeballs 
and, hopefully, wallets, be- 
fore the deadline. Companies 
can't afford to advertise too early 
"Xinvestor-memory is short), and rules 


Issue- 


13 


prevent them from ad- 
vertising too close to the 
|y date of the issue. The 
result is a blitz: GAIL, 
which plans to raise Rs 
2,000 crore from its 
IPO, had a four-ad cam- 
paign that played out 
over 10 days, between 
January 21 and 31. 
Advertising agencies 
and media vehicles (in- 
© cluding this magazine) 
f are the big beneficiar- 
| ies. By some estimates, 
IPO-related advertising, 
excluding the issue- 
ads, could add between Rs 500 
crore and Rs 700 crore to the billings of advertising 
agencies this year. Grey India, for instance, is handling 
the corporate campaigns for ONGC and Biocon and 
Lowe managed GAIL's. ONGC execs insist its adver- 
tising budget is between Rs 10 crore and Rs 15 crore 
, but advertising pros put the actual number be- 
tween Rs 30 crore and Rs 40 crore. 

Mass communication is just one of the weapons 
in a company's armoury. Companies tend to be- 
come a whole lot more forthcoming with news, es- 
pecially good news, in the run up to an IPO. For in- 
stance, Biocon, a company that normally doesn't 
talk numbers, spoke freely about its results for the 
three months ending December 31, 2003, to several 
financial dailies, which dutifully covered the same. It 
also made a strategic announcement about imminent 
US FDA approvals for two of its statins. And CEO 
Kiran Mazumdar Shaw made a well-timed appear- 
ance on a television show hosted by a reasonably 
well-known editor. 

ONGC’s spin doctors, too have been busy, what 
with news items about a production sharing agree- 
ment with the Syrian government, a fall-2004 retail 
foray, and exploration and production plans in 
West Africa, making the headlines in January and 
February. 

The other accompaniments of an IPO-boom are 
here too: CEOs hosting no-apparent-reason lunches for 
editors, and publicists calling journalists with in- 
ducements of exclusive meetings. For instance, as 
this writer was putting this piece together, he re- 
ceived a mail from a flak-catcher attaching a release 
about a telco's IPO that was yet to be released to the 
media and the promise of an exclusive meeting with 
its CEO when he would, to recapture the spirit of the 
message, bare his soul. It's business as usual. 
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PNB Blues 


ELHI-BASED PUNJAB NATIONAL BANK (PNB) 
may well be paying the price for being too 
big (deposits of Rs 75,813 crore in 2003, the 
second highest, after State Bank of India), too 


successful (it moved up six places to 15 on the 


2003 edition of the BT-KPMG ranking of 
banks), and too close to the seat of 
Thus, every time the Ministry of Finance wants to 
bail out an ailing bank or financial institution, 
it is PNB it ใน ท า ร to: sei may be government- 
controlled, but it is run pretty much like an 
autonomous organisation. Ergo, PN8 it is that 
ends up with the lemons: in 1993 this was 
New Bank of India; in , it was Ned- 
ungadi Bank; and now it is irci. Td 
The bank may have made the most of 
the first two—the Nedungadi deal, after all, in- 
creased its reach in the southern part of the 
country—but its Chairman S.S. Kohli may find 
it difficult to do a repeat with irci. A mere 
third of the financial institution's assets is 
what bankers call standard; the rest, all Rs 
14,000 crore of them, are either non per- 
forming assets or sub-standard ones (read: 
bad debt or debt well on its way to being 
bad). And even if these be transferred to 
asset reconstruction company, as some 





say they will be, the weakness of iFci’s 


portfolio is unlikely to vanish. PNB is likely 
to suffer them irci blues for some time. 
ROSHNI JAYAKAR 


PNB Chairman Kohli: The success sand trap 





— 


- You've Got Spam 


Why most people are beginning to dread e-mail. 


Man: Well, what've you got? 
Waitress: Well, there's egg and ba- 
con; egg sausage and bacon; egg 
and spam; egg, bacon and spam; 
egg, bacon, sausage and spam; spam 
bacon, sausage and spam; spam, 
egg spam, spam, bacon and spam; 
spam, sausage, spam, spam, bacon, 
spam, tomato and spam; 
Vikings (starting to chant): Spam spam 
spam spam... 
Waitress: ...spam, spam, spam, egg 
and spam; spam, spam, spam, spam, 
spam, spam, baked beans, spam, 
spam, spam... 
Vikings (singing): Spam! Lovely spam! 
From Monty Python: “Flying Circus", 
Spam 

n my e-mail inbox, as I write this 

piece, is mail from someone 
called Charissa who is forwarding a 
reply to a forwarded message about 
god knows what and Roy, who 
wants to know whether I'd like to 
have a bigger you-know-what. 

The technical term for such mail 

is unsolicited bulk commercial email 
(UBCE), but everyone popularly refers 
to it as spam, according to one 
school of thought, inspired by a 


SOUTH-BOUND 





DVD players are getting cheaper and cheaper and... 


Monty Python skit reproduced on 
the top of this page, and, accor- 
ding to another, a simple acronym 
of simultaneously posted adver- 
tising message. Whatever the origin, 
spam, originally WW Il-era ready- 
to-eat processed pork is flooding 
inboxes around the world, and 





Brightmail, a provider of anti-spam 
software estimates that two out of 
three mails sent in January can be 
classified as such. And a June 2003 
report by Radicati Group calcu- 
lates the cost of spam (installing soft- 
ware, scanning mail, even spending 





Feb. Mar. Apr. May Jun. Jul Aug Sep. Oct. Nov. Dec 
2003 


Source: Brightmail 


time deleting it) in 2007, at $20.5 
billion (Rs 94,300 crore) if it con- 
tinues to grow unchecked. 
According to CAUCE (The Coa- 
lition Against Unsolicited Com- 
mercial Email) an organisation ded- 
icated to fighting spam, the initiative 
has to come from governments and 
Internet Service Providers (ISPs). 
Last month, VSNL won a ruling in 
the Delhi High Court allowing it to 
take action against McCoy 
Infosystems, which was using VSN! 
servers to send UCBE. At the World 


E-Mailwars: Attack Of The Spam 


Percent of total Internet E-mail 
identified as spam. 


All figures are in percentage 


Economic Forum this year, Bill 
Gates recognised spam as the great- 
est threat to the internet and said he 
would ‘can’ it by 2006. If he can do 
that he might actually become the 
most admired man in the world. 
KUSHAN MITRA 
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Mid 2002 Early 2003 Mid 2003 Early 2004 AST YEAR, INDIA EXPORTED 2,000 
N.A. N.A. N.A. 7,990 tonnes of roses, 1,100 in 
ณ์ Tay hepa) eon | the run up to Valentine's Day. 
NG 000 12,000 10,000 6,890 
EM 1500 | — | Estimates for 2004: 2,500 
fe . 14990 10,000 ^— 8,990 7,490 tonnes (value: $50 million). 
ut N.A. N.A. N.A 9.990 Bangalore accounts for 7O per 
EER 1. ILL —— ——— ———————— 
Ab f cent of these and a bad crop in 
N.A. N.A. 5,990 
2 5 LL I Zimbabwe and Kenya, both 
N.A. N.A. 8,990 5,990 competitors, iS making 
N.A 15,000 N.A. 4,990 floritech companies in 








the city very very 
| happy, and they are? 
saying it with flowers. 


7,990 4,990 
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Q&A 


"Outsourcing Is Natural" 


C )JUPS IN THE US AND THE UK ARE 
up in arms against companies 
offshoring business processes to 
India. UK's Financial Services 
Authority, for instance, recently is- 
sued new rules and regulations on 
outsourcing. Wbat does tbe MD of a 
UK-based Bro market leader think? 
Steve Haggerty, Managing Director, 
Homeloan Management Limited 
(HML), a UK-based BPO company 
that services 30 lenders and some 


£20 billion (Rs 1,67,449 crore) of 


mortgaged assets speaks to 
Ganapathi Subramaniam. 


When the whole world is outsourcing 
to India, your company—an outsourc- 
ing service provider based in the UK— 
has achieved 400 per cent growth in 
volume and profit over the last three 
years. How did this happen? 
Basically, our overnight success has 
come about as a result of 15 years 
ground work and preparation, dur- 
ing which time we have learnt to 
understand the market, how to re- 
act to it and in some way to drive it. 
Being successful in third party mort- 
gage servicing requires a great deal 
of patience and ultimately succeeds 
or fails by the quality of relation- 
ships built with industry players. 


What do you think about the recent 


GOOD NEWS 


Booming Services 


m Revenues from service tax in the first nine months of 2003-04 


outcry in the UK and the US regard- 
ing outsourcing to other countries, 
particularly India? 

The response to recent outsourc- 
ing deals in both the UK and the US 
is not unexpected given the sensi- 
tivity that always exists around pro- 
tection of jobs. However, my view 
is that outsourcing to countries such 
as India represents a natural devel- 
opment in the global economic cy- 
cle and financial services compa- 
nies outsourcing call centres to India 
is no different to Nike outsourcing 
training shoe manufacture to Korea. 
| don't envisage a time when the UK 
government would intervene to at- 
tempt to legislate against outsourc- 
ing, as I believe that this would be 
viewed at best as being shortsighted 
and reactionary and at worse, a re- 
straint of trade. 


Your company serves a particular mar- 
ket segment—namely the mortgage 
industry. But, a number of BPO service 
providers offer a range of products 
such as insurance, banking, travel, 
etc. What do you think a BPO vendor 
should do—specialise or make a com- 
plete offering? 

My view is that a BPO vendor should 
always have a specialisation and 
then look to add (services) as op- 
portunities present themselves in 


are up 68 per cent to Rs 5,090 crore. 


m Public sector company, Bharat Heavy Electricals Limited receives orders 





such a way that complements the 
existing business. 


The Financial Services Authority, the 
UK industry regulator, has recently 
come up with a number of rules and 
regulations on outsourcing. Are such 
changes required? 

The outsourcing guidelines pro- 
duced by the Financial Services 
Authority are, I believe, a good thing 
in as much as they represent regu- 
latory acknowledgement of the im- 
portance of outsourcing in the fi- 
nancial services market and look to 
give potential outsourcers some com- 
fort that by adopting the best prac- 
tice guidelines, servicers will operate 
within a recognised framework. 


Is India in your radar, at all. After all, 
you are setting up shop in Ireland? 
Whilst India is not on our im- 
mediate horizon, at HML we never 
say never. 





of Rs 23,500 crore in the first nine months of 2003-04, its highest ever. 


m The government allows resident Indians to remit up to $25,000 a year 
in either the current or the capital account, or even shared between the two. 
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DAINIK JAGRAN IS 
PAINTING LUDHIANA BLUE. 


India's largest read newspaper 


extended its position of leadership 
by launching its Ludhiana edition 
on 18 January, 2004. The first 
national daily to be published from 
Ludhiana, Dainik Jagran has been 
received with much acclaim. The 
perfect complement 1 ๐ our Jalandhar 
edition, with this latest success 
Dainik Jagran covers Punjab as no 


other newspaper does. 
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Published simultaneously from Jalandhar and Ludhiana 
| newspaper 9 B stotes © 279 districts € 24 editions 
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Ranbaxy's Malvinder Singh: Getting his team home 


Ranbaxy Vs DRL 


A match report on the first Pharma Cup, 
dated February 7. 


ee THIS WAS NOT, BUT THE GAME HAD IT 
all. Towering sixes, dropped catches, injured 
players, and a nail-biting finish. No we haven’t be- 
come Sports Today yet. We are talking about the first 
ever edition of the Pharma Cup featuring Ranbaxy 
and Dr. Reddy’s Laboratories (DRL). Cheering them 
on were executives from both, including D.S. Brar, 
CEO, Ranbaxy, Brian Tempest, CEO-designate, 
Ranbaxy and Satish Reddy, Managing Director, 
DRL. Malvinder Singh, President (Pharma), Ranbaxy, 
decided that things were better done in the middle, 
and donned the whites. Even though the mild win- 
ter sun made this usually sleepy correspondent even 
more so, the supporters were charged up, cheering 
their mates on. Brar wondered why some of the 
smaller pharma companies were not there. Reddy 
agreed, and plans to invite some teams when DRL 
hosts the event next year. “Even if we lose, we 
might be able to gain on the headhunting side 
(wink-wink)”, a senior official was caught mentioning. 
By the way, Ranbaxy won by three wickets scoring 
the requisite 206 runs with three balls to spare. 
KUSHAN MITRA 


BAD NEWS 


Grounding Hopes 


m The Cabinet shoots down a proposal allowing private carriers to fly to 


Europe and the US. 


m India's premier tech companies are accused by US labour agencies of 


flouting visa rules. 


JPC ON OPC 


Clear Or Not? 


T WAS PERHAPS THE FEAR THAT IT WOULD GO DOWN IN 

history as a Joint Parliamentary Committee that didn't 
finish its work—the committee has to, perforce, go out 
with the 13th Lok Sabha—that prompted the spc, the 
fourth ever constituted in Indian history, to scramble and 
publish its report on the fertilisers-in-soft-drinks con- 
troversy. Not that the spc, headed by Nationalist 
Congress Party Chief Sharad Pawar, said anything new. 
One on count, the most important one, it agreed 
with the Centre of Science and Environment's (0 ๒ find- 
ings that most soft drinks sold in the country (including 
those manufactured by Coca-Cola and Pepsi) had 
residues of pesticides. On another, it differed: the 
organochlorine and organophosphorous pesticides 
weren't present in excessive quantities as reported by 
cse. That was salve enough for the conscience of the 
two companies mentioned above. Coca-Cola's Sanjiv 
Gupta, says, "The statement we have released has 
said what we have to say on the matter and there is 
really nothing more | can say. We have been following 
the norms laid out by the health ministry, and all the 
water we use in our products is now treated even 
more rigorously than before." And a Pepsi release says, 
"We have always produced beverages in India that are 
absolutely safe and made according to the same high 
quality standards we use around the world." 

The report recognises the need for food-safety reg- 
ulation in India and appreciates the work of cse; the or- 
ganisation's chief Sunita Narain promises to "ensure 
that this report does not get shelved... and that 
every Indian gets safe food". 

P.S.: The spc in the slug is easy; opc stands for 
organophosphorous cola. 












KUSHAN MITRA 





m Ninety-eight per cent of public sector companies report losses of Rs 81, ,015 crore in 


2003-04, the highest ever. 


a Public sector bank, Canara Bank classifies its Rs 390-crore loan to Dabhol id 


Company a bad loan. 
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A humorous look at 
Indian CEO’s feats and foibles 


A classic collection of cartoons 
depicting leading CEOs of India 
Inc. Covering the big deals, the 
. worst scams, the stellar successes 
and a lot more, this special volume 
from Business Today is as hilarious 
as it is timeless. Limited edition. 


A humorous look Rare value content. Buy your copy 


at Indian CEOs' 
feats and foibles now. 





Available at your nearest Book store 
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ceotoons 


by Saurabh Singh 








A question mark over the ownership of 
Naresh Goyal's Jet Airways threatened to 
nix plans of open skies... 








..and Infosys’ N.R. Narayana 
Murthy asked Indian 
accountants to embrace 
global competition. 





Huawei Technologies’ James Yuan spoke of 
outsourcing jobs to India... 
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Innovative document solutions 


Sharp offers you the freedom to customise a multifunctional device. Put together various options 
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SHARP CORPORATION, JAPAN 


For details contact: Sharp Business Systems (India) Limited 

Toll Free Number: 1600 444 321 (Delhi, Chandigarh, Lucknow, Mumbai, Pune, Bangalore, Chennai, Hyderabad, Kolkatta) New Deihi: 9810537787, 
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9820557450. Pune: 9422012927, 9822414151. Ahmedabad / Baroda: 9825461374. Kolkatta: 9831151730, 9831249945. Guwahati: 9864016580. 
Bangalore: 9845542826, 9845544598. Chennai: 9840250882, 9444181539. Tamilnadu (except Chennai): 9842277899. Hyderabad: 32337026, 56889108. 


Kochi: 9847422161. e-mail: atul 8 global.sharp.co.jp 
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A Bigger Picture 


The Indian entertainment industry has to look beyond films and television. 


HE INDIAN ENTERTAINMENT INDUSTRY, AS THE 
Federation of Indian Chambers of Commerce and 
Industry (FICC) helpfully points out, is worth all of Rs 
16,600 crore, and should grow at 20 per cent annually 
to hit Rs 41,900 crore by 2007. I am not sure what's 
more impressive: The exactness of these figures, or 
what FICCI, via its annual convention on the “Business of 
Entertainment "—called FRAMES—has achieved over the 
past three years. Now many of us sceptical folk look at 
such shindigs as, at best, great networking opportunities, 
but film maker Yash Chopra, and Sony Entertainment 
Network CEO Kunal Dasgupta, Chairman and Co- 
Chairman of the FICCI Entertainment Committee, respec- 
tively, will convince you that the three FRAMES conventions 
haven’t been just fun and games (and that FRAMES 2004— 
to be held between March 15 and 17—indeed won't be 
just another cosy jamboree for film and television folk). 
To be sure, if the film industry is today recognised 

as an industry—making it eligible for bank and institut- 
ional financing—it's thanks to the efforts of FICCI and 
FRAMES. "Earlier, the film industry didn't have a lobby 
to approach the government," explains Chopra. Now, 
thanks to the industry status, IDBI has condescended to 
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lend some Rs 100 crore to film makers. Not just that some 
100 films have so far been insured, including Chopra's six. 

Impressive? | am not so sure because fact is that 
most bankers still look at film financing as too high- 
risk. They're right: Film-making is fraught with 
failure, what with just one out of 10 films being des- 
tined to make money. The industry for its part feels 
that bankers have to change their mindsets—“tal- 


ented people have to be backed, banks need to 
have the requisite human capital to be able to un- 
bundle risk," is the refrain—but if the chances of a 
film being a hit are just 10 per cent, you need to woo 
a very brave banker to back a movie maker. 

The problem actually is not so much bankers' reluct- 
ance to fund the entertainment sector, but rather the 
industry's inability to throw up genuine 
financing opportunities, besides films ๑ 
and television. To its credit, the FICCI 
Entertainment Committee has realised Wi 
the industry needs to open up alterna- 
tive streams of revenue (besides televi- 
sion, music, and radio), and build broad-based enter- 
tainment conglomerates, with a finger in several pies, 
mitigating the risk associated with any particular seg- 
ment (specially film making). The options are indeed 
many, and several, ranging from animation to PC gam- 
ing to digital cinema to in-film placement and movie 
merchandising—all of which are happening in bits and 
pieces—will be the focus of FRAMES 2004. Consider 
animation: If India’s 11 industry has been able to develop 
a world-class competitive advantage, what's stopping 
Indian studios from tying up with global animation 
companies for outsourcing and co-production. 

Or take the PC gaming industry, which boasts such 
big names as Nintendo, Playstation, Sega, and 
Gameboy, and which is a $28-billion industry globally, 
apparently now eating into Hollywood territory. As 
Sony's Dasgupta points out, one game can bring in as 
much as $500-$600 million in distribution. Why can't 
India's software developers get into this, well, game! 

If FICCI and FRAMES are able to get Andy Bird, 
President, Walt Disney International, to explore allian- 
ces with Indian animation companies Crest and Jadoo 
Works, or Electronic Arts (a global leader in interactive 
gaming) to source games from perhaps a Dhruva 
Interactive (a promising Indian game developer), 
FRAMES 2004, would have more than done its bit. 
BRIAN CARVALHO 
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There is ล reliable way to test the 
quality of electrical equipment. 


Simply compare it with a Merlin Gerin. 


Merlin Gerin forged an international reputation generation ahead, these products are now a 
in 1920 with its core competencies in the main areas benchmark for the industry. 
of electrical distribution. Since then its range of Today Schneider Electric, the world leader in 
innovative end-to-end solutions in low and medium electrical distribution and industrial automation, 
voltage applications have continuously improved continues to innovate with the Merlin Gerin range 


safety and comfort for all consumers. Being a of high technology products. 


Schneider | Merlin Gerin 


ES 


The products featured here are NEX and Ringmaster 
Schneider Electric India Pvt. Ltd. 
Corporate Office: A-29, Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110044. Phone: 011-51590000 
For more information, visit us at www.schneider-electric.co.in 
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Will We Sell A 
Million Cars? 


Jagdish Khattar, 
Managing Director, MUL 
No 


If we can cross a 
million vehicles, it 
M would a dream, 
and a very nice 
one at that. Frankly, 
| | do not expect the 
stellar growth of 
last year to carry 
on. | believe that 
that the 'A' and 'B' segments (small cars) 
will continue to be the major growth drivers. 





B.V.R. Subbu, 
President, Hyundai Motor India 


Al. ba Y abs , andl 
NO, DUT ONIY JUST 


| expect the pass- 
enger vehicle 
market to fall just 
a bit short of the 
million unit mark. 
In 2003, we sold 
just over 800,000 
vehicles, but | 

do believe that 
passenger cars alone will account for 
about 800,000-plus units in 2004. In 
terms of trends, | think that this year 

will see three major trends emerging: 
consumer focus on safety technology, 

an increased awareness of design in car 
purchases and the continuing boom in the 
'C' (small sedan) segment. 


Rajiv Dube, 
VP, Passenger Car Division, Tata Motors 
Maybe. 





The year has 
started on a 
positive note, but 
| think last year's 
growth will be 
difficult to sustain. 
However, if the 
economy carries 
on the way it has, 
growth should be very good. 

KUSHAN MITRA 
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Poll Beneficiaries 


It’s rich takings for two public sector companies. 





(y GOVERNMENTS LIKE TO DISPENSE LARGESSE WITH 
an eye on the elections. Sure enough, Finance Minister 

Jaswant Singh has unveiled, in his mini-budget and the run-up to that, 
a series of sops for just about everyone. However, the Election 
Commission has, with its more-stringent-than-stringent guidelines, 
cramped the style of most politicians by enforcing a code of conduct 
that limits the largesse. Still, there are two public sector companies that 
are licking their chops in anticipation of the elections to the thirteenth 
Lok Sabha and those to state assemblies in Orissa, Andhra Pradesh, 
maybe even Karnataka and Maharashtra. 

Over the next two months, Bangalore-based Bharat Electronics 
Limited, will supply 60,000 Electronic Voting Machines (อ ห แร) to 
the Election Commission. That'll take the number of machines sup- 
plied by BEL to the Election Commission since 1990 to around half 
a million. "Apart from Hyderabad-based Electronics Corporation 
of India (another public sector company), we are the only au- 
thorised supplier of EvMs 
in the country," says N. 
Narasimha, General 
Manager (Exports & 
Manufacturing), BEL. 
"This year, all elections 
are likely to be con- 
ducted using EvMs.” The 
man is loath to put a 
price on the machines 
his company supplies to 
the Election Commission 
(he says the going rate is 
“significantly higher” 
than the Rs 5,500 it 
used to charge the commission in 1990). With the experience 
gained locally, the company is eyeing export markets for Evms, and 
is currently talking to several counties in Africa and South Asia, 
even one in Europe in this context. 

The other company that is looking forward to the polls is the 
Mysore-based Mysore Paints and Varnishes Limited (MPVL), the sole 
authorised supplier of indelible ink—this is applied onto a voter's 
index finger to ensure that he or she doesn't cast another vote un- 
der some other name—to the Election Commission. The exact com- 
position of the ink is a closely guarded secret, and MPvL, which will 
supply 18 lakh 5 cc and 7.5 cc phials to the commission, hopes 
to earn Rs 3 crore this year because of the elections. The company 
exports to Indonesia, Turkey, Fiji, and Ghana, and its Managing 
Director Hemant Kumar says it is "exploring the African market fur- 
ther." Democracy = Business for these two companies. 

VENKATESHA BABU 
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An EVM for action: What Gore would 
have given for one! 


The best statements 
are often made softly. 
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One Ring To Bind Them 


Yesterday's enemies, warring telecom associations, are forging an united front against a greater evil. 


AURI SADAN, AN INNOCUOUS 
looking building on Delhi’s 
central-yet-quiet Hailey Road is the 
setting for a Bollywood-style cor- 
porate drama that has played out 
over the better part of the past 
decade. In the 1990s, this was the 
edifice that housed, albeit on dif- 
ferent floors, India’s two telecom as- 
sociations, Cellular Operators 
Association of India (COAI), and 
Association of Basic Telecom 
Operators (ABTO). Back then, COAI 
was an elitist gathering of blue-chip 
corporates that enjoyed significant 
lobbying power as evident in its 
success in convincing the gov- 
ernment that cellular tele- 
phony companies needed 
to be ‘migrated’ from 
a fixed licence fee 
regime to a reve- 
nue sharing one. 


the unglamorous plain old 
telecom services (POTS) com- 
panies, which were always be- 
hind the targets they had committed 
to meeting in their agreements with 
the government. And the two got 
along as well as a house on fire. 
Things started souring in 2000, 
when basic telephony companies 
lobbied the government to be al- 


PEACEMAKER 


ABTO was the voice of 





The emergence of limited-turned- 
fully-mobile services such as Reliance 
India Mobile makes a case for a com- 
mon telecom association 


lowed to offer ‘limited-mobile’ serv- 
ices. Soon, COAI and ABTO were 
sworn enemies, trading blows across 
the pages of dailies, even industry 
fora. COAI even moved its office 
out of Gauri Sadan. However, with 
the government’s recent decision 
to allow companies in possession 
of a unified licence to offer any 
telecom service of their choice, the 
two associations have decided to 


ide Man From UNCLE 


Iu NANDA WAS NOT ALL PLEASED BY THE RECENT SQUABBLE 









jode him: 


en his father (Rajan) and his uncle (Anil). So he took - 
to play the role of a mediator. “| have always had 


a wonderful relationship with my uncle, and the way things - 
Were going they were not at all good for the company, share- - 


holders or the family,” he says. Today, Nikhil claims the 
"core issues are close to being resolved". Now, the scion of the 


Escorts group would rather everyone focussed on the business. 


KUSHAN MITRA 


bury the hatchet. ABTO is no longer 
a poor cousin: it commands 20 per 
cent of the 30 million wireless (yes, 
you read that right, wireless) con- 
nections in the country and has the 
force of two of India's largest gro- 
ups, Reliance and Tata, behind it. 
And it has gone ahead and rechris- 
tened itself United Telecom Service 
Providers Association of India. 
"ABTO has come forward to create a 
unified association," declares S.C. 
Khanna, the Association's Secretary- 
General. *We are working together 
on all common issues and I am sure 
a common association will emerge 
soon," responds COAI Director- 
General T.V. Ramachandran. 
Fostering this new-found spirit 
of camaraderie are common con- 
cerns—inadequate spectrum, in- 
terconnect charges payable to the 
state-owned BSNL and MTNL, the 
demand for ‘free migration’ to 3G 
(third generation) licences, and the 
like—and a common enemy, BSNL. 
Given ABTO's new name and COAI’s 
conciliatory approach, it is evident 
which association will merge into 
which. Now, if only we hacks can 
train ourselves to roll UTSPAI off 
our tongues the way we did COAI 
and ABTO. 
VANDANA GOMBAR 


SHIVAY BHANDARI 
"ET .. 








FLOODING THE LIVES OF MILLIONS IN ANDHRA PRADESH WITH JOY. 





We, at Kirloskar, feel honoured in over 200,000 hectares of agricultural in any lift irrigation scheme in Asia. 
being associated with Government of land and provide drinking water With this, millions of people in 
Andhra Pradesh in the prestigious to millions. Telangana region, residing 135 km 
Devadula Project of irrigating Catalysing this entire process away from Godavari will experience 
the drought-prone, parched region would be one of its kind energy the same joy and prosperity as the ones 
of Telangana. efficient pumping equipment and who are benefitting by the Sardar 
The drought-prone Telangana futuristic technology involving Sarovar Narmada Nigam Project. 

region of Andhra Pradesh will soon pumps and pumping system with A new economy would be born and 
witness a green revolution. 400 m head (lift). In fact, history would be created. Yet again 

Apart from this 
Heralding this would be a project, Kirloskar will each of these pumps 

SOON execute 

Lift Irrigation Project that Lift Irrigation Schemes would be powered by an 

at Tadipudi and 
would bring in the waters Purshothapatnam in the electric motor of 8500 kW, 

Rajamundhry region 

of Godavari here, irrigate the largest ever used Enriching Lives 


KIRLOSKAR BROTHERS LIMITED Reed & Corporate Office: Udyog Bhavan, Tilak Road, Pune 411 002, INDIA 


Tel.: 020-2444 0770. Fax: 020-2444 4198. Email: kblin@kbl.co.in Group website: www.kirloskar.com Website: www.kbl.co.in 
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Anna FM 90.4 Calling 


India’s first community radio starts broadcast from a Chennai-campus. 


F YOU'D LIKE TO VISIT WHAT IS 

being touted as the tiniest 
radio station in the world, 
you'll have to head for 
Chennai-borough Guindy 
where Anna University is loca- 
ted. On February 1, the Uni- 
versity launched the first com- 
munity radio station in the 
country, Anna FM 90.4. To 
most people who know Dr R. 
Sreedher, the Director of the 
University's Audio Visual 
Research Centre that doesn't come as 
a surprise. The man was part of the 
community radio revolution in India, 
launching Gyan Vani for All India 
Radio, Allahabad. Much later, in 
1992, when he was serving out a 
stint with the Department of Science 





and Technology, he produced 143 
episodes of a science programme 
for school children that was aired, 
every Sunday by 104 radio stations in 
18 languages. Anna University hired 
him in April last when it wanted to 
launch a radio station. Sure enough, 


YOU NEED TO SOCIAL- 
IZE YOUR IDEA 

| WITH THE REST OF 

| THE DEPARTMENT. 


that’s what he has done. Students 
of the university’s electronics me- 
dia course are thrilled. Some of 
them are carrying out audience 
research surveys in the 15 kilo- 
metre radius the station covers 
(that’s some 70 per cent of 
Chennai). Others are looking 
forward to opportunities in pro- 
gramming (largely tech-speak for 
students, campus round-ups, and 
programmes targeting neigh- 
bouring communities such as 
fisherfolk), editing, even equipment 
maintenance. Anna FM 90.4 is run 
on a shoe-string budget, but it prom- 
ises to be different from the staple 
‘hottest hits’ FM channels crowd- 
ing India’s airwaves. 

NITYA VARADARAJAN 
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SOCIALIZE? IS 
THAT THE SAME AS 
GETTING BUY-IN? 





IT’S ONE STEP BELOW 
BUY-IN. IT'S MORE 
LIKE DIALOGING 

FOR FEEOBACK . 


WOULDN'T IT BE 
BETTER TO DOA 
TEMPERATURE 
CHECK USING A 
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WAIT. ..I THOUGHT 
THAT BUILDING A 
CONSENSUS WAS 
ONE STEP BELOW 





MAYBE... BUT IS 
THAT GOING TO 
INOCULATE THE 
STAKEHOLDERS? 


JUST RUN IT UP 
A FLAGPOLE AND 
SEE WHO SALUTES. 
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BT CIRRUS 


Share Of Print 


| NFOTECH RESULTS ARE STILL MORE IMPORTANT THAN OTHER 
results for financial journalists, never mind that some 
so-called old economy sectors are actually doing well, 
very well. At least, that’s the message coming from a me- 
dia review of corporate coverage over the last three 
months of 2003. Predictably, Infosys registered the 


Image points sharing among the genres 












Mergers & Acquisitions — — —— Financials 4 
5 | | 
| Interviews 4 
Alliances 5 ——— 
: ——— Others 17 
Financial Results 9—— 
- T Marketing & Sales 
Product Launches 7 —— 33 


Personalities 10 


Corporate 
11 - ---- 


All figures are in percentage for the period Oct. to Dec. 2003 





Quality of exposure for the genres 


wot ines co 
Marketing Personalities | Financial |  Mergers& | Interviews | | 
& Sales Results Acquisitions | 
Corporate Product Alliances Financials Others 
Launches 


Figures are QoE in percentage 


l.Visibility scores and image scores measure all news items. 
Visibility scores are a factor of the size of the article multiplied 

by the readership of the given newspaper or magazine where 

the article has appeared. 

2. Image scores are the tonality of a given news item. 

The visibility scores are multiplied by one, two or minus one de- 
pending on whether the articles are neutral, positive and negative. 


highest image score for its financial results, followed by 
Wipro. Tata Motor's presence at #5 on this listing isn't 
really surprising given the company's stellar showing. Still, 
financials account for a mere four per cent of the image 
points. Marketing, with. 33 per cent rules over everything 
else. That's share of voice for you 


Companies in order of image point scores for 
their financial results 







Reliance Ind. 


= Performance of various sectors on the 
financial results front 






Mineral 
| etals | 


Automotive Banking Pharma & Financial Airlines, Hotels 
Health Care & Travel 
Figures are actual scores Ii Visibility score E Image score 


3. Quality of Exposure (QoE) determines the relationship. 
between the visibility and image scores. 


A positive story well-covered merits compliments but a negative 
story covered extensively is not good for a company. Toni 
all media reports for a given company are อ | 

positive, neutral or negative articles. QoE is 

always expressed as a percentage. 


Cirrus is a Delhi-based image monitoring agency. Feedback to bt-cirrus@icirrus.com 
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to top the list of nations filing 
for approval of generic drugs 


DASH BOARD 
with the US FDA. All that news 


india beats countries like 
Spain, Italy, Israel, and China 
D 
about India’s pharma research 
prowess isn't hype 
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This cement is more competitive than most others. E 


It was spared the adverse effects of high downtime. 


Everyday, bearing failure brings entire production lines to a standstill. SKF is 
changing that. SKF has created a range of advanced bearings that excel in the hostile 
environments of the Cement and Mining industry. Coupled with SKF's Monitoring solutions, 
they have managed to avert costly downtime and expensive repairs by improving service life 


and machine performance. It's this dependability that makes SKF the global leader in quality 


“T THE CONFIDENCE bearings. Putting advanced bearing technology to work in the most demanding environments. 
ENUINE SKF BEARINGS Spinning unnoticed, unerringly. Offering real solutions, for เธ ล | conditions 
NLY FROM A TRUSTED SOURCE. 


AUTHORISED SOURCES OF GENUINE BEARINGS CONTACT US AT SKF BEARINGS INDIA LTD Bangalore 83 : Chennai 
"852 2359 / 2471/3559; Coimbatore: Tel.: 221 0867/6652: Kolkata: Tel.: 2248 8731 / 8732/7787: Mumbai: Tel.: 5633 7777: New Delhi: 1 62 5133 
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Microsoft's Ravi Venkatesan: The wheels of the new-e 


NEWSMAKER 


Ravi Venkatesan, 41 


Wi MICROSOFT FIRST APPROACHED RAVI VENKATESAN, THEN THE CHAIRMAN 
of Cummins India about being its chairman in India, the man did- 
n't know what to make of it. "My first reaction was that of disbelief; | mean 
what do | know about software," he recollects. Six months later, 
Venkatesan, who at one point in time looked set to become a Cummins 
lifer—he was a star in the system and, for the record, started his associ- 
ation with the company when he interned at the Indian operations while 
still a student at ir, Bombay—has filled a designation created specifically 
for him by Microsoft. "| think it was the meeting with Bill Gates and 
Microsoft's top managers that clinched it for me," he says. Venkatesan has 
no experience in the software industry, but has been a constant in most 
headhunters' radar, especially while seeking to fill top-level vacancies, al- 
though he himself had never seemed interested. Still, ir has a lure all its 
own and as Venkatesan puts it, “This is (probably) the last chance I'll get 
to be part of one of the greatest revolutions of our time." 

ABIR PAL 





2 a tentat 6 () intended fo ascertain someone à 


ก ด ห ห ห 8. ป ต 0 แน xtord-Dictionary 


ing narrow gaps or clearances 
adj. informa! causing a feeling of happiness and 
T bonc. Ani good movie. 
- DERIVATIVES feel-goodism n. 


gos | อ the 
In India 
Used to describe anything and everything about the economy and the 
country as of now. Has become a favourite word of correspondents and 
editors. These lines can be found in any publication. 
The economy is in feelgood mode. 
The markets have have factored in the feelgood sentiment. 
The BJP is hoping that the current feelgood factor will help it in the 
upcoming election. 
Only in India can an obscure word (wrongly used, without the hyphen at 
that) steal the limelight. We just hope that the word doesn't go down in his- 
tory for the wrong reasons. 
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Is [he lelephone 
Directory Dead? 


HE LAST YEAR THAT MUMBAI'S 

Mahanagar Telephone 
Nigam Limited (MTNL) brought 
out a complete telephone 
directory was 1999. And as 
G.V.R.S. Kumar, General 
Manager (Marketing), MTNL, 
puts it, "I wouldn't know if work 
is on to bring one out in 2004." 
One reason for the demise is 
declining demand. The second 
is the booming mobile telephony 
market: none of the mobile telcos 
publishes. The last is the cost 
involved. The telephone depart- 
ments in various cities used to 
work around this by allying with 
yellow pages publishers to offer 
directories with yellow pages. 
GETIT Infomediary still does so 
in 10 cities including Chennai 
and Bangalore, but in most 
other places, the publishers 
have realised, as Mankerand 
Lele, General Manager, Yellow 
Pages, Tata Infomedia explains, 
that "the earlier model of yellow 
pages compensating for the cost 
of the printing the telephone di- 
rectory doesn't work." Reason: 
poor distribution by 
the telephone departments 
concerned. Now, most yellow 
pages come as standalones 
(Tata Infomedia distributes 
half-a-million every year). 
As for the directory... 

DIPAYAN BAISHYA 





จ ล ป a flat ‘NO’ to flat belts! 
switch to Fenner Poly-V Belts and Cogged Belts 


Recent tests* have proved that Fenner Poly-V Belts and Raw Fenner Raw Edged Cogged V-Belts and 
Edged Cogged Belts lead the rest when it comes to energy Poly-V Ribbed Belts score over flat belts and 
savings with: conventional V-Belts in a number of ways 





* Lowest investment ๑ Fenner Poly-V Belts have longer life 


* Fastest Payback ๑ They require smaller pulleys making the drives 


* Highest Returns more compact and cost efficient 
๑ Energy Savings up to 6% ๑ They carry 30% - 40% higher power 
per unit width 
Energy : 
SL Textile ^ Consumption BELT DRIVE Investment ฟิ ด ใน เท อ ท Payback ๑ Better wedging results in negligible slip 
No. Machine Units / Year Required’ Investment Period and higher efficiency 
(KWh) (Rs.) (96) (Months) 
1 TFO 136000  Gogged 837 1139 14 ๑ Poly-V Belts incur much lower 
Poly-V 3640 922 13 maintenance costs 
Flat 3801 729 1.6 
Flat belts 
2 Ring 33600 Cogged 486 529 2.3 
Doubling Poly-V 25^ 376 a ๑ tes ES dus M ading to l 
Fiat 2873 259 ‘in requent Dearing failure an igh maintenance 


expenditure 
"As per tests conducted by a leading TEXTILE RESEARCH INSTITUTE 
๑ Fiat belts suffer frequent slippage 


od i re- ion | necessary 
Poly-V Belts are far superior in performance not only in Regular re-tensioning is also necessary 


textile industry but also in a host of other industries like Fenner Belts, backed by ISO 9001, ISO / TS 16949 
cement, paper, steel etc. And Fenner Cogged Belts certification and American Petroleum Institute 
require no extra investment as they can be used on accreditation is the No.1 choice of industry, not only 
existing V-Belt pulleys. in India but also in over 40 countries across the world 


Flat belt is a part of history. 
So let's leave it there..... 


Start your energy savings 
- อ 0 ฟ พะ" Uy, today! 
SS A Call us to get the 
Q Sa Fenner energy saving edge 
~ o to work for you. 


Contact 
Fenner Design Centre 
\ Khivraj Complex - Il, 480, Anna Salai, 


Nandanam, Chennai - 600 035, India. 

Ph: 24312450 - 58 Fax: 24349016, 24320193 F (| di ) Li m 

email: ptd_mhq@fennermail.com en n er ( n ia) | ited 
www.fennerindia.com (An associate Company of the JK Organisation) 





Total Power Transmission Solutions 


FIFTH ESTATE : 5799 
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PINAKI PAUI 


A Third Quarter Update 


Analysis of the results of 1,350 companies 
39.96 


The Bottomline 


The spurt in net profit is due to 27.78 
reduced interest cost. 





Net sales Peo = Depreciation 


Figures are year-on-year (YOY) growth rates in percentage PAT: Profit after tax 
PBDIT. Profit before depreciaton, interest and tax 


Other Income of Banks 
Have Taken A Beating 
The stabilisation of interest rates 


had its effect on the other income 
of banks this quarter. 








Figure in Rs crore 


Changing Sectoral Fortunes 


Auto, capital goods and tech are continuing their good show, 


while pharma and FMCG are falling behind. 





vetas 202 ë 
CG 69.4 
Capital Goods 1 LA 5 6 
ym 24.4 







Textiles tl 14.3 100.8 





13.8 
7.6 


D 1 47.2 


"Mio, 
" ป น 


2.3 
Banks 23.1 


Pharma 





Figures are growth rates in percentage as compared to same period last year 
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A. PRABHAKAR RAO 


Retail Goliath 


Mumbai, here we come. 


Hyderabad's Giant: Size, it would appear, matters 


ITH ITS FIRST (AND THUS FAR, ONLY) GIANT 
hypermart (or hyper market as every- 
one insists it be called) nudging revenues of Rs 
100 crore, the RPG Group, realising that it is on 
to a good thing, is investing in 15 more Giants 
over the next two years; the first of these, will 
open for business in Mumbai, a city the com- 
pany has traditionally stayed away from citing 
the prohibitively high cost of real estate space, 
on February 21. As someone who has shopped 
at Giant, this correspondent can safely say 
that the store's usP (unique selling proposition) 
is its shopping area—trading area, as the 
Head of Hyderabad's Giant V. Jagannathan 
calls it. The hypermart, which opened for 
business on June 27, 2001, covers 45,000 
square feet of space and sells 25,000 skus 
(stock keeping units) from vegetables to per- 
sonal-care products to electronic goods. 
Hyderabad may have worked, but the com- 
pany is likely to find operating a hypermart in 
Mumbai a different ballgame altogether. 
E. KUMAR SHARMA 
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LCD PROJECTOR 


EMIP-S1 Lll 


Buy the reliable & affordable EMP-S1 LCD Projector 
and get an EPSON 3-in-1 worth Rs.8395/- absolutely FREE". 





EPSON STYLUS. CX3100 
SCANNER PRINTER COPIER 


THE EMP-S1 Offers: 1200 ANSI lumens SVGA | Lowlamp cost | Additional convenient PC/laptop mouse Remote Controller 
6 sec. startup, 20 sec. shutdown | Silent operation, Ease-of-use, Portability | Plug-in DVD, VCR, TV, Game Console, Video Camera 
& more (also making it perfect for home theatres) | And itis Stylish, Simple & Smart. 





— EPSON No.1* in Data Projectors 
Limited Offer! CALL NOW for an ONSITE DEMO (for details e-mail venkat@eid.epson.co.in) — 
Head Office EPSON INDIA PVT. LTD., 301, Prestige Meridian-1, 29, M.G. Road, Bangalore 560001. te/ 25321266-70  www.epson.co.in 

Regional Offices Chennai-28203940/1 New Delhi-26447201-3 Secunderabad-55331738/9 Mumbai-28261516/7 Kolkata-22831589/90 
Ahmedabad-6407176-7 Pune-98901 52007 Cochin-2356652/2357638 


Epson Authorised Distributor Actis Technologies Pvt. Ltd. Mumbai-28340004 Bangalore-25358544 Hyderabad-55668731 Chennai-52146350 
Ahmedabad-7434589 New Delhi-33255067 








*Terms and conditions apply "Source: World-wide Market Share in 2002 (Decision Tree Consulting Limited) 
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- CRORE OPPORTUNITY 


India wakes up to the very real hardware manufacturing boom 
engendered by a large domestic market. sy vipya VISWANATHAN 


ARISH VERMA WANTS TO BUILD PC MONITORS IN INDIA. NO, THE A GROWING ANCILLARY INDUSTR' 
38-year-old who has worked with HCL and American Express Component makers like 


in India and the US isn't a crank, although there are enough of Mumbai-based Celetron 
the we-have-invented-the-perpetual-motion-engine types around. arẹ expanding to cater to 
Verma is earnest and is now busy persuading venture capital- ^ the domestic market. 
ists that there is a future for monitor manufacturing in India. 

The man hasn’t lost his head. The Indian hardware industry is on 
a roll, and hardware manufacturing, once written off as unviable, is mak- 
ing a comeback. Numbers provided by Manufacturer's Association of THE ENTRY OF CONTRACT 
Information Technology show that some 3 million rcs will be sold in MANUFACTURERS 9 





2003-04. And Delhi-based information technology research firm Global contract electro- 
Skoch Consulting expects the market to grow by 50 per cent in nics majors such as 
2004. Sanguine execs are already looking at numbers of a far higher Flextronics, Solectron, 
magnitude. “There are 170 million PCs sold every year and 20 million and Jabil Circuit are 


of these sell in China," says Ravi Pradhan, an irr Madras alum who here, and Indian compa- 
spent over two decades in IBM's PC division in the US, and who now IT "EE nies like Wipro and TVS 

heads the Indian operations of chipmaker Via Technology. "That is Electronics are either expanding contract man- 
the kind of market we are looking at." ufacturing capacities or entering the business. 
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INDIA S HARDWARE 
MANUFACTURING ECOSYSTEM 


A BOOMING DOMESTIC PC MARKET @ 
Manufacturer's Association of Information Technology 
says 3 million PCs will be sold in 2003-04. 

That's 21 per cent higher than the 2002-03 figure. 
Estimate for 2005: 4.2 million PCs 


A BOOMING DOMESTIC MOBILE PHONE MARKET 
Cellular Operators Association of India puts the number 
of mobile subscribers in India at 28 million in December 
2003. Estimate for 2005: 80 million 
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POWER REFORMS 

In a significant development, the Indian 
government recently allowed a company 
to buy power directly from its vendor 
of choice, ordering the state electricity 
board concerned to pipe the power from 
producer to consumer. Hardware manufacturing, for the 
record, is power-intensive. 


r 
Mumbai 


MERGING MANUFACTURING CLUSTERS จ 


aba AEA Traditional hardware manufacturing capital Pondicherry, 
? - Silvassa, and Goa are seeing increased investments by 


existing and new hardware manufacturers 


กุ อ จ ล แล | THE AVAILABILITY OF VENTURE CAPITAL 4 


Sarath Naru's VentureEast is one fund looking for early-stage 
STATE-LEVEL INTEREST r investment opportunities in hardware manufacturing. 


Four Indian states have hardware จ A. 
HARDWARE INNOVATION 


manufacturing policies. And 
hardware parks are coming up The organic light-emitting diode screen being developed 





across Karnataka, Tamil Nadu, by the Samtel Display Center in IIT Kanpur and a low-cost ATM 
Andhra Pradesh, Kerala, being developed by a company founded by IIT Madras Professor 
Uttaranchal, Himachal Pradesh, Ashok Jhunjhunwala are just two examples of hardware | 





Goa, and Jammu. innovation happening across India. 
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THE $13.4-BILLION ENDORSEMENT 
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DEEPAK G. PAWAR 


The world's largest Electronics Manufacturing Services 
company believes hardware manufacturing will be big in India. 


Wa ASH BHARADWAJ TALKS ABOUT THE OPPORTUNITY FOR HARDWARE 
manufacturing in India, it makes sense to listen. That's because, 
Bharadwaj is the Chief Operating Officer of the world's largest EMS 
company, Flextronics (2003 revenues: $13.4 billion), and the man 
who built the company's China operation to a 30-plant, 40,000-workers 
one in nine years since 1994. Flextronics acquired Motorola's pager man- 
ufacturing facility in Bangalore in 2001, and has invested in Hyderabad- 
based fabless chip-maker MosChip and Mumbai-based hardware com- 
ponent manufacturer Celetron, and Bharadwaj's enthusiasm about India 
is catching. In November 2003, he squired his CEO Michael Marks on a 
whirlwind tour of India. "It is cost-effective for us to manufacture in India," 
he says. "There's no reason why we cannot replicate the China experience 
here." The buzz in the market is that Flextronics will soon be manufacturing 
mobile phones for companies supplying to Reliance Infocomm. Bharadwaj 
is quick to add a caveat about the government's role. After all, women con- 
stitute the bulk of any electronics manufacturer's workforce and India's 
labour laws will need to be amended before companies can run three shifts 
with women working the plant. Then, there are issues related to logistics, 
power, and tariff structures on imports of capital goods. The very fact that 
Flextronics is here, however, shows that Bharadwaj believes the company 
can work around these. 


ASH BHARADWAJ/ CHIEF OPERATING OFFICER/ FLEXTRONICS 
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It isn't just ?Cs. Last year, India's 
mobile telephony companies added 17.5 
million subscribers to an existing base of 
11.1 million. Even assuming 10 per cent 
of existing customers change their hand- 
sets (read: phones), that's a whopping 
18.6 million new phones sold. This year, 
the corresponding number is likely to be 
36 million, volumes at which local man- 
ufacturing begins to look conspicuously 
attractive to phone-makers. 

Personal computers and cellular hand- 
sets are at the bottom of the hardware 
hierarchy. Like most other class struc- 
tures, however, this one is a pyramid, 
implying that the base contributes the 
most volume. The emergence of a large 
domestic market for Tvs and mobile 
phones, then, fosters conditions con- 
ducive to domestic manufacture. Once 
that happens, products higher up in 
the hierarchy (they sell relatively lower 
volumes) can be easily manufactured. 

Circa, early 2004, India seems to 
be at this point of inflection. The icing 
on the cake is the imminent opportunity 
in set top boxes once the Conditional 
Access Service (CAS) regime in cable 
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SUNIL SHARMA/ HEAD/ KOBIAN INDIA 


ix Once the ma [ket hit a certain volume, it made sense to manufactu Indi; 
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television kicks in—and kick in it 
will despite roadblocks. That’s some 
50 million set-top units that will 
be sold over the next five years. 
Then here are Urses, printers, tele- 
com and networking equipment, 
digital cameras, medical equipment, 
even niche products like ATMs, leave 
alone hardware opportunities in 
white goods, consumer electron- 
ics, and automobiles. Gopal Srini- 
vasan, the CEO of TVS Electronics, 
is understandably buoyant. “It isn't 
a question of opportunity here,” 
he says. “It is a question of being 
able to execute; companies in this 


space should grow at least two to 
three times.” The number he puts 
to the “hardware manufacturing 
opportunity” in India over the next 
three years: Rs 55,000 crore. That's 
manufacturing cost. Market resear- 
cher IDC, known for its conservative 
numbers, estimates that the corre- 
sponding market-value estimate 
(for PCs, servers, hand-held devices, 
traditional workstations, storage, 
peripherals, and data communica- 
tion equipment) is Rs 75,000 crore. 
We'll say that again: Rs 75,000 
crore or over $15 billion at today's 
exchange rate. For the record, 


TWO THAT MATTER 


The growth of the PC and the cellular phone industries indicate a future for hardware manufacturing in India 
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Figures are PC sales in million 
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A LAPTOP FOR 


| OR ALMOST A DECADE, KOBIAN, A SINGAPORE-BASED PC 
components manufacturer has built a viable business 
(2003 revenues: $400 million) around getting components 
manufactured in China and selling them in other Asian 
markets, including India. Then, in 2001, when the com- 
pany's motherboard sales in India touched 30,000 units 
a month, it decided the market was big enough to warrant 
a manufacturing facility. In 2002, Kobian India's plant in 
Silvassa started production. Now, Sunil Sharma, the 
head of Kobian India, is eyeing digital cameras and a sub- 
Rs 30,000 laptop. 


India's software exports in 2003-04 
are expected to be $12.2 billion. 


India Shining. Hardware Shining 
Actually, it's more like hardware 
basking in the reflected glory of 
India Shining. With the economy on 
an upswing, a resurgent India Inc— 
454 of the 797 companies whose 
financial results are in at the time 
this article goes to press show net 
profits for the first nine months of 
this vear that are higher than their 
2002-03 net profits—is certain to 
invest more in IT, both software 


and hardware. Better still. much of 
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Figures are number of subscribers added in million 
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AND THE INNOVATOR 
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URE CAPITALIST = 


VentureEast is willing to make early-stage investments in 
manufacturing start-ups, as long as they are relevant to India. 


ae NARU IS A DIFFERENT SORT OF VENTURE CAPITALIST. HIS COMPANY, VENTUREEAST 
makes early-stage investments in technology companies relevant to India. Most 
other venture capitalists shun early-stage investments and prefer companies tar- 


geted at the global (read: US) market with back-ends in India. Not surprisingly, 








the IIT Madras alum has invested in several companies founded by the school’s 
TeNet Group, an informal entity founded by three academics. One manufacturing 
start-up that has benefited from his largesse is Vortex, a Chennai-based company 
that will produce the low-cost ATMs being designed by the TeNet Group for ICICI. 
ATMs are largely urban thingamajigs and ICICI is hoping the low-cost ATM, which 
will do everything normal ATMs do and also act as a distribution mechanism for 
microfinance and small-value loans, will increase its rural reach. Vortex, 
founded by another IIT Madras alum, L. Kannan will design the mechanical parts 
of the ATM apart from manufacturing it. There's that IIT Madras connection again. 


SARATH NARU/ FOUNDER/ VENTUREEAST (LEFT) AND L. KANNAN/ FOUNDER/ VORTEX 


two have come together to produce low-cost ATMs for the Indian market — — — 1 ~ 


these gains have come on the back of 
productivity gains that involve the ex- 
tensive use of IT and as more com- 
panies, especially small and medium 
enterprises, travel down this path, 
the domestic hardware market will 
grow, and grow, and grow. 

Thar's evident in the financial re- 
sults of HCL Infosystems, one of 
India's largest hardware companies. 
โท the three months ending 
December 31, 2003, the company's 
hardware business grew 56 per cent 
as compared to the same period in 
2002. *We can now invest in edu- 
cating and developing the market," 
says a visibly upbeat Ajay 
Choudhury, CEO, HCL Infosystems. 
Wipro. Suresh Vaswani, the 
President of Wipro Infotech, a com- 
pany focussed on the corporate 
segment, is just a shade less bullish: 
he expects a growth of 30 per cent. 

The second reason for the 
boom-in-making is price. Hardware 
manufacturers are close to hitting 
the sweet spot of the desktop seg- 
ment—under Rs 15,000 according 

to some estimates, although 
Narendra Pani, the Vice President 
(Business Development) of TVS 
ป Electronics, insists that the market 
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2004 


will really grow once the Rs 10,000 
barrier is breached—and the lap- 
top one (Rs 30,000). In part, these 
arise from increasing manufacturing 
efficiencies and a quest by compa- 
nies to cut costs, and consequently, 
prices, to increase penetration. In part, 
they arise from the government's de- 
cision, in early 2004, to cut excise 
duty on hardware from 16 per cent 
to 8 per cent and remove the 4 per 
cent special additional duty. This 
reduction has rendered unorgan- 
ised sector players—they do not 
pay duties—redundant. Today, 
HCL's entry-level desktop, Ezeebee, 
retails for 17,990; price warrior 
Zenith has an offering for 16,000. 
The third reason for the hard- 
ware boom is activity in the retail and 
government segments of the mar- 
ket. A third of the 3 million PCs 
sold this year will find their way to 
homes. And e-government initia- 
tives launched by several Indian states 
as well as the central government 
could further the cause of growth. 


The Boom Riders 

As demand grows, everyone is 
speaking about increasing output, 
even capacities. Acer, for instance, is 


G. KRISHNAS WAMY 





expanding the capacity of its PC as- 
sembly line at Pondicherry and LG is 
threatening to do to the Pc busi- 
ness what it did to the consumer 
electronics one with its more-for-less 
products. IBM has a manufacturing 
facility in Pondicherry with an esti- 
mated capacity of 50,000 units. 
The company didn’t respond to 
BT’s questions but it is evident that 
it is considering large-scale manu- 
facturing in India. In 2003, while 
media-attention was focussed on 
the visits of the company’s 
Chairman Sam Palmisano and 
President Steven Mills, another sen- 
ior executive made a low-profile 
trip to India. This was IBM’s head of 
manufacturing Nicholas M. 
Donofrio, who reportedly visited 
the Pondicherry plant as part of an 
exercise to evaluate the possibility of 
large-scale manufacturing in India. 

However, according to Skoch 
Consulting’s Sameer Kochar—he 
headed marketing at now-dead-but- 
once-glorious PC manufacturer 
pcL—organised sector players do 
not have the capacity to meet de- 
mand. The gap, he reasons, will be 
met by a clutch of aggressive price- 
players, local, and from countries 
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WIDEST REACH 


State Bank of India has a bouquet of 
products, designed to help you meet 
all your financial needs. And these come 
with attractive features like low rates of 
interest, free International debit card, no 
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State Bank of India can provide. e Easy and long repayment period 
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RAVI PRADHAN/ HEAD/ VIA'S INDIAN OPERATIONS 


. Via is convinced that low-cost high-performance machines will explode the Indian PC market 





Í HE INDIAN MARKET FOR ASSEMBLED PCS 
really took off in the mid-1990s, when 
Intel introduced the concept of GIDs 
(Genuine Intel Dealers), allowing as- 
sembled PC-makers across the country 
to use the 'Intel Inside' logo. The bene- 
fit: the respectability that went with 
the logo. Now, another chipmaker could 
be engendering another revolution in 
India. In 2003, this company, Via 
Technologies, a $800-million chipset 
manufacturer that has a cross-licensing 
agreement with Intel where either can 
use the other's technology, sold 
190,000 chips, giving it a 8 per cent 
share of the Indian market. The head of 
Via's Indian ops, Ravi Pradhan is con- 
vinced that the Indian PC market will 
take off if companies can configure 
high-performance low-cost ones for cor- 
porate use. And he is backing this belief 
by with the Indian Institutes 

of Technology to set up labs that test 
various configurations. Pradhan's ideal 
— pricing for a PC is Rs 15,000; for a lap- 
top with a Via Processor, 256 MB 
RAM, CD drive, and 10-hour battery 
back up, Rs 30,000. Now, where have 
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like Taiwan and Singapore. 

That phenomenon has already 
begun. Singapore-based Kobian 
(See A Laptop For Rs 30,000) has 
a manufacturing facility up and 
running at Silvassa. Other such 
companies like eSys, again from 
Singapore, UK's Aci, and local- 
laptop vendor Micro-D have 
some sort of presence. And most 
hardware execs believe it is only a 
matter of time before Chinese 
biggie Legend (2003 revenues: 
$2.6 billion) enters the market. 

The hardware industry is as 
component-dependant at the au- 
tomotive one. Sure enough, there's 
a boom on there too. Acer's com- 
ponent manufacturing company 
Wisitron has had a presence in 
India through Bangalore-based 
Xserve Technologies for over a 
year. “One of our charters is to 
look at the viability of manufac- 
turing here,” says Rahul Gupta, 
Country Head, Xserve, who has 
already outsourced the manufac- 
turing of some components to 
Indian companies. And Celetron 
India (See The Billion-Dollar 
Hardware Company), an elec- 
tronics manufacturing services 
company is expanding its capacity 
to cater to the domestic market. 


The Hardware Ecosystem 

Electronics Manufacturing Services 
(EMS) is probably one reason for 
the continued profitability of most 
global hardware companies. These 
companies are contract manufac- 
turers of sorts: they provide des- 
ign, engineering, manufacturing, 
and logistics solutions to hard- 
ware companies. The rate of ob- 
solescence in the hardware in- 
dustry is close to supersonic and 
few companies have the resources 
to change their manufacturing 
lines and supply chain require- 
ments at the same rate. Enter EMS 


companies such as Flextronics 
(See The 13.4-Billion Endorse- 
ment) that take care of everything. 
Flextronics is in India, in 
Bangalore, where it assembles set- 
top boxes, mobile phones, TV tuner 
cards, and the innards for some 
equipment on offer from city- 
based optical networking com- 
pany Tejas Networks. Solectron 
(Solectron Centum in India), an- 
other EMS major, has a factory, 
also in Bangalore, and has invested 
Rs 10 crore in contract manufac- 
turing. Jabil Circuit manufactures 
printed circuit boards for 
Whirlpool and Philips. All three 
companies are busy acquiring cus- 
tomers and getting a taste of the 
Indian market. Indian companies 
have jumped into the fray too. 
TVS Electronics’ Srinivasan 
wants to transform his company’s 
manufacturing facility in Chennai 
into a contract manufacturing hub 
(he also wants to focus on catering 
to the hardware requirements of 
India’s booming organised retail 
sector, but that’s another story). 
EMS companies are a critical 
part of the hardware manufactur- 
ing ecosystem. Apart from driving 
down costs and increasing speed 
to market, they provide local hard- 
ware hotshops (such as Tejas) with 
an opportunity to develop prod- 
ucts and outsource manufacturing. 
Noida-based iPolicy Networks, 
for instance, plans to start manu- 
facturing its internet security boxes 
soon. “In four-to-five years, there 
will be more (such) products,” says 
Ashok Jhunjhunwala, a professor at 
irr Madras, who is the moving force 
behind an incubation engine called 
Tenet Group. “We ourselves will 
make a few announcements in 
the next two months.” 
Nor is venture capital an issue 
(See The Venture Capitalist And 
The Innovator). Midas is in the 
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4 . The EMS company is expanding capacity to meet local demand 
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M.L. TANDON/ HEAD/CELETRON INDIA 


WILL INDIA BECOME à MANUFACTURING BASE FOR: 


Chips 


PC Components 


PCS 


Cellular Phones 


Monitors 


switches and Routers 


servers 


Laptops 


process of closing a new round 
of funding of $10 million. And 
two batches of Silicon Valley 
venture capitalists have visited 
India thus far in 2004; they are 
sure to have experienced the 
telecom boom and the opti- 
mism among local hardware 
makers. Ergo, they are likely to 
be more open to investments 
in Indian hardware start-ups. 
Infrastructure, especially 
power, could play the spoilsport, 
but hardware executives are tak- 
ing heart from a recent govern- 
ment decision to allow Indal to 
buy power from its vendor of 


choice for its Kochi-facility, with 


Making silicon wafers is capital-intensive. India has an 
opportunity in testing finished chips, however 


Mother boards, memory cards, power packs, and 
cooling fans are already being made in India 


PCs are already being assembled in India and 
manufacturing is poised to take off in a big way 


Cellphone-boards can be made here. Displays are 
hi-tech and India will have to play catch-up 


Low-end ones are manufactured here but domestic 
demand for cutting-edge flat panels is low 


They are already being made here. India possesses the 
competitive advantage to design and assemble them 


India has an edge in high-end servers: design and labour 
g inputs are far more critical than cost of components 


Laptops are already being manufactured here. And as 
volumes increase more and more will be made here 


the state electricity board piping 
power from generator to cus- 
tomer. And Vinay Deshpande, 
the Vice Chairman of the Karna- 
taka government’s hardware com- 
mittee and CEO of Encore Tech- 
nologies, points to the hardware 
park coming up in Bangalore 
and others planned in Andhra 
Pradesh, Kerala, and Tamil 
Nadu as evidence that the gov- 
ernment is doing its bit. There’s 
empirical and anecdotal evi- 
dence to suggest that it is all 
coming together. Em 
ADDITIONAL REPORTING 
BY VENKATESHA BABU AND 
VANDANA GOMBAR 
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1 HERE MUST BE SOMETHING ABOUT HARDWARE 
manufacturing in India if hard-nosed inves- 
tors, including New Enterprise Associates, 
ING Barings Asia and Westbridge Capital 
have invested $51 million in a California- 
based electronics manufacturing services 
(EMS) company whose business model 
revolves around manufacturing in South 
Asia, primarily India. The company is 
Celetron Inc, its Indian subsidiary is Celetron 
India, and its promoters are the Tandon 
family (remember Tandon computer?). 
The Indian arm already exports PC com- 
ponents like power supply, head stacks for 
disk drives, and memory cards, and boasts 
profit margins in the 12 per cent region (the 
company claims this is higher than that for 
any other EMS company). Encouraged by 
trends in the domestic market, Celetron 
plans to expand capacities to cater to dem- 
and in India and has acquired land in 
Pondicherry for a factory. In three years, the 
company hopes to touch revenues of $1 bil- 
lion from the domestic market, and from ex- 
ports. That's something. 
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THE POPULIST 


Interim the Union 
Budget is, but Jaswant 
Singh seems to have 
combined old-style 3 
sop populism with a NT 
welcome fiscal correction. ม นุ 3 ๆ j 
BY ASHISH GUPTA # 









F THE FINANCE MINISTER 
Jaswant Singh’s Interim 
Budget for fiscal 2004-05 
failed to buoy the Sensex, 
which closed 75 points 
down on February 3, do 
not fault the man. It was 
but a set of interim proposals— 
including a vote-on-account for 
four months’ proposed expendi- 
ture after March 31, 2004—that 
would have to be ratified by the 
new government post-polls. The 
broad tax structure, thus, was held 
static, and major policy announce- 
ments refrained from. 

Though there were still a few 
minor eruptions in Parliament 
(*Andaman" found amused 
echoes), the shorn version helped 
provide economic clarity. Only a 
few could escape the two big num- : FM Jaswant Singh: 
bers that made observers sit up: Read 
4.8 and 4.4. Expressed as per- : | 
centage of GDP, the first is the 
soon-to-be-logged fiscal deficit for 
2003-04, and the second is the 


my blips 


AFP 
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fiscal deficit projected for 2004- 
05. “This is a quintessential 
Jaswant Singh budget,” observes 
Sanjiv Goenka, Vice Chairman, 


RPG Group, “long on delivery, | 


short on claim." 

The relief is palpable in inv- 
estment circles as well. According 
to C. Jayaram, Director, Kotak 
Mahindra Asset Management 
Company, the sharp cut in the 
fisc means that the world's credit 
rating agencies would look more 
favourably at India, which could 
then attract the foreign invest- 
ment needed to take the econ- 
omy to a sustainably higher- 
growth plane. The capital gains 


holiday is welcome too, though 
capital markets tend to be less 


responsive to specific sops than 
the bigger picture. | 
That's the reason that busi- 
ness observers would rather talk 
in broad terms, about the FM’s 


efforts in favour of enterprise, - 


aimed at boosting the so-called 
‘feel good factor’ that gets more 
media airplay than the boring 
old factors of labour and capital. 
As Sunil K. Munjal, Vice- 


Chairman, Hero Motors, ac- 


knowledges, “The fact that the 
government used even this lim- 
ited instrument of the Interim 


Budget to announce policy and 


procedural reforms emphasises 
its commitment to furthering 
India’s competitiveness and eco- 
nomic growth.” 


Fiscal Formula | 

Fiscal 2003-04 ends on quite a 
triumphant note for the FM. 
While Singh deserves credit for 
the moves made by the govern- 
ment to tighten expenditure (by 
snipping some subsidies) and res- 
tructure the debt burden (through 
lower interest payments and debt- 
swaps), he owes much to the 
agricultural bounty and growth 
spurt seen in the second half of 
2003-04. So dramatic has it been 





that current statistics put the 
year's GDP growth in the 7.5-8 
per cent. Given that inflation has 
remained under 4.5 per cent (and 
interest rates low), this makes 
for a six-month phase of pros- 
perity unprecedented in the 
Indian economy's history. 
Growth has proved a good 
energiser. The corporate sector, 
after all those bouts of cost-crimp- 
ing, reported bumper earnings. 
The government's tax and non- 
tax revenues exceeded budget es- 
timates by Rs 3,370 crore and 
Rs 5,722 crore, respectively, even 


as privatisation receipts are set 


to top the estimates by Rs 1,300 


crore once the GAIL and ONGC js- 


sues are done. 
If 2003-04's fisc was just 4.8 
per cent, below the budgeted 5.6 


per cent (and 2002-03's actual 


5.4 per cent), the vear's revenue 
deficit at 2.9 per cent was sig- 
nificantly lower-—an indication 
that the FM has begun correct- 


ing the spending bias towards 


running the government appa- 
ratus. This is critical if ‘Plan’ 
funds are to be freed for devel- 
opment projects to overcome the 
ill-effects of the country's primi- 
tive infrastructure. 

Tarun Das, Director-General, 
Confederation of Indian Industry 
(cn), is visibly overwhelmed by 
the numbers. “Higher growth, 
lower deficit and still more refo- 
rms—it's three thumbs up for 
the Interim Budget,” he says, spea- 
king for many an industrialist. 
Thinking of the days to come, 
Anand Mahindra, Managing Dir- 
ector, Mahindra & Mahindra, goes 
one better: “We will now see the 


benefits of a truly virtuous eco- 


nomic cycle—of higher growth, 
greater revenue buoyancy and 
steadily falling fiscal deficits." 


Beyond Subsistence 
It was evident that the FM finally 
had a sense of space to push 


FEBRUARY 29 2004 BUSINESS TODAY 45 











bt economy 


forth his pet ideas. He announced 
several new schemes and revised 


versions of old ones, aimed at- 


some sector or the other. He ext- 
ended some tax holidays, simpli- 
fied many of the old cumbersome 
procedures and much else. The 
Rs 25,000 crore defence mod- 
ernisation fund brought cheer to 
the men in uniform. 

Otherwise, farmers seemed to 
be in for most of the special att- 
ention by way of budgetary lar- 
gesse. However, the core of the 
proposals were formed by easier 
credit terms for them, a banking 
matter, rather than actual ear- 
marked budgetary allocations. Tea 
and sugar producers got a ร ม ิ อ - . 
cial package. Plus, there are some 
of the customary pre-poll sops 
that FMs cannot resist. 

Most baits for the govern- 
ment’s middle class constituency 
had already been announced in 
the run-up to the Interim Budget, 
so the reworking of Central gov- 
ernment employee’s pay package 
was the only one worth noting. 
This measure, though, has alarmed 
many fisc watchers, bringing back 
haunting memories of the infa- 
mous super-hike in salaries im- 
plemented in 1998. The trouble 
with this new move, as C. Jayaram 
says, is that a domino effect on 
federal states could injure the coun- 
try's efforts to curb the overall fisc 
(including state deficits). The dream 
of a lean and efficient government 
is likely to remain a dream. 

In any case, there are some 
voices that are not at all pleased 
with the manner in which the fiscal 
problem is being addressed. 
Vinayak Chatterjee, CEO, Feedback 
Ventures, for one, worries that im- 
portant developmental goals may 
have been sacrificed at the altar 
of fiscal consolidation. The FM’s 


earlier plan of raising Rs 60,000 | 
crore by "leveraging public money 


through private sector partnership, 
wherever possible", as he an- 
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nounced for 2003-04, for infra- 


structure projects, has remained a 
plan only on paper. 

This being a pre-election Budget, 
how seriously are the proposals to 
be taken? According to Subir V. 
Gokarn, chief economist, CRISIL, 
many of the FM's measures are basi- 
cally “statements of intention with 
no fiscal implications", given the 
silence on where the funding is 
likely to come from. 


Fiscal Sustainability 
FM's measures to please the farm 
sector, however, it is quite clear 


where the funds are supposed to 


come from: the banking sector. 


INTERIM BUDGET 2004-05 


Actuals 
2002.03. 


N.A.: not available 


And this is another cause for anxi- 
ety, for it brings back nightmarish 
thoughts of another kind— of the 
‘directed lending’ kind, to spell it 
out, from the closed economy days 
when banks were treated as gov- 
ernment tools rather than inde- 
pendent entities. 

Is the role of the market being 
rolled back? There is considerable 
confusion on this score, given how 
the answer would vary from sector 


to sector. The oil sector is one such 
picture of confusion, with little 


clarity on the market's role here. 
Would ONGC, BPCL and HPCL have 


to bear an increased subsidy burden 


for LPG and kerosene? 


ท ----2003- 
Budget Estimates — 


Broader mark 
other structural change. - | 


If the economy sustains its pace, 
on the other hand, the fiscal issue 
could sort itself out. The VR is 
that it’s still an ‘if. The 
cent fiscal deficit (and 2: 9 pàr cent 
revenue deficit) projection for the 
year 2004-05 assumes a nominal 
GDP growth of 13.2 per cent. After 
deducting inflation of 4.8 per cent 
(as assumed), this translates to a 
real GDP growth of 8.4 per cent. 
Almost two successive years, that is, 
of growth above the Prime 
Minister's dream scale of 8 per 
cent. This would be nothing short 
of an economic wonder. 

Is it, perchance, | a realistic 
wonder? Pes say : some. > analysts, 







x ux -dedet Estimates 
| Revised Estimates (2004- -05) 





such as Oxus Reseach: Funds’ | 


Surjit Bhalla. It’s an achievable 
wonder, he says; even if agricul- 
ture can’t do better on a bumper 
base, low interest rates would 
have to spark an industrial boom 
at some point or the other. 

No, say others who ascribe all 
the excitement to ‘blip service’. 
The post-monsoon boom of 2003- 
04 came on an acutely depressed 
previous year’s base, and that was 
a fluke succession. “of perform- 
ances. All ไท all, sustaining high 
GDP growth would 'equire sub- 
stantive progress of some sort. 
| reforms, or some 
bt 












' Ava DIVNid 






















. Discover the smarter & 
easier way to keep in touch 


Focus on Communication 







E 
— 


-—- 





The first Smartphone 
with touch screen and keypad 


smart & easy fT* C fme. 





Always insist on Tel.Me. India Warranty 


AX ด ต ก AA, he 
(5 พ ITCH National Distributor: Agrani Convergence Limited RANI 


Visit us: www.aclworld.com TECHNOAID 
National Retail Partner E-mail: contactacl @agrani.esselgroup.com Authorised Service Partner 


AGRANI SWITCH STORES: PUNJAB: Amritsar-(0183) 399362, Chandigarh-(0172) 5079896, Pathankot-(01862) 2220627, Bhatinda-(0164) 2250040; MUMBAI: Laffans Fort-31028929, 
Lower Parel-24900212, Prabhadevi-56602816/7; DELHI & NCR: Ansal Plaza-26262716, Ashok Vihar-27412199, Kirti Nagar-25438636, Paschim Vihar-25274657. Pitampura-27313044 

Vikas Puri-25572747, Shankar Road-25860333, Noida-(95120) 2512347; RAJASTHAN: Jaipur: Guarav Towers-(0141) 5111014, Bani Park; Udaipur-(0294) 5101730; Jodhpur-(0291) 9414130616 

BANGALORE: (080) 51256214; CHENNAI: (044) 26214955/6; U.P.: Kanpur-(0512) 2548981, Lucknow-(0522) 2622713. 

AUTHORIZED SERVICE CENTRE: Safdarjung, Delhi-(011)51650478/9, Chandigarh-(0172) 5076899; Malleswarm, Bangalore-03 Ph: (080) 5697001 1/0022 Mobile: (080) 31821986, Mumbai-(022) 28500585 

FOR TRADE ENQUIRIES CONTACT: Delhi: Ajit Bajwa-(0) 9811017819; Rajasthan, UP(West) & Uttaranchal: Ashwani Kumar-(0) 9891040140; UP(East): Prashant Jaiswal-(0) 9839012355 
Punjab & Jammu Kashmir: Kapil-(0) 9814260008; Chandigarh, Haryana & HP: Ravinder-(0) 9815001859; Andhra Pradesh: Noor Ali-(011) 31020581, Sanjay-(0) 9849082877 
Karnataka: Joel-(080) 31821999; Tamil Nadu & Kerala: Sanjay Sethi-(044) 31007378; Maharashtra; Cherian Skariah-(0) 9821129276; Madhya Pradesh & Chattisgarh: Rajiv Raj-(0) 9893180768; 
Gujarat: Noor Ali-(011) 31020581 


บ ง ต ร ค ศร ฑ์ ฑ ร ร 





bt ventu 


ire Ca a pit 


- A. MV 


"Oni 
The 
Road - 


With 


$10 
Billion 


















Thirty-three venture capitalists from the US descended on India early February for a 
first-hand experience of the India Shining story. BT’s Sahad PV. got an opportunity to 
“embed” with the entourage as it travelled through four metros. A BT exclusive. 


AM NOT A BIG SCHMOOZER. I WOULD RATHER DO A 
quiet one-on-one with as many people as requi- 
red, than clink glasses in a noisy do, making small 
talk. But this is one assignment I am glad my ed- 
itor sent my way. For, it’s not every day that one 
gets to hang around with some of the most important 
venture capitalists on planet Earth, and watch them in ac- 
tion as they go around sizing up investment opportu- 
nities and striking deals. And this particular group, 
flown into India by The Indus Entrepreneurs (TIE) to get 
a sense of the deal-making opportunities, had $10 bil- 
lion in investible funds. In fact, just two issues back, two 
of my colleagues had done a cover predicting that 2004 
would be the year of the venture capitalist. And 
here I was being set up by my editor for a six-day 
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*hang-around-with-the-vcs" jaunt. Life as a business 
reporter doesn’t get better much than this. Our first 
port of call: Mumbai. 


Day One (February 1, 2004) 


[Its around eight in the morning and standing in a cor- 
ner of Taj President’s second-floor lobby in Mumbai’s 
Cuffe Parade, I can see ICICI Bank CEO, K.V. Kamath 
sitting in one corner talking quietly to another man, 
who I later learn is Bala Swaminathan, Head of ICICT's 
Corporate Banking. What could have got India's 
biggest private banker cooling his heels in a hotel 
lobby? The answer is, I discover to my joy, the same set 
of 30-odd vcs that I've. tagged along with. Kamath's 
plan is to try and become a channel for the fund 


MUMBAI 


m3 


VCs making their way to the ICICI digs for a deal-flow 


meet with potential investee companies 





flow from VCs to companies in India. 

By half-past-eight, the visibly jet lagged vcs arrive at 
the hotel. I am surprised to see that a majority (say, 
about two-thirds) of them are of Indian origin. There’s 
Raj Jaswa, who co-founded Selectica Inc—an enterprise 
software company that once boasted a market cap of 
$5 billion—but is now the Managing Director of 
Jaswa & Co., which provides coaching and manage- 
ment consulting services to high-tech start ups. He takes 
over as the President of TIE chapter in Silicon Valley this 
month from Sridar lyengar, former India Chief of 
KPMG, who is accompanying the delegation. Then, 
there is Naren Bakshi, who runs JumpStart; Asha 
Jadeja, who along with her Stanford University com- 
puter science professor-husband Rajeev Motwani, runs 
Dot Edu Ventures, which incubates start-ups at acade- 
mic institutions. Google founders, Larry Page and Ser- 
gey Brin, were students of Motwani at Stanford and the 
$40—yes, $40—cheque that he wrote out as his con- 
tribution for launching the search engine “will (fetch) 


เพ น ล ร เง อ ก แร ร ง เ ผ ก 


more than enough to take care of retirement”, says the 
41-year-old Motwani, referring to the $2-billion แพ 
that Google has in the works. Some other interesting 
VCs are Tushar Dave, Co-founder of NewPath Ventu- 
res, a hybrid Indo-US incubator, Bob Williams, a 
General Partner at Bay Partners and Chris Albinson, 
Partner, JP Morgan Partners. 

The first day, as it turns out, is basically an orien- 
tation session, where Kamath in his key note speech 
first sells the India Shining story and later ICICI Bank, 
how it became India’s fastest growing bank in a mat- 
ter of a few years. The other India evangelists include 
Mihir Doshi, CEO of Morgan Stanley Securities, and 
Rakesh Mohan, Deputy Governor of the Reserve 
Bank of India. It seemed there was an overdose of 
macro economy, as at the end of day, I could see the 
vcs make a beeline to their hotel. 


Day Two 

The morning begins with Gujarat Chief Minister Nar- 
endra Modi making a courting call to the vcs over 
breakfast. Modi's 45-minute spiel over, the group 
clambers on to a Volvo luxury coach that will take 
them to ICICI’s headquarters in the Bandra-Kurla 
complex for a *deal-flow" meet (industry jargon for 
meeting with potential investee companies). Dilip 
Chhabria of DC Designs is waiting at the gates to 
showcase two of his custom-built cars. One is a mod 
ified Bajaj Tempo Traveller equipped with a Tv, con 
ference table and even a toilet. The other is a redesig- 
ned Toyota MR2, a sports car. Chhabria wants to do a 
BPO for global automotive designing, but the response 
is lukewarm. “Not much of the designs is outsourced,” 
quips Ajay Chopra, Chairman and Co-founder of 
Pinnacle Systems, a California-based vc. 

Out of a dozen start-ups that presented their fund 
raising plans, only a few companies like Indiabulls.com 
(an online trading firm that wants to raise $10 million 
for growth capital) and Indiagames, a game develope: 
that’s scouting for $4 million, manage to get the vcs 
excited. Another company that gets positive response 
is Infowavz, a third-party BPO, which wants to raise 
$12.75 million. I overhear a vc tell its CEO Zia Shaikh: 
“I will be interested in talking to you.” 

After the deal flow meet, we are off to the Dhiru- 
bhai Ambani Knowledge City in New Mumbai, head- 
quarters to Reliance Infocomm. Chairman Mukesh 
Ambani himself is on hand to tell the vcs how he built 
the 28,000-strong company and acquired almost six mil 
lion subscribers in less than a year. If the DAKC tour was 
meant to showcase Infocomm as an example of India 
Shining, then Ambani more than succeeded. “It’s a mar- 
vellous execution job,” gushed Pradeep Pandey, CEO ot 
Gelina Inc., a San Jose, California-based vc. 
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Day Three and Four 


The India shining story continues. The morning is 
packed with case studies on Konkan Railway, the 
Department of Space and Microsoft. But some of 
the vcs take this opportunity to make up for the 
sleep they haven’t had in the last few days. However, 
everybody turns up for the tour of the companies in the 
afternoon. On the itinerary: Ashok Soota’s MindTree 
Consulting, where Walden International is an investor 
(its Managing Director Danial Faizullabhoy is part of the 
delegation), and the Intel Development Centre. “The 
idea is to show how US companies are working in India 
seamlessly and even ramping up,” says an organiser. 

When the vcs reach vMoksha Technologies, a 
two-year old IT start-up, its Chairman and CEO Pawan 
Kumar makes a pitch for raising $5.5 million. But the 
bone-weary delegates are in a hurry to get back to the 
hotel. They want to catch a power nap before they head 
for the dinner hosted by the state's rr Minister D.B. 
Inamdar at Hotel Taj Residency. Besides, there's an 
evening of carousing organised by Microland's Pradeep 
Kar at Spinn, one of the hottest pubs in the Garden City. 

Next morning, there are more deal flow meetings, 
with 10 companies presenting their proposals. Each one 
gets seven minutes to make the pitch, followed by a three- 
minute question and answer session. The hopefuls incl- 
ude Chetan Maini of Reva Electric Car, Villoo Mora- 
wala Patell of Avestha Gengraine and Ram Kumar of Tar- 
ang Software, which specialises in retail banking software. 

The highpoint of Bangalore trip is the visit to 
Infosys campus, a 45-minute drive away from the 
city. Nandan Nilekani, CEO of Infosys, leads the dele- 
gation straight for lunch to savour mutton biryani, 
grilled fish lemon, dal, rice and and alu masala, and fol- 
lowed by an Infosys version of the India Shining story. 
To a question on how the company is prepared to meet 
the ruckus on outsourcing, Nilekani replies, “It’s a poli- 
tical issue and is more because of a jobless recovery in 
an election year.” Raj Jaswa, who had ragged Nilekani 
when they were hostelmates in ir Bombay, tries again. 
“If you were to run a cross-border fund, which are the 
companies you will be investing in India?" he asks. 
That's a tough one for Nilekani. “It’s not a fair ques- 
tion," Nilekani blushes, *There are several companies 
with billion-dollar potential. It's up to you to figure out 
where to put in the money." Bangalore wrapped up, 
we head for Hyderabad. 


Day Five 

Our first stop in Hyderabad is the Gachibowli campus 
of the Indian School of Business, where the deal flow 
meetings are scheduled. The session starts with CST Ltd, 
the first old economy company the vcs have met so far 
on the trip, which wants to raise $2 million for 
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Finally, we get (almost) all the VCs to pose 
together for a snap; will they return? 


expanding its welding tube manufacturing business. 
Soon after its Managing Director G. Ram Chaitanya 
Reddy’s presentation, I see Hemang Dave, Managing 
Director of Celerity Ventures, chatting up with him and 
exchanging cards. A deal in the offing? Dave, a mem- 
ber of TiE's Boston Chapter, is so excited that he is 
planning to organise a trip to India from Boston for 
VCs, academics and even investment bankers. “This is 
a good familiarisation exercise and we can understand 
what is happening on the ground," says Dave 
Pramati Technologies, founded by Jay Pullur, an ex- 
Wiproite whose business model itself is based on 
commoditisation of software products, also attracts 
some interest. Pullur is raising $4 million and is look- 
ing for syndicate partners to join a Silicon Valley vc 
who has already agreed to invest in his company. I see 
Farrokh Billimoria, Managing Partner of Artiman 
Ventures, and Naren Bakshi of JumpStart talking to 
Pullur on the sidelines. Some VCs are dropping out of 
the scheduled visit to Satyam Computers campus so 
that they can pay a visit to Pramati's office before catch- 
ing the 7.30 p.m. flight to Delhi. Good luck, Jay. 


Day Six 

Back home, I hear that half-a-dozen vcs have taken a 
night ride to Agra to see the Taj. They are back half past 
eleven the following morning, bleary eyed, but excited. 
Top of the day’s agenda is a panel discussion on micro- 
management by vcs, and Billimoria of Artiman Ventures 
helpfully suggests that companies should do due dili- 
gence of the VCs by investigating their portfolio com- 
panies! Jaswa says that the challenge for India is to get 
Silicon Valley funds to invest directly into the country. 
Most of the debate is carried on by various participants 
in the networking session later in the evening. The high- 
point: a meeting with President A.P.J. Abdul Kalam at 
the Rashtrapati Bhawan. From there, the VCs go straight 
to the airport for their flight back to America. Here’s 
what I am hoping will happen: If their six-day so- 
journ didn’t impress them enough to return to India, the 
half-hour meeting with Kalam will. @ 
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What industries pay their management trainees as much as their junior 





managers? Interestingly enough, the BT-Omam Management Trainee 
Salary Survey 2003 reveals, it is the newer ones. BY MOINAK MITRA 


MANAGEMENT TRAINEE I$ A MANAGE- 
ment trainee is a management trainee, 
right? Well, not quite. No doubt the 
management trainee (MT) comes at 
the very bottom of the corporate 
food chain, but apparently there's 
an intelligent ecology that governs 
this microcosm. Which means one MT—just like any 
senior hire—is not the same as another, and that skills 
and the demand-and-supply equation matter a lot. 
Want proof? Take a look at the BT-Omam 
Management Trainee Salary Survey 2003, which looks 





at compensation across 100 companies in 17 sectors. 
While the average annual pay works out to Rs 3.20 
lakh—25 per cent less than what junior managers in 
these sectors make—the intra-industry average high can 
range widely: from Rs 5 lakh, in the case of FMCG, to a 
low of Rs 2.14 lakh in the hospitality industry. 

Even this only partially captures the dynamics of MT 
compensation. To get a sense of what's really hap- 
pening, one needs to look at the difference in pay of MTs 
and junior managers. For, this reveals two things: 
One, what the job market at this level is in search of 
and, two, how willing an employer is to fast track its 


MANAGEMENT TRAINEE COMPENSATION: A SECTORAL SNAPSHOT 
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MTs@work: At consumer electronics major LG, it's possible for an MT to make as much as a junior manage! 





white-collar trainees. Not surprisingly, sectors that Motwani, Joint Managing Director, Kinet 
are growing at a breakneck pace lead the charge. Engineering: “We have a lot of people from admin 
Take telecom, for instance. Here, the differential is just istration, accounts etc. in the junior manageme: 
9 per cent, followed by consulting (10 per cent), cadre. But we hire MTs from reputed B-schools wl 
banking (11 per cent), and BPOs (14 per cent). mostly end up skipping the junior level." In compani 
Interestingly enough, the differential in the two- — like LG, where there is no significant differei 
wheeler industry (at 6 per cent) is the lowest, but it may the skills of junior managers and Mrs, salaries are d 
not be an accurate indicator of ground-level changes. termined on the basis of skills and merit. 
Why? Being a traditional, manufacture-intensive in- Still, across sectors, from manufacturing to si 
dustry, it probably has a sizeable number of blue-col- trainees with professional degrees are being fast 
lar workers who've moved up into junior management, ^ tracked on to middle management—simply | 
but on lower base salaries. Says Sulajja Firodia they are seen as more competent in using management 
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tools and techniques that are now part and parcel of 
every decision-making process. Even BILT, a paper 
manufacturer, places MTs directly into middle 
management once they have been confirmed. Says 
Tapan Mitra, Head of HR at BILT: “Many in our jun- 
ior management are frontline supervisors, who are 
essentially shop floor managers. But trainees equipped 
with sound application skills can even skip the junior 
management level.” 

What’s also reinforcing the trend is the coming of 
age of specialised schools such as NITIE (specialises in in- 
dustrial engineering) and Anand-based IRMA, which is 
reputed for its rural marketing programmes. These, 
then, represent a ready pool of talent that recruiters can 
build on with relatively less effort. Essar Construction, 
for instance, hires most of its MTs from the National 
Institute of Construction Administration and 
Management in Delhi and Pune. The hospitality in- 
dustry, however, is a stark exception. Hotels hire from 
specialised management institutes too, but the difference 
between MT and junior management pay is a staggering 
147 per cent. What explains the aberration? “We have 
to make big investment in training at the entry level, and 
hence the wide gap," says Ashwin Shirali, Director 
(South Asia), Hyatt International. 


Sectoral Choice 

But if you are a second year management student, 
what does the BT-Omam Survey mean to you in terms 
of making a sectoral choice? There are two ways in 
which this question can be answered. One, in terms of 
money and, two, in terms of growth. If you are more in- 
terested in money and going through a well-oiled, 
time-honoured grind, you'd be better off choosing 
FMCG, banking, or consulting. But if you would rather 
speed up your learning and rise through the ranks 
faster, even if it means lesser pay, go for telecom, m-en- 
abled services, or even rr. Bharti Tele-Ventures, for ex- 
ample, puts Mrs through a shorter six-to-nine-month 
training programmes compared to, say, HLL, where 
the training is for a year or more. But deciding on a job 
offer is rarely as simple as that. One inevitably has to 
consider one's own aptitude for a particular industry 
and within that, a specific company. 

But are MT salaries going up? Absolutely, and across 
all the 17 sectors in this study. The highest projected in- 
creases for this year are in the high-growth industries of 
BPO, IT, and consulting, where there's a revival of sorts 
happening. But expect the average hike to be between 
10 and 15 per cent. Says Sudeep Srivastava, Group 
Head (HR), Kotak Mahindra Bank, "Despite more 
companies going to campuses this year, salaries won't 
be going up significantly, and in tier two B-schools the 
salaries may be static." 
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Variable Pay: Performance bonus + Bonus/Ex-gratia 
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Floor Plate: 49,000 sq.ft. (approx.) » Area Available: 10.000 sq.ft. to 5,00,000 sq.ft. (approx.) 


High productivity, superior quality, economy of operations and availability of technically qualified 
manpower are key factors that have propelled Indian IT industry in the topmost league. 
Hiranandani Business Park offers the Indian IT industry an ideal platform to establish, expand and emerge as a 
comprehensive global IT solutions provider. 

After success of Fairmont, Winchester is the latest [T landmark at Hiranandani Business Park that caters 
to diverse [T needs even before they arise. Winchester is our tribute to the Indian IT industry! 


* An approved IT park amidst growth » Dual Feed Power Supply A few of the 86 corporates flourishing at the 
zones like SEEPZ, SEEPZ &MIDC ๑ 24 7 hi-productive work ambience Hiranandani Business Park, Powai: 


° — skilled IT ee from amidst tight Tecos Prudential, Wipro Spectramind, Mentorix, Maersk 
ey manpower pockets * Ideal Socio-economic infrastructure Sealand. Ti P&O ผล ส แอ ง ส O 
๑ Proximity to airports for quick including Banks, Hotels, ICSE School ea an » TANSOCEAN, i OONOYG, พ อ ท ร 
& convenient international / & Hospital Corning, FedEx, Zenta, Epicenter Technologies, 
domestic travel ๑ Residential leasing options available Samsung Electronics, Blue Star Infotech, Colgate- 
๑ State-of-the-art IT operational for a work n live lifestyle Palmolive... 
infrastructure 
Over 1.5 million sq. ft. of commercial property already New Arrivals: Mastek - Deloitte Consulting, 
developed and another million rising. NCR, E- FUNDS International 


Commercial offices also available at Delphi. Area 2,735 sq.ft to 3,75,000 sq.ft (approx.) 





Olympia, Central Avenue, Hiranandani Business Park, Powai, Mumbai - 400 076. 
E-mail: bizpark @ hiranandani.net + Website: www.hiranandani.com 
Tel.: 2576 2554 / 6748 * Fax: 2570 6444 * Mobile: 98215 22909, 98202 35991 
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"ITH REVENUES OF $1.3 BILLION (RS 
5.957 crore) in 2003, and a market 
value of $10 billion (Rs 46,000 


crore), Adobe Systems Inc. is one of 


the biggest developers of desktop soft- 
ware in the world. But the company bas seen tough times 
in the recent past, and it was Bruce Chizen, President 
and CEO of Adobe, who led efforts to transform the 
point-pri duct company to a provider of enterprise so- 
lutions. In India recently for a short visit, Chizen spoke 
to BT’s Vidya Viswanathan on the company's trans- 
formation, arch rival Microsoft, and the threat from open 
source, among other things. Excerpts: 


Adobe was in a spot some time back... 

Our focus was predominantly on technology. And 
that was reflected in our performance. In late 1998, we 
had about $800 million (Rs 3,407.6 crore) in revenue 


and $500 million (Rs 2,129.7 crore) in cash, and our 


market value was about $1.6 billion (Rs 6,815.2 crore). 
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[t was pretty clear that the financial community didn't 
think we were worth much. And today, we're close to 
$1.2-1.3 billion (Rs 5,520-5,980 crore) in revenue. 
We have about $850 million (Rs 3,910 crore) in cash, 
and our market value is close to $10 billion (Rs 46,000 


crore). That says a lot about what we've accomplished 


over the last five years. 


How did you bounce back, when you had been written off? 
A combination of a terrible quarter in August 1998 and 
then being tried to be taken over by a very small com- 
petitor and the perception that Adobe was a dinosaur 
and history forced us to change. 


What did you have to do? 

[he people who were charted with taking the com- 
pany forward were different from the people who 
were running the company at the time. As soon as the 
results of August 1998 hit, they (the Board) eliminated 
the bulk of their executive staff. That was when I was 
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put in place to head all products and matketing. We tiatives we 
. had a new cro who was good at turning around : 
-~ companies. We had a management team in place - 





1 that knew what had to be done: focus, ‘streamline, and 
¿ooo execute. And we knew that the opportunity was ours 
lose, because the base fundamental was there: we 
ne ล great technology company. 





: | it helped that you were not seen as the hatchet man... 
NE Unfortunately, I think I was. I was responsible for do- 
X ing the first layoff (12 per cent of our workforce); 
that was a very painful experience. Prior to August 
1998, we were very decentralised. Sales geographies had 
` their own P&L and corporate marketing had its own 












t hy wanted: our logos, use of the brand, marke ir 


strategic agenda. We decided to centralise the organi- 
sation in San Jose and eliminate redundant systems: we 
had a SAP system in Japan, another in the US, and an 
.. Oracle one in Europe, none of which talked to one an- 
~ other. We had people around the world doing. whatever | 


-also knew. d 
own, SO ^ we. 
We finally 


we never really put 
sion, Was At the end of the 








£3 we want to | focus 6 on n developing software for cre- 


ative professionals, people who want the best, and 
people in the | enterprise, T hat was our strategy. 


The enterprise: strategy: was that an insight after Pfizer 
started using PDF forms for their FDA filings? 

Pfizer helped highlight the opportunity. We saw the 
Acrobat Reader becoming pervasive. Aggressive cor- 
porations like Pfizer were creating workflows around | 
PDF and Acrobat Reader on their own with a little bir 
of our help. They came to us for help. We helped 
them develop applications for the easy creation and ex- 
traction of intelligence. Then we decided to build a 
bunch of server tools and do it more seamlessly. We 
at we couldn't do everything on our 
ught Excelsior a-year-and-a-half ago. 
ld offer solutions to corporations who. 
were not prepared to invest millions and millions of 









FEBRUARY 29 2004 BUSINESS TODAY 63 








bt 60 minutes 


dollars in 11 development. And that has become our 
enterprise strategy. 


If a critical workflow gets digitised, will work stop if it 
doesn't work right? 

Even today our software is critical. If you are printing 
on a printer and the way that printer works with 
postscript is not right, you would be pretty upset. 
You need to get a magazine out of the door on time us- 
ing Photoshop to enhance an image for the front 
cover; that too is mission-critical. Adobe has also 
proven that it can move from one business model to 
another. At one time we were a postscript company 
selling to printer manufacturers. Yet today, other 
than Microsoft, we are probably the largest provider 
of desktop software in the world. Providing enterprise 
software required that we be sensitive to the needs of 
the enterprise. The first thing was to get the right 
people in place. We have hired people from BEA, IBM, 
Peoplesoft and Epiphany. Step two was to figure out 
partnership opportunities with enterprise software 
companies like SAP and IBM. We now have a part- 
nership with SAP, who are incorporating our tech- 
nology into NetWeaver, which is their future platform. 


Which means that all statutory forms coming out of SAP 
will come PDF... 

That's right. So, their 20,000 customers become poten- 
tial Adobe customers. We have a relationship with IBM. So 
people using IBM's Content Manager can leverage our 
workflow. Third thing is to develop relationships with key 
system integrators. We announced a few partnerships— 
Accenture and EDS. In a place like India, there are some 
potential partnerships that could happen. Our big dif- 
ferentiator is something that no other company really 
has—direct access to the customer through the Adobe 
Reader. Microsoft has access, but requires that the cus- 
tomer pays them something; Adobe Reader is free and 
cuts across multiple platforms and device types. For any 
organisation that wants to communicate with a con- 
stituent that they don't control (for instance, a government 
to citizens, or a financial institution to a potential cus- 
tomer), we become the access mechanism. As we work 
more with SAP, IBM and others, we'll be able to integrate 
more seamlessly with their systems. And we can then work 
with system integrators to glue it all together. 


Microsoft has also announced something similar, with 
InfoPack... 


We have proven for the past 22 years that we can compet 
is going to beat us. Where, customers care about quality 
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We have proven for the past 22 years that we can 
compete against them. Where good enough is Ok, like 
internal document workflows, Microsoft is going to beat 
us. Where, customers care about quality of their com- 
munications, every time they tried to compete they 
failed. We had PostScript, they came up with Trueimage. 
They were able to deliver one printer from one manu- 
facturer. They tried to compete with Photoshop and 
Illustrator by giving away Microsoft Photodrawer free 
with Microsoft Office. That product has gone away. 


So, the other companies are beefing up on their research... 
We have a 10-year headstart on this around PDF, 
which is a standard in government agencies around the 
world. If you look at what they've delivered with 
Infopack, you can't go outside the firewall. Then you'll 
have to buy Infopack. You cannot tell a bank to switch 
over to Microsoft's new system to do business with you. 
Also, every enemy of Microsoft is a friend of ours. And 
they have a lot of enemies. 


What are you doing in terms of digital technology? 
Our focus has to be on the desktop. Photoshop costs 


i 


$609 (Rs 28,000). Customers who buy Photoshop 
don't care about price; they tend to want the best. But 
we realised there are a lot of people who want the 
Photoshop, but are very price sensitive. That is why we 
introduced Photoshop Elements ($99, Rs 4,550). 
Then we have Photoshop Album ($49, Rs 2,250), a free 


version of which was developed in India. 


That's an area that Microsoft is heading... 

Yes, it is; but we have been doing visual imaging since 
1989. We also work with them. If you look at digital 
video, we are optimising for their (Microsoft and 
Intel) platform instead of Apple, which has its own so- 
lution. By working with Microsoft and Intel on video, 
we will have a cooler solution, but one that is much 
more affordable. 


Is open source a threat to you? 

Open source is only a threat to us if governments 
dictate open source over commercial software. We be- 
lieve that the end customer will choose and pay for an 
innovative product. We've had open source products 
against us—GIMP against Photoshop, Killustrator against 
Illustrator. Yet we continue to do extremely well. 





against Microsoft. Where good enough is ok, Microsoft 
every time they tried to compete they failed. 


Star Office is not bad... | 

Yes, but people still buy Microsoft's Office. The big 
threat today is government intervention. A govern- 
ment like China, which is currently contemplating 
saying you must buy *Made in China" only and it 
must be open source; we're not saying don't do open 
source, just don't dictate open source. 


Relating to India, there's this big thing in the US about jobs 
going out of the US... 

We will continue to take advantage of India. At the 
same time we will continue to hire in the US, but 
probably not as aggressively. Innovation will continue 
to occur in the US. 


You might be a healthy company, but there are a lot of 
highly-trained people in the US who would be out of work... 
We are continuing to grow as an industry and will con- 
tinue hiring people in the US. The other thing is that more 
than half of our revenue comes from outside the US. So 
the highest growth markets, long term, will end up be- 
ing places like India and China. And by having presence 
in those countries, we will increase export dollars. 


Who are opposing it? 

They are a big group of people; some of the policy mak- 
ers. The White House administration understands it: 
they are very supportive of free trade. Those repre- 
sentatives sensitive to unions are very concerned about 
it. This can only improve with education. 


But this has happened in the US many times before... 

The concern is that we will be similar to other industries 
where the jobs went away. We don't believe that be- 
cause innovations will still occur in the US because of 
the dynamics there: a capital structure market, uni- 
versities, VCs that continue to invest aggressively and a 
number of high-tech companies all located in the simi- 
lar environment, fuelling discussion and collabora- 
tion. Innovation will continue there as long we allow 
free trade, universities continue to educate computer 
scientists, and the government fosters higher education. 


Are you going to have PDF in local languages? 

We will, but we haven't said when. But in particular 
the Acrobat, PDF, and the Reader will need to be lo- 
calised for local Indian languages. 
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NDIA INC., TAKE A BOW. FOR, , HOWEVER | R MUCH - 
macroeconomists may try to explain away the - 
pe optimism all around us, and the economic 
; JA... boom by proffering statistics related to the monsoon 
a and interest "rates, fact is, much of the feel-good thing stems from a 
J resurgent India Inc. Companies, as all publications, including the one 
7 in your hand, have pointed out, are returning never-before profits, many 
7 of them on increased revenues. It wasn't easy picking the fastest - 
| growing companies of 2003-04, but here, on the basis of a rigorous” 
Y methodology involving revenue, operating profit, and net profit growth (See 
? How We Did It) are the winners. Since every industry has its quirks, we've chosen. 
gto arrange them alphabetically, although a growth-based ranking can be found - 
P on page 80. Now, read on, as the rest of India Inc. eats the dust of the | leaders. y 
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It 's All Reflected Glory 


ANJAY LABROO IS HAPPY. NOT JUST 
because Asahi India Glass has just 
announced a net profit of Rs 17.5 
crore for the three months ended 
December 31, 2003—it did Rs 3.4 
crore for the same period last year, 
but that was before it acquired 
Floatglass India—but because he sees 
signs of growth all around: new 
high-rises and crowded car parks. 
Glass is the new concrete, claims an 
Asahi ad and the construction ac- 
tivity around Labroo's office in 
Gurgaon bears this out. Most cars 
made in India use Asahi glass, and 
the company's second factory for 
automotive glass is coming up near 
Chennai. Better still, Labroo is con- 
vinced there is an opportunity in 
exports. "After all, we are a low- 
cost, high-skill, and high-produc- 

tion base," he says. 
KUSHAN MITRA 


. /CEO/Asahi: 
They don't do it with mirrors; 
they use glass 


น Bongaigaon ว ท & Petrochemicals 





RPL HAS A CHAIRMAN AND MANAGING 


Director (cmb), but it is M.S. Rama- 


p Fr )rrom F Friends chandran, cmp, Indian Oil Corporation, which 


acquired a 74 per cent stake in it in 2001, 
who calls the shots. Helped by government 
decisions halving the excise duty on refiner- 
les in the North East by half and allowing BRP: 
to source oil from Andhra's Rawa oil-fields (the 
Assam fields are virtually dry and the refinery 
has never run to capacity in the past) and by 
เ 00'5 marketing clout, BRPL returned a net 
profit of Rs 178.45 crore in 2002-03 as 
compared to losses of Rs 237 crore the pre- 
vious year. Bravo! 

ASHISH GUPTA 


! m VCMD/IOC: Providence, 
and a | dash of marketing savvy helped 
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NDIA SHINING HAS MEANT MORE BUSINESS FOR 
Cummins India—engines are somehow linked to 
economic growth—but it is exports that are clearly 
responsible for the company’s faster-than-faster 
growth. Last year, these accounted for 20 per cent 
of Cummins’ revenues of Rs 800 crore and the 
company expects them to grow by 30-40 per cent 
every year, helped along by outsourcing orders 
from the parent. “We shall now be meeting the en- 
tire global requirements for V-28 and K-38 engines 
from here in India,” says Vinod Dasari, Joint Mana- 
ging Director, Cummins India. Focus (the com- 
pany concentrates on maximising volume and min- 
imising volatility in demand) and cost reduction ini- 
tiatives have also played a part in the company’s suc- 
cess. “We are selling engines faster than we can 

make them,” gushes an upbeat Dasari. 
ABIR PAI 


Vinod Dasari /Joint Managing Director/Cummins: 
Can't make enough engines! 


YUSUF KHAN 


A Elgi Equipments 


IKE SO MANY OTHER COMPANIES IN THIS LISTING, ELGI, A 
Coimbatore-based engineering and capital goods com- 
pany, can credit its fast growth to a booming economy. Its 
customers include companies in the automotive, paints, en- 
gineering, cement, and petrochemical sectors. Still, there's 
only so much the company can grow in India: it boasts a 35 
per cent share in a market that represents a mere | per cent 
of the global demand for compressors. “That means our glo- 
bal marketshare is only 0.35 per cent,” says L.G. Varadaraj- 
ulu, Chairman, Elgi, putting things in perspective. His argu- 
ment: it is far easier to try and double this than grow share 
in India. That’s exactly what the company is doing: in Sep- 
tember 2003, it received a certification that will allow it to 
supply to American railroads. And it has entered into an arran- 
gement with an American Fortune 500 company to supply 
45,000 air compressors. *We will benefit from building vol- 
ume-based competencies into our manufacturing process,” 

says Jairam Varadaraj, MD, Elgi. He can say that again. 
NITYA VARADARAJAN 
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SHAILESH RAVAI 





Vijay Kumar Gupta/ CMD 
Gujarat Ambuja Exports: 
The quiet exporter 


Flat Products Equipments (India) 


5 ACore Of Ste 


Ki 


^ 2 NOT IN THE KNOW MAY BE TEMPTED 
= ~ to write off the growth of Flat Products 
Equipment—a steel plant installer—as fallout 
of the steel boom in India. That would be 
only partially right. For, by cutting teeth 
on local plants and allying with the right 
international companies—T Sendzimir Inc. 
of the US for cold rolling mills and France's 
Redex for stretch levelling equipment, tor ex 
ample—the company has managed to posi 
tion itself as a global player. "We are recog 






nised as a supplier of international quality 
equipment at competitive prices and this 
has resulted in large export orders," says 
T.R. Mehta, Mb, Flat Products. Predictably, 
the company's order book of Rs 600 crore in 
cludes orders from Taiwan, China, Indonesia, 
Egypt, and Korea. That should explain the 
265.7 per cent increase (to Rs 91.97 crore) in 
revenues the company posted for the three 
months ending September 30, 2003. 
DIPAYAN BAISHYA 


rT. ta/ Managing Director/Flat 
Products: Riding the steel boom 


| | 


A Gujarat Ambuja Exports 
Economies Of Expor 


G UJARAT AMBUJA EXPORTS (2002-03 REVENUES: RS 621 CRORE) IS ONE OF THOSE 
companies not too many people know too much about. For the 
record, the company, which has seen its net profit grow 161 per cent to 
Rs 16.97 crore in the first nine months of 2003-04 as compared to the 
same period last year, exports cotton yarn, oilseed, edible oils, starch and 
wheat products. And as its Chairman and Managing Director Vijay 
Kumar Gupta, points out, only 10 per cent of its rev- 
enues comes from trading operations (the rest is 
from manufacturing), a statistic, he says, that in- 
dicates the edge the exporter enjoys. Gujarat 
Ambuja Exports is still vulnerable to the com- 
modity cycle, but the company is forging 
ahead with expanding capacities in the cotton 
yarn and maize-crushing business and has 
established beach heads in Singapore and Sri 
Lanka. Whoa! 


\ 





ROSHNI JAYAKAR 
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Hindustan Zinc 


A Private 
Matter 


T ^ Ni N i Ej - JU Mf rA 
boom on, as evident in the 


on the Londo 


: | VE 1m; 
rising price of zin 


Metals Exchange. That, thougl 


isn t the oniy thing อ อ ท เท 
Hindustan Zinc Limited s 

; by = ^ "i | i เก ร า 
.OmieDack. ANG wna OIE 
Dack if has Deel n the nine 
months ending December 
ANIS Ho oompany register 
revenues of Rs 1.324.3 crore a 


earned a net profit of Rs 318.7 


crore: the 
the Dre fit l ` Vee | were Ec Q | f 
JICVIVUS VCd! WEIG AS 21. 

Gt y r 
crore and Rs 95.3 crore. TI 


H} 


reason for the turnaround 


fact that the erstwhile public se: 
tor company passed into private 


orresponaing figures Ti 


a rt i 


hands (Sterlite) in April 200; 
“An increase in DIrOGUCtIVITY 


through de-bottlenecking of plants 


and cost controls has helped 


grow fast," says Kuldeep Kaura 


Managing Director, HzL. 


And how! 


, ' N A y A p ‘ ` 








A. PRABHAKAR RAO 





BT SPECIAL 


A Hughes Software Systems 


T MUST NOT HAVE BEEN EASY FOR HUGHES 

Software Systems to forsake the high gro- 
und of software product development for the 
low ground of business process outsourcing 
and software maintenance services. If it's any 
help, the growth post this event has been ex- 
ceptional: in the three months ending Dec- 
ember 31, 2003, the company reported a 70 
per cent increase in revenues and a 110 per 
cent increase in net profit as compared to the 
corresponding period last year. Not that 
the company has completely abandoned 
the high ground. All through the downturn, 
it continued to spend 10 per cent of its turn- 
over on R&D, *We have taken prudent decis- 
ions without sacrificing the future," says Arun 
Kumar, President and MD, Hss. It shows. 
VANDANA GOMBAR 


Arun Kumar/President & MD/HSS: 


The prudence-play 
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A IVRCL Infrastructure & Projects 


Water To Wealth 


vs INDIAN GOVERNMENT'S AMBITIOUS GOLDEN QUADRI- 
LATERAL (GQ) project has come as a boon to several en- 
gineering and construction companies, including Hyd- 
erabad-based IVRCL. However, what's really helped the 
company grow is its ability to nab what are called *water proj- 
ects’, large engineering initiatives that have to do with wa- 
ter and sewage pipelines. The competition is a lot less intense 
in this business, and there's enough work going around. For 
instance, in 2003, IVRCL bagged a Rs 315.5-crore project 
from the Tamil Nadu government (Chennai Water Supply 
Augmentation Project) and a Rs 55-crore Gujarat Water 
Supply and Sewerage Board one. With projects on hand for 
some Rs 3,500 crore, Vice Chairman Sudhir Reddy hopes to 
close 2003-04 with revenues of Rs 700 crore. 

E. KUMAR SHARMA 


E. Sudhir Reddy/ Vice Chairman & Managing Director/ 
IVRCL: A mini-L&T in the making 
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PRIORITY BANKING FROM UTI BANK. 
BECAUSE YOU ARE USED TO THE BETTER THINGS IN LIFE. 


If you like being fussed over; if you like being the center of attention; if you like being treated specially - 
then you'll surely love UTI Bank's Priority Banking. With a host of exclusive facilities, it's not banking. It's pampering. 
* YOUR VERY OWN RELATIONSHIP MANAGER */ree CASH & CHEQUE PICK UP & DROP" 
* INVITATIONS TO EXCLUSIVE EVENTS * free MONTHLY STATEMENT OF ACCOUNTS & PASSBOOK UPDATE 
» personalised FINANCIAL PLANNING SERVICES = exclusive PRIORITY BANKING DEBIT CARD 
- FREE USAGE AT ANY VISA ATM *SHOPPING, DINING & TRAVEL PRIVILEGES 
* WITHDRAW UP TO RS. 50,000/- A DAY FROM ATMS * priority assist - UP TO 999 UTILITY SERVICES 


NE uri BANK 


Solutions for a lifetime 
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Chairman/Man Industries: 
‘Piping’ the world 
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my/Chairman/Karur Vysya Bank: Contrarian play 


Karur Vysya Bank 


Counting on 


Me BANKS THAT HAVE GROWN RAPIDLY OVER THE PAST COUPLE OF 
years attribute this to the booming retail-banking business. Karur Vysya 
Bank, a Karur-based bank with deposits of Rs 5,121.92 crore in 2002-03 
(in terms of deposits the bank is the forty fourth largest in the country), has 
always enjoyed significant retail play, but the company’s Chairman, P.T. 
Kuppuswamy, would like to think something else is behind the bank’s fast 
growth. “In the past two years, we grabbed opportunities thrown up by public 
sector companies (that were growing) and have been lending to them.” And 
with the economy on a song, the bank is hoping its traditional strength of ser- 
ving small and medium enterprises will help it grow even faster. It should. 

NITYA VARADARAJAN 


Man Industries (India) 
No m This 


| F 2001 SAW INDIAN TELCOS PUMP THOUSANDS OF KILOMETRES OF OPTIC FIBRE 
into the ground, then, the past year-and-half have belonged to oil and gas 
companies building pipeline networks. Man Industries, a company that 
makes pipes supplies to pipelines being constructed by GAIL, IOC, and 
ONGC. And it is involved in several pipeline projects in West Asia, including 
some in Iraq. Not surprisingly, the company is investing Rs 140 crore ina 
greenfield facility at Anjar in Gujarat. “The dis- 
mantling of the administered price mechanism 
(on petroleum products), gas discovery, the 
latent gas demand, and the emphasis on the im- 
port of Liquified Natural Gas (which will have 
to be piped from landing points) is 
leading to a growing demand for 
gas transportation," says R.C. 
Mansukhani, Chairman, Man 
Industries, who expects orders 
for 5,000-6,000 kilometres 
of pipeline in the next five 
years. That’s a bit. 
DIPAYAN BAISHYA 























& Mercator Lines 


Crude 
Transportation 





, 


| H.K. เห แห ล ป CMD/ Mercator: | 
, He's now looking beyond India - 
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|^ INDIA'S SHIPPING INDUSTRY YOU 
can't pick a strategy more con- 
servative than Mercator Lines’. 
The company acquires second- 
hand carriers at rock-bottom 
prices and charters them to the 
Mumbai port and to other Indian 
and foreign companies. However, 
its recent growth—its net profit for 
the three months ending Decem- 
ber 31, 2003, were 700 per cent 
higher than the corresponding 
figure for 2002—can be traced to 
the government's decision in 
2001, to allow private shipping 
companies to transport crude. 
Between April and November 
2003, Mercator acquired four 
second-hand mid-sized (around 
90,000 tonnes) tankers for $31 
million. The immediate provoca- 
tion: contracts from MRPL and 10C 
aggregating Rs 160 crore. 
Chairman H.K. Mittal is now eye- 
ing overseas opportunities and 
says the company may even ac- 
quire a vicc (very large crude car- 
rier). "There is significant under- 
supply in our industry," he says. 
"And shipping markets like China 
present new opportunities." 
Evidently, Mercator has the wind 
in its sails. 

DIPAYAN BAISHYA 
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This is the way ‘to be better organized and in style. As Solo brings you 
the widest range of stationery p s designed with state-of-the-art 
technology. It indeed saves Critical oak time. Besides the look and 
diversity, the smart functional features also reflect the fact that Solo is al 
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i/ED/Moser Baer: 
The fruits of strategy 
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& Moser Baer India 


Optical Illusion 


OSER BAER, ONE THE WORLD'S FIV! 
Miopia media manufacturers of note— 
the other four are in Tarwan or Japan—owes its 
growth to the insatiable demand for recordable 
CDs and DVDs. However, it would be a mistake to 
attribute the company's good fortune to happen- 
stance: Moser Baer is where it is (a 18 per cent 
share of the global market) because of two stra- 
tegic decisions. The first concerns its entry into 
the hi-tech and capital-intensive business. To 
date, the company has invested $500 million in 
its manufacturing facility at Noida, a Delhi satel- 
lite. The second is its focus on being in the out- 
sourced manufacturing business as opposed to 
the contract manufacturing one (margins are 
lower here). Obviously, both have paid off. 

KUSHAN MITRA 


A Orchid Chemicals & Pharmaceuticals 


The Price of Regulai 
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ni/Managing Director/Pantaloon 
Retail: He's the Big B of retail in India 


เ Pantaloon Retail (India) 


Shopkeeper 


NYONE WHO HAS SET FOOT IN ANY OF TH 
bazaars across seven Indian cities—three of t 
for business in 2003—has already experienced, | 
personal, the reason behind Pantaloon Retail’s 
the first six months of 2003-04, Pantaloon grew it: 
45 per cent; net profit by 91 per cent. And th 
Chief Executive Kishore Biyani promises that the 
let up. "Last year was the year of growth in our val 
says Biyani. "This year we will be concentrating on 
business." On the ground, that translates into Cx 
where Biyani hopes to lease out retail space. The | 
all 125,000 square feet of it, will open doors fo 
March 2004. This one is obviously a Big C. 
DIPAY 


HENNAI-BASED ORCHID—ITS REVEN 

first nine months of 2003-04 increa: 
cent and net profit, by 144 per cent, over 
riod in 2002-03—began the new year ห 
old acquisition of Mano Pharma kicked 
pany's financials will now be integrated ii 
doubling the size of its lucrative formulat 
from Rs 60 crore last year to Rs 120 cr 
the prime driver of Orchid's growth, s; 
pany's Managing Director K. Raghavendra 
shift from sales in unregulated markets to n 
Mumbai-brokerage SSKI estimates that inci 
regulated markets will result in a CAGR of 25 
ween 2003 and 2007; the correspondin; 
net profit is 88 per cent. That's some grc 
NITYA VA 
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Raghavendra sol Manag Director/Orc! 
Discover to deliver aspirations 
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Polaris Software Labs 


After The 


b res 'S A FEELING IN MOST 
quarters that Polaris, a Chen- 
nai-based software major that was 
once spoken of in the same breath 
as Infosys, TCs, Wipro, Satyam, 
and HCL Technologies has never 
really got its due—from its peers, 
the media, and investors. The ar- 
rest and detainment of its CEO 
Arun Jain in Indonesia over a cus- 





tomer relationship that soured and 
teething troubles associated with its 
merger with Orbitech haven't 
helped matters. However, most 
analysts who track the IT services 
sector believe the worst is behind 
Polaris. Like Temenos and i-flex, 
Polaris has a banking product 
Orbione. But unlike these compa- 
nies, its Strategy has more of the 


Saw Pipes 


Pipes For 


p JINDAL KNOWS THAT PIPES ARE NOT WHAT ONE WOULI 
a ‘sexy’ industry, but sitting in his office in New Delhi 





CEO/Polar 
a hybrid product-service strategy 
services component. "Packaging 
the product with service offerings 
will help us grow from a mere uti- 
lity business to an enhancement 
one," said Jain at a conference ai 
nouncing the company's results foi 
the quarter ended December 31 
2003. The numbers? A 75 per ce 
growth in revenues and a 48 pe: 
cent growth in profits in the first 
nine months. That's impressive 
NITYA ' 


Cama Place, he is not complaining: Saw Pipes Limited has bee: 
growing at a frenetic pace. Revenues have grown from Rs 31 
crore in 1999-00 to Rs 807 crore in 2002-03. And with the oil and ga 


sector picking up speed, with forecasts of both larger energy (oil and i 


4 1 if 


ural gas) resources being discovered and inc reased consumptioi 
things are looking rather good. “You know something, if I had Rs 1.000 
crore to invest today, I would invest it in the pipeline business, not mak 


if AVAIHS 


> | / Chairman/Saw Pipes 
Iraq is the honey-pot 


ing the pipes but operating the pipelines; it is extremely profitable,” sa 
Jindal. The man would like nothing better than to see Saw Pipes become 


a “total pipe solutions” compan} 
“People will always need pipes,” | 
“We will be there 
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Says. 
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www.indiashining.com 





[ make my 
India shine. 

















By choosing to study further, 
[ widen my knowledge. 
By taking a loan for my education 
exe 1 share the burden with my parents 
NES By taking care of their savings, 
[ help them live a richer life. 
Lo By specialising in bio-genetics. 
1 | gain wisdom for our rice fields 
\ By learning how to enhance our harvests, 
I strengthen the backbone of my nation. 
TM By being a partner in India's progress, 


| make mv India shine. 


| am India Shining. 


Shining 


GOVERNMENT OF INDIA @ 


India's 





Sona Koyo Steering Systems 
Northbound 


SEIS HE HAS BEEN MAKING 
all the tabloids after his son, 
Sunjay married Bollywood hero- 
ine Karishma Kapoor. But, 
Surinder Kapur runs one of 
India's largest automotive com- 
ponent manufacturers, Sona Koyo 
Steering Systems Limited, and 
with the automotive market set to 
touch a million passenger vehicles 
this year, things are looking good. 
Sitting in his eighth floor office in 
Gurgaon overlooking the factory 
of his largest client, Maruti Udyog 
Limited, Kapur has his task cut 
out. He knows that to reach the 
set target of Rs 450 crore in rev- 
enues by 2007, Sona must export 
(it will, starting August 2004), 
restructure its costs, and enter 
the high-value power-steering 
and electronic power steering 
businesses. Still, as long as Indians 
keep buying cars (and watching 
his daughter-in-law's movies), 
Kapur is sure to be happy. 
KUSHAN MITRA 





VMHAW NVAIA 


. /0 ท ล เท า ล ท / 
Sona Koyo: Volumes, he has; 
now he's making a value-play 


Sterling Biotech 
Encapsulating C 


S: RLING BIOTECH IS THE LARGEST GELATIN MAKER IN INDIA 
and all Asia. That isn’t saying much: the Indian market 
for gelatin is limited and the company fights with global big- 
gies Sobel and PB Gelatin for share (Gelatin is used by the 
pharmaceutical industry to make hard and soft capsules and 
in other medical applications). Rather than merely focus on 
this market, Sterling has aggressively sought international 
certification and built relationships with global healthcare 
biggies such as Cardinal Health Inc. and Kenko Corporation. 
Today, almost half its revenues come from exports. Given 
its natural cost advantage, Sterling's net profits have been 
on the ascendant. In the second quarter of 2003-04, for in- 
stance, they increased by 186 per cent over the corre- 
sponding period in 2002-03. Expectedly, a Rs 236-crore inv- 
estment in capacity expansion is in the offing. 

ROSHNI JAYAKAR 
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/Chairman/Tata Motors: 
Globalisation is it 


Stepping On 
The Gas __ 


N THE APRIL-DECEMBER 2003 PERIOD, SALES OF 
Tata Motors’ commercial vehicles surged by 
44.5 per cent. The truck maker isn’t just growing 
faster than the industry; more notably, it's record- 
ing such growth rates on volumes of 100,000 
and above. Between April and December, Tata 
Motors sold 104,675 CVs. And for good measure 
97.219 cars, which marks a 42 per cent growth 
over 2002's corresponding nine-months. "This 
growth is a result of bringing a slew of new prod- 
ucts into the market. Over the past 18 months, we 
must have brought 15 products (including variants) 
to market," points out Praveen Kadle, Executive 
Director (Finance), Tata Motors. Backing the new 
launches was a revamp of the marketing and dis- 
tribution network, a broadening of the export base, 
and new global alliances such as the one with 
Rover of the UK. That the new products are kick- 
ing in is evident from the increasing marketshare fig- 
ures across most segments: Tata Motors' share in 
trucks, for instance, which had fallen to 66 per cent 

a couple of years ago, is now up to 70 per cent. 
BRIAN CARVALHO 


Now, exercise the power of your money. 
Anytime, Anywhere 
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PNB Debit Card - 


(It's an ATM Card too) 





Facilitating cash withdrawal at over 4,500 ATMs. 
Accepted at 45,000 Merchant establishments. 


Benefits to Customers 
» Withdrawal of cash through all networked ATMs of PNB and over 4,500 ATMs | 
of other banks where the logo of Maestro/Cirrus is displayed 
> Purchase of Goods & Services from 45,000 Merchant Establishments across 
the Country 
> Balance Enquiry, Mini Statement, Deposit of cash/cheque 
» The most safe & secure PIN based card 
» Free personal accident insurance of Rs. 2 lakh 





it’s FREE 

PNB Debit Cards are issued free of cost. 

All the transactions on networked ATMs of PNB are free 
All the transactions at Merchant Establishments are free. 


Conditions apply 


www.pnbindia.com 


@ punjab national bank 





...the name you can BANK upon! 
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| Niru Mehta/ Vice Chairman/Tata 
| Telecom: Tapping the 
| BPO boom | 


J 
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je MORPH FROM A RETAILER OF 
small exchanges (PBXs) to a 
successful provider of call-centre 
solutions could not have been easy. 
Tata Telecom—a joint venture of 
the Tata Group and Lucent spin- 
off Avaya—saw and seized the op- 
portunity for marketing such solu- 
tions ahead of the competition. 
Today, the company boasts a 50 


VIVAN MEHRA 


EN 


A Tata Telecom 


Calling India 





per cent share of the contact-centre corporates. “We have all the basics says Niru Mehta, Vice Chairman, 
market. Tata Telecom also offers right and are limited only by our Tata Telecom and the MD and Vice 
video-conferencing, virtual private own imagination and ability to draw President of Avaya India. Next 


networks and Voice over Internet 


on the organisational and individ- 


step: exports and acquisitions. Ill 


Protocol (volP) solutions for other ual competencies that we possess,” VANDANA GOMBAR 


dlt How THEY RANK 











a | — Net Sales —— Mme age tee à 
Company Name Dec. ‘02 ป ิ ย ะ . '03 Growth (%) Dec. '02 Dec 03 Growth (%) | 
Man Industries (India) 6637 8891 3396 374 804 11497 
Mercator Lines a: 7253 259 238 159 57101 
Flat Products Equipments (India) 9176 20558 09 276 20000 
IVRC Linfrastructures & Projects — 172 501.46 
Gujarat Ambuja Exports 20476 3032 5106 — 149 50 29060 
Asahi India Glass. S115 13461 16317 38 1730 35170 
Sona Koyo Steering Systems 4398 5705 2972 14 304 ll 
Pantaloon Retail (India) 111.90 15310 3682 — 426 619 — 453 \ 
Hughes Software Systems 5110 9650 69.00 840 239 18452 
Hindustan Zinc 


29405 497.70 68.91 Ux) 137.28 189.01 
hy RR 42393 73156 7257 | ๊ 





Moser Baer India Ltd 4n ug wp NU 6507 








29345. 

Orchid Chemicals & Pharmaceuticals — 12828 — 17090 — 3322 — 372 1709 — 9059 
Sterling Biotech 5148 — 7557 34 129 — 72594 
Tata Motors 13 339826 — 9488 7571 213.50 18200 
Tata Telecom 89 97 1643 532 852 95 
Saw Pipes 97.14 บ 6S 1919 — 40 1270 21671 
Elgi Equipments 89.08 





* Net of non-recurring tran PAT: Profit after tax 
pia sl Si Bch af et Pes ty ea 
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Who needs ล headline when the botoni ine 


says it all. Business Today's list of the year's thirteen E c 


most successful marketer rs, includes five Ogilvy and Mather ro 


clients. Now, in case you didn't make the list, do call Piy ush B 


Pandey or John Goodman at 022 2491 3877 7. They will be - 


glad to share our award winning cam paigns with you. ‘Great 


headlines included. 











KEY FEATURE OF NASSCOM 2004, INDIA 
Leadership Forum, in Mumbai last 
week was the presence of eminent 
policy makers and economists from 
leading American “think tanks”. In 
2 Jh. an exclusive roundtable discussion 
with Business Today, these policy influencers took on 
the unwieldy animal called ‘globalisation’ and dis- 
sected it to carefully present its various implica- 
tions for both developed as well as developing 
economies, As the mass migration of white-collar jobs 
in the US to countries like India creates growing re- 
sentment among the American workforce, these 
experts take the argument several steps further to ex- 
plain exactly why this process is necessary in order 
to usher in the new world order. The participants: 
Daniel T. Griswold, Associate Director, Center for 
Trade Policy Studies, Cato Institute 
Steven C. Clemons, Executive Vice President, New 
America Foundation 





Elliot Schwartz, Vice President and Director of 


‘Economic Studies, Committee For Economic 


Dévelopment 5/2100 ae a. 
James Carafano, Senior Research Fellow, Defense 
and Homeland Security, Heritage Foundation. — 

The roundtable was moderated by Business 
Today’s Priya Srinivasan. 


BT: The most dominant economic phenomenon of the last 
century was the growth of the US economy. The most 
dominant one of this century will most likely be the 
growth of China and other Asian economies. How do 
you think the US should strategise to participate in this 
growth rather than lose out to it? — — 

Elliot Schwartz: The US has to embrace the changes 
that are going on. It has to remain as open as it can 
be to international trade and investment. I think the 
attitude has to be one where it’s a positive-sum 
game. It’s not your gains or our losses but your 
gains can also be our gains. ง 00o 


“American companies are going to find that if they can’t bring wo 


qualified people from India and elsewhere to get the job done, 
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it's just 


entive to move their whole production offshore" 








James Carafano: Can | just take a slightly different per- 
spective on that? One of the important changes 
that is going on even as economic changes happen is 
the effect it has on security. Nations have tradi- 
tionally thought in terms of national security that be- 
gan and ended at their borders and I think that the 
hallmarks of the economic growth that we have 
seen in the last decades really changed the nature of 
how we should think about security. We really need 
to think in terms of interdependent security. For ex- 
ample, the attacks on 9/11 in the US had economic 
effects around the world; the impact on the global 
airline industry was dramatic and future attacks 
could have the same kind of consequences, which is 
why I think as individual nations the US, India and 
China and all countries really need to think, for 
example, of the impact of global terrorism regardless 
of where it happens in the world. It could well im- 
pact their own economies, and what that will require 
Is not just in terms of opening up economic markets 
but also in terms of increasing co-operation and 
integration of security concerns among nations. 

Steven Clemons: From my perspective, which is again 
different, the worst CEOs of MNCs come in and basi- 
cally spend down resources, build up debts and ex- 





Globalisation is inevitable: (L to R) Daniel Griswold, James Carafano, Elliot Schwartz and Steven Clemons 


tract a lot of equity out of the firm, and in some ways 
the US management at a political level is doing the 
same thing. They are undermining the fiscal cir 
cumstances of the nation and not making the kinds 
of investment that we used to. Thus a lot of our 
growth has been taken for granted and a lot of the 
growth and gains, particularly the internet and part 
of the productivity gains, were directly related to the 
entrepreneurialism and the creativity that came af- 
ter very important and unique national investments. 
Those investments both in the private sector and gov- 
ernment sector have not been keeping up with his- 
toric rates. Our fiscal circumstances are limiting 
our choices in the future and I think the question you 
pose is important because it requires us to do some 
soul searching about what we need to do to put in 
place to train people and build a base that’s going to 
be productive and competitive. There’s an awful 
lot of triumphalism in the US about the model of the 
economy we have today but none of the deep level 
of investments and behaviour that we saw in the 40s. 
30s and 60s that helped us achieve those gains. 

Daniel Griswold: | think | am more optimistic than 
Steve and I'd like to echo what Elliot said: this isn't 
a zero-sum situation. | think the US can continue to 
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be the world’s leading economy unless we take 
some sharp turn in policy. We have invested a lot in 
places that matter like technology, and R&D. And the 
other thing that the US has going for it is an immi- 
gration policy that allows people in India and other 
countries to come to the US and contribute to our 
labour pool and human capital. So I think the US is 
well positioned to be the economic leader and | 
think that the fact that China and India and other de- 
veloping countries are striving to 
achieve some kind of middle class sta- 
tus will make the US all the more pros- 
perous. 


BT: In sum could you outline a single 
point agenda that would see the US and 
developing economies in a participatory 
growth mode? 

Clemons: | think that there are some 
major structural problems. There 15 
an endemic structural overconsumption 
in the United States and a clear un- 
derconsumption in many important 
countries across the world. That’s not 
sustainable. So to think your way out 
of that box, I think what we need is 
much more of a campaign within our 
government and within the G8, IMF 
and World Bank to switch our vector 
somewhat from worrying about how 
well capital can flow freely in the world 
to look at a different set of criteria 
for what does it take to create a true 
global middle class. Developing and 
cultivating a middle class in developing 
economies is about the most important thing we 
can achieve in the next 50 years. It provides a far 
more stable form of economic development that’s less 
vulnerable to the booms and shocks we see in 
highly export dependent growth. That is what I 
would put on the table and if you look at the IMF 
and World Bank today, nothing of that kind of 
benchmarking exists. There are no great global 
champions at the moment for this sort of global vi- 
sion, whereas we should be applauding what India’s 
doing because our somewhat haughty advice to 
nations is get your policy environment right, train 
your people, and jobs will come and you will move 
up the economic ladder. 


There is a need for 
cooperation in security 
concerns among nations 
like US, India and China 


DANIEL GRISWOLD 
Associate Directo! 


(Cato institute 


Griswold: I think there is going to be a lot of alarm- 
ing rhetoric coming out of the US over this election 
cycle. Democrats have been competing with each 
other as to who can be tougher on foreign countries 
that are supposedly stealing our jobs. But tradi- 
tionally trade has not been a winning issue in US 
presidential elections so | don’t think there is going 
to be any wholesale retreat in practice in US com- 
mitment. 


One of the strengths of 
the American system 
of education is Its 
adaptability 


JAMES CARAFANO 
Senior Research Fellow, 
Heritage Foundation 





BT: On the issue of employment generation within the US, 
what sort of gap are you beginning to see between the kind 
of jobs that are getting created and the existing em- 
ployee skill base considering that white collar jobs are mov- 
ing en masse offshore? 

Griswold: It’s difficult to predict the nature of job cre- 
ation that will happen but I think in the IT sector it's 
going to be design and marketing. Taking a more ho- 
listic approach, the US is going to be providing the 
brain power that puts it all together and India will 
supply parts of it and China will provide parts of it 
and so will Canada and Europe. The higher end 
management, design architecture type of jobs will be 
created in the US. 


“| think there is going to be a lot of alarming rhetoric coming out 
of the US over this election cycle, but traditionally trade has not 
been a winning issue in presidential elections" 


100 BUSINESS TODAY FEBRUARY 29 2004 


ม จ 


2: 1+0 


ae 


e 
BRON SES 


MK cok 


ณ 3 eh AS ote n te o 


= Outbound Programmes 


ETT 


Pn 
SN 

QR 
SR 


ERTAINA 
ENOTE 


H 
A 
H 


d 
TE 


RA Aiea et 


Due Diligence 


Contractual Staffing 


in india we virtually provide } R solutions to all the big organisations worth their nan 


D: 


Eod 


Eu 


(. AMERICAN EXPRESS, GE, McKINSEY & Co., PWC, UNITED NATIONS, COKE, AMWAY, PEP 
ELECTROLUX, CITIBANK, STANDARD CHARTERED, ABN AMRO, NESTLE, SONY, SAMSUNG, ABB, ICICI, 


PORE 
EUM 


HUTCH, INFOSYS, WIPRO, BEL, GAIL, HINDUSTAN LEVERS, COLGATE PALMOLIVE, ASIAN PAINTS 


. and many many many many more... 


เง i tmm on 
> 


unk ร อา ร ร ด 
ละ ต: n ASA 


i A Seeing 
CH oa xi + 


E 


oe 


oe d 
n E S. fe aoe 0 
oe dd “0 i ERU 5 PDA Oe 


h ว H 3 DANSE A. SUA cust ATE: deus LOSS ONG MEM UL UI, 


ORAN 
E [m 
P DONT 


Sections o pains " M j ; MEE E NAR EE 
: FORO บ Rarities DE : SAM npe SAC 
: mn WU o d NU MU d UM Mo 


: ius i : METRE $ A EE NEAS 
EN or ee "E: ea ค พ รา 1 0 ง m 


bo T EUM 3 T à NER s f SUIS VN 3i 
RI x : its DEC EE X: DES 7 ว 


in strategic alliance with 


HE INDIAN INSTITUTE OF PLANNI 





Subscribe to Business Today, enjoy fabulous prizes every month. 


BUMPER PRIZE ASSURED FREE GIFT 


; Personal weighing : 
* Club Mahindra * Easy to use * Portable 


Mahin, E Holiday * Lightweight 


mm "Aa CTV (21") 
OR 
* Kelvinator 


Refrigerator (458 Its) เกา อ สา ก พ ร 


CT calculator » Music on ho 
* Akai Music System function * Fast check 


(1800 watts) incoming and outgoing < 


Holidays for a lifetime 


MONTHLY LUCKY DRAW ASSURED FREE GIFT 


Abdomen trimme 
* Portable * Easy to use 
* Lightweight * Detachak 
handles * With a knee m 


OR 


Digital organiser 

* Telephone number sto 
* Holds e-mail addresse 
* World time clock 


Woodland Akai CTVs (29") * Calculator cum conve 
25 vouchers per month 6 TVs per month * Alarm clock * Data stc 


Yes, l'm interested in subscribing to Business Today! 


(Tick in the appropriate box) 


My preference: 5 year term My preference: 3 year term My preference: | year term 


No 
Rs.215 


Or please charge my Card No. | | | Expiry Date 


Grey Worldwide BT 466 03 


Subscription Terms & Condition * Special rates, and offer valid in India only * Allow 4-6 weeks for processing of your subscription * Your free gift will reach you within 6-8 weeks of commencement of your subscription * Do n 
enamine irum ek SOCAL ๕ ๕ ๕ 2 ๑ ๒ ๕ ๕ ๕ 3 ๑ nets stnem is lur iancaliitirn anra the siir ha« haan desnatched « Sunerseribe your name and address on the reverse of the cheque/DD * Accessories showr 








Schwartz: If you look at the US economy there are 
still shortages at the highest level. It’s not that we 
have a surplus of the most skilled or highly valued 
worker, We don’t. We need more of those folks and 
we need to continue to improve the education sys- 
tem and train people. This is a perfect point where 
globalisation can help lead a race to the top. We are 
all trying to move up the value chain, trying to bu- 
ild up skills and trying to educate workers better. 
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oF FAE 
The United States has to 
remain as open as it can 
be to international trade 
and investment 
ELLIOT SCHWAR 


ient. Committe 


New America Foun 





Carafano: There are some areas particularly that 
may be stimulated by R&D and the defence and 
homeland security communities that may have un- 
precedented growth maybe not in the near term 
but certainly in the next decade or so. Directed en- 
ergy and the use of lasers for example, nanotech- 
nology is another great area that could take off in the 
US, biotech sector and I do agree the US will forge 
ahead in areas of IT architecture, enterprise archi- 
tecture, systems integration, will all be strong streams 
in the US in the next decade. 


BT: Do foresee any shortages in the skill base in the US? 
Carafano: I do have concerns about our education sys- 
tem, but I think one of the strengths of the American 
system is its adaptability. 

Clemons: I think that the question is focused on the 
wrong part of the equation. In areas like biomedical 
and genetic research, proteonomics, nanotechnology, 


Cultivating a middle class 
in developing economies 
is the most important 
thing we can achieve 


STEVEN CLEM 
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these are areas that are hoped to be the very very 
high-end, wealth-creating industries. At the elite 
end 1 don't think there will be any issues on job cre- 
ation, I don't there ever has been. What I worry 
about is America undermining its ability to feed its 
need, to bring in the skill base. America has tradi- 
tionally been the most important cause of brain 
drain across the world. It is constantly sucking out 
the best minds in developing countries and bringing 
them to the US and it has had a very 
positive impact both for those nations 
in terms of expats returning and also 
contributing to the US. The model of 
the economy is that it's a sort of con- 
stant free trade zone in everything. 
Once you begin inhibiting the ability to 
bring in people you undermine the 
very base and chemistry of success 
that we've had. The question of skill 
base as such is more relevant to the 
lower middle class where the prob- 
lem is that 40-50-year-old people lose 
their positions and have difficulty get- 
ting back into the mainstream with 
the skill base that they have. Retraining 
has not been successful. 

Griswold: On the high end, as the IT 
sector picks up, we are going to run 
into a labour shortage like we had in 
the late nineties going into 2000, and 
that's where I think the educated In- 
dian graduate in engineering, science 
and computer science is going to play 
an important role again, and we are 
going to have to look hard at the HIB 
program and get that cap back up. It has fallen to 
65,000. It wasn't that big a deal when the rr indus- 
try was in the dumps, but as it picks up that cap is 
going to really pinch. American companies are going 
to find that if they can't bring in qualified people 
from India and elsewhere to get the job done, it's just 
going to be more incentive to move their whole 
production offshore. The US Labor Department 
every couple of years does a job projection, you've 
to take those with a grain of salt but they project in- 
creasing employment opportunities in the high tech 
sector. Despite all the hand wringing about jobs 
going offshore, they expect the IT jobs to increase in 
the US. They won't be the same jobs we are doing to- 
day and I think if you look at the number of gra- 
duates coming out of US colleges who are capable of 
filling those jobs, we are going to have a shortage and 
that’s where the H1B program and India’s plentiful 
supply of labour is so important. Tf 
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AST FORTNIGHT HANS 
Michael Huber, Mana- 
ging Director and CEO, 
DaimlerChrysier India, 
was preparing the ground 
to open bookings for the Maybach, 
the exclusive luxury car that’s back 
into production after 60 years. Of 
the 1,000-odd Maybachs that will be 
produced, a small but significant 


number will be sold in India, at Rs 


Hectic road and highway construction have persuaded 4.5-5 crore (depending on the acces- 
new players to enter the heavy vehicles market. The existing sories you opt for). You'd naturally 


players meantime will soon storm the market with higher- expect Huber and his team to be 
| charged up about the Maybach 

tech, new-gen trucks and buses. BY BRIAN CARVALHO, launch—and, by the way, also about 
VENKATESHA BABU & NITYA VARADARAJAN the ongoing Mercedes Trophy Golf 
Tournament 2004, which will cul- 
minate with the World Final in 
Stuttgart, Germany in September— 
but there's still another reason for the 
infective exuberance at Daimler- 
Chrysler's Pimpri works in Pune. 
The German auto major, more syno- 
nymous with the sedan with the 
three-pointed star, is currently study- 
ing the feasibility of putting its trucks 
and buses—of which it is the world's 
largest manufacturer—on Indian 
roads. *We are studying which prod- 
uct we should bring into the country, 
what kind of volumes we should be 
dealing in, and how we should go 
about distributing our vehicles. But I 
am pretty convinced there is a market 
now in India for the kind of heavy- 
duty vehicles we make," says Huber. 
Still in Pune, a handpicked selec- 
tion of the Tata Motors' workforce 
is working on a project codenamed 
"Truck of the Future." To be laun- 
ched by 2007, the truck will have a 
world-class modular cab that's being 
styled in Italy. The Tatas are in talks 
with Cummins to supply high horse- 
power engines, of even up to 550 hp 
(the norm currently is 200 hp). For 
axles and gears too, India's largest 
maker of CVs is in discussions with 
ancillary makers, as also for brakes, 
wiring and harnesses. The frame of 
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ULF NORDQVIST/ MANAGING DIRECTOR/ VOLVO INDIA the truck will be developed in-house. 
"As Indians become more aware of issues like environment impact and safety, In the shorter term—that is, in a 
players complying to international standards will become more popular" year—Tata Motors hopes to leverage 
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the Daewoo acquisition to launch 
trucks in the 200-400 hp range. 
Not to be left behind, India’s No 2 
CV player, Ashok Leyland, is prepar- 
ing to launch its *NEWGEN" range 
of cvs by 2005, which will be pow- 
ered by a contemporary, fuel-effi- 
cient eight-litre J engine, with the 
most modern gearbox, propeller 
shafts, axles and frames. A full- 
width cab meeting EC safety norms 
for frontal impact and roof crash has 
been developed in-house. 

Even as DaimlerChrysler India 
goes about its feasibility studies, 
and the existing players draw out 
their plans for a gung-ho future, 
another German truck major, 
Maschininenfabrik Augsburg Nurn- 
berg (MAN), has been signed on by 
the Pune-based Bajaj Tempo as an 
exclusive technical collaborator to 
help Chairman Abhay Firodia roll 
out medium and heavy commer- 
cial vehicles by 2005. Unlike Daim- 


lerChrysler, which plans to flag off 


heavy-vehicle operations via imp- 
orts, Bajaj Tempo plans to invest 
in manufacturing facilities for multi- 
axle vehicles, tractor trailers and 
also for engines in the 155-410 hp 
range as well as transmissions. 


Finally, don't forget Volvo India, 
which entered the domestic mar- 
ket in 1998, and which has gained a 
head start in the race for higher- 
tech, new-generation trucks (and 
buses), and is now fine-tuning its 
strategy to bring in the volumes. 


It's Spring Time 

It's never been so good for the 
highly-cyclical cv industry. And, 
what's more, it's never promised 
to be as good, either. Since its last 
peak in 1996-97, the sector has only 
contracted; until 2003-04, a year in 
which the industry has so far been 
racing at a growth rate of close to 
40 per cent. Now an upcycle in the 
CV industry typically lasts three 
years, but what's making manufac- 
turers even more upbeat about the 
longer term is the frenzied road 
construction work that's under way 
coupled with bullish projections for 
industrial activity (which in turn 
will call for busier freight move- 
ment). For one, there's the Golden 
Quadrilateral project that's linking 
the north-south and east-west cor- 
ridors across 7,300 km. For another 
there's the Prime Minister's Gram 
Sadak Yogana that promises to 


HANS MICHAEL HUBER/ MD & CEO/ DAIMLERCHRYSLER INDIA 


"| am pretty convinced there is a market now in India for the kind of 
heavy-duty vehicles we make" 
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Bus (y) 
BODIES 


|' THE COMMERCIAL VEHICLES 
(cvs) market is on the fast 
track, the potential that exists in 
the bus segment is truly mind- 
boggling. Consider: Currently, 
buses account for just 12-13 
per cent of the entire cvs sector. 
In China they account for half of 
the heavy vehicles market. 
Ravikant of Tata Motors expects 
buses to account for 30 per 
cent of cvs in the near future. 

That's exactly why virtually 
every cv player is jostling for a 
piece of this rapidly-burgeoning 
pie. Volvo took the plunge with 
its B7R a couple of years ago. 
Though nearly 21,000 buses 
are sold in the country every 
year, nearly 20,300 of them 
are sold in the less than Rs 20 
lakh category. Volvo's B7R is 
priced way beyond, at Rs 52 
lakh (for the basic version). That 
price tag may appear outra- 
geous, but it provides ample 
room for additional revenue 
generation. The B7R is 12 me- 
tres long as against the con- 
ventional Indian bus that's 10.5 
metres. "So instead of just 35 
seats, Volvo can provide 10 
more," points out Akash 
Passey, GM, Volvo India. 

Also talking about "premium 
transportation" is Daimler- 
Chrysler India; the Mercedes 
company will, besides luxury 
coaches for inter and intra-city 
travel, focus sharply on mini- 
buses (15-seaters) for resorts 
and hotels. Tata Motors, on the 
other hand, plans to go the 
whole hog, with buses right 
from 12 to 100-seaters. Hop 
on and enjoy the ride. 
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RAVIKANT/ EXECUTIVE DIRECTOR (COMMERCIAL VEHICLE BUSINESS UNIT)/ TATA MOTORS 
“It's only a matter of time before new global players sense the opportunity in the Indian CV market" 


provide comprehensive rural road 
connectivity. “These roads will call 
for new kinds of vehicles, and that’s 
why it’s only a matter of time before 
new global players (Mitsubishi, 
Renault, and Nissan) sense the opp- 
ortunity in the Indian Cv market,” 
says Ravikant, Executive Director 
(Commercial Vehicle Business Unit), 
Tata Motors. Adds R. Seshasayee, 
MD, Ashok Leyland: “The modern 
infrastructure being built supports 
high-productivity vehicles, allowing 


. SESHASAYEE/ 
MD/ ASHOK LEYLAND 
“Modern infrastructure supports high- 


productivity vehicles, allowing operators to 
realise their efficiency and revenue potential" 
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operators to realise their efficiency 
and revenue potential." 

Simply put, what all this infra- 
structure-creation means is that ope- 
rators will now be able to ferry more 
tonnage over longer distances faster. 
That's why, as Huber points out, 
there is a new buying pattern emerg- 
ing amongst truck owners: The 
focus is shifting from the purchase 
price to cost per kilometre of trans- 
port. "What's important is how 
many kilometres the trucks can go 
without servicing, with reduced 
tyre wear etc," he explains. Volvo, 
which has been around for five 
years, perhaps sensed the imp- 
ending turnaround in Indian infra- 
structure first. The Swedish auto 
giant has two basic trucks, the FM 9 
(which has three versions) and the 
FM 12 (two versions) in the Rs 30- 
50 lakh range. “As Indians become 
more aware of issues like environ- 
ment impact—it's perhaps the only 
Indian manufacturer that's Euro II] 
compliant—and safety, players com- 
plying to international standards 
will become more popular," says 
Ulf Nordqvist, Managing Director 
of Volvo India. Competitors are 
quick to point out that Volvo's 
next-gen products are not suited 
to Indian roads in their current 
condition. What's more they're 
also not equipped to deal with over- 
loading—a necessity currently since 
turnaround times are long—and 


hence result in huge warranty costs, 
points out one competitor. 
Nordqvist, however, maintains that 
65 per cent of his sales come from 
repeat purchases, "Such a high rep- 
eat purchase indicates that our cus- 
tomers see value in our offerings." 

The new trucks for their part 
promise to change the face of trans- 
portation: One, the trucks will be 
able to carry much more, up to 40 
tonnes, double what most cvs can 
carry today, and the engines will 
be packed with more horse power 
up to 350-400 hp against the cur- 
rent norm of 200 hp. Result? Faster 
turnarounds, and consequently 
lesser overloading. 

Clearly, in the years ahead, India's 
CV makers will change the way goods 
(and people, see, Bus(y) Bodies) are 
transported across the length and 
breadth of the country. One fallout 
of this progress, though, will be 
that the industry just can't continue 
to grow at 35-40 per cent rates for 
ever. The reason is simple: As the 
tonnage of vehicles increases, roads 
get better and vehicles faster, vou'd 
naturally need less of them. But then, 
once turnaround times decrease, 
overloading becomes less of a haz- 
ard, and operators begin getting 
more bang per kilometre for their 
investments, percentage growth is 
only secondary. Once all that hap- 
pens, India's CV industry would 
have finally arrived. Œ 
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In a volatile market with such high stock valuations, here’s a portfolio 





INCE HAVING SCALED THE 

old record of 6,150, the 

Sensex has entered a phase 

of extreme volatility—with 

swings of some 200 points 
within a single trading day. In fact, 
after a continuous eight-month rise, 
the Sensex shed 143 points (or 2.4 
per cent) in January. Nilesh Shah, 
Senior Vice President & Head, 
Portfolio Management, Kotak 
Securities, expects the current corr- 
ection to “end by February” and 
the index to “get into a consolida- 
tion phase in March”. 

The experts seem to know their 
way around all the twists and turns, 
not to mention the corporate results, 
budget numbers, P-Notes confu- 
sion and election intrigues. “As the 
Sensex is quoting now at around 
14 times its expected EPS of Rs 410 
(for 2004-05),” calculates Raamdeo 
Agrawal, Joint Mb, Motilal Oswal 
Securities, “the market can be 
termed *fairly priced' now." 

But what about you, the retail 
investor? With almost every stock 
you feel safe with quoting above 
the valuations you feel comfortable 
going by, the risks are too high for 
you to bear without losing sleep. 
Is there anything left that you could 
safely add to your portfolio? 

Surely, there must be some stocks 
worth picking up. On a long view, 
yes there are, says Rajeev Thakkar, 
Head, Research, Parag Parikh 
Financial Advisory Services. 
“Investors getting in now should 
do so with clear long term (two- 
three years) view," he says, "and 
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Herring Hunt 


strategy that's safe for retail investors too. BY NARENDRA NATHAN 


should also be able to withstand X SBI 
notional losses in the middle." 60 - Abeton industrial recovery, available cheap. 
Are you game? Okay, here goes. Figures are BSE stock prices in Rs 

First of all, remember that since 
stock prices already account for 
2003-04's earnings, all your picks 
should be bets on faster growth 
next year. Second, your picks must 
involve gains from themes that the 
wider market may not have priced 
in. And third, they must still be un- 
dervalued. On this criteria set, here 
are six stocks for your consideration. 





i Aventis Pharma: After lagging 

Indian pharma rivals for years, this 

MNC is back in the groove. All the 

market seems to be waiting for is 

confirmation of its return to 400 - 

form—as judged by continued 

profit growth. Global pharma out- 191.50 

sourcing is a trend that could go in %00 $ep.2, 2001 

its favour. Meanwhile, sales should 

accelerate after its Goa plant com- 200 - 

mences exports of Daonil to vari- 

ous other subsidiaries. The 2005 100 - 

product patent regime will proba- 

bly help too. “The parent has Pa 

enough product patents,” says 500 . 

Thakkar, “and will be happy to INDIAN HOTELS 

launch them in India after this.” To ride the tourism upturn, as occupancies soar. 
400 _ Figures are BSE stock prices in Rs 






Loaded order book, boosted by power sector reforms. 
Figures are BSE stock prices in Rs 


BHEL: Among the government’s 
Navratnas, an under-appreciated 
tag. Unlike the monopoly PSUs, this 
company has always been exposed 
to international competition. And it 
hasn’t been idle. “It is sitting on a 
huge order book position of around 
Rs 23,000 crore now,” says Dilip 
Bhat, Head of Research at 
Prabhudas Leeladhar. And the 





INVd INVNId AW ร วา ค ง จ ห ร 


FFEBRUARY 29 2004 BUSINESS TODAY 113 


™~ HERO HONDA 


A consistent performer, left relatively unrecognised. 


400 — Figures are BSE stock prices in Rs 


mw- 148.88 
Sep. 2, 2001 


200 — 


" AVENTIS PHARMA 


A comeback story, ready for a topline surge. 
Figures are BSE stock prices in Rs 


700 - 
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- Figures are BSE stock prices in Rs 
800 4 
309.70 
Sep. 2, 2001 
400 - 
200 . 
g- 
orders are growing. Deven Choksey, 


Managing Director at KRC 
Research, sees BHEL gaining big from 
power sector reforms. Yet, it quotes 
at only around 12 times its pro- 
jected 2004-05 earnings. 


Hero Honda: A beneficiary of 
the two-wheeler boom, with an 
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_ Aturnaround, post-restructuring, ready for outsourcing success. 





ever-strengthening semi-urban/ru- 
ral thrust. The last quarter’s results 
have been impressive. “The growth 
is continuing in the current quarter 
as well,” says Bhat. This company 
hasn’t swerved off its secular growth 
trend down the years, but still re- 
mains cheaply available. “With the 
expected EPs of 42, and a growth of 


17-18 per cent, it is at a P/E of only 
11,” adds Bhat. 


Indian Hotels: A beneficiary of the 
revival in travel and tourism. “Its 
occupancy rates, especially in places 
like Bangalore, are very high,” says 
Agrawal. Average occupancy rates 
have reached 72 per cent in the last 
quarter, up from 67 per cent in the 
same period the previous year. 
Though the buoyancy has already 
taken the P/E ratio to 28 times its ex- 
pected 2004-05 earnings, its lower 
profit base and the sector’s oncom- 
ing boom justifies the current price. 


Siemens: A company that is fina- 
lly getting back into good shape. 
After the tough times of the late 
1990s, Siemens has managed a mas- 
sive restructuring exercise (the work- 
force has been slashed by around 25 
per cent since 1997 and debt red- 
uced to nothing) that spells a leaner, 
meaner machine. And one that’s 
ready to make the most of the out- 
sourcing story in manufacturing. 
“Siemens India is becoming a global 
outsourcing base for its parent for 
X-ray machines,” says Shah. Further, 
its fully-owned software venture, 
SISL, is also doing well. 


SBI: Will do well in direct response 
to the industrial recovery that has 
been spied on the horizon. 
Moreover, India’s largest bank has 
made dramatic strides in retail bank- 
ing, and got its computerisation 
processes in good order. Yet, SBI 
quotes at a P/E of six, which is 
shockingly low even after taking 
the Interim Budget's possible ill 
effects on the state-run banking sys- 
tem into account. “If one considers 
the consolidated accounts (that is, 
with the subsidiaries), its P/E is just 
five," says Nandan Chakraborty, 
Head of Research, Enam Securities. 
Investor perception of this huge 
state-run operation has been weak. 
If you sense a possible reversal here, 
dare this stock. Il 
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With so many public offers lined up, you’re advised to do some fine print 
reading. It’s not a waste, trust us. By SHILPA NAYAK. 


E AGREE. JOHN 
Grisham is more 
engrossing. But 
with so many 
public offers of 
stock coming your way, do pick up 
the issue prospectuses, and do them 
the justice of a proper read (a word 
that isn't always spelt with 5 and M 
at two ends and K and I in the mid- 
dle). Sure, the activity might inspire 
more yawns than awe. And in any 
case, your liability would be limited 
only to your investment. 

Still, read. What a company rev- 
eals (or conceals) should matter to 
you—as a prospective part-owner of 
the business. Here’s what you ought 
to look out for, in no particular order: 





Management 

“The most important part of pros- 
pectus analysis”, according to Gau- 
rang Mehta, Associate vr, IL&FS 
Investsmart. The promoters' creden- 
tials. Their names, familiar or not, 
their qualifications, experience, perf- 
ormance record down the years— 
and critically, credibility. Do your 
verification, even of the big 
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established companies, advises Prithvi 
Haldea, MD, Prime Database. Check 
out the company's transactions, its 
record of shareholder rewards. 
Examine the shareholding pat- 
tern. Would an offer-effected change 
in this make a management differe- 
nce? Be wary of a huge promoter 
stake, especially if the company has 
no institutional interest, and of any 
pre-issue allotment made to promo- 
ters at attractive prices (such details 
are listed in the prospectus). The best 
time to hold management accounta- 
ble is before you get in. So look hard. 


Financials 

What you count on for returns. 
Regardless of the data available, 
subject the financial statements to 
fine scrutiny. "Basically, there are 
two types of iPos—one from listed 
companies, where the background, 
particulars, past history, financials 
etcetera are known, and second 
types, where the background and 
other details are not known," says 
Ashish Shah, vp (Primary Markets), 
Parag Parikh Financial Advisory Ser- 
vices, “Stay away from the latter.” 


Of course, there are numbers 
and there are numbers. Some talk, 
others don’t. Some indicate consis- 
tency, others expose blips. Does the 
purported business activity actually 
account for most revenues? Look at 
revenue and profit growth carefully. 
Has there been a sudden quarterly 
jump leading up to the ipo? Why? 
What happened the previous year? 
Has some accounting trick been 
used? *The financial performance of 
most companies suddenly improves 
in the year preceding their issues," 
cautions Haldea, *However, many 
would have resorted to window 
dressing including showing a huge 
‘other income’.” Don't be misled. 


Purpose Of The Issue 

It must be clear. Why does the com- 
pany need the money? This must be 
coherent. Is it a new venture? Wor- 
king capital, by the way, can be got 
cheaply from banks. Check if the 
company or any other group entity 
has had a previous issue (the pros- 
pectus has it) and verify whether 
the proceeds were used as per the 
plan then. The prospectus lists such 
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What They Say And What They Mean 


details under ‘Promise Versus Per- 
formance’. There have been sordid 
cases of public money collected for 
a ‘software services cell’ ending up 
in treasury operations—to play the 
market. Demand clarity of intent. 


Lead Managers 
They have a rub-off effect. Well- 
known investment banks are expec- 
ed to be circumspect about the 
1ality of the issues they manage, 
| though this is more a brand-based 
expectation than a statutory one. 
As J. Niranjan, Senior VP (Invest- 
ment Banking), I-sec, puts it, “The 
more established investment bankers 
will not bring poor and doubtful 
IPOs to the market." But then, the 
country’s five top lead managers tend 
to bag four-fifths of the issue busi- 
ness, so this criterion serves only 
as a basic filter at best. This may be 
so, but Jagdish Master, Director, 
Enam Financial Consultants, makes 
the reassuring claim that “lead man- 
agers have become more cautious 
while accepting mandates now than 
before". So the rub-off is real. 







Price 

Deserves special attention during a 
boom. How much a stock is worth 
; paying for is a matter of valuation. 
he lazy way out is to measure the 
-Issue price (or your bid) against a 












benchmark such as a rival stock in 
the same business. When markets 
are booming, though, this could lead 
you to overpay. Beware of the shady 
‘casino craze’ offer-makers who're 
greedy for any cash up for grabs. As 
they say, a good company at a high 
price is a bad investment—unless 
you're a diehard believer in the 
‘greater fool’ theory. 

“Do not expect even PSUs to 
underprice their issues,” says 
Haldea, “they too seem 
to be in the race for 
maximising returns." 
Check for share- 
splits prior to the 
issue (to make the 
offer price look 
low). Be conscious 
of price versus value. 


Litigations 

These do matter. Legal entangle- 
ments are listed in the prospectus. 
You could get a legal opinion on the 
better-known cases. Even other- 
Wise, it pays to assess the manage- 
ment’s respect for rules and regula- 
tions. Stock scam-tainted compa- 
nies are avoidable. “Companies that 
have not been compliant with the 
laws of the land reflect a worri- 
some mindset, “ says Haldea, “If 
you find these of a material nature, 
avoid.” Get law-savvy. 


Be wary of a 
huge promoter 
Stake, especially if 
the company has no 
institutional interest 





Other Risk Factors 

The proverbial ‘fine print’. Though 
some of these are not spelt out in as 
many words, a thoughtful read would 
alert you to the possible downsides. 
Here’s a sample of what you could 


encounter: “The Company doesn’t 
have any statutory clearances and 
approvals for implementing the 
proposed project, whereas this kind 
of project requires various statutory 
clearances and approvals that ap- 
proximately take more than 
a year for completion. 
Further, any delay or 
failure in obtaining the 
necessary regulatory 
approvals for the 
commercial launch of 
these products may ad- 
versely affect the future 
profitability of the 
Company.’ Sounds benign? 
Or worrisome? It hardly e 
earth- “cratering, given the scarie 
scenarios you may have pictured or 
read about. Then again, such total 
dependence... anyhow, it's your call. 
But remember, human behaviou- 
ral studies have shown time and again 
that people tend to err on the side of 
optimism, In making mental proba- 
bility estimates of particularly devas- 
tating outcomes, they almost always 
miscalculate, and grossly too. Main- 
tain your balance of reason. & 
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_ FEATURE ON INVESTMENTS , 


and saving because money is important, in fact 

crucial. However, most of us spend almost no time 
planning to make that hard-earned money work more 
effectively for us. Investment planning is simpler than you 
think, and more rewarding than you would imagine. Also, it 
is irrelevant how old or rich you are, or how small or large 
your portfolio is - Now is the best time to start. And no, you 
do not have to be a financial wizard to make your wealth 
grow faster. 

You should start your financial planning by taking 
steps to protect your family’s current lifestyle from events 
and expenses that are not in your control. You can achieve 
this by buying appropriate insurance policies for your med- 
ical expenses, life, car and other important assets. There 
are wide range of policies from various companies that are 
customized to your needs, age and ability to pay. 
Insurance policies also act as a means for savings and tax 
planning. However, experts suggest, the primary objective 
while deciding on your policies should be, what it is for, 
insuring yourself, your assets and your family’s lifestyle. 

Next is to identify your financial goals and saving 
appropriately to meet them in future. Fixed deposits and 
safety and infrastructure bonds assure a guaranteed rate of 
return, are risk free and often offer tax breaks. But investing 
intelligently often means making a trade-off between risk 
and return. Each of us has a distinctive capacity for risk 
based upon our individual income and wealth levels and 
with the rising returns from the equity market; it's hard to 
avoid it. But if you are feel uncomfortable understanding 
the dynamics of the stock market, turn to mutual funds. 
Mutual funds come with various risk profiles based on their 
debt and equity component. Companies like Tata TD 
Waterhouse, DSP Merrill Lynch and ICICI Prudential offer a 
wide range of products and you can leave it to your fund 
managers to make the best use of your investment and 
reap the returns. 

Personal finance is not just about investing, but also 
about acquiring assets and leading a lifestyle you would 
aspire for. Interest rates are at the rock bottom, and if 
experts are to be believed, things can't be better than 
what it is currently. Incessant rate-cuts, reduced or 
waived processing fees and added incentives in the form 
of free insurance policies, credit cards etc provided by 
banks have proven to be a bonanza for consumers. From 
the loan seekers' point of view three factors, i.e., interest 
rates, tenure and the EMI (Equated Monthly Installment) 
are considered to be of utmost importance. Once the 
loan seeker is comfortable with these areas, the process 
is set into motion. Taking a home or a car or a consumer 
durable loan has never been easy as banks compete with 


M ost of us spend more than half our lives working 


each other to offer the best terms. Contrary to popular 


perception, public sector banks like State Bank of India 
or Union Bank offer the best rates and always remember 
to bargain hard. 


Tata MIP Plus - in tune with 
investors' needs 


Wi; a near three-fold rise in assets under management 
in the last one year, Tata Mutual Fund (TMF) is one of 
the fastest growing mutual fund houses in India with a cor- 
pus of around Rs. 4,000 crore. 

TMF today has a comprehensive range of products 
across the risk-return spectrum with six equity funds, two 
balanced funds and nine debt funds. It has earned the dis- 
tinction of a fund house to launch appropriate products well 
in tune with market needs. 

It has recently launched a new mutual fund scheme, 
the Tata MIP Plus Fund (an open ended fund. Monthly 
Income is not assured and is subject to the availability of 
distributable surplus), with portfolio comprising at least 80 
per cent Debt and around 15 per cent Equity investments, 
aimed at maximizing returns with dynamic management of 
its Equity component and focus on high-quality conserva- 
tive Debt portfolio. 

Tata MIP Plus Fund is available under four options - 
Monthly Income Option with minimum investment of Rs 
25.000 and in multiples of Re 1, Quarterly and Half Yearly 
Income Option with minimum investment of Rs 10,000 and 
in multiples of Re 1, and Growth Option with minimum 


=~ 


investment of Rs 5,000 and in multiples of Re 1. Thereisno - 


maximum limit for investment. 
The Tata MIP Plus Fund has no Entry Load. It 


charges 0.50 per cent of relevant NAV as Exit Load if - 


investment below Rs 25 lakhs is redeemed on or before 
expiry of 180 days from the date of allotment. There is, 
however, no exit Load for Investment amount equal to or 
more than Rs 25 lakhs. 


"Building Relationships" Making its 
presence felt in the housing sector 


CE of the major beneficiar- 
ies of the soft interest rates 
prevailing over the last couple of 
years has been the Rs. 30,000 
crore housing finance industry. 
The growth potential is reflected 
in the fact that Housing finance 
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companies have seen their ย 


Mr. A.K. Guha 


Chief Executive, GIC Housing 


share prices rising and GIC 
housing finance enjoys a small 
but significant market share of just around 7 %. 
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Lowest interest rate in the Banking 
Industry. 


Other Services offered :- 
@ Integrated Treasury offers risk 
ป management products. 
| ส Networked branches with SWIFT 
facilities. 
@ Capability to Syndicate Loans and 
arrange ECB. 
@ Full fledged Off Shore Banking Unit 
| at Mumbai. 


For further details contact your nearest branch. 
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A.K. Guha, its Chief Executive, is excited about the 
growth achieved in the last two years and is hopeful of 
doubling the target set in 1999 of Rs. 426 crore for the fis- 
cal year of 2005. He says GIC Home Finance Ltd. will cer- 
tainly achieve disbursements of Rs. 800 crore in the year. 
GIC has been providing loans at competitive rates. which 
are higher by about 50 to 100 basis points when compared 
to banks. It offers free accident insurance cover apart from 
offering property insurance at a nominal cost of Rs. 100 per 
lakh for the entire tenure of the loan. Mr. Guha stresses on 
the fact that housing loans should be taken from compa- 
nies who have expert knowledge in that field. GIC Housing 
Finance Ltd. credits itself for keeping the customer always 
first. For them after-sales is equally important as sales. Also 
educating the customer about the post disbursement 
duties of customers and giving proper guidance to the cus- 
tomers is of vital consequence for them.GIC is expecting a 
growth rate of 50-60 %. GIC has a wide network of nearly 
20 offices all over India and hopes to serve the people with 
best deals for them to choose from. 


Union Bank Of India 


nion Bank Of India's vision is, To become the bank of first 
qp dee in the chosen areas of building beneficial and 
lasting relationships with customers, through a process of 
continuous improvement and effective strategies in terms of 
pricing, product packaging and promoting the product in the 
market. 

Technology driven banking and delivery channels, 
through core banking solutions are launched under the 
project e-MPACT and more than 120 ATMs are operational 
with plans to increase. Offshore Banking unit has opened 
at SEEPZ++.and have permission from RBI for opening 
Representative Offices at Dubai (UAE) and Doha (Qatar). 
Capital Gains Account Scheme 1988 

The Scheme has come into force from 22nd June, 
1988. The amount deposited would be required to be uti- 
lized by assesses, within the specified period, for acquisi- 
tion of new asset under the respective Section of the 
Income Tax Act, 1961. Under this scheme, the tax payers 
can avail of the benefit of exemption from Capital Gains, if 
the amount of Capital Gains or the net consideration is 
deposited in the bank on or before the due date of filling 
the return of income by the tax payers.Accounts under the 
Scheme can be opened only at Semi-Urban / Urban / 
Metropolitan Branches. With an option to the depositor to 
keep the deposit either as cumulative DRC Deposit or as 
non-cumulative i.e. Fixed Deposit. The deposits under this 
Scheme may be made in one lump sum or in installments 
at any time on or before furnishing the return of income. 
Withdrawals under Deposit Account (SBD) can be made 
from time to time by the depositor, subject to other provi- 
sions of the Scheme. Withdrawals under Deposit Account 
(TD) can be made after the expiry of the period for which 
the deposit has been kept. 
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Punjab National Bank 


ne of the top commercial 

"banks, PNB has been 
ranked 9th amongst India's 50 
most trusted service brands 
according to a recent survey con- 
ducted by M/s AC Nielson ORG- 
MARG - a premier international 
research agency on India's Most 
Trusted brands. With a network of 
over 4400 Offices - largest amongst nationalized banks, 
PNB serves over 3.40 crore satisfied customers with busi- 
ness turnover exceeding Rs.1,20,000 crore. 

The bank has taken a number of IT initiatives to pro- 
vide its large clientele spread all across the country the 
best of technology while retaining the all-essential human 
warmth One of the major initiatives taken by the Bank in the 
recent past is an ambitious project, Centralised Banking 
Solution (CBS), an inter-branch networking and data-shar- 
ing platform, aimed at providing anywhere anytime bank- 
ing with the assistance of Infosys Technologies Ltd. CBS 
has already been implemented in over 450 branches and 
this number shall increase to 500 by the end of 2003-04. 
With CBS already available at 87 major Centres spanning 
across 22 States. the customers of the branches networked 
under CBS are enjoying the freedom of anywhere anytime 
banking with instant fund transfers across cities, collection 
of cheques, deposit of funds, instant access to statement of 
account and a host of other value added services through 
any of the interconnected branches. 

PNB has recently launched Internet Banking Services 
in the country. Internet Banking Services are available 
through all Branches of the Bank networked under CBS. 
Providing 24 hours, 365 days banking right from the PC of 
the user, Internet Banking offers world class banking facili- 
ties like anytime anywhere access to account, complete 
details of transactions and statement of account, online 
information of deposits, loans overdraft account etc. PNB 
has recently introduced online payment facility for online 
railway reservation through IRCTC Payment Gateway 
Project. All the customer has to do is log on to 
www.irctc.co.in and give details of his journey alongwith 
payment instructions through his internet banking account 
with PNB. 

The bank has installed around 400 ATMs with card 
base exceeding 5 lacs. Most of the ATMs are connected 
with the ATM Switch. Besides, PNB has also entered into 
ATM sharing arrangements with 4 other Banks providing 
access to over 2000 ATMs to all the ATM Card holders of all 
these banks. 

Another step taken by PNB in meeting the changing 
aspirations of its clientele is launch of its "PNB MAE- 
STRO" Debit Card which is also an ATM Card. It enables 
the card-holder to buy goods and services at 45000 mer- 
chant establishments, across the country, where the 
'Maestro' logo is displayed. 


Mr. S.S. Kohli, CMD 


Punjab National Bank 
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: : Home Loan Features : : 





Interest on Monthly Reducing Balance Lower Rate of Interest 
Quick Loan Approvals & Disbursements Personalised Care 
No Fees for Part Repayments Free Accident Insurance 


Subsidised Property Insurance Scheme 


Registered Office : Universal Insurance Bldg, 3“ Floor, Sir P.M. Road, Fort, Mumbai — 400 001 
Tel Nos : 9122- 22851765/6/77 Fax: 9122 -22884985 


E-Mail : corporate gichfindia.com Web-Site: gichfindia.com 


Bangalore : (080)-5594081 Chandigarh : (0172) 2727033 Chichwad : (9520) 7423284 
Chennai : (044) 28486298 Coimbatore: (0422) 2490927 Delhi : (011) 23731669 
Hyderabad: (040) 23234093 Kolkata : (033) 22822913 Kochi: (0484) 2364885 
Lucknow: (0522) 2238448 Mumbai: (022) 22853866 Madurai : (0452) 2350269 
Navi Mumbai : (022) 27650890 Noida: (0120) 2514145 Pune : (9520) 25671230 
Panaji : (95832) - 2232096 Trivandrum : (0471) 2330272 Trichy : (0431) 2743216 
Thane : (022) 25385197 Vishakhapattanam : (0891) 2541639 
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Of Brand 
Difference 


Uk IS NOT A BRAND UNLESS IT COMMANDS A 
premium. To Steve Jobs, Apple Computer's original 
visionary, a brand is not a brand unless it defies cate- 
gorisation, the box into which the orthodoxy would 
have it put. So when Apple loyalists recently saw a 20- 
year-old TV commercial featuring an athlete digitally 
enhanced to wield its handy new gizmo, the iPod, they 
cheered the ‘knowing’ cheer. New tool. Same values. 
Same brand. The brand for ‘the crazy ones’, the ones who 
actually “Think Different’. 

In the late 1970s, Jobs’ original tool was a granny- 
friendly ‘personal computer’ designed for “the rest of us”. 
Through such homebody empowerment, it sparked a 
revolution that went on in the 1980s to overthrow the cen- 
tralised era of mainframes. The 1990s saw the com- 
moditisation of Wintel-clone computers, and Apple lost 
both Jobs and its way—till 1997, when he found himself 
adrenalised by a new challenge, and back in the hot seat. 

Jobs lost no time in transforming brand deference into 


STEVE MLO brand difference, and giving Apple back its originality. The 


Co-founder, Apple Computer 


fabulous iMac computers got hearts skipping beats, even 
as Einstein, Lennon and Gandhi found themselves part of 


fresh rallying call to creative action. In the interlude, Jobs had been a filmmaker in la-la-land, and 
was now clear that he would play the new game only in the “intersection of art and science”. 

Wasn’t that business suicide? He couldn’t care less; he’d made a fortune on one crazy bet 
after another—and he’d demonstrated a daring willingness to lose it all for the brand’s val- 
ues. Wall Street could laugh all it wanted, but he had the nerve to stay true to Apple’s unique 
relationship with its loyalist. 

And Apple remains Apple, a brand wowing onlookers with its success in the arena of digitised 
music, Its 2001-launched iPod device for downloaded internet music is the result of aligning the 
music industry’s intellectual property interests with his creative vision, and is being hailed as the 
coolest thing since the Sony Walkman. Its 2003-launched music shop, iTunes, is rocking the Net 
legally, even as its latest software arouses the imagination in fresh ways. It’s all happening, 
y know. And what about that big boxed image? Brittle. [ฟี 





Leadership is defined by results, not attributes. 


Peter F Drucker 


With our focus on innovation, time-to-market, ownership of enabling technologies and advanced RAD, Seagate 
continues to lead the forefront of the storage world. A fact supplemented by real world results in Q4FY2003 พ ท ส เซ 
Seagate shipped 886 petabytes of storage and 2.9 million enterprise hard drives (the share leaders by 2 million 
drives) which is more enterprise drives than our competition combined. This is coupled with shipment of 994,000 
15K RPM drives and 13 million personal storage drives. So join us as we scale greater heights and take the storage 
revolution into the future. 


Seagate National Call Centre 


Cail toll free 1600 33 11 04 Seagate (@ 


www.Seagate.com/india We turn on ideas ` 
response.india@seagate.com 
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z oday's managers are confronted by a myriad of 
- issues emerging from the cradle of the knowl- 
x | edge-based economy. Solutions to these prob- 
‘lems necessarily lie beyond the theoretical approaches 
of management books. And institutions like IIM and 
ndian Institute of Science are trying to know the man- 
: agers’ role. better in our ever-changing business envi- 
TO ment. ‘Change is a phenomenon that can't be 









































distinct approach to management education that is fine 
ut uned to the demands of ever changing requirements of 
| business houses. Its radical pedagogy shuns conven- 
2 ional approaches and aims to transform its wards into 
competent, knowledge driven managers of tomorrow. 


management in the campus. 
South India ‘has been spearheading IT revolution, 


an i herent. strength. Consistent rise in the share of IT 
and. biotechnology in GDP is a perfect example of the 
| achievement and at the same time is also a pointer 
| towards. the future of India. Existence of numerous 
research organizations in Karnataka that gave birth to IT 
. revolution drew World wide attention and the state has 
also become a biotech center too fast and rather too 
often referred as the IT hub due to technological 
2 advancement with cosmopolitan status. Undoubtedly 
the corner stone of an IT edifice/ revolution was made in 
ue the kiln of educational institutions. Both leaders and lag- 
|. gards who actively associated with the IT revolution 
* admit and highly regard the contributions of south Indian 
อ ล ก that stand out in every students' memory. 
" . Today many of the universities in south. India boast 
quality education and are adjudged as the best in Asia 





stopped. Therefore these institutions have innovated al 
| now spreading t their wings 0 outside India 


: tudents are poised to gain from the experience of 
ndustrial stalwarts with their demonstrated strengths in 


oom and is often referred as the citadel of soft- 
e te chnology. The Indian economy is highly depend- 


vide a ‘live’ management environment. ' 
on the growth of these sectors were India established- 3 


and perhaps r renowned the world over for its innovative ; 





cuniculis and serene environment. What the universities ui 
boast of is not made in a single. day but the award was a 
achieved through a long span of time that is even. older . 
than our age could remember. Thanks to the ‘untiring | | 
efforts of its chancellors, deans, professors and lecturers. 0 
There are many universities in south India that pio- : 
neered distant education. too. “Annamalai university, o 
Kamaraj university, Bangalore university, only to name a | c 
few, that pioneered the concept of distance education i is 








economy took over control. | 
pure d theoretical y approaches a are 


to o develop. a thinking: individual with seas ee to ^ 
adapt concepts for any given situation. Universities . 
started building the environment of their campus to. ^. 
highlight the practical approach. and designed. to pro- x 
with : | dynamic m 
course structure though. most. of th ties j no 
provide real time projects to equip students with essen- 2 
tial hands-on experience that takes them beyond the | 
realm of Academia. DUE ^ d 
Many other states have started emulating [copying : : " 
the success formula of Karnataka of late. Karnataka, _ 
which once had the highest number of engineering col 
leges has been over taken by these. states. Andhra 
Pradesh was adopting Karnataka model of IT develop- : A 
ments followed by Kerala state which claims to have the 2 
highest literacy rate in the country. Karnataka state has 
been on constant drive to achieve growth quite enviable : : 
to many other states in India, The states per capita h has v 













edge based: e 
educational loans ata 
peu lowest rate stand at 


MATS School of Business & 


School of Information Technology 
(A part of the Jain Group of Institutions) 





MATS encourages entrpreneurial acumen by incubating fresh and innovative business ideas. Students can 
practice hands-on what they are learning in the classroom, a process that is most enjoyable through the 
innovative teaching and learning methodologies. The environment is that of a corporate office. The 

global opportunities program gives an international edge. With all the experience and training students 
gain at MATS, the Matsonian will be a preferred recruit for corporates. 








yp e > MBA - International Business 
(2004-06) —— >MIT - Master of Information Technology 
At Bangalore Centre >MBA - Rural Management 
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Special Entrance Test on 
February 21, 2004 for 
candidates who missed 
MATS Entrance Test 
on February 14, 2004 
Test Centre : Bangalore 





For Further Details, Contact : y ; ‘Y 


MATS Tower, 319, 17th Cross, h Y 
25th Main, J. P. Nagar, 6th Phase ^. .— 
Bangalore - 560 078, India EL 


Tel : *91 80 26532728/29 
Fax : *91 80 26532730 
E - mail : enquiry@mats.ac.in 
Visit : www.mats.ac.in 
for free prospectus 





PPortunity was s untapped by banks till recently. 




































: Multinational = approach south Indian universities for 
recruitment. | 


Garden City College 

| ศั arden City College Bangalore known for deliv- 
f | ering quality education has grabbed up many 
| —ÀÓ firsts in the last one year. As its Chairman Dr. 
oseph V.G quotes "In the last one decade we have 
ocussed on building a world class infrastructure and 
oday it is bearing results". The Chairman of Garden City 
: College | stands tall with his words and today GCC as it 
d ; more popularly known, the institution is a destination 
for students coming in from 22 countries and every 
nd corner of our nation. Twenty one career choic- 


ce, Paramedical, Management, Media and IT 


coming academic year. 


“Bangalore University which is a rare feat. Other major 


Csurvey conducted by All India Management Association 
- and Business Standard. On top of all Mr. Arunabha Sen 
- of Garden City College clinched the first rank in the uni- 
. versity for MBA grabbing two gold medals for the high- 


the fourth rank for B.Sc. Genetics, all at the university 
devel went to students of GCC. 

- ace now awaits the accreditation by National 
“Assessment and Accreditation Council. 


MATS - The Fastest 
G rowing | น 


pawn INDIA | for Andust d 
among the top 3 B- School i 
| Survey 2003). Features that m ake MATS 





No wonder that major corporates - Indian and 


| in the field of Arts, Science, Fashion, 


p the opportunities that are industry specific and | 
Jives each and every ‘student at GCC an option to excel | 
nd perform. Five new courses are on the anvil in the | 


GCC has set its standards in line with . Iso. 
001:2000 and has been certified by TUV Rheinland - | 
Germany, one of the toughest certifying agencies in the : 
world. This recognition was in addition to being 
declared as a permanent affiliated institution under 
| Placement Opportur ื 
: achievements were of GCC being rated under "A" in the | 


. MATS | "m program. bts 7s ist Embedded T 


est marks. The first rank for MCA, 5th rank for MTA and 


: penus with a keen interest in eam ement theory and -— 












้ special are: X 
9 MATS is one of few B- Schools in India to offer MBA 
with dual specialisation in Marketing, Finance & HR 
and a super-specialisation in International Business. — 
@ MATS is the First B-School in India to make a Global - a 
Exposure Programme compulsory. for students, o 
involving a project in atleast 2 countries in South East : i 
Asia (Malaysia and. Singapore), IIM-B is in n fact t con- : i 
templating such a programme. m 0 l | 
๑ MATS is the First B- School in india to have an active e 
Incubation Centre, which has ร already incubated 11 : 
companies. a 1 ย ส E 
e MATS is the youngest 8 B-School 1 to to navo es in E 







programme. is accle i 
ห บ emerging : อ 








Systeme Laborato y in Bang 


students Pots in 1 the: (Bi 


MATS al น ท ท ท | are. placed in. leading. organisations - | 
such as ABN Amro Bank, Kotak Securties, ING-Vysya, E 
Ocwen Financial, Team Lease, Karvy Consultants, Sn 
Vaidel Retail, Sprism Securities, Accelerated | Systems, i 
Prism Networks and many more.. 


IBA - The Business School E 

That Means Business D 
ndian Business Academy was started in the year — 
2001, The promoters of this Business School are 
Shri BM L Jain, the Chairman of IBA is an entre- 





Forget the conventional approach 
เส ด ส ส ม Wink TBA 


Ihe IBA Edge 
» Overseas Business Study Mission for International exposure (The class of 2001 


03 visited UK Malaysia) 


» Curriculum constantly updated « Programme conceived and monitored by an 


า ค ค ว ู ท 


and class of 2002-04 bave 


visited Singapore & 


active Governing Council, comprised of renowned persons from Academia and 
Industry e Eminent Visiting Faculty from the Industry « Intensive Corporate 


1 Mbps 


dedicated leased line for Internet access e 12-acre lush Campus in a sylvan setting 


Internship up to 4 months « 2:1 Student to Computer ratio « 24/7 
» Separate in-campus hostels for boys & girls e Constant interaction with the 
corporate sector through seminars, workshops and company visits e The Art of 


Living Programme compulsory for all students 








A view of one of Sri Sri Ravishankarii 
the classroom Chairman & CEO Convocat 


IBA students at Oxford, UK attending 
during OBSM seminar during OBSM 
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SPECIALIZATIONS OFFERED: TY YN 4 | 
i or the previous 
IBA Governing Council * HRM® Finance *IT & e-business * Marketing JE. ditch: ส ระ ย ๑ ล ต ทะ 
Mr. Ashok STEM : BASE Besser uei SS e. WwW | ; overseas & the rest 
FATA Electric Co.. iden opt tor major / minor combination 1 | = - L 








Iromba:s L | "s A "LA. ar L 4 
ELIGIBILITY AND SELECTION ต 1: ไร ว 1 ว 114 in top MNC' like. 
Chairman, Indian Business Academy & 


PROCEDURE: 
CMD, M.}.Group, New Delhi 1. 50% marks in Bachelors Degree. 


Mr. B M L Jain 


" Allergan India *ANZ.TI 
Bata India. «Berger Paint 
eBPCLe RPL Telecom 


centurion Bank "ioca tod 


๑ Accenture 
* Bangalore Paints 
|e Birla 3M + Birla Sun Life 
* Career Graph * ( 
«DTDC ¢GE Medical 
* HCL Infosystems* HDFC eela Palace 
๑ 1( 1(.1 eIndian Airlines eITC «fer Airways 
eL&I «MICO-BOSCH «Millipore India 


Kuwait « Newry 


Dr. Gopal P Mahapatra 
MD, TV Rao Learning 


Mr. Hriday Mohan Jain 


Ex - Chairman, 


Final year students are eligible to apply. 
Svstems, Bangalore : . 
2. All applicants to IBA must appear for 


ENT n LU 


e Grand Hvatt, Muscat 
๑ Hot: | 
Samrat Ashok Technological Instituti 


Mr. Manish Jain CEO, IBA 
Director, MUHEPL, New Delhi 





* Mitsubishi * Motivate Group 


Mr. Narendra Nahata 

Hon'ble Minister (Ex), Govt. of M.P 
Mr. Narendra M Agrawal 

Prof f 50r, | IM. Bangali M 

Mr Pavan Kumar 

( hairman, V Mi ksha I ( hrii Mi MIICS, 
Ex-President Tata IBM 

Me P Thiruvengadam 

Director, Del 
Bangal TES 


itte Haskins & Sells, 


FN ผา K Gupta 
" HB & OD Area, MDI 
Mr "s Kurien 

R.M.-South Asia, Ranlin Corporation 
Australia, ex-C. EO, | 


Dr. Subhash Sharma 
Director, TPM, Bangalore 


Mr. Vinod Kumar 

ute Workshops, 

Director Sri Sri Rural Development Progra 
The Art of Living 


( TIT» 


nsit Solutions 


Direct ir Corpor 


Gurgaon 


3. Students who have registered for CAT & 
GMAT are also eligible to apply. 


4. Those who have not appeared for any of the 
above mentioned tests need to appear for 
IBAAT - 2004 to be held in April 2004. 

IMPORTANT DATES 
Io obtain Application through post 24th March 04 

Io obtain Application in person 28th March'04 

28th March 04 

30th March 04 


For receipt of filled application 


Last date to Register Online 
For details e-mait: 


pg2004Cibainternational.org 


| 
| GD & PI will be held during the first mai of April 
2004 at the following centres : 
| © Ahmedabad * Baroda * Bangalore 9 Bhuvaneshwa 
* Chennai * Cochin * Delhi * Dehradun * Goa 
* Guwahati * Hyderabad * Indore * Jamshedpur * Jaipur 
| * Kolkata * Lucknow 9 Mumbai 9 Nagpur e Punc 
| จ โน เก ล *Vizag 
| 





(centres subjec t to change 








Motors * Zip Telecom 


International, Hong Kong + Nokia « NTT* 

* Parle « Pepsi + Progeon, Infosys* Ranbaxy 

s Rediffusion DY & R + Redington India * Revlon 
* SAIL *Sampoorna Consultants + Siemens * GSK 
e Stand Chart Bank * TAFE» Tata Te: 
* Titan e TVS Suzuki * UB Group + Vijaya Bank 
s Voltas * Wealth Solutions * Wipro * Yamaha 


i" [ISCO 


„tO name a TEW 


HOW 


TO APPLY 


1. Register Online: www.ibainternational.org 





2. The Application Form & Prospectus are 
available at your nearest IMS Centre 

3. For Application Form & Prospectus send DD 
of Rs. 650/ 
Academy", payable at Bangalore to the 
Admissions Officer, IBA 


DD in favour of “Indian Business 


Use Speed Post, Regd. Post, 





Couriers-First Flight / Professional. 
g 


| INDIAN BUSINES 3S ACADEMY 


Mr Vineet Sh | Lakshmi Pura, Thataguni Post, Kanakapu 

ย Vineet Sharma wu | ad T 
Manager Solutions-Marketing : | Bangalore 560 062, INDIA e Phones: : JU CO. 

AXALTO, France da e Fax: +91-80-28435935 * URL: www.ibainternational.org 





~ edgeable facu Ity,. State-of-the-Art infrastructure and. 
c committed Governing Council. | 

: -Indian Business Academy (IBA) is atrendsetting B- 
~ School that will reach you to your cherished goal. The 
D - curriculum is modeled on a complete understanding of 
ae complex international businesses. In keeping with the 
















ever changing requirements of the Industry, the 2 year 
course PGDBM (Post Graduate Diploma in Business 
Management) offers specializations in @ I.T & E-Biz € 
HRM ๑ Finance € Marketing * International Business 

| er : The core faculty with numerous. years of experi- 
ence in India and Abroad are associated with the course 
who. include prominent personalities i in the field like The 
dean of IBA, Prof. P Sudarshan, IIT, HM - Ah., his vast 
perience in organizations like ISRO, TDICI (Now ICICI 
Ventures). It is governed by a strong Governing council 
comprising eminent Corporate leaders and Renowned 
- Academicians. 

| The second year of the PGDBM Course also fea- 






Bank interest VS 


Allahabad bank 
Bank of Baroda 
Bank of India 

Bank of Maharashtra 
Bank of Punjab 
Canara Bank 
Central Bank of India 
Corporation Bank 
Dena bank. 

Federal Bank 

HSBC o 

indian Bank 


indian Overseas Bank 
J&K Bank 


Oriental Bank of Commerce 
Punjab National Bank 
South Indian Bank 

State bank of India 

UCO Bank 

Union Bank of India 

United Bank of india 

United Western Bank 

UTI Bank 


_ tures an overseas corporate tour, wherein students will | V 
be exposed to a rich international experience. The trip is | Col jil 


up to Alakh EL a] 


: being co-ordinated with the assistance of international 
travel agencies. After the visit students are expected Hr 
to inculcate a truly global outlook in their learning 4 


endeavours. | 

IBA offers the. candidates placement opportunities 
in major MNCs ‘such as Accenture, ANZT, Birla IM, 
BPCL, BPL Telecom, Coca Cola, GE Medical, HCL it * 


Infosystems, HDFC, ICICI, ITC, Jet Airways, L&T, MICO- 
BOSCH, Motivate Group, Kuwait, Newry International, 
Hong Kong , Nokia, NTPC, Parle, Pepsi, Infosys, — E 


Ranbaxy, Rediffusion DY & R, Revion, SAIL, Siemens, : 
GSK, Stand. Chart Bank, TAFE, Tata Tea, TISCO, Titan, 
TVS Suzuki, UB Group, Wipro. - D | ง 
Students of IBA walked away with the rich haul of 
trophies including that of the "Best Overall Team" in MP 
Birla Management Fest - Paradigm 2003, the IBAites 


bagged 2 first prizes - one in the Marketing Event - Helix 


and the Best Manager event - - “Suzerain’. Second in the 


HR event . for good measure — a Echo, 


ances at the v "ป ร ก น ร 2003" - - the Christ — 


—L- Moratorium 


— course «one year / Job«6months 
| |. course «one year / Job«6months 
1 > course +one year / Job+6months 

‘course «one year / Job+6months 
course«6months or job«1year 

| course «one year / Job+6months 

course «one year / Job+6months 
| course «one year / Job«6months 

"course «one year / Job+6months 

| course«lyear or on getting a job 

๐ อ น ห ร อ +1 ห อ ล เ or on getting a job 
course«'6-12months or 
on getting a job 
‘course+'6-12months or 
on getting a job 
course'6-12months or 
on getting a job 
course «one year / Job«6months 
course «one year / Job+6months 
course «one year / Job+Gmonths 
^: course «one year / Job+6months 
อ อ แห ร อ + ไ ห อ ล ะ or on getting a job 
| course+tyear or job +6months 
| course+6months 
| course+tyear or job +6months 
. course«iyear or job +6months 





Ce SERII 


An ISO 9001:2000 
institution 


STUDENTS 
OF GCC TODA 


LEADERS 
OF LIFE == 
|» — TOMORROW. 


Garden City College, in a short span of time hos carved a niche for itself in the much-crowded education sector. GCC has persistently gone 
beyond education & enlightenment. GCC's education programmes are designed to meet the demand of tomorrow, by understanding the needs of 
the present. GCC excels by providing education that is multi-faceted, multidimensional and most certainly pupil-friendly. The Business School 
provides a platform, for opportunities, to develop conceptual and analytical skills to foster attitudes, essential for growth. GCC spots this 
potential, puts the inclination to test and channelises them to the epitome of success. 

















| | B.Sc. Computer Science 3 yrs | MBA Master c of Business Administration 2 yrs 



















































| _BCA Bachelor in Computer ‘Application 3 yrs | | MCA Master of Computer Application 3 yrs 
| | B. B.Com. Computers 3 yrs MPT . Master of Physiotherapy 2 yrs 
| เก Bachelor of Business Management 3 ys | MS Sc. Microbiology 2 yrs 
| | BHM Bachelor of Hotel Management 4yrs | M.Sc. — Biochemistry 2 yrs 
| B.A. Journalism 3yrs | | MSc. Biotechnology 2 yrs 
| B.Sc, Fashion & Apparel Design - 3 ท พ ร | M Sc. ET Genetics UR 2 yrs 
| | BSc. Microbiology 7 ง | |  3ys 
| B.Sc. Genetics - 2 Sys" | BH & CS Bachelor of Hospitality & ema Science 
ก ร 5 ด Biotechnology ——— 3 HE MS. in Communication 
| B.Sc. — Nursing — ys [— m E" WES m 
| BPT Bachelor of Physiotherapy 4 yrs [MSec Electronic Media — - "s 
MTA Master of Tourism Administration 2 ys | MSc. Electronic Science 
MSW Master of Social Work. E “ yrs. | MSc. > Apparel Technology & Management 





| For Prospectus & Application form send Rs. 250 /- by Bank Draft drawn in favour of | 
GARDEN CITY EDUCATION TRUST payable at Bangalore. (Candidates awaiting results can also apply). 








Garden City College 


(A permanent affiliated Institution of Bangalore University and Approved by AICTE, New Delhi, Govt. of India) 
Admin Office : #628/C, 1st Stage, Indiranagar, Bangalore - 560 038 Tel. : 91-080-25288831 / 25271385 / 22972754 / 3 Fax : 91-080-25291414 





email : gcetrust@vsni.com | www.gardencitycollege.edu 
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ARMY INDUCTEES 


Corporate Rumble 


What are military men doing in the corporate world? Anything strategic? sy MoINAK MITRA 


HAT HAPPENS WHEN 
men trained to make 
the so-called ‘supreme 
sacrifice’ to a higher 
cause decide to aim instead for 
something as mundane as profit? 
What happens when they move 
from a system of command-and- 
control to the relative chaos of a 
‘civvie’ company? They feel aw- 
fully out-of-place, you'd think. 
Do they? Not if they make the 
effort to fit in. And that's a matter 
of motivation. Col. Vijay Chadda, 
Chief Operating Officer of travel 
firm BTI Sita-Kuoni, had his first 
brush with ‘the market’ in the 
1970s, as a captain in the 4th 
Gurkha Rifles, when he turned a Rs 
625 bet on Colgate-Palmolive stock 
into a Rs 2,000 profit within days. 
Chadda remained an Army man 
for another two decades. In 1992, 
he took premature retirement for a 
job as the regional head of logistics 
firm AFL. “From the family point of 
view, | thought I would be able to 
contribute more, since the turbu- 
lence factor was high in the Army,” 
recalls the 52-year-old who's loath 
to carry his rank *consciously". By 
1995, he was CEO of the company's 
travel division Carlson Wagonlit. 
In the new millennium, he moved to 
BTI Sita, and now runs its educa- 
tion and money-changing businesses. 


Logic Gates 

Everyone doesn't make a General, 
they say. This realisation underpins 
the logic of many switchovers to 
the corporate world. Col. R.S. 


SHIVAY BHANDARI 


(น ร 94 2020 





Steeling the game: (L to R) Col. Vijay Chadda, COO, BTI Sita; Maj. Gen. M.S. Sandhu, 
President, Group HR, Anand Group; Col. R.S. ‘Pickles’ Sodhi, Senior VP (North), 
Mahindra Gesco, Col. Surendra K. Mohla, VP (Operations), Ericsson India 


‘Pickles’ Sodhi quit in 1994 when he 
was convinced that the next rank 
was out of the question. In the 
Horse Cavalry, he had even repre- 
sented India at polo championships 
around the world. Though familiar 
to Delhi's socialites as the spouse of 
Nafisa Ali, his faith in discipline 
and teamwork came in handy for 
leading the North India operations 
of realty firm Mahindra Gesco. And 
yes, it has been a different experi- 
ence. “You can't demand respect,” 
he observes, *you've got to earn it, 


and trusting people is the only way 
to earn that respect." 

In 1995, Col. Surendra Kumar 
Mohla, who had managed an 
M.Tech in Communications from 
Irr-Kanpur and rose through the 
ranks to head 21 Signal Group in 
Delhi—in charge of a telecom 
team—quit the Army for a logical 
opportunity in the business of tele- 
com. "Things on the civil side were 
a bit more war-like," he quips. Then 
46, Mohla signed up with a Noida- 
based equipment manufacturer. “It 


____ Adapting to a non-command-and-control matrix 
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was like the cutting of the umbilical 
1 cord," he sighs. He receded into a nos- 
talgic shell for awhile, before moving to 
Tata Telecom, and then Ericsson in 
1997, where the challenges grew really 
interesting. In 2002, he spearheaded a 
BSNL operation to roll out GSM networks 
in 10 states—on a war footing, in eight 
months of breathless action. Currently vp 
(Operations), Ericsson, Mohla is a net- 
work champ. What sets a corporate ca- 
reer apart, in Mohla’s view, is account- 
ability. “In business, you are fully ac- 
countable, unlike the Army, where there 
is always scope to hide behind some- 
thing,” he says. “That way,” he adds, 
“the corporate world is pretty ruthless.” 
Ericsson has been hiring defence 
personnel since 1995, according to 
Girish Johar, vp (HR), when the com- 
pany started its GSM operations. Today, 
they constitute nearly 5 per cent of its 
450-strong staff. “Our experience with 
defence personnel shows that the sta- 
bility level has been pretty high,” says 
Johar, pleased that half of them have 
t been around for over five years. 
Col. Mohla’s batchmate, Col. Shiv 
Rai Chand, has had a parallel civilian 
career. In 1995, he joined BPL Mobile, 
and is now Chief Technology Officer at 
Bharti Tele-Ventures. Planning and 
teamwork are the two attributes that an 
Army man scores on, he says. “In the 
Army,” he elaborates, “the objective 
had to be clear, and only then could we 
strategise and achieve that objective... in 
the process, we developed the ability to 
change mid-course, and that’s how we 
acquired flexibility.” 


Strategy Versus Gimmickry 

Adapting to the HR exigencies of a non- 
command-and-control operation is of- 
ten the first need of a soldier in business. 
“It’s a state of mind,” says Major 
General M.S. Sandhu, President (HR), 
The Anand Group, “Everything in the 
Army is driven by status.” But the 57- 
year-old former Armoured Corps hon- 


_1s often the first need of a soldier in business 
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cho is clear that it's little use playing the 
authoritarian in a modern matrix org- 
anisational framework. Try persuasion 
instead, mind-to-mind, the skill that 
counts more than the artificial force of 
hierarchical privilege. 

Call it de-regimentation—to sensi- 
tise oneself to the real needs of the vast 
butter-before-guns market out there. Is 
this tough? It ought not to be. After all, 
making a realistic assessment of the ope- 
rating circumstances is another ability 
Army men pride themselves in. And that 
too, with commando-like snap agility. 

Yet, according to C.S. Patel, CEO, 
Anand Group, employers are also look- 
ing at these men of principle for that rare 
trait called 'discipline'. Shirk res- 
ponsibility? No way... if you trust an old 
Army ethic. And their strategic skills? 
Sure thing. Which explains why Coca- 
Cola India, of all recruiters on the planet, 
is busy scouting for talent from the 
armed forces. “They are great strate- 
gists,” says Adil Malia, vp (HR), Coca- 
Cola India, “and we are seriously look- 
ing at their induction.” It helps, of 
course, that the former Chief of Army 
Staff, Major General V.P. Malik, hap- 
pens to be on Coca-Cola India’s board. 

That’s also where it gets tricky for 
corporate recruiters. For there’s a catch 
involved in recruiting for this purpose. 
Smart Army men, those who’re aware 
of the wider world’s challenges, have 
surely noted the corporate opportu- 
nity. But then, not all of them are eager; 
so an easily lured strategist may not be 
much of a strategist. Catch 22. 

How to get real strategists? Those 
who call a spade a spade and a trap a 
trap? It’s not an impossibly irreconcil- 
able task, surely. Try. Pose challenges. 
Invest in persuasion (the effort can be 
amortised sensibly over the years). The 
‘whiz’ of a well-directed arrow could 
well prove more rewarding than the 
‘wiz’ of a wonderman pulling rabbits out 
of hats. It’s about long-range strategy, 
not instant gimmickry. 
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| am a senior manager at a Japanese electronics major. | 
joined the company in 2001 and today | am a victim of an 
acute cultural divide. The senior management based at the 
corporate HQ seems to suffer from a superiority complex. | 
am tired of addressing them as 'san' at the drop of a hat. To 
top it all, they expect the sales and marketing team to be con- 
stantly on their toes. Nearly 44 of us at the India office are 
suffering from this Japanese flu. What should we do? 
Firstly, organisational culture and not cultural divide 
could be the real issue. Sometimes the organisational cul- 
ture requires that the employees behave in a certain way. 
[n some organisations it is a norm to address the su- 
perior as ‘sir’. “San” is just another way of saying just 
that. Secondly, there is nothing wrong with the boss 
wanting the sales and marketing departments to be on 
their toes. Is it this pressure that you really resent? How- 
ever, if you still feel that there is a superiority syndrome 
and the company sponsors a cultural divide, you have 
to accept the fact that it is difficult for you to change the 
situation on your own. Given the situation, you could 
always quit. But do give appropriate feedback to the 
management during the exit interviews, so that the work 
environment improves in future. 


| am a mining engineer with a state-owned company scout- 
ing for gold in India. The company has cut manpower costs 
and significantly reduced employee expenses over the last year. 
Although it augurs well for the company, it is demoralising the 
employees. With private players getting into the business of 
mining, it is obvious that the company is feeling the heat of 
competition and effecting fast changes. But pray, why do em- 
ployees have to suffer? 

Employees are part of the organisation, and when the 
organisation suffers, the employees suffer as they 
are both contributors and consequence bearers. One 
may argue that the people who lose jobs are not 
necessarily the people who are responsible for the 
troubles that that company is faced with. But then life 
is not always fair. Your organisation was probably 
overstaffed and that meant the company had to even- 
tually make a correction to survive. 


HELE 
TARUN! 


| am ล marketing management graduate from a B-school. 
Currently, | am a retail manager at a mall in Gurgaon. The re- 
tail boom in the recent past has led to the creation of a large 
number of jobs. However with increased competition, it is 
becoming more and more difficult for key players to maintain 
healthy profit margins. While the industry is faced with a 
steady supply of talent at one end, | have seen the financials 
and worry about my sector's profitability. In the current 
scenario, how sustainable is the boom? Should | consider 
switching to another industry? 

If you do not wish to continue in retail, you may con- 
sider areas like consumer sales or retail banking. Being 
a part of an industry that is on a growth trajectory ensu- 
res a rewarding career. However, no industry keeps 
growing forever. This is something that you must always 
keep in mind before considering an alternative. To be 
a part of a booming sector throughout your entire 
career, you have develop expertise in a niche area 
that will be in demand across industries. This, however, 
is not a realistic ambition. 


| am a 30-year-old research scientist in a top pharma com- 
pany. Our work environment is extremely competitive and 
performance-driven. Of late, a lot of information about my res- 
earch work is being leaked to the seniors. Our work, in the ini- 
tial stages, requires us to maintain complete secrecy. A 
particular colleague is not only leaking critical information, but 
is also trying to hog the limelight by taking all the credit for 
all the good work | am doing. | am frustrated and don't know 
how to tackle this problem. 

You don't seem to be communicating with your supe- 
rior. Considering the good work you have done in the 
past, your credibility should not doubted. If your supe- 
riors have faith in you, they will have no trouble dif- 
ferentiating between the real worker and the piggy 
back rider. However, it is entirely your responsibility to 
ensure that details of you research work remain con- 
fidential. You are obviously interested in your work and 
not in workplace politics, but you do need to protect 
vour ideas—or you will be responsible for letting your 
professional credentials slide. 


Answers to your career concems are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—110055. 
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FMCG majors throw people in the deep end. 
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ITC's e-Choupal: Youngsters see biodata enrichment 


IELD TRIPS ARE DIFFERENT, WITH NEW MBA RECRUITS 

rolling up sleeves to wash buffaloes by way of 
product demonstration. Rural postings have a ring of 
their own: an experience of rural reality—as lived, vil- 
lage inter-strata dynamics et al, not visited—that 
could come handy decades later when the top man- 
agement stakes get high. 

Hindustan Lever Ltd is offering such opportunities 
with its Project Shakti. With micro-credit as its fi- 
nancial backbone, it is the most comprehensive 
corporate effort ever to engage the rural FMCG con- 
sumer. Agri-major ITC Ltd is offering opportunities 
via its e-Choupal project, conceived to provide in- 
ternet-based solutions to farmers' problems. 

The response to its recruitment drive has been 
overwhelming, says K.T. Prasad, vP (HR), ITC's 
International Business Division. *There are many 
young professionals who are eager to work as choupal 
officers in rural areas." The project has captured 
the imagination of top-notch MBAs as well. Would the 
experience count in ITC’s larger scheme of man- 
agement? Of course. *We at ITC have people mov- 
ing in from the e-Choupal division to top managerial 
positions in the company," assures Prasad. 

ANANYA ROY 
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Recruitment 


@1 13kbps 


Online job-hunting is still alive and clicking. 


Bede: SUPPOSED TO HAVE GOT VAPORISED BY THE 
great dot-bust of 2000-01. But sites for job seek- 
ers (and recruiters) haven’t quite noticed. They’ve 
been busy cramming their servers with e-sent biodatas, 
and even make periodic wraith-like appearances at 
real world dinner tables. Monster.com, naukri.com, 
JobsAhead.com, TimesJobs.com... the names are 
quite well known (amongst youngsters, particularly). 
How did they survive? *The real indicator for success 
or lack of it should be reviewed in terms of growth, 
rather than mere survival," responds Sanjeev 
Bikhchandani, CEO, naukri.com, “The market size is 
big and growing." Naukri's claimed revenues in 
2003-04: Rs 20 crore. Any offline component? 
“While our business is run online, for select clients we 
have provided offline assistance," he says. 

For the Times Group, TimesJobs.com is a brand ex- 
tension. "Being the leaders in recruitment advertising,” 
says R. Sundar, CEO, TimesJobs.com, and Director, 
Times Group, "the internet was an extension in our 
portfolio." These sites have been inundated with bio- 
datas, fears of data leakages notwithstanding. 

PAYAL SETHI 
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Want a Career that makes you smile? 


Log on to JobsAhead today! 


Over 1,00,000 jobs! 6,000 companies! 


JobsAhead 


Better Job , Better Life . 





JobsAhead 


Belter Job , Better Life . 


Work with the best 


minds in IT. Apply to 


these Technology Jobs... 


r JOBS 


To Apply to these Jobs: 


MQSERIES ADMINISTRATOR 

Net Connect Pvt. Ltd. 

As an MQ Series administrator, you will be required to maintain, 
customize and extend support to Middleware/MQ Series. Other 
responsibilities include MQ OS390 problem diagnosis, installation, 
upgrade and maintenance using ESMA standards, customisation of 
MQ parameters and configuring MQ channels. The incumbent 
should be able to build and cluster new MQ Subsystems. 


Job Code: 311941 
PHYSICAL DESIGN 


Spike Infotech Pvt Ltd 

Incumbent should have a clear understanding of ASIC physical de- 
sign flow viz floorplanning, design partitioning, technology file set 
up, global routing, clock tree synthesis, power routing, DSM effects 


etc. Job Code: 312552 


ORACLE APPLICATIONS- SR. SOFTWARE ENGINEER 
Akshay Software Technologies Ltd. 

We are looking for a person with strong working skills in Oracle 
Forms and Reports and PL/SQL. He/She should be a techn »-func- 
tional individual and should be able to find out bugs and fix them. 
Incumbent should have a good understanding of software develop- 
ment processes as he/she will be required to translate business re- 


uirements into system design. Job Code: 312124 
RACLE APPS TECHNIC 


SQL Star International Limited 

We are looking for Oracle Developer 2000 Technical Professionals 
who have worked on at least 2 Oracle Applications 11i implementa- 
tions. The incumbent should have worked on development of Re- 
ports, Forms, Interfaces, APIs, Alerts, Workflows, etc. 


Job Code: 311726 


SENIOR SUPPORT ENGINEER 

Product Chain Solutions Pvt Ltd 

Agile is looking to hire Senior Support Engineers for its world class 
support engineering team for the Asia Pacific region based in Banga- 
lore. The position is required to trouble shoot and resolve all data- 
base related issues at the customer implementations of Agile solu- 
tions including database backup, restoration, tuning, performance 


monitoring and analysis. Job Code: 311990 
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Log on to www.jobsahead.com and type the Job Code 


ACTUATE PROFESSIONAL 

Blue Star Infotech Limited 

IFor this position we require a person with a pleasing personality anc 
a sharp mind. The incumbent should presently be working on Actu 
ate 6.0. In addition, he/she should have a minimum two years o 
experience working on Actuate 6.0. This position is based in Mumba 
and the person will be required to join within 15 days. 


Job Code: 312363 


SOFTWARE ARCHITECT 

Aarista 

As a software architect, the candidate will conceptualise the pre duci 
comprehend the functional requirements and translate the same inte 
software architecture and SDD. He/She will ensure timely completio: 
and provide technical leadership to the team. Job Code: 312440 
DEVELOPMENT MANAGERS 


Aalayance e Com Services Pvt Ltd 
This position will manage a team that will architect, design and delive 


E! 


enterprise software products. In addtion the incumbent and his/he 
team will write product requirement documents, plan and implemer 
schedules. They will also be involved with risk reduction and improv 


ing the delivery quality. Job Code: 312144 


SYSTEMS ANALYST 

Intel Technology India Pvt Ltd 

This position will contribute towards understanding Intel's suppl 
chain challenges and work on improvements in the areas of busine: 
process re-design; developing prototype for POC; understanding an 
contributing to developing system capabilities to enable business need 


Job Code: 311805 


SR. TECHNICAL ARCHITECT 

IRIS Software Pvt. Ltd. 

Responsibilities include interacting with the clients, understanding the 
business requirements and providing IT Solutions as per their bus 
ness needs using .Net technologies. Incumbent should have exper 
ence in the design and architecture of complex n-tier commercial app 
cations. 


Job Code: 311611 
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ST ACCOUNTAN]1 

rmax Ltd. 

Responsibilities for this position include but are not limited to, 
duct costing, variance calculation and analysis, segment and divi- 
ial profitability working and analysis, inventory valuations and statu- 
' and tax audit compliance. 

Code: 312650 
ECUTIVI 


ini Group 


MANAGER - AUDITIN( 


§ position will carry out management and system audit as well as 
rnal audit of accounts and other commercial activities involving 
iches across the nation. The incumbent will strengthen implemen- 
on of control and monitoring systems and processes in the 
inisation. Job Code: 307600 

BATION MANAGER 

irth Generation Group of Companies 

ididate should be a good people manager with excellent 
inisational skills and should have an in-depth knowledge of global 
tion issues and proven project management ability. The job profile 
ises on both project management of tax reclaim and ensuring qual- 
ntrol throughout the department. 

ı Code: 304663 

ST ACCOUNTANT 

itech Enterprises Ltd Hyd 

are looking for an ICWA or CA. Incumbent should have at least 5 
s experience in a large company, preferably in an IT Company. He/ 
should have experience in handling costing and should be able to 
lement project costing system. 


Code: 304932 


UITY & DERIVATIV] 


TERMINAL OPERA 


link Securities Pvt Ltd is looking for professionals with good 
imunication and entrepreneurial skills, graduates with experi- 
: of 1-5 years with stock broking firms. Sound knowledge of 


tal markets is a must. NCFM certification will be an added ad- 


age. Job Code: 312399 
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To Apply to these Jobs: Log on to www.jobsahead.com and type 


We are looking for CA /MBA/CS with very strong academic back- 
ground about 2-4 years of experience in the arca of Investment 
Banking (including IPOs, Merger and Acquisitions, Valuations) and 
Corporate Finance Job Code: 308536 

ANC? | 

Incumbent will be independent incharge of the excise department. 
He/She will handle day-to-day excise matters and deal with excise 
authorities. We are looking for a commerce graduate with at least 3 
years work experience in excise and customs department of any 
export-oriented unit. Job Code: 306985 

Nery 

Incumbent should have minimum 5-6 years experience in budget 
and budgetary control, batch costing, MIS, inventory valuation/ 
analysis and purchase and factory accounts control. Knowledge of 
excise , import/ export procedures will be an advantage. Incum- 
bent should preferably have experience of working in an MNC. 
Job Code: 308850 

MANAGER -FI 

Rofte Grou 
This position will assume overall responsibility for group company 
accounts, multicompany accounting and reconciliation, recetvables 
and payables, cash flow management and company secretarial du- 
ties. We are loking for a computer savvy person with CS, CA or 


ICWA qualification. Job Code: 304678 


( (Y^ "ANM พ ' V1 | 


Job responsibilities include all legal and secretarial activities of Joint 
Venture Company including holding of board meetings, keeping 
of all secretary records, compliance of all legal formalities and prepa- 
ration, supervision and study of budget, MIS and other reports. 
Job Code: 303607 
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JobsAhead 


Better Job , Better Life . 


these Sales & Marketing jobs... 


SALES & MARKETING 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


BUSINESS DEVELOPMENT MANAGER - CALL CENTRE 
SOLUTIONS 

Tata Telecom Ltd. 

Develop Call Centre market, identify and map new segments and 
customers, funnel development and management, responsible for 
Regional Call Centre business. 

Job Code: 311810 


KEY ACCOUNT MANAGER (MEDICATION DELIVERY) 
Baxter India Pvt. Ltd. 

Achieve sales and market share objectives by generating demand for 
Baxter Specialty products through product awareness initiatives and 
aligning the products’ attributes with account/customers' needs. 

Job Code: 311817 


MANAGER SALES TEAM 

AMP Sanmar Assurance Co. Ltd. 

To recruit, and manage a team of Advisors for procuring Insurance 
Business.Should possess Intiative / Leadership quality, Team Building, 
Communication skills, Innovation and creativity, Problem solving, 
Analytical skills etc 

Job Code: 312288 


BUSINESS ANALYST - SECURITIES 

Wipro Limited 

The Business Analyst - Securities will contribute in the analysis of new 
industry practices identified by new and existing customers and evaluate 


their current application functionality to meet the defined requirements 
Job Code: 310624 


SALES MANAGER 


Metlife India Insurance Company Pvt. Ltd. 

As a sales manager in the Professional Agency Sales, you would be 
responsible for recruiting and training Financial advisors for your team 
over and above the primary function of doing aggressive sales. To have 
a strong candidature for the position, you will have to demonstrate 
excellent leadership qualities. Job Code: 311030 
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ACCOUNT MANAGER 
Bahwan CyberTek Pvt Ltd | 
Candidates should have experience in selling ERP solutions | 
Chennai Market. Should be a go-getter. Excellent communicatic 
and presentation skills are a must. 


Job Code: 309939 


BUSINESS ACQUISITION MANAGER 

Solution Net India Pvt Ltd 

Incumbent will handle All India Sales efforts for the organisatio: 
He/She will be involved in direct interaction with the clients towar 
marketing of banking products and will interact with tł 
management towards formulation of strategic marketing plans. 


Job Code: 311322 


TELEMARKETING PROGRAM MANAGER 
Product Chain Solutions Pvt Ltd 

Agile is looking to hire Telemarketing Program Managers that ca 
execute telesales and telemarketing campaigns and gather targete 
account intelligence about prospect needs, current operatin 
environment, organizational structure and decision makers, budg: 


and competitive threats. Job Code: 309295 


` 


IT STAFFING SALES AND BUSINESS DEVELOPMEN 
EXECUTIVE 

Solutions Integrated Mktg. Services Pvt.Ltd. 

We are looking for a person who has the ability and desire i 
succeed immediately. Experience in staffing industry with knowled; 
of Information Technology is essential. You will be responsib 
for lead generation, cold calling and most of all selling our I 


ob Code: 308519 
IVE 


staffing and solutions services. 
SALESSUPPORT EXECU 


Health Asyst Pvt. Ltd 

You should be a graduate in Science or above with exceller 
communication skills and have an experience of minimum or 
year in US centric cold calling. You should be willing to work till lai 
or even overnight. An understanding of software technologie 


will be an advantage. Job Code: 312633 
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JobsAl 


Better Job , Better Life . 


Are you ready to lead 


from the front ? Apply [๐ 


Senior Management Jobs... 


MEN T JOBS 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


OJECT MANAGER -.NET 

S Software Pvt. Ltd. 

ponsibilities include ascertaining client requirement, client coordina- 
i and team handling. Incumbent should have extensive knowledge 
ret (dotnet) and Microsoft technologies. He/She should have played 
y role in a project as an interface between the client and the develop- 
it team. Job Code: 311610 


[BEDDED (ANALOG INSTRUMENTATION DESIGN) 

dtech Enterprises Ltd 

umbent should have at least 10 years of experience in the design of 

le or repeatable signal conditioning circuitry for low (micro-volt) 
signals, analog PCB layout design, schematics design and simula- 

i to ensure design robustness. Job Code: 312132 


NIOR MANAGER - BUSINESS DEVELOPMENT 

ico Limited 

3 position will be looking after Business Development of EMCO 
ducts and services in the domestic market. The incumbent will be 
onsible for brand and product promotion, advertising and sales 
motion through various communication vehicles. 


ı Code: 311890 


NIOR MARKETING MANAGER 
E Corporation 

this position we require a person with a post graduate degree in 
agement. Incumbent will responsible for making marketing plans, 
urce management, customer relationship management, organising 


sentations and promotional activities. Job Code: 312243 


MANAGER - INTERNAL AUDIT 

at Industries Ltd 

s position will be responsible for implementation of the decisions 
n in the board meetings with regard to internal audit. Additionally, 
incumbent will be responsible for internal audit and implementa- 
Lof relevant audits and internal control system in the company. 


M Code: 303488 
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PROJECT MANAGER 
Tata Honeywell Limited 
The Software Project Manager shall be responsible for leading a 
team of software leads and developers for solutions development 
and system integration in the area of industrial automation and 


control. He/She would be responsible for the entire life cycle of the 


project. Job Code; 312117 


REGIONAL SALES MANAGER 

Frontier Business Systems Pvt Ltd 

Selected candidate will be responsible for managing team selling 
IBM range of products (PC, Server, RISC servers, AS400s, Main- 
frames, Storage solutions), SUN, Networking and UPS range of 
products. He/She will maintain close interaction with principals like 
IBM, SUN, Cisco and Tata Leibert. Job Code: 311711 


EXPORT MANAGER 

Mayor Group 

The ideal candidate for this position should have a minimum expe 
rience of 10 years in the field of international marketing and should 
have travelled extensively over the world. 


Job Code: 311428 


MANAGER/SENIOR MANAGER - ACCOUNTS 

EMCO LIMITED 

The incumbent will be working in Computerised Accouting envi- 
ronment. He/She should have demonstrated experience of Bal- 
ance Sheet finalisation process. In addition, the incumbent should 
have a thorough knowledge of Direct/ Indirect taxes and other taxa- 


tion matters. Job Code:311950 


GENERAL MANAGER - COMMERCIAL 

Ispat Industries Ltd 

This position will be involved with planning for monthly and quar- 
terly cash flow and fund flow based on business plan of IIL and 
IMIL. Other responsibilities include analysis and monitoring of 
cash and fund flow. Incumbent will monitor working capital and 
take suitable actions as needed. Job Code: 303440 
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Everyone knows that 
independent directors help 
the cause of corporate 
governance. Now, companies 
are also realising that there 
are other adventitious 
benefits. BY PRIYA SRINIVASAN 






I WORKS IN A MYRIAD WAYS. 
The hand of the independent 
director on the board of the com- 
pany, that is. There’s this strictly- 
in-the-realm-of-grapevine story 
that the prime movers in the exit of 
star performer Phaneesh Murthy from 
Infosys, following allegations of sexual 
harassment, were the company’s high 
profile overseas independent directors. 
The company’s board boasts personages 
such as former senator Larry Pressler 


KAMINIBANGA — 


and former head of World Econo- 
mic Forum, Claude Smadja. And 
no, we have no more details on 
that particular story! 

Independent directors, essentially 
directors with no business relation- 
ship with the company (as sharehol- 
ders, suppliers, even competitors) 
who exist as a mandatory SEBI (Secu- 
rities and Exchange Board of India) 
requirement for listed companies— 
the rule says half the board of com- 
panies with a non executive chair- 
man needs to be constituted by in- 
dependent directors—add a signif- 
icant amount of polish and sheen to 
the company image. And they bring 
to the table good counsel born out 
of specialisation in their respective 
fields as well as years of experi- 
ence. As Larry Pressler observes, 
“Most of our duties on the Infosys 
board are to help make business 
judgments to enhance shareholder 
value. Of course any chance I get to 
put a good word for Infosys, I do, 
but it is such a well-known and 
gold-plated company that its repu- 
tation is very well established 
among interested customers." 

There is no arguing the fact that 
independent directors that are names 
are good for the brand equity of the 
company. That could be one reason 
why start-ups, especially those in the 
IT services and Business Process 
Outsourcing area, go all out to snare 
names for their boards. For insta- 
nce, Bangalore-based telecom soft- 
ware product company Subex Sys- 
tems, has high profile fund manager 
Vinod Sethi (formerly of Morgan 
Stanley) on its board. Even large com- 
panies, such as Infosys, HLL, and 
Godrej Consumer Products can 
benefit, in terms of brand equity, by 
having names on their boards. HLL 
has C.K. Prahalad, Infosys, the two 
luminaries named in the first para- 
graph, and Godrej, management 
guru Bala Balachandran. 

Companies, however, are rapidly 
realising that independent directors 


VIVAN MEHRA 


can do a whole lot more than rein- 
force brand equity or market a com- 
pany (passively, of course) to key 
target groups. Just ask Anand Mah- 
indra, Vice Chairman and MD, 
Mahindra and Mahindra. The M&M 
board sports names such as Dr 
Ashok Ganguly (former Chairman 
Hindustan Lever) and Anupam Puri 
(former chief of McKinsey India). 
“Dr Ganguly has had years of expe- 
rience in R&D and he heads our 
R&D subcommittee, he has regular 
meetings with me and the R&D 
heads and outlines action-oriented 
agendas and also lays a lot of emp- 
hasis on accountability for execu- 
tion of ideas,” says Mahindra. 
“Puri spends an amazing amount of 
time with our company and sits 
down with all senior executives 
whenever possible. Sometimes one 
gets a lot of consultation from these 
members without having to go for- 
mally to a consultant.” 

“Independent directors are par- 
ticularly important in today’s con- 
text where they oversee governance 
and fiduciary issues. They also look 
into the compensation of working 
members and issues of succession 
planning and are also great as a 
source of strategy validation,” says 
Nandan Nilekani, CEO, President 
and MD, Infosys Technologies. 

But how do companies actually 
go about picking these inde- 
pendent directors? 

R. Gopalakrishnan, 
Executive Director, 
Tata Sons, who is 


MANAGEMENT GURU 












A MEMBER OF HLL’S BOARD 
HELPED THE COMPANY FINE-TUNE ITS REACHING-TO-THE-POOR STRATEGY 


himself an independent director on 
the boards of Ici, Castrol, and 
Anand Bazaar Patrika, has a three 
pronged filtration process whilst 
picking directors for companies that 
he heads. “Personal stature of the di- 
rector, complementarity of his back- 
ground with the others on the 
board, and how much time he can 
give the company serve as three fil- 
ters. What I mean by complemen- 
tarity of statures is that I don't want 
three stalwarts who are all lawyers 
or tax experts on board, then that's 
the only subject we'll wind up dis- 
cussing at meetings and if the person 
is going to be on a 100 boards, 
then I would think twice about it." 
As for how the search process 
actually unfolds, imc (Indian Mer- 
chants’ Chamber) President and 
well-known chartered accountant 
Shailesh Haribhakti, who is on the 
board of nine listed companies and 
several unlisted ones, recounts, 
“Companies invariably search for 
independent directors through their 
own top management teams. For 
instance, when I was auditor of 
Wockhardt, I knew the finance 
head of the company well, when he 
went on to another company, he 
recommended my 
name for indepen- 
dent director.” 
The comp- 
ulsions for 
seeking the 
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right type of independent director 
are rapidly evolving given the global 
nature of businesses and the need 
for market specific knowledge. Take 
the case of an American multina- 
tional that is in the process of signing 
on marketing consultant Kamini 
Banga as independent director just 
prior to its entry into the Indian 
market. “I can't name the company 
right now, but they are planning to 
enter the Indian market and they 
find my work experience in their 
market significant," she explains. 
Banga has other interesting obser- 
vations on the way companies are 
actively looking to fill their boards 
with all the right ingredients. “Com- 
panies are out on a limb to get the 
right kind of diversity into the board. 
Some companies are specifically 
looking for women directors, while 
others are looking at representation 
by a particular community since 
they realise that the right mix on 
the board actually reflects on the 
bottomline (of the company) and 
research is starting to bear this out." 
Sharp segmentation in consumer 


[labs 
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COMPANIES ARE OUT ON A LIMB TO 
GET THE 
AND REALISE 
THAT GETTING THE MIX RIGHT IS 
IMPORTANT TO THEIR BOTTOMLINES 





markets is also driving the need for 
diversity in the boardroom; a size- 
able proportion of customers, for 
instance, is female. 

The appointment and tenure of 
independent members is not without 
controversy. The list of independent 
directors across a clutch of compa- 
nies at any given time reads like a 
roundup of the usual suspects. More- 
over issues like the age and tenure of 
these directors are also being ac- 
tively debated by corporate gover- 
nance committees, notably the one 
set up by SEBI and headed by Infosys 
Chairman N.R. Narayana Murthy. 

Believers in the laissez faire regime 


like Harsh Goenka, Chairman, RPG 
Enterprises feel that issues of age 
and tenure are best left to the com- 
panies to decide. And the issue of 
picking people from the ‘buddy 
club’? “Often you see the same 
names since they provide the maxi- 
mum value to a company and have 
had successful track records. Maybe 
there is some influence of a network 
but we are really graduating from 
that,” he emphasises. 

Meanwhile companies like Info- 
sys have constituted dos and don’ts 
for their own execs in terms of in- 
dependent directorships. For exa- 
mple, Infosys does not permit any of 
its working board members, bar- 
ring Narayana Murthy, from taking 
up independent directorships in pri- 
vate sector companies. “It is just a 
way to ensure that the working 
members stay focused on the com- 
pany,” shrugs Nilekani. 

Self-policing of this kind should 
have a ripple effect and is possibly 
the best way to ensure that the 
highest levels of corporate gover- 
nance are achieved. — Bf 
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The Starbucks Strategy: At the coffee chain, a cup of coffee is not just coffee, but a unique experience shaped by the consumer 


NCE IN A LONG 
while, a book 
comes along that 
changes the way 
corporations 
to think. C.K. Praha- 
lad, the Harvey C. Freubauf Prof- 
essor of Business Administration at 
the University of Michigan, did that 
once when he and Gary Hamel 
came up with the concept of core 
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competence in an Harvard Business 
Review article in 1990. Circa 2004, 
he’s ready to do that all over again 
with The Future of Competition, 
co-authored not by Hamel but 
Venkat Ramaswamy, the Michael 
R. and Mary Kay Hallman Fellow of 
Electronic Business and Professor 
of Marketing also at the University 
of Michigan. The book, as the au- 
thors note in its preface, “results 


from unusual six-year collaboration 
between a nontraditional strategy 
researcher (Prahalad) and an eclectic 
marketing scholar (Ramaswamy)”, 
who looked at the changes that the 
90s had ushered in, especially in 
terms of empowering consumers, 
to predict how companies will com- 
pete tomorrow. Their conclusion, 
now expanded into a book: com- 
panies can no longer unilaterally 





seek to co-create it with their cus- 


tomers. The book is due for launch 


in India on February 16. Meanwhile, 
here’s an exclusive extract, besides an 
interview with the authors. 


A profound, but silent transforma- 
tion of our society is afoot. Our in- 
dustrial system is generating more 
goods and services than at any point 
in history, delivered through an 
ever-growing number of channels. 
Superstores, boutiques, online re- 
tailers, and discount stores prolif- 
erate, offering thousands of distinct 
products and services. This product 
variety is overwhelming to con- 
sumers. Am I buying the right dig- 
ital camera? Am I getting the best 
treatment for my chronic ulcer? 
n" Am I signing up for the right serv- 
^. ice? Simultaneously, thanks to the 


propagation of cell phones, Web. —s 


sites, and media channels, con- 
, sumers have increased access to 

ore info mation, at greater speed 
ost, than ever before. 















id services? The burgeoning com- 
plexity of offerings, as well as the as- 
sociated risks and rewards, con- 


founds and frustrates most time- 


starved consumers. Product variety 
has not necessarily resulted in better 
consumer experiences. 
For senior management, the 
- situation is no better. Advances in 
digitisation, biotechnology, and 
smart materials are increasing op- 
portunities to create fundamentally 
new products and services and trans- 
form businesses. Major discontinu- 
ities in the competitive landscape— 
ubiquitous connectivity, globaliza- 
tion, industry deregulation, and 
technology convergence—are blur- 
^ , ting industry boundaries and prod- 
v ^. uct definitions. These discontinu- 
ities. are releasing worldwide flows 
information, capital products, 
. . and ideas, allowing non-traditional 






decide what value is, instead must 


yas the leisure and the 
oficiency needed to sort through | 
evaluate all these products and 
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competitors to. upend the status gA 
quo. At the same time, competi- 


tion is: intensify ing and profit mar- 


gins are shrinking. Managers | can | 
no longer focus. solely on. costs, 


product and process quality, speed, 


and efficiency. For profitable growth | 
managers must also strive for new _ 
sources of innovation and creativity. 

Thus, the paradox of the - 


twenty-first-century economy: 
Consumers have more choices that 
yield less satisfaction. Top manage- 
ment has more strategic options 
that yield less value. Are we on the 
cusp of a new industrial system with 
characteristics different from those 
we now take for granted? This ques- 
tion lies at the heart of this book. 
The emerging reality is forcing 
us to reexamine the traditional sys- 
tem of company-centric value cre- 
ation that has served us so well over 
the past hundred years. We now 


need a frame of reference for value 


creation. The answer, we believe, 
lies i ina different ere centered 


sumet in the industrial system. 


Consumer 


 minformation Access 


accustomed to resi 


years 5 ago, the 
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on co-creation of value. It begins : 
with the changing role of the con- 


The Changing Role of the 


The most basic change has been à 
shift in the role of the consumer-— — — 
from isolated to connected, from 
unaware to informed, from. passive mom 
to active. The impact of the con- oo 
nected, informed, and active con- | 
sumer is manifest in many ways. 
Let us examine some of them. 





With access to unprece edente à 
amounts of infort auc 

edgeable const 
informed deck 


information to consu 
is s radical, Millioi | 






"ds | around. | 






ing aspirations of a local teenager. —— 
Today, a teen anywhere can dream 
about owning one of more than 
seven hundred car models listed. 
on the Internet, creating a serious 
gap between what is immediately 
available in the neighborhood and. 
what is most desirable. 

= Networking 

Human beings have a natural desire. 
to coalesce around common inter- 
ests, needs, and experiences. The 
explosion of the Internet and ad- 
vances in messaging and teleph- 
ony—the number of mobile phone 
users is already over one billion—is 
fueling this desire, creati ganun . 
paralleled ease and openness of c 
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communication among consumers. 
Consequently, “thematic consumer 
communities,” in which individuals 
share ideas and feelings without re- 
gard for geographic or social barri- 
ers, are revolutionizing emerging 
. markets and transforming established 
. «- ones... More crucial, consumer net- 
© works allow proxy experimenta- 
— . tion—that is, learning from the ex- 
- periences of others. The diversity of 
. informed consumers around the 
2e world creates a wide base of skills, so- 
phistication, and interests that any in- 
- dividual can tap into. 
m Activism 
As people learn, they can better 
discriminate when making choices; 
© and, as they network, they em- 
^. bolden each other to act and speak 
out. Consumers increasingly pro- 





- vide unsolicited feedback to com- - 


. hundreds of Web sites are perpet- 
. uating consumer activism, many 


brands. Ámerica Online's AOL 
Watch, for example, posts com- 
plaints from former and current 
AOL customers. Blogs (Web logs) 
that present an individual's world- 
view through texts, images, and 
‘Web links, facilitate public expres- 
sion and debate... 
What is the net result of the 
changing role of consumers? 
. Companies can no longer act au- 
-tonomously, designing products, 
developing production processes, 
2 0 crafting marketing messages, and 
^. controlling sales channels with little 
> or no interference from consumers. 
— . Consumers now seek to exercise 
D . their influence i in every part of the 














dissatisfied with available 
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targeting specific companies and. 


j, consumers want to interact 


panies and to each other. Already, - 


PINAKI PAUL 


with firms and thereby. co-create 
value. The use of interaction as a ba- 
sis for co-creation is àt the crux of 
our emerging reality. 


Consumer-Company Interactions: 
The Emerging Reality of Value 
Creation 

Consider the evolution. of the health 


care industry. Innovations i in p 





AVAILABLE CHOICES, CONSUMERS TISFIED WIT TO INTERACT 
WITH FIRMS AND THEREBY CO-CREATE VALUE 


tests that would have informed my 
doctor’s diagnosis, which he would 
explain to me only if he had to. 
He would then choose a treatment 
modality, prescribe some medica- 
tions, and schedule a follow-up ex- 
amination. Health care back then 
was generally doctor-centric, just 
as commerce was company-centric. 


Doctors thought that they knew 


| The Traditional Frame of Reference for Value Creation 


Ne, Products and. . 
PREMISE Cb, services are the basis — PE 0 0 for 
Valueis ~~ ” ofvalue Maie firm’s offerings 
created Dn | 
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Focus on value 5 É Focus on supply 
chains and quality of. =. Focus on. 7 : A chains and demand 
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maceuticals, biotechnology, nutri- 
tion, cosmetics, and alternative ther- 
apies are creating various treatment 
modalities and transforming our 
concepts of health. As both con- 
sumers and technologies advance, 
traditional medicine (“curing sick- 
ness”), preventive medicine, and 
improvements in the quality of life 
are rapidly merging into ล “well- 
ness space". Let us examine the 
changing dynamics of interaction 
between a consumer and the firms 
that participate in the wellness space. 

Twenty years ago, when I was 
feeling ill and visited my doctor, 1 


might have oe a battery | of. 


how to treat me, and since I wasn't 
a physician myself, I probably 
agreed. Similarly, most businesses 
figured that they knew how to cre- 
ate customer value—and most cus- 
tomers agreed. 

Now, the health care process is 
far more complex. As soon as I feel 
ill, I can tap into the expertise and 
experience of other patients and 
health care professionals. I can ac- 
cess an abundance of information, 
some of it reliable, some not. I can 
learn what I want about breast can- 


 €er or high cholesterol or liposuc- 
tion. I can. investigate. alternative 
| treatments. Hor: any ‘condition and 
















- develop an opinion about what 


. might and might not work for me. 


Ultimately, I can cut my own 


. path through the wellness space, 


thereby constructing a personal 
wellness portfolio. If Pm grappling 
with high cholesterol, then I can 
include pharmaceuticals for blood 
pressure and cholesterol approved 
by the FDA, health supplements 
not approved by the FDA, a fitness 
regimen developed with an in- 
structor, and genetic screening for 


pu ‘hereditary heart disease. 
Notice that my wellness port- 
- folio does not fit neatly into any 
traditional industry classification. 





expertise, preferences, expectations, 
and financial wherewithal. My 


spouse, meanwhile, can construct - 


her own wellness portfolio. 
Rather than rely solely on my 
doctors’ expertise, I can seek ex- 
perts among my peers—other health 
care consumers—organized into 
thematic communities, such as a 
high-cholesterol group. This net- 
wotked knowledge encompasses 
not just the medical aspects perti- 
nent to my condition but its sociol- 


ogy, psychology, and likely impact 
con me, my an and the com- 


munity. - 
I c us, my: next visit to the doctor 





The New Frame of Reference for Value Creation 


PREMISE 
Value is 


co-created by the 
consumer and 


Focus on the 
quality of consumer-firm 
interactions =~, 


Yes, I visit my doctor. I get tests 
and medications and. submit the 


bills to my medical insurance, pro- 


vided through my employer. But 
other services in my wellness port- 
folio fall outside the conventional 
doctor-based health care, pharma- 
ceutical, or insurance industries. 
My wellness space springs from my 
view of wellness, my biases, values, 


eous — 
interactions E 
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can a differ ' from the 
conventional checkup. I can ask, 
Why did you prescribe this treat- 
ment? Why not the alternative that 
1 found through my exploration 
with other consumers and the Web? 
My doctor probably won’t enjoy 
my challenging his expertise and 
authority. After all, l'm asking him 
to explain and defend his approach, 





ee - ส พ ร ต เร แร T 
ú a the co-creation . " 





which takes time and energy. What's 
more, I’m testing the depth, breadth, จ. 





and currency of his knowledge 


What if I'm experimenting with al- 
ternatives—herbs, dietary supple- 
ments, and so on-—that he may not 
yet understand? Will he know of 
any complex interactions between 
these treatment modalities? 

Now position yourself as a man- 
ager in a pharmaceutical firm. The 
commingling of traditional indus- 
tries into ส complex, evolving well 
ness space challenges deeply en 


. trenched and implicit 6 ลา in 


managerial tradition, which have 
evolved over dec ades. For starters, 


— what constitutes or defines a prod- 


uct or service? Is an antiwrinkle 
cream with Retinol a cosmetic, a 


fashion, or a pharmaceutical prod- — ° 
uct? With unclear ue le oru E 
me ค how do we identify the nature 

| of our competitive advantage: 
- important, what me does the 
x pharmaceutical. firm. provide i in 





the wellness space of an active, 
involved consumer? How does the 
consumer's increasing desire to 


^ interact with both the providers — 

— .. and their provisions affect the AE 

| . -.ious parties involved in that con- 
_ experience tes "mA 





sumer's wellness space? 


 Co-Creation of Value 
Let us stay with the wellr 


ess space 
and look at cardiac pacemakers. 
More than five million adults in 
the United States suffer from various 
cardiac maladies. Many of them 
could get a pacemaker that monitors 
and managers their heart rhythm 
and performance, a valuable bene- 
fit. However, a patient's comfort 
level would increase substantially 





| if someone or something monitored 


his heart remotely, and alerted him 
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and his doctor simultaneously of 
any deviations from a predeter- 
mined bandwidth of performance, 
relevant to his condition. Doctor 
and patient together could decide 
on the remedial response. 

The scenario gets more com- 
plicated when the patient travels 
far from home. A mere alert will 
not suffice. The patient needs di- 
rections to the best nearby hospital, 
and the attending physician needs 


— aecess to the patient's medical his- 


. tory. How do the two doctors—his 
ก primary care provider back home 
. and the physician on call at the 


out-of-town hospital—coordinate 


their diagnosis and treatment? 
Should he call his spouse? How 
can he recognize and assess the 
risks and develop an approach to 
compliance and cooperation with 
these medical professionals? Are 
the doctors, the facilities and serv- 
ices, and the pacemaker all part of 
a network centered on the patient 
and his well-being? 

. Companies are already installing 
ล of these network capabil- 
ities. Consider Medtronic, Inc., a 
world leader in cardiac rhythm 
management that seeks to offer life- 
long solutions for patients with 
chronic heart disease. It has devel- 
oped a system of “virtual office vis- 
its” that enables physicians to check 
patients’ implanted cardiac devices 
via the Internet. With the 
Medtronic CareLink Monitor, the 
patient can collect data by holding 
a small antenna over his implanted 
device. The data are captured by the 
antenna, downloaded by the mon- 
itor, and transmitted by a standard 
telephone line to the Medtronic 
CareLink Network. On a secure 
Web site, physicians can review pa- 
tient data and patients can check on 
their own conditions—but no one 
else’s—and grant access to family 
| members or other caregivers. 


-Medtronic's CareLink system 
xs beyond the cardiac device itself 





and unleashes opportunities for an - 
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expanding range of value creation 
activities. For example, each per- 
son's heart responds to stimulation 
slightly differently, and the response 
can change over time. In the fu- 
ture, doctors will be able to re- 
spond to such changes by adjusting 
the patient's pacemaker remotely. 
We believe that the pacemaker story 
is a prototype of the emerging 
process of value creation. 

Now, as a manager, consider 
the tollowing questions: 

1. How does the patient ac- 
tively participate in the process of 
co-creating value? 

2. How does the quality of the 
patient’s interactions with the doc- 
tor, the family, and the staff of the 


out-of-town hospital affect the qual- 


ity of (her) overall experience? 
3. What is the basis of value 
creation here? 


Value does not stem from the- 


physical product, the pacemaker, 
or from the communication and [T 
network that supports the system, 
and not even from the social and 
skill network that includes doctors, 
hospitals, the family, and the con- 
sumer community. Value lies in the 
co-creation experience of a specific 
patient, at a specific point in time, in 
a specific location, in the context of 
a specific event. 

The co-creation experience orig- 
inates in the patient’s interaction 
with the network. It cannot occur 
without a network of firms collab- 
orating to create the environment 
that allows the patient to undergo 
that unique co-creation experience. 
The network, not owned by any 
single firm, multiplies the value of the 
pacemaker to the patient, his family, 


- and his doctors. The patient, by co- 


creating with the network, is an ac- 
tive stakeholder in defining the in- 
teraction and the context of the 
event. The total co-creation expe- 
rience with the network results in 
value that is more personal and 
unique for each individual. 

In the conventional value cre- 


NTERVIEW 
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“The Next Round is Experience Movement” 


fore he decides when and 
how much to sell. 

Does your co-creation theory 
presuppose that a lot of custo- 
mers actually have the inclina- 


We need to think differently. 
Take coffee. Starbucks has 
created what we would call 
"an experience environment" 
where people do more than 
drink coffee. Besides being 
able to customise their 
drinks, people chat with 
friends, build their own com- 
munity groups, chat with the 
baristas, work together on 
wireless networks, and so on. 
It is the quality of consumer 
interactions in this environ- 
ment and the resulting ex- 
perience outcomes that cre- 
ates value. Differentiation is 
not of the product or service, but 
of the experience. No doubt there's 
a significant amount of time and 
participation for a consumer, but 
one that's worth the experience it 
generates. Given the heterogeneity 
of consumer, all consumers do not 
want to be involved all the time but 
some subset will want to. 

Both of you have been doing research 
on Indian companies. Can you give 
some Indian examples? 

Take self-help groups (SHG). The 
Bank, let us say ICICI, lends 
money to an SHG. The members of 
the SHG decide how that money 
will be disbursed, to whom and 
for what project. They will have to 
follow procedures—discussions, 
minutes of the discussion and the 
rationale. But they decide. That is 
co-creation. Think about the role 
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of the SHG in evaluation of credit 
risk, allocation of funds, collecting 
the funds, keeping records and so 
on. Are they the typical functions 
of the firm or of the consumer? In 
an SHG, the role of the consumer 
and the company merge, enabling 
the co-creation of value. 

Are you saying that an economy like 
India's is a better place to move to next 
practices, given that it doesn't have 
expensive historical baggage to off- 
load in terms of practices? 

Absolutely. India has less “forget- 
ting” to do compared to the USA. 
The roles of the consumers and 
the firm have been built over 100 
years. In India, most of the poor 
are experiencing their relationship 
with the firms and a commercial 
market for quality goods and serv- 
ices for the first time. Take wire- 


less. For the first time, all 
Indians have access to con- 
nectivity. And they talk to 
each other a lot. Send SMS 
messages. They are building 
communities. But most im- 
portant is the fact that con- 
sumers in India—be they rich 
or poor—are very value con- 
scious. That forces a lot of 
word-of-mouth, community 
building and co-creation. 
What is the groundwork a 
company needs to do before it 
can embark on the co-cre- 
ation journey? Isn't co-cre- 
ation an expensive proposi- 
tion for companies? 
Companies thought that 
quality improvement meant 
higher costs. After Six Sigma 
and TQM, we know that 
high quality and low costs 
go together. Then we had 
the same debate with differentia- 
tion through product variety. 
After flexible manufacturing, 
modularisation, and mass cus- 
tomisation we know that high 
product variety and low costs can 
go together. The next round is 
the experience movement. We 
must invent the next practices 
where experience networks that 
enable a variety of personalised 
experiences and low cost can co- 
exist. We call it efficient experi- 
ence innovation. This new fron- 
tier means going beyond tradi- 
tional TQM. If you want an 
acronym, we call it EQM or 
Experience Quality Management. 
It is a journey. In the book we 
discuss the new infrastructure ca- 
pabilities required for building 
experience networks and EQM. 
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REVIEW 


“ation process, companies and con- 
sumers had distinct roles of pro- 
duction and consumption. Products 
and services contained value, and 
markets exchanged this value, from 
the producer to the consumer. 
Value creation occurred outside the 
markets. But as we move toward co- 
-creation, as with the pacemaker, 
this distinction disappears. 
Increasingly, consumers engage in 
the processes of both defining and 
creating value. The co-creation ex- 
perience of the consumer becomes 
the very basis of value. 

This company-centric view of 
value creation is deep-rooted, as it 
has been the very foundation of 
competition in the industrial era. 
The future of competition, how- 
ever, lies in an altogether new ap- 
proach to value creation, based 
on an individual-centered co-cre- 
ation of value between consumers 


and companies. To see this future, 
we must escape the past. And to 
escape the past, we must under- 
stand it—that is, we must recog- 
nize the belief structures that un- 
derlie our actions as managers. 


Escaping the Past: The Traditional 


System of Value Creation 
Traditional business thinking starts 
with the premise that the firm cre- 











chain" that captures the flow of 
products and services through op- 
erations that the firm controls or in- 
fluences... The change that we are 
describing is far more fundamental. 
ไย involves the co-creation of value 
through personalized interac- 
tions...In the emergent economy, 
competition will center on person- 
alized co-creation of experiences, 
resulting in value that is truly unique 


IN THE EMERGENT ECONOMY, COMPETITION 


เน 





TER ON CO-CREATION OF 


EXPERIENCES UNIQUE TO EACH INDIVIDUAL 


ates value. A firm autonomously 
determines the value that it will 
provide. Consumers represent de- 
mand for the firm’s offerings. 
Managers focus on the “value 


to each individual. This book pro- 
vides a road map to that future, a 
map for a journey that we believe all 
business leaders must eventually 
and boldly make. @ 
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The idyllic and luxurious plantation lifestyle has 
taken some hard knocks. Result: more memories 
of the good old days. BY ARNAB MITRA 


HEY LIVED LIKE KINGS. THEIR CHARMING CORRUGATED TIN-ROOF 
bungalows were the castles, from which they ruled over the vast est- 
ates that surrounded them. Their subjects were thousands of workers 
and their families who derived livelihoods from the tea gardens. 
Tea planters, literally, lived like the Lord of Tartary. Dozens waited on them, 
serving their every need, as they went about their jobs in the remote regions of 
Assam, North Bengal, and the Nilgiris. They bowed only before their superiors 
in the pecking order and to the boxwallahs who sat in Kolkata and London. 
“Gardens were like small jagirs,” recalls Pavan Kaul, the current burra sahib 
of Bogapani Tea Estate in Assam’s Tinsukia district. “Till the seventies, the 


. ADAYIN THE LIFE OF A PLANTER. ocr snopsnot of wnat ne doce mi actin, 


6.00 AM: Pavan Kaul reaches field office. 7 30 AM: Visits the factory just behind his 
Checks out the programme for the day, . Office to check on the produce of the 
goes through the day's work chart and . previous night and to taste the teas that 
details the work that he wants done. . have been manufactured. 
This takes meticulous planning, as f : in hi 
Bogapani covers an area of about 1,100 ran. ies wai eh i pr nee open 
re ypsy to supervise the plucking and 
3 hectares, has some 7.2 million bushes spraying operations. Driving slowly, some- 
gi and employs around 2,700 workers. times communicating with his field office 
7.00 AM: He goes to the main office for on a walkie talkie, it takes him about an 
— routine administrative chores hour to complete a round of the estate. 
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9.00 AM: Returns home for chhota 
hazri breakfast in the jali ghar 

(a broad balcony enclosed by a 
mosquito net) at the burra 
bungalow with his wife. 


9.30 AM: Back in the field, driving 
X around the garden in his Gypsy. 


12.00 NOON: Returns to main office to 2.30 PM: Rounds of the field, Teas are best manufactured in a coo 
office, and factory. climate. So the manufacturing process 
starts at midnight. The burra sahib rem 





check the registers, sign routine orders 
and correspondence. 5.00 PM: Main office. Reviews the emos 
ains on call through the night and some 


1.00 PM: Back home for lunch with days periomience and DIIS ahead, times even pays surprise visits to check 
his wife and short siesta. 7.00 PM: Returns home. that everything is ship shape and in order 


garden manager was God. He was often called upon to 
attend to problems in the estate, settle domestic and pri- 
vate disputes involving his workers, judge a flower 
show and meet his European buyers, all in the course of 
a single day. And it was par for the course for him to 
then drive 70-80 km to the local planters’ club for an 
evening of drinking and merriment.” 

The burra sabib, as the garden manager is called, still 
does a lot of this, but the general consensus is that the 
quality of his life isn’t the same any more. “That lifestyle 
is no longer in tune with the times,” says Rajeev 
Takru, Senior Vice President, Eveready Industries. In the 
old days, there would be a servant just to help the mana- 
ger get into and out of his shoes!!! “You can’t lead a life 
like that in today’s day and age. It had to change. 
And once the older generation of planters retire, this 





TEEING OFF: Kaul (centre) with friends at 
Margherita Club's nine-hole golf course 


lifestyle will pass into history,” he adds. 

There are several reasons for this. “Today’s young 
planter considers this to be just another job, like 
any other. For us, it was a lifestyle,” says Kaul. The 
prolonged slump in the tea industry hasn't helped. 
The loss of the protected Russian market, the rise in 
production costs and competition from Sri Lankan, 
Kenyan, and Chinese teas in the world market have 
all contributed to the downturn. The inevitable re- 
action to this has been cost cutting. 

"Indian owners, who took over the gardens when 
the British left, were always uncomfortable with the 
lifestyles of their garden managers," says B.P. Tantia, 
managing director of Jamirah Tea Co Ltd. *They now 
began to withdraw several facilities and perquisites 
that these managers enjoyed." This meant a reduction 
in the number of personal servants from 15-20 per 
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manager to a more egalitarian six to eight. Other 
perquisites like clubs and housing were also pruned. 
As a result, the awe a burra bungalow inspired was 
considerably diffused. And this, in turn, diminished the 
aura and authority of the planter, explains Kaul. “The 
planter was the big guy around. The glamourous life, 
the servants, the burra bungalow and the rituals associa- 
ted with hunting-fishing-club life gave him a larger-than- 
life image among the workers. And this allowed him to 
command their undivided loyalty." Left unspoken is the 
fact that the burra sabib's standard of living has fallen, 
without any commensurate compensatory factor to 
balance it. Kaul, however, is quick to add that a few for- 
mer agency houses still look after their managers well. 
Given the decline in standards, it isn't surprising that 
the industry no longer attracts the best talent. “The 


CHEERS!: Margherita Tea Estate’s Anand Wats 
(right) with Kaul (left) at the club’s bar 


comparative pay is no longer attractive,” says A. 
Monem, Senior Vice President, Eveready Industries. 
"And given the consumer boom and rising aspiration 
levels, a young manager would prefer cash to a grand 
company bungalow with 15 servants." 

Typically, planters were alumnus of public schools, 
fond of outdoor life and came from “good back- 
grounds". This last was a euphemism for a royal line- 
age or a planter family. “Labour looked up to them and 
they fitted in very easily to life on the estates," says Kaul. 
“A planter was basically a gentleman farmer. And you 
don't have to be an Einstein to manage a farm," adds 
Takru. This set was also comfortable working with the 
Scotsmen who, till then, made up the bulk of the 
planters. They picked up the habits and rituals of their 
expat bosses and continue to take pride in them. This 
is what gives the tea industry its unique Raj era flavour. 
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But the social profile of young planters is now 
changing. The emergence of other well-paying sec- 
tors, the diminishing glamour of a planter's job and 
insurgency-related security problems have combined to 
take away some of the sheen of garden life. 

According to sources, there is also political pressure 
to recruit locals as garden managers. This has resulted, 
in some cases, in a fall in the quality of recruits. And the 
poor quality of new recruits leads to a further fall in 
standards that, in turn, scares away other recruits. 

Technology and the march of the cable-satellite 
TV revolution has also played a part in the overall 
decline of garden life. The club, which was the hub of 
social life in the gardens, is fighting a losing battle 
with television. “Young assistant managers sometimes 
skip club days in order to catch their favourite movie or 





GENTEEL LIFE: the burra sahibs and their families 
at a dinner hosted by Kaul 


serial on TV,” says Ranvijay Singh, the burra sahib of 
Behora Tea Estate in Assam’s Golaghat district, and a 
scion of the royal family of Jodhpur. “This would 
have been unthinkable when we started out.” 

Security fears have put paid to nightlong drinking 
binges and 200 km drives to attend parties. Club days are 
held mid-week. At the Margherita Club, which serves 
about eight to nine gardens in an eponymous town in the 
north-eastern tip of India, a member usually hosts high 
tea on Wednesdays for all the burra sahibs of the mem- 
ber gardens, their assistants, and their families. 

“This is something we try not to miss,” says 
Anand Wats, manager of the Margherita Tea Estate, 
and a regular behind the bar. 

“Sports is very important for a planter,” says Takru, 
“and several managers entered the profession on the 
strength of their prowess in tennis, squash, polo, golf, 


and shikar.” Polo and shikar, of course, are now history 
but the other games are still quite popular. “On Sundays, 
the two most populated areas of the Margherita Club are 
the nine-hole golf course and the bar,” says Wats. 
Amidst all this talk of lifestyles and burra sabibs and 
their elaborate chhota hazris, it is often forgotten that 


a planter’s life is quite hard. (See A Day In The Life Of 


A Planter). He works an average of 12-13 hours on a 
regular day and remains on call 24 hours a day. 

“If a labourer’s wife develops labour pain at midnight, 
it’s my responsibility to ensure that she gets proper 
medical care,” says Kaul. Bogapani, like many large 
estates, has a well-equipped hospital with two doctors in 
attendance but “we sometimes have to refer cases to the 
main hospital”, which is some distance away, he adds. 

“And don’t forget that summer temperatures in 
Assam and parts of the Dooars can touch 40-42 degrees 
Celsius... and you can get up to 12 inches of rain in an 
hour,” says Tantia. “...and a planter spends most of his 
day out in the open." Then again, there's little social life 
on non-club days and very little for wives to do. “I read 
about five books a week, tend to my garden and do most 
of things that planter's wives usually do," says Vidya 
Kaul, burra memsa'ab of Bogapani, and a member of the 
royal clan of Travancore. *But not every young girl who 
marries a planter likes it here. There's nothing much here 
for an ambitious, qualified young woman." 

"Enter wife, exit planter. End of Act I, Scene 1,” says 
Takru with a touch of Shakespearean drama. “Seriously 
speaking, many planters prefer to take up city jobs 
because of family commitments. The absence of job op- 
portunities for wives is an important determinant of 
choice.” Equally important is schooling. “There aren’t 
very many good schools here, at least none where 
your child can be a day scholar,” says Vidya Kaul, 
whose two daughters studied at Mayo College, Ajmer. 
“So a planter, perforce, has to send his children away 
to boarding schools. Many young parents aren’t willing 
to do that nowadays.” 

But despite the drawbacks, garden life, in many 
ways, remains the last bastion of gentility in this coun- 
try. Vidya Kaul is aware that her lifestyle is standing at 
the cusp of history. Another few years and it will be 
gone for good. But she’s not mourning. “It’s inevitable 
given the pace of life in general,” she says without a 
trace of emotion. “It’s happening all over the world. So 
why should it be different in India? You can’t really turn 
the clock back, can you?” 

It’s true. You can’t. But as times pass... and times 
change... it is perhaps time to pause and ponder 
over the passing of an era—of overwhelming hospi- 
tality, of genteel graciousness, and of a breed of men 
and women who worked hard, partied harder and 
lived their lives to the fullest. — ไฟ 
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This Minstrel’s Still On Rock Island 


F OR DECADES NOW, IAN ANDERSON HAS BEEN PAYING THE 
price for rather whimsically naming two of his al- 
bums Living In Past (1972) and Too Old To Rock ‘n’ 
Roll: Too Young to Die (1976)! At the ritualistic media 
briefings on the eve of a concert, two questions are 
tossed at the legendary frontman of rock act Jethro Tull 
with unfailing predictability: One, by dishing out songs 
composed as far back as 36 years ago, are Anderson and 
Tull living in the past? Two, now that he’s nudging 58, 
does Anderson feel he’s reached that age when he’s fi- 
nally too old to rock ‘n’ roll? 

Perhaps tired of finding ingenious replies every 
time thus queried, Anderson thought it time to make a 
subtle “prepositional distinction” and shatter the 
widely-held belief that Tull was hanging on for dear life 
to a nostalgic trip because there wasn’t much else to do. 
So in 2001 the group released a pvp titled “Living With 
the Past,” packed with two hours of concert footage of 
songs largely from the, well, past. But the difference is 
significant, explains Anderson. “The “with” instead of 
“in” is very constructive, and indicates a sense of history 
rather than mere nostalgia, which is just a safe cocoon 
providing a blanket of security.” 

Last fortnight, to confuse even further, Tull kicked off 
its two acts in Mumbai with the title track of Living In 
The Past, and he'll probably do the same at the 100-odd 
other concerts back home in the UK, in Latin America, 
Germany, and Eastern Europe from February right thr- 
ough to May. Evidence that he isn’t too old to rock ‘n’ 
roll is in abundance: Anderson still does the Krishna 
pose—standing on one leg and playing the flute—and 
struts about the stage in tights, wild, wide-eyed (though, 
no longer wild-haired) as he takes off on one of those 
raspy, surging solos. 

To be sure, though, Anderson has been doing pretty 
well in the present, too—putting together orchestral 
shows, flirting with western classical music, and in 
Mumbai, with Hindustani classical flautist Hariprasad 
Chaurasia. There’s just enough time for solo albums too 
for Anderson and Tull guitarist Martin Barre. 

Anderson recognises that the recorded music ind- 
ustry is “under pressure”, and that probably explains his 
long-winded tours. And he duly goes on to do his bit for 
the anti-piracy brigade. “Music downloads aren’t help- 
ing young musicians. You have to keep in mind that for 
every 100 acts, just one will succeed. So by down- 
loading music, you aren’t hurting Mariah Carey, but the 
99 other bands that can’t be heard.” 
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Jethro Tull's lan Anderson: Good music just doesn't die 


Ir wasn't like this in the seventies, although Anderson 
maintains he didn't flirt with the *hippie ideologies" of 
those times. And he doesn't think it's a particular good 
idea to associate music with any typical era. “My music 
is a part of life, and life isn't rooted to any particular 
decade. When you listen to Beethoven, you don't say: 
‘Oh, that's 18th century music,’ now do you?" However, 
the founder of Jethro Tull does admit that era had its 
“innocence and naivete. Also, it was the beginning of 
progressive music, and musicians were keen to ex- 
plore new influences", says Anderson, whose music is 
difficult to classify, what with it being a rich brew of 
folk, classical, and good old rock n' roll strung together 
in immaculately-crafted melodies. “It’s difficult to do 
groundbreaking stuff today simply because it's already 
been done. It's difficult to reinvent, for instance, Jimi 
Hendrix. And there's Beethoven: big bold, all-em- 
bracing. If he was alive, he would be the king of 
Bollywood. A.R. Rahman wouldn't stand a chance." 

That's quintessential Anderson for you: The articu- 
late, provocative, naughty, seductive minstrel—not so 
much in the gallery, but still playing with full gusto to it. 

BRIAN CARVALHO 


IVIAONVY VNYONVA 


-—— À 


HEALTH NOTES 


GOLLUM'S ABS 
HE MOST VEXING PART OF GETTING BACK INTO SHAPE CONCERNS THE 
| middle of your body: the mid-section or abdominal area. Everyone 
who follows a fitness regime dreams of perfect abs. Flat, taut and with 
the right ridges. And almost everyone who tries to get there does a whole 
bunch of exercises known as crunches. Crunches can be of different 
types. Some are done on a flat surface like an exercise mat; others are done 
on incline benches; yet others are done on special ab machines with 
weights for additional resistance. Pursuers of flat, washboard abs or a six- 
pack in the middle of their bodies typically do a combination of different 
kinds of crunches—a few sets for the ‘upper’ abs, a few for the ‘lower’ and 
‘middle’ and, for good measure, some for the ‘sides’. 

Those words are in quotation marks for a reason. They do not exist. 
There is no ‘lower’, ‘middle’, ‘upper’ or ‘side’ abs. The abdominal muscle 
is one muscle—the rectus abdominis—which starts at the ribs at one end and 
ends at the pubis, One largish muscle with no separate parts. So doing spe- 
cific crunches to target a particular ‘part’ of your abs is meaningless. 

Yet crunches, like any other resistance-based exercise, are useful. Like your 
biceps or pectorals or triceps or any of the other muscles, the rectus abdo- 
minis also responds to resistance training and develops both strength and 
form. And yes, crunches do work this muscle. But if you expect crunches to 
rid you of your beer belly or that podgy layer of fat that covers your mid- 
section that makes you look silly in a pair of jeans, you’re sadly mistaken. 

Crunches can’t spot reduce fat. Period. The only way you can get that layer 
off is by burning calories overall. Actually, that isn’t the only way. There is ano- 
ther (and that’s why the title of this piece is what it is). You can 
“æ eat less and lose fat. Restricting the intake of calories 

* 9 forces the body to burn fat. But that route (like the sidebar 
P" on this page cautions you) can cause trouble. You might end 
’ up looking like Gollum—the character in the 
Lord Of The Rings, a hobbit whose 
form was drastically changed by the 
power of the One Ring into a lean frame of 
skin and bones. Although Gollum was very 
| strong in LOTR, let me assure you that adopting the star- 












vation route to fat loss will not make you strong. 
And who wants to look like Gollum anyway? 
So if crunches alone don’t help and starving 
yourself is a bad idea, is the six-pack going to re- 
main elusive? Not really, but if you’re serious 
about getting it be prepared for endless drudgery. 
The only way to get perfect abs is by shed- 
ding fat through exercise (think 20 minutes of 
jogging, running or cycling regularly) plus 
crunches to strengthen and grow your 
abs. There’s a third thing you have to do: 
eat sensibly; don’t starve but watch your 
calories. Oh, I was forgetting the 
drudgery part. If you want fab abs, 
you'll have to follow this regime for 
the rest of your life. Enjoy! @ 
MUSCLES MANI 
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BT PEOPLE 
EVAngelist, Esq. 


VERY TIME TEJPAVAN GANDHOK SITS DOWN TO WATCH 
ES India-Australia match, it just wrenches him. As 
an Indian-born Australian, Gandhok, Country Manager 
of EVA pioneers Stern Stewart (India), can never figure 
out which side to support. The upside: No matter 
which side wins, he gets to celebrate. And these days 
he's got a reason to cheer that has nothing to do 
with the battle of willows Down Under. The 35- 
year-old Gandhok, who still loves to backslap once in 
a while in Punjabi, has just been moved up as Regional 
Director for India and South East Asia. *That's not sur- 
prising given the growing prominence of India," says 
Gandhok, an alumnus of uct A's Anderson School of 
Business. Gandhok, who's also written a couple of 
short stories on Indian immigrants in Australia, will 
now divide time between Bangkok and Singapore, be- 
sides Mumbai. It seems his boss Joel Stern may finally 
have found a way to put Gandhok out of his cricket- 
ing misery. After all, more work means less of cricket. 


Birthday Boy 


N THE FIRST OF THIS MONTH, MELEVEETIL 
Damodaran cut a 30-kg cake. No, the 57-year- 
old wasn't celebrating his birthday, but that of his born- 
again baby, UTI Mutual Fund. A year to the day, 
Damodaran, Chairman of UTI, had overseen the 
carving of the country's biggest mutual fund in two: 
UTI 1, which got all the guaranteed-re- 
turn schemes, and UTI Mutual Fund. 
The guest list that packed the 
Jamshed Bhabha auditorium in 
south Mumbai included the who's 
who of corporate India, including 
Kumar Mangalam Birla, Anil 
Ambani, and A.M. Naik 
of L&T. That despite 
Mumbai's popular 
Derby being staged the 
same day. Picking up 
the metaphor, Damo- 
daran told BT: *People 
now realise that UTI is 
a true Indian thor- 
oughbred. That it's a 
lambi race ka ghoda.” 
Clearly, the jockey is 
enjoying his ride. 
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Take-off Trouble 


LS FORTNIGHT, NARESH GOYAL'S DREAMS OF FLYING 
regional international routes crashlanded after 
Cabinet ministers, particularly Arun Shourie, clipped the 
young and enthusiastic Civil Aviation Minister Rajiv 
Pratap Rudy's plans to implement the Naresh Chandra 
Committee's recommendations on open skies. The 
snag: Shourie raised questions about the ownership of 
Goyal's Jet Airways and cited that as a potential threat 
to national security. With the Cabinet yielding to 
Shourie, India’s open skies may have shut for another 
six months or so. Goyal, on his part, is maintaining his 
mysterious silence on the issue of ownership. 
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Software Doctor 


F IVE YEARS AGO, RADHA BASU QUIT HER EMPLOYER OF 
two decades, Hewlett-Packard, to join a start-up 
that would offer real-time troubleshooting of software 
glitches. Today, the California-based SupportSoft, 
where she is the Chairman and CEO, pulls in $55 
million in revenues, with a market cap of $442 million 
on Nasdaq. If that seems like an awfully quick climb, 
Basu, 53, may have one of her hobbies to thank for it. 
Basu—an engineer from the Universities of Madras 
and Southern California—is an avid trekker. She has 
twice trekked to the base camp of Mount Everest 
(some 18,000 feet). Last September she was all set for 
one to the base camp of Kanchenjunga but work 
overtook. “Being the CEO of a fairly large company 
doesn’t leave me with much time to indulge my pas- 
sion,” says Basu. That’s a climb just the same. 
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CEO Marathoners 


N FEBRUARY 15, STANDARD CHARTERED WILL KICK OFF ASIA’S LARGEST MARATHON EVENT IN MUMBAI. BROKEN | 
Orin three distances of 7, 21 and 42 kms, the marathon will have more than 10,000 people running, including 
Ashok Wadhwa (right) of Ambit Advisory. But one man to watch is Reliance Industries’ Anil Ambani. For, the 62 
kg Ambani is a dead serious runner. He clocks 14 kms an hour and an astonishing 100 kms a week. When BT sp Ike 
to Ambani, he still hadn't made up his mind on the distance (21 or 42 kms), and Wadhwa said he would “attempt” 
the half marathon (21 kms). The total prize money is $210,000, with the highest prize at $25,000. Don’t make thy 
mistake of thinking that the millionaire Ambani (or for that matter Wadhwa) doesn't have his eye on the prize. f 
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Introducing an. | 
to recognise E 
young minds 


'VERYBODY LOVES A WINNER. THAT' s JUST A AS THINGS SHOULD BE, | 
because a winner epitomises all qualities that humans aspire: for, 
| She is smarter, more dogged, and not infrequently has a lucky 
wind blowing behind her. But there's a particular kind of 


winner we tend to admire and emulate more than any other. 


< And that is the young winner. Imagine heading a Rs 1,000-crore . 
company, or turning around a sinking business, « or launching. a 
a Being called ย idea when 1 you phe not ก Or ho: 





๊ - the Wodd—a * winner is not a inn 
been iMi sO. ier id you have E E 


t gn ds uer 
olossal loss of oppor | 


: millions an hone young and old in: Indi D 


i succumb to anonymity. Yet, if India i is ‘tos 
the stars must be brought out. m 


. performers. What are the parameters? The first part is 


easy: By young we mean pepe below te nee of | 


gely ELS 
hine, | -iporare. ‘Indi 
| . » Based on this, a masterlist will be drawn up. This 
It was with that idea in mind did Business ss Today 
start looking at ways to turn this into an initiative that. 
would be both national and sustainable. After many - 
. .. rounds of brainstorming and debate over cups ofcof- . 
~~ fee and Chinese tea, variously, we decided on some- 
. «thing we now have named “Business. Today Young 
Super Performer Award”. The name says it all: The fo- 
cus is on people who are both young and super - 
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ja às | Ties mer is. «Yer 
ds something. 


ify you are a a super eph 
y ey include c every m 


ets, | our nationw team ior reporters. = 
ll speak to key constituents in cor- 
cience and research, and social work. 


masterlist will be whittled down to 15 bv a core 


group. of our own editorial team. Thereafter, the 
“shortlist will be handed over to an expert panel. h 
will comprise seasoned CEOs, savvy investors, HR 


pros, and luminaries from the field of science and 


~ social work. The panel will devote half a day arguing 


for and against each name on the list of 15. At the 
end of it, there will be just three winners, one each 
in the categories of CEO, Entrepreneur, and Ideator. 
Will 20s be one of them? Wait and watch. ไฟ 


WHEN’ 3 THEE D- -DAY? -~ 


| WRITE ะ BLOCKED. IN THE SPACE FOR MARCH 11, 
2004, on your diary or palmtop. On that 
day, you would be ill-advised to be any- 
where except the Taj Mahal Hotel เท 
Mumbai. Starting 1930 hrs, the who's who of cor- 
porate | India will gather t to witness a | unique 


ble by Hewle t 
(oh, nol). - piv 
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by vision. | 


We salute these great business minds with India's firs 
Super Performer Award 2004, presented by z 


. excellence. Be sure you are there to catch the action, : 


Today Young Super Performer issue, to be lai 


March Ii, 2004 + The Taj Mahal, Mumbai * 7.30 pm onw 
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Defining A Leader 


R. MOHAN, President and CEO, Hinduja TMT 


OOD LEADERS ARE GREAT SIMPLIFIERS. 
They can cut through argument, de- 
bate, and doubt to offer solutions 
everybody can understand, appreciate, and 
follow. Good leaders are also educators who 
transfer learning across the organisation. They 
lead by example. They effect positive change 
in the organisation by exuding a positive 
attitude at work. A good leader also moti- 
vates his employees time and again to ensure 
maximum productivity and efficiency. 
Successful leaders are good time mana- 
gers as well. The ability to prioritise, addre- 
ss key issues directly, and mine out the key 
ones from the deluge of issues they face is 
the hallmark of a good leader. Accentuating 
the positive and expressing things in terms 
of what should be done, not what should 
not be done, is another important principle 
every leader must follow. 
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A good leader has the ability to think 
creatively, flexibly, and innovatively. It ts im- 
portant for a leader to manage people from di- 
verse cultures and in different places with 
open-mindedness, patience, honesty, and trust. 

A major responsibility that lies with a 
good leader is to make ethical decisions 
and behave accordingly, and make sure 
that the organisation understands and prac- 
tices this code of conduct. A leader must be 
able to guide and mentor his organisation 
into achieving the goals in an integrated 
and harmonious manner. 

A leader must know himself. Knowledge 
of one’s own strengths and weaknesses 1s 
an essential prerequisite towards building a 
great team. A leader must be open to the 
best of what everyone, everywhere has to of- 
fer and must constantly seek to learn from his 
peers and subordinates. Œ 
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PREFACE 





here has been an explosive growth in 

business schools in India. Our 

estimates suggest there are more than 
850 of them in existence and every year that 
figure keeps growing—a clear indication that 
setting up a business school is a lucrative 
proposition. Every year, an estimated 200,000 
students apply to B-schools, vying for some 
50,000 seats that are available. 

Making your way in this mad rush is not an 
easy task. And, in the highly fragmented 
market that it is, seeking out information 
about B-schools isn't simple either. Business 
Today has been a pioneer in the B-School 
space. Five years ago, we brought you the 
first B-school ranking survey. Since then 
although our survey has spawned a breed of 
imitators, the annual BT Best B-Schools 
Survey is considered the most respected and 
credible with a robust and authentic 
methodology. 

Last year, we went a step ahead and 
decided to offer our readers a Business 
Schools Compendium, a one-stop handbook 
with FAQs, general information, details of 
courses, admission procedures, important 
dates and deadlines and placement details. 
This compendium will now be annually 
published as a special issue and we will 
endeavour to constantly add value to it. This 
time, for instance, we've added some more 
features for the 50 schools that are covered, 
including tips on how to select B-schools, 
how to prepare for admission tests and 
interviews and also a quick primer on how to 
get finance for pursuing a B-school course. 

The BT B-Schools Compendium, as many 
of our readers know, forms one part of our 
magazine's initiatives in the B-school domain. 
Besides the Best B-Schools Survey, Business 
Today also organizes BT Acumen, a 
successful annual competition for B-school 
students who participate in an all-India 
debate, business quiz and case-study solving 
contest. BT Acumen turns three this year. In 
keeping with Business Today's constant spirit 
of innovation, readers can expect to see even 
more new initiatives from us in the near future 
for B-school students and aspirants keen on a 
good business education. 
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A look at what lies ahead. 


= ou could find them cooking a two-minute 
snack to satisfy the sudden pang of 
hunger they feel at dawn while staying up 





. the night to study, or sharing dinner with 
a friend at some godforsaken hour or barely managing 
only a couple of hours of sleep a day. These are the 
students from some of the countrys most reputed 
management institutes. A day in the lives of these 
students is very different from that of any one of us. 
Days stretch into nights as these students struggle to 
make their dreams come true. Life, however, is not 
just work for them. Campus life offers its share of fun 
as well. Meet some of these grads at a B-school 
alumni gathering or a corporate meet and you would 
find them reminiscing fond moments as management 
students, memories of which they cherish throughout 
their lives. 

Notwithstanding the recent spat between 
the Ministry of Human Resource Development and 
the Indian Institute of Management on fee structure 
and autonomy, B-schools offer one of the best and 
most sought-after career options to aspiring 


business managers. Training and education 
received at some of India's top B-schools like the 
IIMs and Indian School of Business in Hyderabad 
create world-class managers. A significant number 
of these management students receive overseas 


offers during placement. 


The Downturn 

Unfortunately, management as a career option has 
received some setback in the recent past. The 9/11 
attack coupled with recession in the US, and a 
subsequent downturn in the Indian economy had 
resulted in massive job erosion. While recession did 
not erode the job market significantly for management 
grads from the top institutes, corporates preferred to 
play safe due to uncertainty in the market. Pay 
packages offered during placements lost some sheen 
during this phase. Fortunately, it looks like the worst is 
over. A good monsoon last year and a 10 per cent 
growth in the economy in the last quarter have once 
again opened up new vistas for B-schools graduates. 
Once again there is huge rush to collect brochures 


from the 900-odd B-schools and the interest in B- 
Schools has been rekindled. 

The indian government liberalised the business 
education market in the 1990s, resulting in the rapid 
growth of business schools offering programs at both 
the undergraduate as well as post-graduate levels. 
Though Indian business schools have tried to 
replicate the management programmes in the US, 
their academic research models and management 
Style, many are still struggling to grapple with issues 
that crop up due to differences in the work culture. 


The Evolution of Management Education 
The history of management 
education in india goes back to 
the pre-Independence era. The 
first college-level business 
school in the country was 
founded in 1913 in Mumbai and 
was soon followed by another in 
Delhi in 1920. These business 
colleges imparted basic skills 
about the principles of trade 
and commerce to clerks and 
Supervisors from fields as 
diverse as banking, transport, 
and accounting. After 
Independence, business 
education, which was earlier 
associated with the 
bureaucracy, started to evolve. To enhance vocational 
Skills, the central government introduced commerce 
as a third stream of specialisation at the high school 
level, post Independence. 

Initially the undergraduate commerce colleges 
offered courses that helped to hone skills 
complementary to the public accounting profession 
like business economics, accounting, management, 
banking theory, auditing and cost accounting focusing 
primarily on the theoretical and applied understanding 
of business transactions. Many commerce graduates 
sought apprenticeship or employments at audit firms 
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and some joined their family businesses. 

But even at this stage, business education was not 
really an attractive option for students. Students with 
higher IQs were expected to join the science stream at 
the high-school level and subsequently take up 
engineering at the college level to finally join large 
corporations as technical supervisors and move up 
the corporate ladder. 

A shift in the social status of business education 
began during the 1980s due to two reasons. First, 
college level education became highly competitive. 
Second, more and more companies began hiring 
commerce graduates from colleges at the junior 
executive level, often backed by 
some internal executive training 
programmes, as students from 
engineering colleges failed 10 
meet the requirements of most 
companies. 

More and more parents 
Started encouraging their 
children to take up commerce at 
the high school level so that 
their children could perform 
relatively well to get a decent 
job in the corporate world 
facing the 
competitive pressure in the 


without intense 
science stream. In addition, the 
cost of  commerce-related 
education was significantly lower than the cost of 
Science-related education. 

Although companies preferred students with a 
commerce background initially, there continued to be 
a clear distinction between commerce and 
management education. 

The focus of commerce is on building a strong 
foundation and knowledge of business transactions 
and processes, primarily from the economics and 
accounting perspectives. 

In contrast, management education focuses on 


building knowledge about the overall business and its 
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various functions, taking its stakeholders and the 
market landscape into consideration. It was also felt 
that one needed some disciplinary background, 
especially in science or commerce streams, and some 
work experience to learn the nuances of management 
principles. As a result, management education was 
intended for the graduates and focused on nurturing 
future leaders who could lead private and public 
sector organisations. 


Management & IT 

Management education, since its inception, has 
undergone huge transformation. Technology has 
made inroads into management institutes to make 
learning easier and faster with increased interaction 
with the corporate world. Management research, 
particularly in the private business schools, has 
become a continuous and open-ended process for 
creating intellectual capital. 

A huge surge in B-schools in the recent past has 
made it difficult for these institutes to attract 
students and recruiters. Most of these institutes 
have failed to find a place in the market and build a 
reputation and have proved to be mediocre. A huge 
rise in the number of business schools set up by 
people with only a profit motive in mind have created 
a huge imbalance in the standard of management 
education. Despite astronomical entry fees to even 
the most ordinary management institutes, most 
students have received meagre returns on 
investment. It's time students realise that an MBA 
degree alone does not guarantee jobs. 

While the curriculum in most management courses 
involves subjects like economics, quantitative 
analysis, finance and marketing, most of B-schools 
offer specialisation in areas like systems 
(telecommunication and information technology); 


operations (supply chain management) and human 


resource development, including personnel and 
industrial relations in the second year. Some offer agri- 
business or social responsibility as specialisation. 

intensive IT training, however, is a relatively new 
phenomenon, which is associated with the increasing 
business requirement. Not too long ago, IT was seen as 
a mere topic to be touched upon in most business 
schools, but nowadays almost all management institutes 
have included IT as a compulsory module in their MBA 
programmes. Some of these institutes are even 
devoting an entire semester to information technology 
so that management students have the option to 
specialise in IT in the second semester. In a 
management course, IT covers a wide range of topics 
from database and network management, e-commerce 
to management information systems. A market study of 
the top management schools shows that there has been 
a steady growth of IT courses in MBA programmes and 
institutes are trying to equip students with the latest 
courseware to facilitate constant upgrading. The 
objective is to help students become competent techno- 
managers, so that they find themselves in a position to 
adapt to any industry rather than become a technocrat, 
who is ideal only for the IT industry. Therefore, if one 
institute is concentrating on systems analysis and 
design, another is trying to teach in teaching 
programming language techniques as part of the course 
curriculum. Most B-schools have now devised strategies 
to increase the involvement of IT in their management 
programmes. 

According to industry experts, IT training is being 
seen as a necessity, which no professional can afford 
to neglect. The purpose is to develop professionals 
who can understand the requirement of IT in general 
management and business development. As experts 
believe, it will not only help professionals in designing, 
building or implementing IT solutions, but also help 
them in business development. 
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How to select the right B- school and clear ล a | management admission lest? 





veek Chatterjee is a worried man. A typically 
concerned Indian father, Chatterjee is losing 
sleep over his son's future. Rajat, Chatterjee's 
s only son, wants to pursue a course in 
management. Chatterjee has gone through the prospectus 
of least a baker's dozen business schools. All promised the 
best education and training, but Chatterjee has a nagging 





doubt that most of these institutes would end up eroding hís 


savings while doing little to his son's career. 
What if Rajat does not manage to get through the 
créme de la crémes of B-schools? How does Chatterjee 


| Zero in on the right institute if his son has to settle for a 
| second-rung management school? 


Economic reforms coupled with high salaries 
commanded by management grads have led to a huge 
surge in the number of B-school aspirants over the last 
decade. Private B-schools that have mushroomed all 
over the country have come up as a second option to the 


| IIMs, FMSs and the S.P. Jains. 


Though there is no official record of the number of B- 
Schools in India, a private database puts the number to 
over 900 institutes offering MBA or a PG diploma in 
management. Maharashtra tops the chart with over 140 
institutes, followed by Andhra Pradesh with 114 and Tamil 
Nadu coming close with 109. Even UP has some 90-odd 
B-schools. Fees range from Rs 2 lakh to Rs 5 lakh in 
most B-schools. 

Zeroing In 

How does one select the right B-school? Selection is an 
issue that comes up only when a student has managed 
to clear more than one competitive examination---the first 


“| step to the corporate world. According to management 


| teachers, students and parents should keep factors like 


class strength, exemplary academic results, placement 
record and relative worth of the institute in the corporate 
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world in mind while selecting a B-school. However, these 
are issues to be considered only when one has to choose | 
from among the second-rung management institutes. | 
"Rating of the institute published in journals and the 
quality of the faculty are important factors to be | 
considered while selecting the right MBA school”, says 
Anil K. Gupta, a management professor with a reputed | 
management institute. Similar observations were made 
by an HR-professional. "Rating of the MBA schools, 
placement record and faculty reputation should 
determine the selection of schools by students," he said. 
How To Crack it 
Every management aspirant needs to clear the 
admission examinations offered by B-schools. There are 
four steps in the admission process: 
a) Written test: 
All B-schoois conduct a written aptitude test, the first | 





ป 
| 
| 


Step in the screening process, where emphasis is laid on | 
Mathematics and English. The six IIMs conduct a 
Common Admission Test (CAT), usually on the last 





Sunday of every November. The Common Admission 
Test to the six IMs is also the entrance test for few other 
top B-Schools such as S.P. Jain, MICA, and T.A. Pai. 
XLRI conducts its own admission test XAT, and XAT 
scores are used for admission to XIM Bhubaneswar. 
FMS Delhi, and the Schools of Management, IIT have 
their own respective tests. 
The written test, the first stage in the selection or the 
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elimination process, tests a student's ability to perform 
under pressure. The areas of testing include basic 
mathematics taught till Class X, English taught during the 
first year of graduation and analytical and logical 
reasoning. The written test is the most difficult step in 
getting into a top B-School. Most of the elimination takes 
place at this stage. 
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While 80,000 to 90,000 students, on an average, 
appear for CAT, around 1,300 students take admission to 
the IIMs every year. 

b) Application Essays and Reference Letters: 

Essays are a part of the application procedure of most 
top B-schools. While every applicant to institutes like S.P. 


| Jain is required to write essays at the application stage, 
| the likes of IIMs send essay forms only to aspirants who 
| have cleared the written test. In case of S.P. Jain, every 
| applicant has to write an essay, which plays a crucial role 
| in round two of the selection process, viz., group 
interviews. 

Certain institutes also require 


students to produce letters of 


อ % d o & (o & 9 9 od w 


reference, a common 
| requirement in the corporate ๑ ๑ ๑ ๑ ๓๑๑» 3 ๐ 
world. For example, IIM- 


อ อ อ ย อ อ ณ ย 9 0 %% 


Bangalore requires that aspirants 
who have cleared CAT and been 
short-listed for the group 
discussion and personal 
interviews (GD-PI), produce three 


$ 904 84x oo 


letters of reference. So, if you are 
planning to be a part of these 
institutes, you should try and get 
in touch with your friends who 
have applied to these institutes in 
the past to get an idea of the 
| requirements. 

| c) Group Discussions / Personal Interviews: 

Based on the performance in the written test, 
students are short-listed for group discussions and 
| personal interviews. 
| d) Admission: 

Admission is usually offered on the basis of the 
| cumulative score obtained in the written test GD, and PI 
| and also work experience in some cases. 

Here are a few tips from a management professional 
for B-school aspirants. "A student should have complete 
| command over English usage with adequate 
| comprehensive and reasoning skills, quantitative skills, 
and the ability to analyse and interpret data. Racing 
against the time is the key to success in the entrance 


According toa private 
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‘database, there are over 
900 large and medium 


aoe 0 9 SE 


institutes offering MBA | 
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or PG diplomas in 
management. Maharashtra 


Pa ee eH 


tops with over 140 
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institutes, followed by 
Andhra Pradesh with 114 
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‘and Tamil Nadu with 109° 


exams and since there is negative marking, the student 
should also bear accuracy in mind,” he says. 

While all students work very hard to prepare for these 
competitive examinations, those from science and 
engineering streams seem to have a slight advantage 
over the others as they find questions related to 
mathematics or data interpretation comparatively easier. 
"For engineering graduates, the test is much easier as 
they are good in mathematics," says Mohit Ralhan, an 
MBA student in Delhi. 

Mohit's classmate Ajay Grover, who had qualified for 
two other institutes, is of the opinion that the aptitude test 


holds the key to getting selected in | 


a prestigious B-school. And both 


ธะ อ kW v4 


feel that only rigorous practice can 
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help a management aspirant hone 
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Aggarwal, another aspirant, points 
out that speed too is also extremely 
$ & o» o0 m BOB OR RRS om He REE $6 examination. 
The Power of Numbers 

In fact, an internal Delhi University 
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survey shows that as much as 72 
อ แข อ ย ว อ ฉ อ อ ะ ต อ อ ย อช ย 6 อ 9 ด ๕ per cent of engineering graduates 


and techies on an average clear the 
MBA entrance examination and 


the percentage from general streams like economics and 
commerce is only a dismal 17 per cent. Only 6 per cent 
science graduates, 2 per cent medical students and 3 per 
cent arts students get admission in the B-schools on an 
average according to the survey. In FMS, the ratio of 
engineering students versus those from other streams is 
7:3. The popularity of management schools at the IITs 


also highlights the importance of being a techno- | 


manager. 

However, management taught at technology-oriented 
schools is technology-driven. "We could foresee," says 
“that 
changes in the business environment were largely 
technology-driven. The gap between the technical man 
and the management man had to close." 


Mumbai-based Prof. Mangesh Korgaonker, 


his skills for the aptitude test. Rajan | 


make it to the top B-schools, while | 


| 


ใ 
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important factor in the entrance | 
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“anagement education is expensive and 
education loans are the most chosen form 
of finance option preferred by both the 
me. students and parents. With corporate 
scholarships not available in most institutes and available 
to only a select few in reputed management institutes, 
educational loans from the banks is the most viable option 
to students coming for middle-income families. 
The six IIMs have introduced scholarships for 


| Students coming from low-income backgrounds with 
| support from the central government. Under the scheme, 


eligible students with annual family income of less than 
Rs 2 lakh per year is eligible to apply for the scholarship 
and the IIM board will consider them on a case-to-case 
basis. There is no upper ceiling on the number of 
scholarships and the amount to be given as loan. 


Banks At Your Service 
On bank loans, the Government of India in consultation 
with Reserve Bank of India (RBI) and Indian Banker's 
Association (IBA) has framed various comprehensive 
educational loan schemes to ensure that no deserving 
student in the country is deprived of higher education for 
want of finances. The new scheme covers all types of 
courses, including professional courses in schools and 
colleges in India and abroad. 

The scheme envisages loans up to Rs 7.5 lakh for 
education in India and up to Rs 15 lakh for education 
abroad. For loans up to Rs 4 lakh, no collateral or margin 


| is required and the interest rate is not to exceed the 





prime lending rates (PLR). For loans above Rs. 4 lakh, 
the interest rate will not exceed PLR plus 1 per cent. 
Education loans are to be repaid over a period of 5 to 7 
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A few tips for you. 
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years with provision of grace period of one year after 
completion of studies 

Repayment of an education loan is deductible under 
Section 80E of the Income Tax Act. The yearly limit for 
deduction is Rs 40,000 (for both the principal and the | 
interest). Only people who have taken loans for higher | 
education - full-time studies in any graduate or post- | 
graduate, professional, and pure and applied science | 
courses - may claim deduction. The deduction will be | 
available for a maximum of eight years starting from the ป 
day you start repaying. RBI has issued guidelines in this | 
regard to ail commercial banks as a result of which a | 
large number of banks have launched educational loan | 
schemes. With growing interest in professional courses | 
like MBA, most of the banks have jumped onto the | 





bandwagon. 

Following are the schemes offered by the five top | 
nationalised banks in the country, though similar 
schemes are available at almost all other foreign or 
Indian private banks. However, one should remember 
that since interest rates may vary from bank to bank 
depending on the government's policies. However, it is 
always advisable to check with individual banks. 


1. Indian Overseas Bank 

Eligibility: Should have a good academic record. 
Maximum Amount for India: Rs 2,060,000 

Maximum Amount Overseas: Rs 6,00,000 

Documents to be submitted: Mark sheets, admission 
approval, address proof, photograph, and income proof. | 
Time To Process: 1 week 
Interest Rate: In India | 
Up to Rs 4,00,000: 12 % p.a. ป 
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| Above Rs 4,00,000: 13% p.a. 


| For Overseas 


| Up to Rs 4,00,000: 12% 0. ส . 

| Above Rs 4,00,000: 13% p.a. 

Collateral and Third Party guarantee is required. 

| Tenures: Maximum of 5 years 

ป Repayment: Maximum 3 months after completion of 
course or the date of joining of job which ever earlier 


| 2. HDFC Bank 

Purpose: HDFC gives loans to students to partly 
meet their educational expenses / costs for pursuing 
| specific higher educational courses at institutes 
| approved by HDFC. Loans are given to students who are 
| citizens of India. The student should have a consistently 
good academic record, and admission to an approved 
educational institute for pursuing a recognised course. 
| Eligibility: Students enrolled with an approved 
| educational institute and desirous of availing the 
education loan can make an application, with the earning 
parent / guardian being the co-applicant to the loan. 
| Amount of loan: Loans can be availed up to a maximum of 
| 9095 of the total cost as determined by HDFC. The costs 
| would generally cover expenses incurred towards the 
| course fee, library charges, hostel and mess charges, cost 
| of books and equipment. HDFC lends up to a maximum of 
! Rs 2,00,000 on an education loan. 
| The period of the loan is determined on the basis of merits 
| in each case but would not exceed 5 years. The repayment 
| can be accelerated on completion of the course, 
| depending on the earning capacity of the student. 
Rate of interest: 14% p.a. 


3. IDBI Bank 
Purpose: IDBI has structured a loan facility for 
Professional / Management / Foreign University 
education. 
| Courses approved: Indian Universities 
| For Professional Courses i.e. B.E., B.Tech., M.B.B.S. 
| Post Graduate Courses i.e. M.E., M.Tech., M.S., M.D., 
| M.B.A., M.C.A., etc. recognised by AICTEF or part- 
| time/on-line distance learning courses. 

Foreign Universities 
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"Association has framed various - 
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schemes to ensure that no 
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deserving student in the country is 
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want of finances 


For Graduate/Post Graduate/Research/Doctorate 
studies that consider TOEFL, GRE, GMAT scores. 
Eligibility: 

indian Universities 

For Graduate courses: At least 75% in the +2 stage. 
For Post Graduate Courses : first class graduates. 
Foreign Universities 


Proof of TOEFL, GMAT, GRE scorecard, and 1-20 admit | 


card. 

Age of the applicant should not be more than 30 years 
for Indian Universities and 35 for Foreign Universities. 
Age of the parent/guarantors should be below 55 years. 
The annual income of the family should not be less than 
Rs 3 lakh. 

Amount of loan: 

For Indian universities, actual tuition and other fees, but not 
exceeding Rs 5 Lakh for the entire duration of the course. 
For Foreign Universities, considering that in addition to 
fees there are travel / preparatory expenses, the total 
loan amount shall not exceed Rs 15 lakh. 

interest rates : 

Long-term prime lending rate + 1% p.a. + taxes 
Processing Fees: Rs 1,000 at application, and Rs 500 
p.a. thereafter towards the cost of documentation / legal 
expenses 

Period of loans: 

Graduate Studies: Maximum moratorium period of 5 years, 


including the actual duration of the course. After which the 


loan should be repaid within the next 3 years. | 
Post-Graduate Studies: Moratorium period of 2 years i.e. 


the course duration. Loan repayment within the next 
3 years. 
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COMPENDIUM 


No prepayment penalties levied. In fact, there are 
incentives for prompt repayment. Like refund of the 
entire processing fee, if not a single installment is 
missed/delayed. 


4. State Bank of India 

You can take a loan for pursuing studies in recognised 
schools/colleges/ institutions to meet tuition and other 
fees, maintenance costs, books and equipment etc, cost 
of passage (for studies abroad), caution fund/building 
fund/refundable deposit 

Eligibility: * Should be an Indian national! 

* Secured admission to professional/ technical courses 
through Entrance Test/ Selection process 

* Secured admission to foreign university/ Institution 
Loan Amount: Need based finance subject to the 
repaying capacity of the parents/ students with margin 
and the following ceilings. 


PL * Studies in India - Maximum Rs 7.50 lakh 


* Studies Abroad - Maximum Rs 15 lakh 

Margin: * Up to Rs 4 lakh: No margin 

Above Rs 4 lakh: 

* Studies in India: 596 

* Studies Abroad: 1596 

Interest Rate: Interest rates (simple interest) currently 
varies between 10.5% p.a. and 11.596 p.a. 

* While interest is not required to be paid during 
moratorium period, payment of the same before start of 
repayment would entitle you to concession in interest 
rate applied during the repayment holiday 

Repayment of loan: Repayment Holiday - Course period 
* 1 year or 6 months after getting job, whichever is earlier. 
The is to be repaid 
commencement of repayment. Prepayments permitted 
without any penalty 


loan in 5-7 years after 


5. Bank of India 

Purpose: Pursuit of studies In India and abroad 
Approved Courses: Graduate and post-graduate courses 
in engineering, computer technology, medicine, etc. 

All vocational courses/job-oriented diploma courses 
recognised by government and universities. Similar 
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courses pursued in universities abroad. Full-time post- 
graduate research in any of the aforesaid subjects. 

Eligibility: Should be a citizen of India. For vocational 
training courses and job-oriented courses, age of the 
individual should be between 15-28 years and 18-30, in 
case of post-graduate courses and/or studies abroad. 
The applicant should have a good academic record. For 
studies abroad, the candidate should have secured 
admission in a particular university after having 


appeared in the specific entrance examinations. The 
applicant should have secured a minimum of 5095 
marks in the major subject. In case of SC/ST 
candidate's eligibility norms may be relaxed. 

Amount of loan: The loan amount could vary 
depending on the specific subject requirement. 

For studies abroad: Rs15 lakh. 

For studies in India: Rs 7.5 lakh 

Margin: Up to Rs 4 lakh - nil 

For studies in India- 5% 

For studies abroad-15% 

Interest: Up to Rs 15 lakh (BPLR)- Presently 10.7595. 
Interest subsidy of 2% to bright & needy students for | 
loan up to Rs 4 lakh 

Repayment:Course period plus one year or six months 
after getting the job, whichever is earlier. Repayment in 
5 to 7 years by equated monthly installments. 


6. United Bank of India 
Maximum amount for studies in India : Rs 1,500,000 





Maximum amount overseas education: Hs 1,500,000 
Documents to be submitted: Letter of authorisation from 
the university, copy of passport and visa, salary slip, 
Time To Process: ! week 

Interest Rate: in India 

Up to Rs 2,00,000: 12% 

Above Rs 2,00,000: 15.5% 

For overseas studies: 

Up to Rs 2,00,000: 1296 

Third-party guarantee is required. 

Tenure: 3 to 5 years 

Repayment: 6 months after completion of the course 


ป 
ป 





(Source: websites of various banks and hindustanlink.com) 
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Dates & Deadlines: | 
Our Mission is to "impart Last date for issue of Application Form - P 


ETE ETR CAULE 15th August 2004 

nots of our ^o^ and pi roig | Last date for Submission of Application 
them to excel in different walks of : 

life". We shall strive to make this | Form - 31st August 2004 
-knowledge available to all aspirants — 

_ irrespective of Caste, Creed, Religion | 


| Fees: 
-and above all social status. | Tuition Fees - Rs.20000/- only for Entire 


| 2 Year Program 





General Info: 


; _ We shall emphasize on Management — โค ล ะ 
SCONE education with ล ‘Human Touch’. Our | Scholarships: l 
Year of Establishment - 2004 | specially designed curriculum will | IPMS Scholarship of Rs.10000/- only 
| empower men and women to respond | for each student 4 
Student Body: เน น ย น น น ล น Financial Aid to Student : upto 


| modern market oriented economy. 
Full Time Graduates - 500 No.s * า | Rs.34000/- only 
Part Time Graduates - 100 No.s." We " shal l “0 Mods ว ท 
* psychological side whereby our- 
uds . management learners will be able to | 
_ effectively cope up with the stresses | 
Academics: and psychological pressures of the | 
Name of Dean: | modern organization. | 


Dr. G. Rajamohan 


Name of Principal: 


Dr. Shankaran Kutty Menon We have a team of professionals - 


_ representing all aspects Management | 


M.Com (KeralaUniversity) cand related sciences. Our 
Ph.D. (Mumbai University) management learners will have a 

| unique opportunity to learn different | 
Faculty Full Time (Nos): 10 aspects of Managemen with «. 
Faculty Part Time (Nos): 15 | psychological dimension attached to S 
Computer Terminals for | it. 


Student Use : 10 


Courses Offered: | Learning in our campus is of. 


; = ; Participative style. interaction 
Master of Business Administration process between faculty and the 


Specialization - Finance/ Marketing/ students broadens the vision. Our 
HRM/ Production/ motto is Mental Health = National : 


Systems & International Business : Wealth. 


Admission Procedure: 
First Come First Served (without any 
sort of HARASSMENT) 
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) ~ Ee 1, First ศก Ashok Raj 6 C. H. S. S.V. Road, Above Ratna Hotel, | Goregoan (w). Mumbai-400 062 
ADM ISSION NOTICE 


0 FULL TIME PROGRAMMES 

| «M.B.A. 2 Yrs. 

; | M.Sc. (Psychology) 2 Yrs. 
eM.S. (Psychotherapy & Counselling) 2 Yrs. 

d ๑ Ph.D. (Psychotherapy & Counselling, | 

0 . Psychology) | 


lese. programmes are available at. 


| DISTANCE EDUCATION - 
M.B.A. 
M.S. 
(Psychotherapy & Counsell Ming) 


M.Sc. | 


2 Yrs. I" (Psychology “ 


hi Nagpur Ahmedabad! Madurai Chenna | l pe ins ) ow 


SALIENT dista ล. 


:ture in the entire nation. 
cf eStudy S by expert faculty. 
๑ Timely exams & results twice a year. 
e Registrations throughout the year. | 
|] @Admissions on first come first served basis. 
. @Fully recognised by the "Association of Counsellors 
Ux and Peychotharapiste” | 


ELIGIBILITY : GRADUATION | MEDIUM : ENGLISH E 


t ‘in Career: Counse sling) - 
P. G.D.1.C (Post Graduate D Diploma in 


industrial Counselling) j 


For DrüspBolus and application form send  . 
Rs. 50/- only by D.D./M.O. in favour of 
IPMS : 

payable s at Mumbai mr 


For Admissions Contact 


NEW DELHI ห ร ท อ งะ ea een ten T 
Amar Colony, Lajpat Nagar - IV, NEW DELHI-24. Tel : 011-5162 5718 Mobile: 98109 83328 
CHENNAI Mr. K. MURALI, No. 103,-II] Avenue, Banu Nagar, Pudur, Ambattur, 


CHENNAI - 53 Tel: 044-2686 4162 Mobile: 98411 15707 / 3103 6832 
Dr.G. RAJAMOHAN , Kassim Plazza, ll nd Floor, 307 Triplicane High Road, Triplicane 
Chennai - 600 041 Tel : 55280838 / 98400 43134 


MADURAI แอ น ง พ จ ด 


ไห แน ห อ ส ไต่, MADURAI - 14. Tel: 0452-2681777 / 2681920 Mobile : 94434 55966 / 98421 81818 1 
| TRICHY ไล ล น แน อ น ท ศศ ท พ 


(Upstairs), Via Bishop Heber College, Vayalur Main Road, TRICHY - 620 017. Mobile : 98944 27345 


| PONDICHERRY LMM U Apata MGR เน ก ง ล ง ส ศร ล m 


Management, No. 294, Amablathadayar Madam Street, PONDICHERRY - 605 001. 
Tel: 0413-222 613 / 3114 534 Fax: 226 555. 


| BANGALORE แท ห เท ท ฑ์ 


R.T. Nagar, BANGALORE-32 Tel : 080-363 4639 


MRS. SHAKUNTALA SENGUPTA, 23/J, Bade Raipur Road, 
Near Shaktigarh Play Ground Jadavpur, KOLKATA - 32. Tei : 033-2414 0781. ] 


HYDERABAD "T CV. RAVI SHANKAR, 7-1-209/4/8, lind Floor, Near Satyam The 


Amerpet, HYDERABAD - 500016. Tel: 040- 23791298 / 26577417 o a 
) MRS. VINITA KUMAR, E-1, Popular Heights No.2, Koregaon Park: 

PUNE - 411 001. Tel: 9520 - 2642 9524 / 2605 0988 | "uu 

NAGPUR AAA E | 

Tel: 0712 - 222 9510. | | EU |. 

DR. K.G. VIJAYALEKSHMY, WH! Central Office, T.C.11/4 

YMR Junction, Nanthancode, TRIVANDRUM - 3. Tel: 2725 110 Mobile:;8 

Dr. G. DINAKARAN, "Manasanthi" , Aishwarya Complex, A 

TIRUVALLA, KERALA. Tei : (0) 0469-269 1157 / 9847027438 | ง ด Nee 

MR. DEVRAJ MICHAEL, 4 / 467, Mehala Bhavan, 20th Street, Shar 

PALAYAM KOTTAI - 627 002. Te! : 0462-254 0208 Mobile : 98430 77420. 


m DR. PARMINDAR SINGH, Street No.21, Bhagu Road, BATHINDA. 


PUNJAB. Tei : 2211137. ท 

MOMS 23/C Mamta Kutir, Of. Mahakali C Caves Road, Andheri ££ Mumbai - 490 093. 
: 2839 0440 | 2832 8700 | - 0101 

AHMEDABAD LEMo darnie nom 4, Maharashtra Society, Mitha Khali 


Elis Bridge, AHMEDABAD-388:006.. Toi : 2646.4 








B Schools Profiles 








General Info: 
Private- Affiliated to BU & VTU 
Recognised by Govt. of Karnataka & 
Approved by AICTE, New Delhi. 

Year of Establishment: AMC College - 
1983. City college - 1995 


Academics: 
Chairman: Dr. K.R. Paramahamsa Ph.D 
Principals: Dr. Prakash Ph.D 


(AMC College) 

Dr. Shanta Kuamr Ph. D (AMC Engg. 
College) 

Dr. Vijayalakshmi Ph.D (City College) 
Dr. Narayanswamy Ph.D (City Engg. 
College) 

Full time Faculty: AMC 205, CITY 85 
Part Time Faculty: AMC 40, CITY 32 
Computer Terminals for Students Use: 
AMC-540, CITY-350 


Courses Offered: 

AMC College — MBA, MCA, M. Sc Bio- 
Tech, M. Sc Micro Biology, MTA, 
M.Com, M.S. Mass Communication, M. 
Sc Bio Chemistry, BBM, BCA, BHM, B. 
Sc Bio Tech. BA Journalism. 

AMC Engineering College - B E: 
Electronics & Communication, 
Computer Science, Telecommunication, 
Mechanical Engg., Electricals & 
Electronics Engg., Information Science, 
M. Tech. : VLSI Design and Embedded 
Systems, Computer Networking, Digital 
Electronics & Communication, 
Computer Networking & 
Engineering., MBA, MCA. 
CITY College: MCA, MBA, M Sc Bio- 
Technology, M Sc Micro Biology, BCA, 
BBM, BSc Bio-technology, BSc Micro- 
biology, BSc Computer, B.Com 
Computers, B.Com General. 

City Engineering College: BE- 
Electronics & Communications, 
Computer Science, Mechanical 
Engineering., Information Science, MBA. 


Admission Procedure: 
As per University & Govt. Rules 


| City College and City Eng 
| College are being managed by 
. Jayanagar 
-society well known for its academic 
excellency. While City College is | a 
located in the elite area Jayanagar, Ange! Eyes Advertising Pvt. Ltd. Hotel 
_Banagalore South. City Engineering | 
| Technologies, Object Orb Technologies, 


BADREDLCUEETLUPRICME — 
Orient 


| College is 
campus at 
 % ส ท ล แล ด น เล Main Road, Bangalore. — 
_ The institutions have highly qualified E 


- wide 






AMC Group of 
established in the year 1983 by 


The Trust 
highest 


record of and 


The 


teaching 
institutions 


Education Society, a 


located on 10 acres 


faculty members with research and 
_ industry experience. The method of | 
teaching is through lectures and a 
teaching | 
methods including seminars, case 
_ studies, workshops etc., In addition | 


range of other 


1 ๐ 0 the above students are trained in| 
_ soft skills to prepare them well to take 
_up careers in different industries. 


Internet | 

_ Speakers 
. Academicians, : 
Managers, Businessman, Software 
_ Consultants, Computer experts, HRD | 
| Consultants are invited to speak and | 
_ interact 
| programme helps the student to keep : 
abreast with the latest development 
_ in all the fields. 


from all 


with students. This 


stitutions 
eras Bo i Industrial Visits: 
Paramahasma 0 Trust with | 
| the Prime objective of promoting | : 
high quality education. The state-of- - the student in order to expose them to 
the art campus of our Institutions are 
| located on a sprawling 42 acres land 
-on the Banneraghatta Road. The 
vision of our group is to become a 
. leading Institution in Management | 
. Engineering, Information Technology 
' disciplines by imparting high quality : 
, education with contemporary global 
. standards. 
. according 


Date & Datelines: 


As per University & Govt. Rules 


Regularly conduct industrial visits for 


real life situation and to gain practical 


| experience directly from the industry. 
| Many industries have come forward to 


organize a lecture within a premises for 


| the benefit of students. Institution and 
| industry interaction is most important for 


TIVE the career enhancement of students. 
priority to. 

. strengthen intellectual infrastructure 
by recruiting highly qualified อ ล ท น ์ 
-experienced faculty with excellent 
track 
research. 
. conducting a number of seminars on . 
poten Pa qo Miorsys, Tata Elxsi, CDOT, BEML, BEL, 
_ management practice for the benefit 


_ of students. 


| Placements: 


List of Bluechip Companies / Hotels 


| providing placements & Practical 


ซั Training to our students. 


ICICI Infotech, Jindal Irrigation System 
Ltd., KPTCL, Hotel Windsor Manor, The 
Central 


Park, Genisys, Hindustan 
hipyard, Acacia Software, Blue Star 


sarna Ltd., Orbit Travels, Formaica India, 
ME Plasma Corpn., NIHT Pvt. Ltd., Tulip IT 
! Services, St. Mark's Hotel, Dr. Batra's 


| Spectrum Infoserve, Hotel Chancery. * 


Rama, Hotel Atria, Accenture, Caritor, Siri 


Technologies, 
share 


Elpro Energy 


Dimensions, Khan,  Ascon 


| Holidays, Rotary wing Research & 


Design Centre(HAL), Mandela Data 
Solutions, Amalgam Solutions India, 


| APC, HDFC Bank, Vijaya bank, Standard 
| Chartered Bank, Bell Foundry, Nova 
Mahindra & - 
| Mahindra Ltd., BARC Mumbai, Reliance 
! Silicons India, Indian Oil Corporation, PSI 


india, ม & T Mumbai, 


Data Systems, Macwell & Co., Khodays 


walks, | Systems, Macwell & Co., Khodays 


Professional | 


Systems, Net 4 India Ltd., Wiltech India 
Ltd., Hardoloy Tools, Shipla Construction 


| Co., Bharat Gears Ltd., Global Innovative 


| Technologies, Skypack Couriers, 
| Brilliant's Computer Center, 
| Vishakapatnam Steel Plant, CSRDC- 


! CSRL Hyderabad, Technopark Campus, 
| AFCO Industrial & Chemicals Ltd.. 


QUO 
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FAMC COLLEGE 


! | AFFILIATED TO BANGALORE UNIVERSITY RECOGNISED BY GOVT. OF KARNATAKA & APPROVED BY AICTE, GOVT. OF INDIA 


AMC ENGINEERING COLLEGE 


AFFILIATED TO VISVESWARAIAH TECHNOLOGICAL UNIVERSITY & APPROVED BY AICTE, NEW DELHI 
Admission open for the following courses for 2004-2005 


MCA MSc MSc MSc 


























เ EVENING 
Bio-Technology | Bio-Chemistry | Journalism Business Admn 









Electronics & Communications | 


Computer Science | 
Mechanical Engineering | Li 


Tele-Communication VLSI Design & Embedded Systems 
Computer Networking 


Electrical & Electronics Engg. | Digital Electronics & Communication 


8 || Computer Networking & 
Information Technology แน 00 Engineering 


< c —— JL. 
a al 
| M BA Business Administration M C E "à Computer Applications 














z Prospectus & Application: 


Rs. 200/- in person. Rs. 250/- by post 
Send MO / DD to AMC COLLEGE, 

30th Cross, 4th Block, Behind Police 
Station, Jayanagar, Bangalore - 560 011 
Phone : 080 - 2663 8991/ 992 

Fax : 080 - 2663 8994. Mob: 9880 215355 


Campus : Banneraghatta Main Road 
Bangalore-560 083. Phone : 7828655 / 
656 / 657. Mob: 9880 215351 


E mail:amceducation @ rediffmail.com 
] SEPARATE HOSTELS FOR BOYS & GIRLS 


CiTY COLLEGE 


AFFILIATED TO BANGALORE UNIVERSITY RECOGNISED BY GOVT. OF KARNATAKA & APPROVED BY AICTE, GOVT. OF INDIA 


CITY ENGINEERING COLLEGE 


AFFILIATED TO VISVESWARAIAH TECHNOLOGICAL UNIVERSITY & APPROVED BY AICTE, NEW DELHI 
Admission open for the following courses for 2004-2005 


Electronics & Communication 











ร Computer Science 
Bio-Technology VET WS Mechanical Engineering 
BSc | s ล ด ด Information Technology 


Micro-Biology 





SEPARATE HOSTELS FOR BOYS & GIRLS 
Angel Eyes 

















General Info: 
Type of School: Pvt. (AICTE Approved) 
Year of Establishment: 1994 


Student Body: 

Full-time Graduates : 2150 
Part-time Graduates : 60 

Total Graduates Population : 2210 


Academics: 

Name of Head of Institution: 

Prof. Raj Singh, Dy. Director General 
Faculty Full-Time (Nos.) : 75 

Faculty Part-Time (Nos.) : 80 
Computer Terminals for student Use 
(incl. Laptops ) : 750 


Courses Offered: 

Full-time 

PG Diploma in Management - 2 yrs. 
MBA (International Mgnt.) - 2 yrs. 
MBA (Entrepreneurship & Ldrship) - 
2 yrs. 

MBA (HR) - 2 yrs. 

MBA (CRM & Marketing) - 2 yrs. 
BBA -3yrs. 

Part-time 

PG Diploma in Management - 3 yrs. 


Admission Procedure: 

Depending on the programme, the 
admission procedure includes a Written 
Aptitude Test, Group Discussion and 
Interview. 


Dates & Deadlines: 

Last date for issue of Application Form: 
October-December, 2004 

Last date for submission of Application 
Form: December, 2004 

Written Examination Date: December, 
2004 

interview & Group Discussion Date: 
January-February, 2005 























2,000 PCS and 37 hi-end servers | 


| Private Network. 
| Also, the amphitheatre style, ait - 
_ conditioned 

| equipped with 
. technology, creating an interactive 
environment, conducive to learning. 
| The campuses provide top sports 
| facilities for horse riding, boxing, 
. shooting, tennis, cricket, football, 
| hockey... 

. Placements: Alumni placed in leading : 
_ organizations across the world like 
. McKinsey, 
Reliance, 
| members of the Amity Corporate - 
| Resource Centre constantly interact 
| with companies and help prepare 
| students 

_ placements. 
| Industry interaction: Has not only | 
| helped bring to India over 15 leading 


Robert Kaplan and Ricardo Semler, © 
but has also organized or อ อ ท 
_ Academic Partner 
| seminars and conferences. | 
_ Besides, over 500 senior executives | 
_ have visited the campus or interacted | 
. with 
platforms like CEO's Forum and 
: CEO's Dinner Series. : 
_Hand-picked students: 
| entrance screening wherein only 
. 1,000 out of 30,000 students join 
_ Amity on an average 

. Rigorous 

_ curriculum: 


| Advisory Boards. 
_ courses 

_ emotional 
| thinking and human engineering are : 

i taught. 1 

. Residential facilities: The 600 seater 

hostel, for boys and girls separately, um 
| with well appointed and comfortable - l 
rooms, a multi-cuisine restaurant, | 

_ caring wardens, tight security, tie-ups : 

. with hospitals 
_ recreational facilities ensure a ‘home - 
_ away from home experience. 


4 Summer Placements: 
| Head of Corporate Resource Centre: Y, 


Part of the Amity Universe: l 
Comprising 22,000 students pursuing Ur. B- Shukla (Dy. Director General) 


แห ศา ไร ง น Total Number of Companies Visiting the 
18 campuses. เธ ส เห่อ บ 5 108 

Faculty: Comprises leading | o l 

ส ท ห ก ร ส ร พา ค น Name of Top 10 Companies 

จ ธิ กา จา บ ไน ABN Amro, Coca Cola, Hindustan 


by some of the senior-most : WES 
academicians including 7 former Vice | Lever, Gillette, Galxo Smithkline 


Chancellors, including those of | Beecham, Honda Motors, ICICI Bank, 
MATES SICUT MCR LG Electronics, O&M, Pepsi. 
former Chairman of UGC, Vice- 


Chairman of AICTE and Secretary | 
. General of the AIU. 

_ World-class hi-tech campus: The first 
_wireless campus of India whilst over - 


| Final Placements: 
! Total Number of Companies visiting the 4 
| Campus: 177 ) 
power the broadband Highest Salary Offered : Rs. 8Lacs p.a. 

| Average Salary Offered: Rs. 4.5Lacs 
p.a. 

Name of Top 10 Companies: 

|! ABN Amro, Coca Cola, HSBC, ICICI 

| Bank, Jubilant Organosys, LG 

| Electronics, Pepsi, Tata Chemicals, 

| TCS, TVS Motors 


classrooms are | 
latest teaching 


| Fees: 
| Tuition Fees (Avg. Per semester): 
| PGDM : Rs. 1.00 Lac 


Ernst & Young, HLL. 
Tata... The dedicated 
| MBA (IM) : Rs. 1.00 Lac * 
| MBA (Entrepreneurship) : Rs. 1.00 Lac 

| MBA (HR) : 0.87 Lac 

! MBA (CRM & Marketing) : 0.62 Lac 


towards the 100% 


À | BBA Rs. 0.62 Lacs 
global Gurus like Tom Peters, Dr. | Hostel Fees: Rs. 35,000 p.a. 


to over 300 


| Scholarships: 
| Over one Crore worth of Scholarships 
for meritorious students. For details, 


ELIES please visit www.amity.edu/scholarship. 


students through 


Rigorous ๊ : Rankings: 

| The school has been ranked the No.1 

| pvt. B.School consecutively for the last 

ศก น CON ec 3 ovo years by the corporate world in the 
931 0680 0 94 06 0- ร 0 ท 00| survey of Outlook. 


| teaching, evolved through constant . 
-interaction with leading professional - 
who are a part of the Industry 


Also, 
like foreign 
intelligence, 


credit | 
languages, | 
creative | 


like Apollo, and | 
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FACULTY OF MANAGEMENT 
AMRITA VISHWA VIDYAPEETHAM - 
(Deemed University) — — 


Ettimadai, Coimbatore - 641 105. = 


Ph:0422-20656422 ^. 
Fax: 0422-2656274 [ ์ - ณ 1 ฝ ล 3 
E-mail: ไอ ท @ ล ท ท ์ ใส . อ อ่ น บ น บ: /- ท ต จ 
URL: http//www.amrita.edu/fom — 
B-School Profile: 

Faculty of Management (FOM), earlier 
known as Amrita Institute of 


Vishwa Vidyapeetham which has 
evolved as a vibrant, Value-based, and 
multi-disciplinary Deemed University. 


full-time fully residential Post Graduate 
Programme in Management. 
Admission through CAT conducted by 
the IIMs; followed by GD and Interview. 
International Advisory Board guiding the 
FOM in course selection and design, as 
well as in the conduct and dovetailing of 
curriculum in line with industry 
expectations. 
Concentrations/specialization offered 
include Finance, HRM, Operations, 
Marketing, and Systems. 

Current student intake is 120 

COO: Brahmachari Abhayamrita 
Chaitanya 

VC: P. Venkat Rangan, Ph.D (Berkeley) 
FOM Dean: A. Sushil Kumar 


Faculty Profile: 

Full-time faculty are qualified from the 
top universities/institutes in India and 
abroad such as Wharton-Pennsylvania, 
Kellogg-Northwestern, NYU Stern, UC 
Berkeley, Cornell, UT Austin, 
Ahmedabad,  lIM-Bangalore, 

Calcutta, IIT-Bombay, IIT-Kharagpur, 
XLRI, JNU, IRMA, JBIMS, ICAI, and 
ICSI. 

Core faculty with an average 
experience of 20 years (which includes 
an average teaching cum research 
exp.of 12 years, and an average 
corporate exp.of 8 years), and average 
age of 43 years. 

Supported by frequent visiting lectures 
by top management representatives 
from Industry; consultants; 


entrepreneurs; senior professors of ; 


HMs, HiTs and top Universities abroad. 


| integrating 


people 
internationally recognized as one of 
-the foremost leaders of humanity 
today. She is the recipient of the 
. prestigious UNO Gandhi-King Peace : 
-Award in 2002 at UN, Geneva, where. 
| she addressed delegates across the : 
_ world. The earlier awardees were Mr. 
: Nelson Mandela, Mr. Kofi Annan and : 
. Ms. 
. amritapuri.org) 





Fountainhead for knowledge creation ' 
application, 
| dissemination 


integration 


Cadence, 


Societal 


| Founder charter members of india 


2020 Centre at Amita Unay 
include Microsoft, HP, Intel, infosys, | d. 
Tes, Reliance. Mascon Global, and | Companies include: TCS, Polaris, PCS, 


| Netscaler. 


ไท 1 อ ย เส น อ ท through a dedicated | 
_ satellite, 
campus of Amrita at Coimbatore, 
Bangalore, and Kollam with the 
| super-specialty healthcare campus at 
. Kochi (AIMS Hospital) 

HM- | 

ia blessed by Satguru | 
_Amritanandamayi Devi known the 
-world over as AMMA, who has so far 
given darshan to over 30 million | 

2 0 Faculty Research Profile: 


the 


Every Amrita endeavour nas been 
ri 


worldwide. 


Jane Goodall (visit www. 
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PEE each functional 
| electives such as: 
í |General Management: Environmental 
_ Offering modern, wholesome, value- M M ial Val d 
PET ete Rue Cunt Management, Managerial Values an 
-that has linkages to mankind and 
nature 


TCS, 


index/abstracts of 
worldwide. 


techno-engineering . 
| Beecham, City Financials, Satyam . 
| Infoway, HDFC Bank. ICICI Pru Life, 
| Alfa Laval, BPL, Leela, ICICI Bank, 
| Airtel, 


Mata Cognizant, 


Curriculum Profile: i 
Besides the core B-School courses, t. 
area has unique 


| Business Ethics, Self Awareness and 
| Personal Growth. 


state-of-the-art | 
- management education with learning | 
; from the ancient art and science of 
Management, is a constituent of Amrita | yoga and Noe: 
| Synergising 1.Q. with E.Q and S.Q. 
_ (Spiritual Quotient) with the help of a 
core course on ‘Self Awareness and : 
_ Personal Growth’. 
Started in 1996, FOM offers a two-year 1 
| Pioneering University-Government 
industry partnership with Cognizant, : 
| Hewlett-Packard, 
_ Ashok Leyland, Hero Honda, ISRO, 
B Konkan Railways, and BARC. 


Hosted Worldwide CEO Summit 
presided by President Dr. APJ Abdul : 
_ Kalam, attended by 180 global/indian 
CEOs and Thought leaders (visit. 
_ http:www.amritavarsham.org/summit/ 
| ceo), which lead to the formation of 
‘India 2020 Centre for 
_ Transformation and Leadership at the - 
-Coimbatore campus of Amrita Vishwa | 
| Vidyapeetham to implement the PURA 
initiative of ‘India 2020 Vision’ of 
_ President Kalam. | 


Operations: BPR, Service Operations, 
Strategic Operations Management 


| Marketing: Retail/ Services Marketing, 
! B2B Technology Mkt., Rural Marketing 


Finance: Insurance Management, 


| Financial Derivatives, Mergers and 
| Acquisitions 

| HRM: Group Dynamics & Team Building, 
| Strategic HRM, International HRM 


Systems: Software Project Mngt., Data 


| Mining, Distributive Computing. 


Library Profile: 
Unique electronic database EBSCO 


| Business Source Premier, which gives 
| access to 3676 full text journals and 


4508 journals 


Capitaline database on more than 9800 y. 


| listed cum unlisted companies in India. 


| Career Placement Profile: 


Placement in private, public, rural, and 


! social sectors across the country. 


IPSI Data Systems, Coca Cola, 
! Hexaware, Amul, ACC, L&T, Vetri 
! Software, Suntech, Smithkline 


Food World, Blue Star, 
Spencers, Sundaram 
Finance, Vanenburg IT Solutions, 


| Standard Chartered Bank. 


| 36 Presentations in one year :USA (17), 
Japan (11), France (2), China (1), 


Australia (1), Hong Kong (1), Germany 
(1) and Nepal (2) 150 research | 


| publications in the last 5 years, both ^ 


national and international Case Studies 


| Serve on the Editorial Board of 2 

| international journals Serve as Reviewer 

to 19 international journals in mngt., 
| Published 3 books and 5 under print. 
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FACULTY OF MANAGEMENT 
Admission Notification 2005 - 2007 





B-School Profile 

Faculty of Management (FOM), Amrita Vishwa Vidyapeetham Deemed University—frontrunner in value-based 
management education (earlier known as Amrita Institute of Management) 

Offers two-year full-time fully residential Post Graduate Programme in Management 


Most up-to-date curricula with a business perspective 


Dual specialisation offered in General Management, Finance, HRM, 
Marketing, Operations and Systems 


Excellent placement record 


Faculty 

Full-time faculty qualified from the top universities/institutes in India and 
abroad such as IIMs, IITs, Wharton, Kellogg, UC Berkeley, Cornell, NYU 
Stern, UT Austin, XLRI, JNU, IRMA, Bajaj, ICAI, and ICS! 





Facilities Profile 


Well-stocked and modern library, with over 10,000 volumes 
and international management journals on CD-ROM 


Management IT hub with 150 desktop/workstations 
2MB leased line with internet-bandwidth of 512 kbps 


Networked classrooms fitted with latest audio/video equipment 


Tranquil 380-acre campus representing a unique eco-system 
amidst the hills of Western Ghats 





Eligibility: Graduate in any discipline with minimum 50% aggregate marks 

Selection: Through Common Admission Test (CAT) conducted by the IIMs, followed by GD & Interview. NRIs 
and foreigners with a minimum valid GMAT score of 550 can directly apply to FOM. Maximum six NRI/F oreign 
candidates may be admitted through GMAT. A maximum of six seats are reserved for industry sponsored 
candidates, who must take CAT and attend GD & Interview 


How to apply: Appear for CAT’. Apply to FOM. The FOM application package will be available from 
I* September 2004 onwards on payment of Rs.750/- by cash or DD drawn in favour of Amrita Vishwa 
Vidyapeetham, Faculty of Management, payable at Coimbatore 

Last date for submission of FOM application is 30" November 2004 


* We use CAT for shortlisting the candidates for our two-year full-time Post Graduate Programme in Management. IIMs have no role either in 
the selection process or in the conduct of the programme 





For FOM application package, please write to: 
The Admissions Coordinator 
Faculty of Management, Amrita Vishwa Vidyapeetham 
Ettimadai, Coimbatore- 641 105, Tamil Nadu, India. Ph: 0422 2656 422. Fax: 0422 2656 274 


E-mail: fom(vcamrita.edu | URL: http://www.amrita.edu/fom 









Soc d pay nature mo 


Ü ก School of Marketing - 
(Proposed to be renamed as Apesiay Schoot of Management). 
Sector-B; Institutional Area, Dwarka; New Deihi-75. 
Ph: 25363979/80/4523. Fax: 25363985 
e-mail: asm dwk delap edu 





(ap rir 


GENERAL INFORMATION 
Apeejay School of Marketing (ASM) was established 


in 1993 with a mission "to inculcate world dass Bt 
competencies in the functional areas of Management 


and Information Technology." ASM is well known 
for high quality management education and its 
alumni are placed with top national and 
international companies. Apeejay, Dwarka is a fully 
wireless campus. 


STUDENT BODY 
Full-time Graduates: 120 
Part-time Graduates: 60 

Total Graduate population: 180 


ACADEMICS 

Name of the Director: Prof. R.P.Hooda 

Faculty Full Time: 20 

Faculty Part Time: 10 

Computer Terminals for student use: 120 

Internet Facility: High speed 512 Kbps (Lease Line) 


COURSES OFFERED 

Post Graduate Diploma in Business Management 
(PGDBM) Full Time (NBÀ accredited & 

AICTE approved) 

Post Graduate Diploma in Business Management 
(PGDBM) Part Time (AICTE approved) 

Master in Computer Application (MCA) 

OTHER COURSES 

Post Graduate Diploma in Customer Relationship Management 
(PGDCRM) 


Post Graduate Diploma in Insurance Management (PGDIM) 
(PGDCRM 6 PGDIM fall under AIMIT) 


S B Our focus is on having the best faculty p 
Bi the right proportion of academic and industry 
& experience. Special attention is given to making sure 
EU that the curricula is regularly updated keeping the 


ible, with 


UGC model course curriculum as the benchmark. To 
make the courses industry demand centric, stress is 
also laid on a strong industry-institution interface 


The Apeejay School of Marketing continues its 


tradition of innovation to make an impact on the 
way business is conducted worldwide. With a 
curriculum specifically designed to meet 
the changing demands of a global marketplace, we 
train our students to be the future leaders of the 
corporate world. 


Apeejay School , Marketing i is known for เศ ศศ ศร in 
dynamic speakers to conduct seminars covering a 
variety of topics and interests. Leading academic 
professionals, representing all aspects of 
management frequently visit the Institute. Every 
academic department keeps an updated page of 
their speakers and seminars, induding PhD 
candidates’ presentations. 


of your education takes place outside the classroom. 
Whether organizing a conference, volunteering in 
the community, or starting a new cub, you have a 
chance to act on your interests, your values and 
your goals. 





ADMISSION PROCEDURE 

Bachelor's degree or equivalent (10+2+3 yea 
from a recognized Indian or foreign university. 
Candidates in their final year of the bachelor» 
degree are also eligible to apply. MAT is an 
essential requirement. 

DATES AND DEADLINES 

Admission for PGDBM start from February 200! 


SUMMER PLACEMENTS 
Total number of companies visiting the campus 


Names of top 10 companies: Reliance Industrie 
Ltd., Maruti Udyog Ltd., Hughes Escorts 
Communications Ltd., ICICI Bank Led., HDFC 
Standard Life Insurance, Coke, Dabur India Ltd 
Vardhman, HSBC, Gas Authority of India Ltd. | 


FINAL PLACEMENTS 
Total number of companies visiting the campus 
Highest salary offered: Rs. 348,000 p.a. 


| Average salary offered: Rs. 150,000 p.a. 


Names of Top 10 Companies where placed: 
India Today Group, India Bulls, Hughes 
Escorts Communication Ltd., Max New York life 
Insurance Co. Ltd., ABN AMRO, Coca Cola India 
GE Capital Services, Reliance Industries Ltd., IE 
Bank, Naukri.com 


FEES 

Tuition Fees 

Self sponsored: Rs. 3,15,000 KS 
Company sponsored: Rs. 4,50,000 


BÉ NRI: Rs. 6,00,000 
nt iuum disi Me M Hostel fees: Rs. 44,400 
At Apeejay School of Marketing, a significant part 


SCHOLARSHIP 

Name of Scholarship: Rajeshwari Paul Merit 
Scholarship 

Dr. Stya Paul Merit Scholarship 


Financial Aid to Student: Two scholarships wor 
Rs. 50,000/- each. 


Hm to Punjab Technical University, Jalandhar. The เด็ น 
2 0 ds also ‘recognised a as the pioneer among : self finana 
-. institutes in. Punjab and also has the best placeme 
record in the region. dt is also the preferred choice | 
its management ; and. computer education, providi 

- value addition through its Personality Developme 
Programme. The institute is spread over a 6 ac 

5 zm bu on 1 the fama fud n 






ก ซา Institute of Management - 


. Rama Mandi, Hoshiarpur Road, Jalandhar 


. Phone No. (0181) 2410263, 2410264, 2411269 Fax: (0181) 2411268 d 
Fma aim jin@apj. ea oe 


wel rected in. our teaching method where beth OO E 
theoretical rigor and practical relevance are stressed ! Os 
throughout our programmes: — ee 


GENERAL INFORMATION. 


-FROM THE DIRECTOR | 


We are guided by our aie of ‘excellence & 
5 integrity and our commitment to remain on the cutting l 
- edge in providing quality education has resulted in our Folt 
bet t placement record in this region. The drivers of the First institute with NBA accreditation in the region totar 
0 new | Keowee | and like. genis isation, Me First Management Institute with “Innovation Centre” — A€ 

. infor nology new busi are under di -T08 Net Established in| 1991, and affliated © 













Kasna Road, Greater Noida alu ค 0201308, 
a A [emat a asmcs. nvd@apj. edu 


VERAL INFORMATION DATES & DEADLINES 

rivate college recognised by the AICTE Last date of Submission of Application Form 
affiliated to the UP Technical University, (M.B.A): 9th July 2004 

now (for PhD and MBA) and to the 
R. Ambedkar University, Agra [for BBA, Bcom 
n)] programmes. G.D/Interview date (for MAT based admission): 
il facility on Campus is available for boys l6th-I7th July 2004 


Written Examination Date: Already over 


is. For BBA, B.com (eCom): Admission open 
IDENT BODY SUMMER PLACEMENTS 


Graduates: 180 
r Graduates: 180 
Student Population: 360 


Top 10 companies where students have been placed: 
Moser Baer, Pepsi Company, IDBI Bank, Indian Oil, 
Indian Airlines, Siel Chemicals, Vardhman Polytex Ltd, 


DEMICS NTPC, Bhilwara Textiles and CEE (Centre for 
! of the Director: Dr. B.S Bhatia Environment Education) 

0 FINAL PLACEMENTS 

ig Faculty: 8 

uter Terminals: 140 PCs Total no of companies visiting the Campus: 15 

vet Facility: High Speed 64 Kbps (VSAT) Highest salary offered: Rs. 2,40,000 p.a. 

ret access available, round the clock Average salary offered: Rs. 140,000 p.a. 

JRSES OFFERED Names of Top 10 Companies where placed: HDFC, 


bin Management * MBA * BBA * BCom (eCom) Way2Wealth, Pepsi, Standard Chartered Bank, Surya 
Vinayak Indl, Berger Paints, ONIDA, Coats India, 


Angel Touch $/W, Primus 
FEES 


Annual Fees: Under consideration of a committee 
set up by the U.P Government 


Diploma in Pharmaceutical Marketing 
ISSION PROCEDURE 

IBA: 1) Against U.P Quota seats through SEE- 
(Masters), conducted by the U.P Technical 
sity, Lucknow. 2) Against remaining seats 
gh MAT conducted by AIMA followed by G.D SCHOLARSHIP 


view. | Scholarship/Financial Aid: Merit cum need based 
BA & BCom (eCom): Based on Merit as per partial waiver of tuition fees 


V/rules of the university. 


FROM THE DIRECTOR — — 
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General Info: 
Type of Institute : Private 
Year of Establishment : 2000 


Student Body: 
Full-time : Around 100 


Academics: 

Director : Prof. Varun Arya 

Faculty (Full-time): 9 

Faculty (Part-time) : 15 

Computer Terminals for Student use : 40 


Course offered: 
Two Years Full-time Post Graduate 
Programme in Management 


Admission Procedure: 
Performance in Common Admission 
Test (CAT) conducted by IIMs, 
academic track record, group 
discussion and personal interview. 


Dates & Deadlines: 

Last date for issue of Programme 
Form: 10th December 2004 

Last date for submission of 
Programme Form : 

15th December 2004 


Written Examination Date : CAT date to 


be announced by IIMs 


Group Discussion & Interview : During 


March/April 2005 


We believe in 
| capabilities and competency of our | 
students so as to make them 
- “Complete Managers”. The pedagogy 
_ of the programme consists of various 
_ learning tools like case studies, role | 
_ plays, live projects and management | 
games to supplement the lecture | 
method. To 
involvement of the students, the | 
sessions are highly | 


| classroom j 
is on | 


interactive. The emphasis 
_ learning the applications of concepts 
_ rather 
. น ท ต ่ อ เร ไส ท ย ไทย. 


_ With a vie ! | 
. develop the leadership skills, team | 
learn to manage the | 


spirit and 
each student 


various activities, 
becomes part of a committee and 
works under the supervision of the | 
Committee Coordinator under the | 
| guidance of the Committee Advisor. : 
| The Institute also has four clubs | 


Bari! 


_ Our Institute has been established by | 
Bur 


management 
top 
while the 


that creating 


developing 


encourage active 


than just a 


| The faculty members are engaged in | 
. developmental, 
. consultancy work, bringing pool of 
_ solving latest management problems | 0 0 
น พ น ร รา ร ก ห ล เ ฑ Telelink Limited 
| their teaching. The Institute also- 
. conducts : 
| industry and other organisations on 
. regular basis. Moreover, we believe | 
_ that the society at large should also 
| benefit from the presence of this 
_ Institute here. Towards this objective, | 
in a short span of just four years we | 
have conducted over 150 societal 
' benefit programmes. 


research and 


programmes for 


| based on the management functions. | 
_ These clubs organise quizzes, paper | 
. presentations, and expert lectures of | 


particular 
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ป professionals | 
(primarily the alumni and faculty of | 
IIMs & IITs). While shaping up to be 
truly a world-class management 
_ institute, we endeavour to provide an | 
| opportunity ม 
. management education to all those 
| who have the merit - an aptitude and | 
_ attitude for management, irrespective | 
_ of their means. In the process we do 
_ hope 
. foundation for better life for all our | 
_ students, we are also making a small | 
|. contribution to the gigantic task of | 
| our nation-building. า 


quality | 


B this year : 37 


the | 


| stream. Kt is. 
. compulsory for a student to become : 
| member of at least one committee | 
_ and participate in minimum one club. | 


ummer Placements: 
otal number of organisations visited 


| this year : 40 

Top 10 : Tata Infotech Limited 
| Tata Refractories Limited 

| Grasim Industries Ltd. 


Motilal Oswal Securities Ltd. 


| Gujarat Ambuja Cement Ltd. 


Cipla Limited 


| JK Industries Limited 
| Emami Limited 


Reliance Infocom Limited 
Zydus Cadilla Healthcare 


inal Placements: 
otal number of organisations visited 


| Placements: 
! Highest salary offered: Rs. 3.60 lakhs 


per annum 
Average salary offered: Rs. 1.80 lakhs 


| per annum 


Top 10 : Bell Ceramics Limited 


theoretical pu ieee 
| Eli Lilly India 


Ford Motor India Limited 


Indian Direct Equity Advisors 


| Rathi Global Finance Ltd. 
|! Shriram Fertilisers & Chemicals 


Videocon Intefhational Limited 


Fees: 


| Academic Fee : Rs. 1.10 lakhs per 
! annum including books 


Hostel Fee: Hs. 3,500 per month 


| including all three meals 


| Number of Scholarships : 4 


เตา ห่ น ส สน ท ห ส แร ส ผล Tuition Fee exemptions : Upto 50% to 


the deserving students 


p. 











% A (An AVALI th of Marwar Education Foundation) 
we Marwar Bhawan, Polo No. 2, Paota, Jodhpur 342 006 (Rajasthan) 
Tel. : 0291-2542235, 2550070 Fax:0291-2543600 
E-mail : aravali@india.com Web: http://www.aravali.org 





Admissions Notice for 6" Batch (2005-07)of 4 
Two Years Full-time Post Graduate Programme in Management 








€ "A" Rating by Business India, € 1" and only management institute 
Ranked 1" in Rajasthan & 63" in | in Rajasthan affiliated to Common 
India by Business Today and 79"in Admission Test (CAT) conducted by 
India by Business World amongst the prestigious IIMs. 
the top management institutions 


of India. @ Around 400 CEOs of leading 
9 Academic Complex with latest organisations from all over India 
infrastructure & facilities including and abroad including several lis 
64 kbps leased line internet & liTs professors visited us in the 
connectivity. last four years. 
€ Facilitation for 10096 placements 


in national and multinational 
organisations. 


€ Furnished hostel facilities with meals 
separately for boys and girls. 


= Promoters are primarily the alumni and faculty of IIMs and IITs with commitment | 





to transform the students as budding managers par excellence. — 


Eligibility : At least three years bachelor's degree or equivalent in any discipline 
recognized by the Association of Indian Universities/AICTE. Final year students 
may also apply but admission will be subject to completing graduation by 
30" June 2005. 


Selection Process : Performance in Common Admission Test (CAT) of IIMs, 
academic track record, group discussion and personal interview. 


Our Institute is affiliated to CAT for shortlisting the candidates for our Two Years 
Full-time Post Graduate Programme in Management. IIMs have no role either in 
selection process or in the conduct of the programme. 


Please pay in cash or send cheque/draft for Rs. 1000 only in favour of 
"Aravali Institute of Management" payable at Jodhpur towards Information 
Brochure, Programme Form and Admission Processing Fee to the 
Chairman (Admissions) atthe above address. 


The Programme Form and Information Brochure can also be downloaded from 
. our website <http://www.aravali.org> which please do visit for further details. 


Foundation for Better Life 








B Schools Profiles 





General Info: 

YEAR OF ESTABLISHMENT : 1984 
TYPE OF SCHOOL : SCHOOL OF 
EXCELLENCE OF BHARATHIDASAN 
UNIVERSITY, APPROVED BY AICTE 


Academics: 

Name of Dean: M.SANKARAN 
Name of Placement Coordinator 
Prof. Y.LAKSHMAN KUMAR 


Student Body: 

FULL TIME GRADUATES : 120 
PART TIME GRADUATES : 0 
TOTAL GRADUATES POPULATION 
: AROUND 1100 

COMPUTER TERMINALS 
STUDENTS USE: 120 


FOR 


Courses Offered: 
MBA, PH.D. 


Admissions Procedure: 

STAGE 1 - ADMISSION TEST FOR 
SHORTLISTING CANDIDATES FOR 
PERSONAL INTERVIEW & . GROUP 
DISCUSSION 

STAGE 2 - PERSONAL INTERVIEW & 
GROUP DISCUSSION 


Strengths of BIM: 

DIRECT LINKAGE WITH INDUSTRY 
for acquiring practical skills of 
management 

100% Placements since inception 
DIVERSE STUDENT BODY (current 
batch is from 20 states) developed 
through a highly competitive admission 
process. 

HIGHLY QUALIFIED FULL-TIME 
FACULTY with national reputation for 
teaching and research. 

SUCCESSFUL MANAGERS AND 
BUSINESS LEADERS as part- 
time/visiting faculty. 

ACCESS TO EXTENSIVE FACILITIES 


learning and recreation. 
. schedule packed with demanding but 
live case discussions, E 


ง | | 
enjoyable | Last Year: Rs.3.25 Lakhs p.a. 


| interactive class room sessions and | 
_ debates on a vast array of current and 
| academic fields. BIM encourages its - 
. students to develop a good sense of | 
ounce eel CR ue แล ร ! Year: Rs.7.5 Lakhs p.a. 
| lead. 
. concern with a strong inclination 
_ towards 
. Moving from one flat to another can be : 
| a cultural change in itself. 


: At BIM, we strongly believe that our | 
. students should be responsible Indian 
_ citizens who will serve as a role model 
for others. Our students becoming | 
| successful 
_ successful leaders is incidental to this | 
: Heels role. We lay much amata on 
. developing both the intellect and the | Hi 
_ sensibilities of an individual. At BIM we | 00 
| give greater emphasis อ ท internalising 
the sprit of 
supremacy of duties over rights, | ; 
| honesty, dedication to the purpose, | IIDportant pales? 
ROUND | ร ร น ธ of Application forms: 
_ the society and character. Above all, 
. we provide an environment in which : isel | 
the best of an individual comes at its | Admission Test: 
. best. 


managers or 





Indian values like 


-A vision of a Management Institute | 
_which would be grounded in strong 
| theoretical inputs and would have the : 
proactive partnership of a large — 
_ Industrial Organization providing its 
-students with a real world leaning 
experience was born in the year 1984, | 
RUM ai aa ท ร ส Consulting, 
| Trichy 
_ University. 
_ BIM selects some of the finest brains | 
| in the country through a stringent | 
ร อ ไล ๑ ๐ ไน อ ท procedure, 
: national level test, GD and interview. | 
Over 10000 students vie for the 120 | 
. seats, that is, almost 83 applicants for | 
every seat. 
_ strength to strength and has created 
_a solid reputation for itself in last 20 | 
years. 


and the Bharathidasan 
involving a 


BIM has grown from 


i.e. ‘Perfection in 
and this makes all the 


BG life of every student at BIM is ล 
-harmonious blend of education, | 


The daily 


it cultivates sharp business 


principles and 
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like well-stocked library, 24 hours 
computer centers with 256 KBPS & 64 


|! KBPS leased lines. 
| FLEXIBLE 


CURRICULUM well 


บ อ | recognized for its breadth and depth. 
i CAREER 


PLANNING AND 


| PLACEMENT leading to challenging 


! DISTINGUISHED ALUMNI recognized 
| for their performance in the Industry. 


From 


| September ist of every year 


in the month of 


| December/January 
| Personal 


Interviews and Group 
Discussions: February/March 

Classes from: July onwards. 
Placements: 


! List of companies which participated in 


our placement programme: 


| A F Ferguson, Activists for Social 
! Alternatives, Airtel, Asian Paints, Assure 


Bajaj Allianz, Balmer 


| Lawrie, Bharthi, CARE, Caritor Club 
| Mahindra, Cybernet, Delloitte ,E Serve, 
Eicher, Eveready, EXIM Bank, Ford ` 


| Motors, GEA,GECIS, Global Trust 
|Bank,Godrej & Boyce, HCL 
(Consulting) HCL Comnet, HCL 


| Technologies, Hexaware Tech, ICICI 
| Bank, IDBI Bank Hyderabad,ING Vysya 


BIM offers a quality MBA : Bank, lon Exchange, lrevna, Kotak 


| program with rigorous theoretical : 
_ background along with practical, real 
_ world exposure. : 
. At BIM everyone constantly strives | 
: for excellence, 
| Action’, 
: difference. 


Primus, L & T Infotech, M K Electric, 


| Mayajal, Mindtree, NEG Micon,Object 
i Frontier, 


OM Kotak, Pidilite,Prodex 


TATA AIG, TATA Motors, TCS, Thinksoft 
Global, TVS Motor Co., UB Group, 
UCAL, UTI AMC, VKL Spices, Wipro 


| Consumer Care 
| Average Salary Offered: 


| This Year: Rs.4.01 Lakhs p.a. 


Highest Salary Offered: 


! This Year: Rs.9.0 Lakhs p.a. 


! Lowest Salary Offered: 
values. | 


Last Year: Rs.2.25 Lakhs p.a. 


| This Year: Rs.2.50 Lakhs p.a. 

| Fees: 

| TUITION FEES - Rs.90,000/- p.a. 
! HOSTEL FEES - RS. 25,000/- p.a. 





MEL. ans 
4 


| Technologies, Ramco Systems,RPG, | 
| SBI Life,Sonata Software,SRF, Srishti 
! Software, Tuticorin Logistics, Suzlon, 


arathidasan Institute of Management offers up- to- dele Management eeto 
a on including fundamental human values and character in every ee l erstand 
in, we groom them 
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Sh havido N Malleshwara Hill 
-Kumara Swamy Layout 

: Bangalore 560078 
Telefax: 080-26665461 / 62 








-Email: director oo org 


www. dayanandasagar. og - 


General Info: 

Group Institutions Established: 1961 
Type:Private Unaided Business School 
Offering AICTE approved programmes 


Student Body: 
Total student Population: 230 


Academics: 

Chairman: Dr. D. Hemachandra Sagar 
V-Chairman: Dr. D. Premachandra Sagar 
Director: Prof. M. S. Ramachandra 
Faculty Full time: 18 

Part time: 32 

Computer peripherals for 

students' use: 180 


Courses Offered: 

Post Graduate Diploma in 
Management (PGDM). 

Post Graduate Diploma in Information 
Technology Management (PGDITM). 
Professional Diploma in Information 
Systems Management (DISM). 
Professional Diploma in Human 
Resource Development (PDHRD). 
Professional Diploma in Marketing 
Management (PDMM). 

Professional Diploma in Finance 
Management (PDF). 

Professional Diploma in International 
Business (PDIB). 

Professional Diploma in Insurance 
Management (PDin). 

MBA, MCA, BBM & BCA Programmes 
under DSCMIT Banner 


Admission Procedure: 
Candidates will be selected based on 
All India Entrance Test-MAT 

Short listed candidates are invited for 
GD and interview 


schools Profiles 





| quizzes, 


The B-School i 


-faculty 
_ workshops and training programmes, 
_ panel discussions and seminars by | 
_ industrial experts. ป 
| offers research and consultancy to 
-industries and services organizations 
| being equipped with 
. research centre. 


- housed 





Dates and Deadlines: 


ME issue of Application Forms 


-Dayananda Sagar Business School is | 
SCR CE oui: August 04 Batch: 01.05.2004 
the aegis of 
_Vidyapeetha Trust, Bangalore. 
| Business School is established by 
E the group institutions who have | 
E nearly 4 decades of exposure and 
| expertise in all fields of education | 
_ particularly the higher education. | 
The group's expert and valued 
- exposure in industrial and business | 
_interests of its founders forms the | 
_ basic foundations in establishment of | 
this Business School 
spells new dimension in Business | 
_ Education 
oe Gace 
: successfully trained out more than - 
. 40,000 students who have now been 
. placed successfully and gainfully 
| employed both in India and abroad. 
_ The Business School is manned with | 
| professionals with decades of deep 
. rooted exposure in industry and 
. education. 


Mahatma Gandhi 
The 


for today's aspiring 


The group 


Our classrooms are well equipped | 
ร ท ร No. of companies students placed: 
lectures 


interactive. 


very interesting 


schedules, series of 


fests, 


visits to national 


organizes 


development programmes, 


full-fledged 


. It is the quality of campus life that 
. adds more relevance and richness to 
_ the academic environment that this 
unique multi-level hillock campus | 
_ offers to each and every student of | 
this Business School. 
. landscaped hilly vegetation leading 
from the Presiding Deity of the. 
campus Sri Shavige Malleshwara . Steady and excellent academic records 
| Temple, the Business School is — 
| in this salubrious eye- | 
: catching campus, which exists here | 
- under excellent natural conditions. 
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which now E 


and 
On-line teaching is the 
_ hallmark of our digital classrooms, | 
-which are networked on WAN. Right ท อ อ ร 
. academic inputs are ensured through 
rigid 
| assignments, 
| seminars, case-studies, workshops, | 
research paper | 
_ presentations, guest lectures and 
_ industrial 
_ international locations. 


The B-School | 


Superbly | 


| January 05 Batch: 15.10.2004 

|! Last date for submission of Forms 
| August 04 Batch: 31.07.2004 

| January 05 Batch: 15.12.2004 


Summer Placements: 
No. of companies students placed in 


| projects: 60 


Top Ten Companies: 


| Asian Pants, 
has 


Maruti Suzuki, 


Videocon, Godrej, 
| Onida, 

IFB, 

| Kinetic, 

| Recon, 

E Tata AIG, 

| Samsung. 


60 
HLL, 


| Whirlpool, 


resentations, : HDFC Bank, 
s a TVS, 


Aditya Birla Group, 


Mp ITC Lto., 
| Bata India, 

z Nestle, 

| Akzo Nobel. 
regular | 

| Placements: | 
! Highest salary offered: Rs.3.6 lacs p.a. 
| Average salary offered: Rs.2.2 lacs p.a. 


| Fees: 
: Tuition fees: As per AIMA/Government 
F rules. 


Hostel fees: Rs.40,000 p.a. 


| Scholarships: 
| AIMA Scholarships admissible to 


eligible students 
Financial aid to the University Rank 


| Students: Financial weak students with: 


are given financial assistance. 


¥ ค 


E 
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3 E-COMMERCE | M INFO SYSTEM 

ST Reach out 
{+ to success in a management 
PA field of your choice 





FINANCE 


Tomorrow's world prescribes a new level of specialisation and redefines newer 
competencies. The shifting focuses in management skillsets are opening up a 
range of newer academics, which Dayananda Sagar Business School addresses 
and offers a variety of career-friendly Post Graduate Diploma Programmes of 
AIMA 


DAYANANDA SAGAR BUSINESS SCHOOL, the latest from the Group, inherits 


* 

be trail of advantages for its students. Located a mere 10 km from Bangalore 
city railway station in a sprawling verdantly green campus atop a picturesque 
hill, this new age B-School will be a nerve-centre of academic, curricular 
and extra-curricular activities in the ‘knowledge city of India’ - Bangalore. 





"P o 


AIMA Advantages Management Diploma 







Insurance (PDin) 
Info Systems Management (PDISM) 


> Scholarship facility 


THE DAYANANDA SAGAR ADVANTAGE P Programmes run by apex | Programmes 
> State of the art infrastructure that is matching with the best corporate body of management AICTE approved programmes 
environment. | profession - All India | > Post Graduate Diploma ir 
^ Modern technology learning aids such as Digital Classroom, LCD Management Association Management (PGDM) 
PURO, Computer based training tools, etc. > Strong Industry Interfaced > Post Graduate Diploma in 
> Fully equipped internet (24 hours browsing) and advanced computer labs, Curriculum Information Technology & 
Seminar Hall and a well-stocked library with digital learning tools. ^ All India reputation Management (PGDITM) 
»^ Experienced core faculty, expert visiting faculty. Excellent Placement. > E-learning supplement า ก อ Year Professional Diploma 
rY, Sports, recreational, personality development facilities including > Superior Study Material Programmes 
amphitheatre, cafeteria, etc. > Modular Structure - > Marketing (PDMM) 
> Exclusive in-campus hostels for boys and girls, transport and other Certificates awarded after > Finance (PDF) 
utilities. il module M ) HRD (PD HRD) 
wor > International Business (PDIB) 
Bangalore 
> 
> 





Admissions open for July 2004 Batch 


DAYANANDA SAGAR BUSINESS SCHOOL 

A Nodal Centre of AIMA 

Shavige Malleswara Hills, Kumaraswamy Layout, Bangalore 560 078 

Telefax: +91-80-26665461 / 62 email: director G dayanandasagarbschool.org 
ewebsite: www.dayanandasagarbschool org 





























































site: www.empiindia.com | 





General Information: 


Type of School: Private 
Year of establishment: 1994 


Student Body: 

Full time Graduates: 550 

General Mgt. 240 & Professional 
Courses: 310 


Academics: 

Name of President: Mr. Gurnam Saran 
Name of Vice President: Mr. Pankaj 
Name of Director: Prof. Suman Sarkar 
Faculty Full Time (No): 27 

Faculty Part Time (No): 75 

Computer Terminals for student use: 
Large Multimedia / Computer Centre, 


wireless broad band connectivity for 
Internet. 


Courses Offered: 

Subsequent to the launch of AICTE 
approved PGDBM programme in 1995, 
EMPI, responding to the industry 
needs, started the following centres: 
Advertising, Communication & Mgmt., 
Global Business Mgmt., Information 
Tech. & Mgmt., Insurance & Banking 
Mgmt., Human Resources & Talent 
Mgmt., Food, Agri-business & Retail 
Mgmt., Owner Mgmt., Full Time MBA. 
UG Programmes: Degree Courses 
@3-Yr. (Graduate Studies in 
Entrepreneurial Management) + BBA, 
with career specialisation in 

Human Resource 

Marketing 

Entrepreneurship 

Finance 

@ 3-Yr. Graduate Studies, with career 
specialisation in 

Bachelor of Journalism & Mass 
Communication (BU & MC) 

@4-Yr. Integrated PG Professional 
Studies, with career specialisation in 


have 3 
"CAPABILITIES BUILDING" as the 
. benchmark. 
-incorporate the essential 
constant attempt, endeavour and 
thrust is to make the total programme 
_as close to practice as it can be. 


Meet 


| Following the dictum "a child learns | 
-what he lives”, we strongly felt that | 
the ig iln change in “ 
เพ ท ไฮ ท the corporate expect - a doer | . 
-rather than a talker: a constructive Comprehensive 
-person than a critic; an organiser | 
-with 
discipline, 
| motivational skills; a leader than a 
_ follower of sorts, working as a nine to | 
-five and above all a perceiver of the | 
_ ever growing boundariesof business - 
-in the fast changing worid rather than | 
. being foot-focussed person, calls for 
|a different learning culture in which 
_ the young EMPlan needs to be made 
_ to live. 
Pentium configured, with satellite | 


requisite essentials 


communication and 


i Advertising, 
g the corporate expectations - Management (PGD-AdCoM + BBA) 
Chas been a great challenge and a 
. decade, when we conceived EMPI to 
now, has made us 
lessons. With a strong urge of our | 
team to create new paradigms of 
learning based on feedback from the 
| corporates, 


(AIMS ATMA 
! AIMA's 


B examination, 


Sl through 


Hospitality & Tourism Management 


| (PGD-H & TM + BBA) 
learn many 


Admission Procedure: 


| Stage - | 
: the most significant | 
lesson has been the need to build a 
. learning environment as a backward | 
| integration. ก io the corporate 
| world, rather than letting the time > TT 
spent by the students at EMPI as an | ท ร แล ก 
extension of thenormal easy going | 
: college life. 


For PG Programmes: 


‘IM's CAT, AIMA's MAT, Xavier's XAT, 


or EMPIs EMAT 


For UG Programmes: 


UGAT, EMPis U-EMAT 


Stage - Il 


| For PG and UG Programmes 


Personality 
Assessment and Profiling Exercise 
Personality Assessment 


| Centre, Enhancement and Upgradation 


Processes (PACE-UP) Programme. 


| Summer Placements: 
| Total No. of Companies visiting the 
| campus: 42 

| Name top 10 Companies: 

IDC, Mahindra & Mahindra, ICICI 


| Standard Charterd, NIIT, NIS Sparta 


he n 
been formulated 
While the courses 


theory, 


research 
science 


quantitative’ 
of social 


in self 


own learning apart from learning to | 


|, work in teams for their curricular and 
| co-curricular activities. 
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| Tuition 
| Rs. 2,63,000/- for 2 years 

B UG Programme: 

de | For 3 Year Programme: Rs. !,77,000/- at 
| Sprawling green residential campus | แล อ น ย น อ Campus 
SUMUS EC Ps. !,92,000/- at the City Centre 
south Delhi , with 100% residentiality. | 
| Students are structured 
managed learning teams wherein | 
| they determine the charter for their | 


pt and courses of study | Godrej, RCO Search, HLL, TOI 


using | 

| Final Placements: 100% 

| Total No. of Companies visiting the 
| campus: 51 

| Highest salary offered: Rs. 6 lakhs 

| Average Salary Offered: 2.40 lakhs 

| Name top 10 Companies: 

vulg li! IDC, Mahindra & Mahindra, ICICI 
-EMPI has soon after its inception | 

-taken up joint research conducted in Bags hos 
Pec Me TRUE ua Onda, Eli Lilly, RCO Search, HLL 
_ institutions. This is in pursuance of 
. one of EMPI's core philosophies i.e. | 
. try and create ‘theme based research | 
centres’, so as to go beyond the . 
| micro 
orientation 
| academic institutions in India. 


Standard Charterd, NIIT, NIS Sparta 


! Coca Cola, Pepsi, UPS, TOI 


Fees: 


Fees: PG Programme: 


For 4 Year Programme: Rs. 2,46,000/- 


| at the Residential Campus 


Hs. 2,66,000/- at the City Centre 


| Scholarships: 
| Available for meritorious students. 


Communication & 


i 
> 


` 


A 


E 









: Comprisin ig of Theory & d nter nship 


] XT 


programme cand wili function ander. 1 To create an apex internationally networked Resource Centre pertaining k to | 

the Chairmanship of Dr. Udai | HR and Talent Management issues for the knowledge industry. 1 

ฑ์ | Father att HAD e To create 20 ฝ 0 educational and research platforms that brings  : 
together Management and Applied Behavioural Sciences. | 

To incorporate developments in IT specific to the IT enablement of HR at | ~ 

fo : levels — application of IT tools to HR as also models of BPO for HR. | 

To facilitate development of Consulting § Skills i in HR professionals soasio | 

bettar € te ui o em to become more effective agents of change as "Internal 





Contracts & Terms of Reference 
Productising knowledge È MR sats ห ท ร 
Entrepreneurship * Leadership s | Vital - 
Chance Anent Skills : nformatics ; chaired by Mr. N. Vitta 

Japanese Quality 1 Residentiality in Executive Devel- a 
Training & Development Skills || opment House with 24x7 hours. | 
; Entrepreneurship 4 Interneton large campus with highly 2 

| Diversity Management | secure facilities for giris. i 
1 : ‘ 1 Academic Collaboration with AMIC, 
dti Diversity Leade ship a ว ก ย กร St ESC Lile, item 





Eligibility : Graduate degree in any discipline from: a AIU recognized University. AS 
Those appearing in the final year examination can also apply. Preference will | 

| be given to Graduates in Social Sciences (Psychology, Sociology, = 
Philosophy, Economics and Political Science), who are disadvantaged in | 

| traditional selection processes that give a high weightage to number crunching, | 

1 but have good EE skills : 


Business India 
AIMA Survey 
‘A’ Grade Institute * 
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FORE SCHOOL OF MANAGEMENT 
B-18. Qutab Institutional Al € a - - 
New: Delhi-110016 _ om 
Phone : 011-26863398, : 26866216, 
26866305 v 
Fax: 011-26964229 1 ll 
E. mail: admissions Gsm. acii in 
Admission queries) | 












Website : ww wisma ac. ein ว ง ว 


General Info: 

Type of School: Non-Profit making 
Autonomous Society 

Year of Establishment : Foundation for 
Organisational Research & Education 
(FORE ) established in 1981 

FORE School of Management 
established in 1992 


Student Body: 

FORE Career Division - The 
Placement Cell 

CID - Corporate Interaction Divison 
FAN - FORE Alumni Network 
Think Tank - The Academic Council 
FOREWORD- The Editorial Board 
Nexus- The Cultural Committee 


Academics: 
Name of Director Dr. Seema Sanghi 
Faculty - 34 (Full Time) 

- 50 (Visiting Faculty) 
Computer terminals for 
Students' use : 200 


Courses offered: 

a) Two Year Full-Time Post Graduate 
Diploma in Business Management 
(Approved & Accredited by AICTE & 
Recognised by Association of Indian 
Universities as equivalent to MBA 
Degree). 

b) One Year Full-Time M.Sc. 
(International Business Management) 


with specialization in X Marketing/ 
Finance/HRM- in affiliation with 
Nottingham Business School, The 


Nottingham Trent University, UK. 

c) Three Year Master in Computer 
Applications (MCA) in affiliation with Guru 
Gobind Singh I.P. University, Delhi. 

d) Three Year Part-Time Post Graduate 
Diploma in Business Management 
(Approved by AICTE) 


FSM 
| disciplines of management to equip 


managers 

knowledge, 
required for effectively responding to 
these pressures & opportunities. 
open 
| programmes as weil as customized - 
: in-company programmes. ; 


FSM 
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| Rapidly progressing towards our- 
' mission "TO ACHIEVE AND SUSTAIN | 
| LEADERSHIP 

_ EDUCATION, 

_ CONSULTANCY 
| DEVELOPMENT", 


IN MANAGEMENT 
RESEARCH, 


faculty, 


with 


_ À separate infrastructure for Software 
| Development Centre consisting of | 
| state of the art Hardware & Software | 
_ has been set up at the Institute. | 
| The Centre has developed Business 
_ Intelligence : 
knowledge from large databases. | 
. These data can be from ERP System, 
_ operational CRM Systems and any 
_ other databases. 


product to 


Solution 


organizes 
with 
skills & 


organizes both 
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, School, 
AND University, UK. 
we have achieved | 
. an eminent position as a business | 
_ school in the country, in short time 
. because of our very focused policies - 
_ and sustained efforts. | 
| Though the long years of research and 
: deis which continues hs be 
. our fundamental strength, our effort is : 
PE AE E LE: aag or Three Year Part-Time PGDBM & 
a simulator of the corporate world. 
า Highly ES 
enhancement of intellectual capital, 
RNIN aag For Three Year MCA 
_ upgradation of curriculum, excellent 
: d videri 
|! classrooms, library and computer labs : ; 
_ etc. has contributed a great deal “hice Dates & Deadlines: 
_ effort. We groom our students not to 
_ be job seekers but job providers. 


MDPs in al 


appropriate : Total Number of Companies visited the ^ 
PE GS Campus : 75. Citibank, Wipro, 





e)Two Year Part-Time Master in, 
usiness Administration (MBA) in 
affiliation with Nottingham Business 
The Nottingham . Trent 


Admission Procedure: 


! For Two Year Full-Time PGDBM 


- CAT, GD and Interview. 


๊ : For One Year Full-Time M.Sc. (IBM) - 
| CAT / Written Test & Interview. 


| For Two Year Part-Time MBA 
further | 


- Personal Interview. 


| - GGS I.P. University, Delhi. 
state-of-art | 


| For Two Year Full-Time PGDBM 





ast Date for issue of Application Form 
CAT- July to September every year 
FORE-August to November every year 


! Last Date for Submission of Application 


Form 
: FORE- November every year 


: CAT- September every year 


; Written Examination by CAT 
derive | 


: November every year 


| Group Discussion/Interview by FORE 

| :February- March every year 

| For One Year Full-Time M.Sc. (Intl. BM) 
| For Three Year Part-Time PGDBM 


For Two Year Part-Time MBA 


ป ฟา ต BEN Last Date for issue of Application Form 
| The center aims to provide the | 

_ following services: า 
_ Development of Psychometric Tests 
Designing Assessment 
_ Devices 

_ Psychometric Testing for Executive | 
| Assessment 

_ Matching personality profile with job 
_ profile for selection i.e. Right fit 

, Psychometric Testing for evaluation - 
_ training effectiveness 
_ Survey of organizational climate and E 
| culture 

. Occupational 
_ Assessment 
| Career counseling for management 
| students - Right fit 

. Competency Mapping 


: May/June every year 


า Last Date for Submission of Application 
| Form : May/June every year 
| Written Examination (M.Sc.) 


: June 


| every year 

| Interviews : June every year 

| For Three Year MCA -As decided by 
| GGS LP. University. 


Competencies า Final Placement: 
| Total Number of Companies visited 
| campus : 55. LG Electronics, ICICI 


! Bank, Tata Consultancy Service, 


Mckinsey Knowledge Center etc. 


Summer Placements: 


Britannia, Nestle etc 


teaching experience at leading Business Institutes. FSM, in institute. of exce 
international linkages, has attained a prestigious position. inthe academi and corpor 


e Post Graduate Diploma in Business Management (2 years Full-Time) 
0 Post Graduate Diplomai in Business Management (3 years Part-Time) 


adn collaboration with Nottingham. Business School, U. K. 
๑ M. Sc - International Business Management (1 year Full-Time) 


| í MBA - International Business เท ร ล ขอ เท ล ท บ ไท ท อ ทท ส ต ้ อ ท Technology | 
ก ณะ o (2 years Part-Time) — 


o o -in affiliation with GGSIP University Del Ihi. 
M - ( m Computor Appilcations Wen (3 years Full-Time) 


For Admission to Two Year (Full- rime) PGDBM programms, , application forma will be available 
August - November 2004” : 


e Research e Center for Psychometric Rese arı 
e MDPs Training & Evaluation | 
๑ Consultancy e Software Develo อ อ เทอญ 6 Center — 


FORE SCHOOL OF MANAG EN ENT 


B-18, Qutab Institutional Area, New Delhi 110 016, Tel. : 011- 26863396, 26866216 
Fax: 011-26964299 Website : http/www.fsm.ac.in Email: tore feme ac. in/ admissions € fsm 











General Info: 

Type of School: Recognized/Accredited 
by AICTE, Ministry of HRD, Govt. of 
India. 

Year of Establishment: 1995 


Student Body: 
Full-Time Graduates: 120 (As per 
AICTE Norms) 


Academics: 

Director General: 

Dr. Reena Ramachandran 

Faculty Full-Time (Nos): 21 

Faculty Part-Time (Nos): 28 

Computer Terminals for Students’ use: 95 


Course offered: 

Two-Year Post Graduate Dipioma in 
Business Management (PGDBM) with 
specialization in International 
Business. 


Admission Procedure: 

Candidates opting for FIIB in MAT are 
called for GD & Interview for fina! 
selection. Management Aptitude Test 
conducted by All india Management 
Association (AIMA), four times (Sept., 
Dec, Feb. & May) in a year. Interested 
candidates may visit the AIMA Website: 
www.aima-ind.org. During the previous 
year, over 4060 students applied for 
admission in FHB but only 120 were 
selected. 


Eligibility: 

5096 marks in aggregate in Graduation. 
Caution: Please do mention FIIB Code 
1113 in MAT Form. 


Scholarships: 

Number of Scholarships: 5 (Five) of 
Hs. 1 lakh each. 

Financial Aid to student: Students 
could seek Bank loan directly. 


with 
functional 


| business world. 
education uses concepts of their | 
. focus to real life situation. Focus is 
|. on decision making through case 
analysis, 
. established 
/ management leaders sharpen the 
_ thinking process of the students. 


in the fast changing business — 
_ scenario corporates look for young, | 
. creative, innovative, knowledgeable 
and result-oriented professionals | 
cross- | 
| and global | 
| mindset in order to respond to the | 
_ global standards and the challenges i 
_ arising therefrom. FIIB precisely does 
so by successfully transforming | 
|, young graduates 
revamped Two-Year Post Graduate 
Diploma in Business Management 
. (PGDBM) : 
| seasoned faculty, making them fully | 
-competent to meet the expectations | 
of the Corporates and the new 
_ business order. 


cross-cultural and 


abilities 


Programme 


in multiple streams by 


seminars, 
professionals 


. Research at the FIIB focuses on 
_ areas that have long running impact | 


on management practitioners and 
_ scholars. 
applied research are encouraged. 
_FUB engages itself in conducting | 
_ seminars, consultancy and MDPs in. 
order to constantly enhance the 
, academic excellence and also to 
_ meet the requirement of industry. 


Both theoretical and 


interface 


For this purpose students’ 


|. committees are constituted which . 
. ensures efficient implementation of 
_all programmes. This facilitates all 
_ round personality development of the | 
| students of the institute. 
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through its | 


| Jindal Iron, 
Crompton Greaves, 


| LNJ 
| Chartered. Bank.Many other premier 


lectures by 


PEE companies from private and public 


| Thomas Cook, Citibank, LMJ 
| Malicom 
American Express, Torrent Pharma. 


with | 


| "NRI Candidates - US$8,000 approx. 
| "Subject to revision. 
| "Hostel charges extra. 





Dates & Deadlines: 


j Last Date for issue of Application como 
| (date/month/year): As mentioned 
hereunder.. 


Sept. MAT 2004: Mid-Oct.'04- 
Dec. MAT 2004: Mid-Jan.'05. 
Feb.MAT 2005: Mid-Mar.'05. 
May MAT 2005: Mid-Jun.'05 


! Written Examination Date (date/month/ 


year): As per AIMA Norms Group 


! Discussion & Interview Date (date/ 


Jd month/year): After declaration of MAT 


Result by AIMA. ‘ 


| Summer Placements: 

| Total Number of companies visiting the 
UA | campus: 80 

, FHB continues to give thrust to career ] ก ง 300 ฝ 0 ฝ ภ ฮ ภ ฝ 0 
_ building 
_ exposing the participants to the latest 
development and challenges of the 


Its case method of จ 6 | | 
|! Primus Communications, Gillette India, 


Palmolive, Ranbaxy, STC, Tata Steel, 


ICICI Bank, Coca-Cola, 
ACC Cement, 
Standard 


Bhilwara Group, 


| sector. d 


inal Placements: 


| Total Number of companies visiting the 
| campus: 40 

| Highest Compensation Offered: 

| Rs.3.20 lakhs approx per annum. 

| Average Salary Offered : 


Hs.2.60 lakhs approx per annum. 


| Top 15 companies 
| Samsung Electronics, Dubai, Allserve 
| System, USA, Kapsco Pte, Singapore, 


HF, Bangladesh, KPMG Canada," 


| Sound mind with a sound body-this | Maersk Sealand, United Phosphorous, 


. is what FIIB practices. In this pursuit, 
| Students are encouraged to organize 
. and participate in various activities, 
|. which include academic, cultural, | l 
ล นะ จ จ ร ง 1 ได 1 ล 1 ต ่ ห ล ท หา Exports. 
as well as 
_ corporate/executives and placement. 


Int, 
India, Lupin Laboratories, 


| Fees* 


Tuition Fee: Rs.2.40 lakhs inclusive of 


| other charges. 
| "Sponsored Candidates-Rs.3.00 lakhs 


a 


| Hostel: 
| FIIB has hostel facility arranged both 
for boys and girls students. 





Approved by AICTE, Ministry of HRD, Govt of India 


- Curüculum in International Business updated every year in consultation with Trade, Industry ond Academia. 
Experienced Core and Visiting Faculty from Academia ond Professionals. 
| Well stocked library, State-of-the-art Computer lob with email and internet facilities. 
25 cx ๕ ๒ Ute campus, located. inthe picturesque and serene surroundings in New Delhi 
' ap : ra 7 “9 in MNCs, a 
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| In today's information flooded world, : 
Kore roma Offered winter placement: 27 
ใส่ อ ล ร or even talent: it's knowledge. | 
Unless students learn to effectively 
capture, manage and keep it both | 
_ internally and out in the marketplace, — 
. they'll fall hopeless behind. Keeping 
this in mind the Department of 
Management Studies, Garden City Bam 
TOC CCC Rom Indian Bank 
| teaching-learning for the students of 
. MBA. We call it as the VALUE model. - 
ง ล เม ๒ ' stands for ‘Value Addition : 
| (through Learning and Unlearning) - 
| for Excellence’. 
the students with the latest skills | 
' required for tomorrow's knowledge : 
economy and enables them to 
become more 
-approach 
through a series of learning and 
ไล ท น น 1 campus: 31 
. has been designed keeping in mind | 
the curriculum requirements for the- 
MBA course and current business | 
ไร ลา ศา ร HDFC Bank 
made wherever required. 


General Info: 

Type of School : Private - Unaided - 
Affiliated to Bangalore University and 
approved by AICTE, New Delhi. 
Year of Establishment : 1994 


Student Body: 
Full-time Graduates: 120 


Academics: 

Name of Principal: Prof. James K. 
Alumkara 

Name of Director: Prof. Rejimon 
Thomas 

Faculty full-time: 15 

Faculty part-time: 7 

Computer terminals for 

students use: 60 


Course offered: 
MBA 


Admissions Procedure: 
University Quota seats: Entrance 
Examination conducted by Bangalore 
University 


Management Quota Seats: 
Management Aptitude Test conducted 
by All India Management Association 
or K-MAT conducted by Karnataka 
Private Post Graduate Management 
Colleges Association. 

Followed by 

Group Discussion and Interview. 


| academic 
เอ น เท อ น ไน เท 


_what he/she learns. 
_ opportunities for planning, leading, - 
_ organizing, 
. conceptualizing events/activities lie : 
_ before them. Fast learners are given | 
| additional responsibilities in various | 
| college activities. 




































This model equips 


realistic 


towards management 


At GCC we ensure that learning 
| becomes enjoyable. | 
games, group assignments, role 
| Narayana Hrudayalaya 

| OM Kotak Mahindra Finance 

| Highest Salary offered : Rs. 4.8 lakh 


plays, video sessions, multimedia 


_ presentations etc, make class room 
_ learning : 
invigorating. The department takes . 
| sincere and concerted efforts to 
| provide 
. encompassing all 

|. management education. 


more interesting and 


holistic knowledge 


_ Apart from providing the required | 
inputs as per the 

requirements the | 
department plans and organizes | 
| various other activities to hone the | 
_ skills of the budding managers and to | 
| prepare 
_ competitive 
| Seminars 


them for the 
corporate 


_ At Garden City College a student is — 
taught life-skills. A student practices | 


team 
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in their 


fiercely | 

world. | 
3 and Workshops are. 
ส เล ท ฮู อ ย throughout the year where | 
ไว resource persons from the | 
| industry enlighten the students on 
| current practices in management. : 


innumerable | 


building, | 


! Winter Placements: 
| Total Number of Companies which 


Including 


| Cipla Limited 


United Technologies 


| ADT India Limited 
| ICICI Bank 


| Lease Plan India Ltd. 


HDFC Bank 
Bhoruka Gases Limited 


| ING Vysya Asset Management Co. 
| Bata India Limited 


Final Placements: 


| Total Number of Companies visiting the 


Including 


| Cipla Limited 


| Newwave Computing Private Limited 
| Khoday's Group 


Bhoruka Gases Limited 


| Bata India Limited 


Simulated - ING Vysya Asset Management Co. 
Prolabs 


per annum 


aspects of | Average Salary offered : Rs. 3 lakhs 
| per annum 


TOP B SCHOOL IN BANGALORE 


Our Excellence 
has caught the of the world 





COURSES OFFERED 























B.Sc. Computer Science 3 yrs ! 
Bachelor in Computer Application (BCA) 3 yrs 2 ธา ย เห ศร ieee. 0 < 
B.Com. Computers 3 yrs mmm oo sees ล ore 
x i > 
Bachelor of Business Management (BBM) 3 yrs เล CT จ อ อ ล ล น ล อ ก ต แล 
Bachelor of Hotel Management (BHM) 4 yrs << แล . 
B.A. Journalism 3 yrs 
B.Sc. Fashion & Apparel Design 3 yrs 
B.Sc. Microbiology 3 yrs 4 1: : 
เธ เซต ๕ ๕ ๕ re Garden City College (GCC) has marvelled in initiating education 
B.Sc. Genetics 3 yrs 
เณ 0 | m programmes designed to meet the demand of tomorrow, by 
B.Sc. Biotechnology ว yrs understanding the needs of the present. The alumni of GCC have 
B.Sc. Nursing 4 yrs triumphed in Managing their lives and making a success of it as the 
Bachelor of Physiotherapy (BPT) 4 yrs emphasis at GCC is on life and the possibilities that come with it. 
Master of Tourism Administration (MTA) 2 yrs On the threshold comes a value-added, knowledge driven institution 
Master of Social Work (MSW) 2 yrs which only started as dream but now has grown to be the hope of many. 
Master of Business Administration (MBA) 2 yrs No talking about genie's or angels, this spell of magic is cast by Garden 
Master of Computer Application (MCA) 3 vrs City College, India's premier management institute providing world-class 
Master of Physiotherapy (MPT) 2 yrs business education to leverage the managers of tomorrow. GCC is an 
M.Sc. Microbiology p enlightenment abode which has carved a niche for itself. GCC's sustained 
esate n di effort towards the cause of empowering youth has enabled it to reach 
M.Sc. Biochemistry 2 yrs perhaps the culmination of excellence. 
M.Sc. Biotechnology 2 yrs 
M.Sc. Applied Genetics 2 yrs 


Proposed Courses for the Academic year 2004-05 


Bachelor of Hospitality & Catering Science 
M.S. in Communication 

M.Sc. Electronic Media 

M.Sc. Electronic Science 

M.Sc. Apparel Technology & Management 





For Prospectus & Application form send Rs. 250/- by Bank Draft 
drawn in favour of GARDEN CITY EDUCATION TRUST payable at 


Bangalore. (Candidates awaiting results can also apply) Facilities with an eye for the future 


Emphasis is on life 


GARDEN CITY COLLEGE 


(A Permanent affiliated Institution of Bangalore University and Approved by AICTE, New Delhi, Govt. of India) 


AN ISO 9001:2000 Institution. 
Accredited as Five Star Level Institution by NAAC (UGC) 


Admin. Office : 628/C, 1st Stage, Indiranagar, Bangalore-560 038. 
Tel : 080 - 2528 8831, 2527 1385 / 2297 2754/ 3 Fax : 91-080-2529 1414 
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General Info: 

MoU signifying academic collaboration 
with Indian Institute of Foreign Trade 
(HFT), New Delhi, a deemed university 
established by the Ministry of 
Commerce & Industry, Government of 
India. However, the Institute Diploma is 
given by GIFT, not HFT. 

MoU with Institute of International 
Management , Karl Franzens 
University, Graz, Austria, for student 
and faculty exchange programme. 


Student Body: 
Seniors : 67 
Juniors : 85 (2 sections) 


Academics: 

Director: Prof.C S Venkata Ratnam 
Faculty Full time: 14 

Faculty Part time: 22 


Course Offered: 

Two year full-time Masters Programme 

in international Business (MPIB). 

One year Diploma programme through 

Distance Learning in: 

๑ Diploma in Export Import 
Management 

è Diploma in Logistics and Supply 
Chain Management. 

๑ Diploma in Pharmaceutical 
Marketing. 


Admission Procedure: 

The process consists of two phases. 

| Phase: Appearing in the all over India, 
entrance examination conducted by 
Indian Institute of Foreign Trade, New 
Delhi. Those who qualify will be called 
for group discussion and a personal 
interview 

(and / or) 

Appearing for CAT examination. 

li Phase : Appearing for group 
discussion and personal interview. 


strategic linkages with reputed ต . | 
RP Cg Project. and working closely with 
WIC we 1 ๒ artisans to hone their entrepreneurial 
federations etc. While majority wait 
' passively for the future to arrive, | 
gemma Ru LEE quality goods at low cost and reduce the 
, shape it. ! dependence on middlemen. 


Excellent faculty and. modern, | 
ToC nC Re ร ue Sony India 
บ et CEEOL Times of India 
_mountains on the other providing VCTPL 

. serene ambience for learning. า : 


| centre expansive play grounds, gym, PANEIS 
ENTE E AE etme CGC City Finance 

เจ จะ 1 จ ล จ ใจ นะ PT ล ไจ ไน MEME Hindustan Latex 

| office and fast food centres. GIFT เอ ค เค 

has locational advantage to learn | 

about shipping, logistics, exim- IFFCO-TOKIO General Insurance 
RIC we ICCC LUE L & FS 

| Intense, regular interaction with the | 
concerned industry experts and Ei l 
Bc MCAT OEE mes of India 
Beeline) oe AE OE GEE Reliance Infocomm 
| excise and forex operations etc. 


acu undertakes research, | 
_ consultancy and training | l 
MTS HI ล ur MEE E Hs.2200/- per month approximately for 
. promotional agencies GULE boarding and lodging. 
| corporates. : 


| Social Responsibility: 


ท ท อ ง ส ม ี อ ท anchored to a socially idi o een เน ล " 


Tieton ET. UE A Programmes in loca! languages for- 


Inu ไส มั ณี ต อ farmers on WTO issues, launched a 
actively engaged in establishing | 


| community/hinterland development 


land business skills to produce high 


| The International Business | COM 

ETT Noa E: Rg Dates & Deadlines: 

EMI E ununi Last date for submission of GIFT 
| aida dimension of Feed 
: ion iring student า 
| ' SUCCES a 0 January, 2005. We also consider CAT 
Beceem? 05952 6 Candidates. 

_ competitive environment. Through a 

| balanced blend of theory and | . 

| practice, values and beliefs, the | Summer Placements: 
ว ย MEG Top 10 Companies 

| students with value-based conduct, AF| 

. emotional maturity, analytical ability, S | 

| cross-functional — capability — and Britannia 

เนะ 1 ล COME COM) 6cE Haldia Petrochemicals 

| effectively in the highly volatile and เค เค 

| multi-cultural business environment. | 


! application for registration is 5th 


uxor industries 
! Maxicon Shipping 


| Facilities in the campus include e- ! Final Placements: 
| learning centre, digital library, hobby - 


| Top 10 Companies 


1 LMJ International 


! Micro Labs (Exports & Imports) 
| VCTPL 


| Arrangement with the Centre for Fees: 
_ SAARC Studies of Andhra University C 
BO ae ee cee, ution Fee: Rs. 1.35 Lakh per annum 


(all inclusive) 
| Hostel Fee: Rs. 20000/- deposit plus 


| Scholarships: 

า Scholarships and tuition waiver for few 
| meritorious students under consideration. 
| Students can seek bank loans. 
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GITAM INSTITUTE OF 
FOREIGN TRADE 


GIFT is an autonomous institute established in 
1997 by GITAM (Gandhi 
Technology & Management), 


Institute of 
เท academic 
collaboration with IIFT (Indian Institute of 
Foreign. Trade), New Delhi. GIFT has most 
experienced full time faculty with international 
qualifications and experience. It has a good 
track record in placement. It is part of 100 acre 
GITAM campus with centrally air conditioned 
central library, state of art e-learning facilities 
and internet access, expansive play grounds, 
hobby centre, yoga centre, separate hostels for 
boys and girls, etc. It has been ranked 'A' Level 
1 category of non-IIMs in the Business India, 
B-Schools ranking 2003. 








business strategy. 


Unique features of the programme include 
courses in foreign languages, export-import 
shipping 
logistics and supply chain management, e- 


management/ documentation, 


commerce, foreign exchange and risk 


management, change management, cross 


cultural management, international finance, 


international marketing and international 





Three-year bachelors Degree (12 3 stream) 


from any recognised University in any 


discipline. Those awaiting results of their 
apply. 
Preference will be given to candidates with two 


degree examinations may also 
or more years of work experience after degree 
as well as graduates / post-graduates in 


Engineering, Pharmacy and Biochemistry. 





Appear for Admission Test to be conducted by 
Indian Institute of Foreign Trade (IIFT), New 
Delhi(for details log on to www.iiftedu in 
August-September 2004) or CAT 2004. 

CAT scores will be considered if photo copies 
are sent within 20 days of publication of 
results. Originals should be submitted if called 


for interview. 


MPIB Programme Office, 

GITAM Institute of Foreign Trade, 
Rushikonda, Visakhapatnam - 530045, 
Ph:(0891)2790505 /2840292, 
Fax:(0891)2790036, 

E-mail : admissions gift-india.org, 
Visit us at : www.gift-india.org 


Distance Education Programme (ONE YEAR DIPLOMA) in 


* Pharmaceutical Marketing 


*Export Import Management and 


*Logistics and Supply Chain Management 


Admission is open thrice in a year in Jan, May and Sept. Candidates can register one month in advance and the registration 
is valid for three years .Fee:Rs.12000/- for each course & for further details please refer to www.qift-india.orq 
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General Info: 
Type of school: Affiliated 
Year of Establishment: 2002 


Academics: 

Director: Prof. Ujjwal K. Chowdhury 
Dean: Col Ramesh Kasetwar 

Faculty Full time: 14 

Faculty Part time: a Pool of over 75 
experts from industry/Academics 
Computer terminals for student use: 32 
Computers, all Pentium Ill based 
machines in Noida, 16 terminals in 
Pune 

Courses offered: Bachelor in Business 
Administration (BBA) 

Bachelor in Media Studies (BMS) 
Masters programme in Sales and 
Marketing management (MBA-Sales & 
Marketing) 

Masters programme in Communication 
Management (MCM) 

Masters programme in Journalism and 
Media studies (MJMS) 

M Tech (Information Technology) 


Admission Procedure: 

Admission test at 20 centres across the 
country, followed by Group Discussion 
and Personal Interview. 


Dates & Deadlines: 
Last date for the issue of application 


form: 12th July 2004 (PG Course) and | 


26th July 2004 (UG course) 
Last date for submission of admission 
form: Within 5 days of last date of issue. 


Admission test, GD and PI : 18th July | 


for PG and 31st July for UG courses. 


Convergence model 
| begins with basic knowledge of 
| Media, 
| Telecom and 
specialization and 
_ Specialization in niche areas. Thus | 
| we aim at blending the different | 
areas and creating | 

multi skilles : Hongkong Telecom 
stands | 


. professional 
_ multifaceted 
| professionals. 
_ committed to excellence innovation, | 
, and development through self and : 
| shared efforts. 


the 





of learning 


Management, Design, 


and 
ICONS 





























-Besides the brick and mortar system | 
of 


classes and exams 


portal education (internet 


Our 
indian 


curriculum 
business 


. Besides our national youth festival. 
| Youth and India Vision 2020, which 
has mapped 25 cities across the | 
_ country turning the nation into an | 
_ extended class room, we have an in- | 
, campus meeting point CHARCHA | 
_ were luminaries from the varied fields | 
| of media, management, design, IT, | 
_ brands, communication and telecom 
| converge on one platform and- 
| interact with future media and 
_ management professionals. 


_ ICONS believes in giving its trainees | 
_ the opportunity to work on the real 
ani 
_assignments to make them realize | 
| future | 
_ domains. Recent activities include 
|Dhanam Mega : 
| Pharma Industry market research, | 
_ UNICEF and SEWA event & films, | 
_ Bharti CRM film etc. 


corporate projects and 


intricacies of their 


Brand Summit, 
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Summer Placements: 


| B4U 

| CNBC 

IT | l | Ebony Retail 
VEU Encompass ESP 
further super | 
s | FCB Ulka 


Footcandles Production 


Hindustan Times 


| Image Quotient 
| Integral PR 


Jaquar 
Lowe 
McCann-Erickson 


TTE Miditech 
| education, we emphasize on to a 
เล น น Ponce 
: based 
learning) and learning by doing: 
| (Experiential). 
_ accentuates 
experiences and case ; 
| expand the horizons of young minds | 
| beyond textbooks. | 


O&M 


Rediffusion 


| Sahara India 


studies to Sentinel 


Squirkle Productions 


| Synergy Communications 


Tata Info Media 
TBWA 


| The Indian Express 
| Trinton Communications 


UTV 


Final Placements: 
Total number of companies where our 


| placements have occurred: 15 


Highest Salary: Rs.2.2 Lakhs 


| Average Salary offered: Rs.15 Lakhs 
| Name of top 10 companies 


BAU 
Rediffusion 


| Tata Teleservices 
| Jagar 


Integral PR 


| Headlines Today 
| Indian Express 


Asian Age 


: Times TV 
| Miditech 


| Fees: 

! Tuition fees (3 year UG course): 
| Rs. 1,40,000/- 
| Tuition fees: 
| Rs. 1,80,000/- 


(2 year PG course) 


| Scholarships: 
150% fee off in next semester to the 
| Toppers of the semester. 


-—t 
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Global Institute of = 7 
Convergence Studies= Oy 













NOIDA PUNE The C-School of India 


A-1, Sector - 4, CDSA Campus, Survey no.s 58 and 49/4 
NOIDA-201 301(U.P.) Bavdhan Khurd, Off NDA Circle, Pune - 411021 


Tele-fax: (0120) 2551196, 2558377 Phone: (020) 30914881/56218604 NOIDA PU N E 


A Unique Curriculum 
- An Enriching Experience 


The ambience at both the ICONS’ 
campuses (NOIDA and Pune) is closer 





to a boardroom, a newsroom, a studio 
& an advertising agency, than a 
traditional educational institution. 
ICONS - the Convergence school of 
India - molds the careers of both UG & 
PG trainees according to the model of 
convergence education that unifies 
practical exposure and theoretical 
knowledge into a coherent whole. 





With Lu 


An ICONS ambassador 


accreditation | 

from City & Well-versed in media, management, technology 
Guilds, UK and and design, with in-depth knowledge in a 
an option of specialized field, an ICONS pass-out is adept at 


degrees from 
University of 
Central India. 
M.Tech(IT) 

In collaboration 
with Kent State 
University, Ohio, 


delivering the goods, irrespective of the demands 
and work pressure of the industry. With prior work- 
experience during internships, an ICONS 
ambassador stands for multi-skilling and 
multitasking - a professional molded according to 
the precise requirements of the knowledge 


USA economy. 








‘NEW-3 






2yrs. Masters in 
Media, Management, 
Technology, & Design 


10' ๒ เป น เร น อ ว เฮ อ เน เ 


3yrs./4yrs. Integrated 
BBA/MBA, BMS/MMS 


Q 
เวิ 
- 









































General Info: 

Type of School: Private and 
Autonomous 

Year of Establishment: 2002 


Student Body: 
Full Time Graduates: 195 
Total Graduates Population: 195 


Academics: 

Name of Director: Mr. Prabir Kr. Ghosh 
Faculty Full Time: 10 

Faculty Part Time : 20 

Computer Terminals for 

Student Use: 50 


Courses Offered: 


1.Post Graduate Diploma in 
Management (specialisation เท 
Marketing, Finance, Information 
systems, Operations and Human 
Resources) 

2.Post Graduate Diploma in 


Management - Entertainment and 
Media 


Admissions Procedure: 

Through Common Admission Test 
(CAT), Group Discussions and 
Interviews. 


Dates and Deadlines: 

Last date for Issue of Application Form 
91.01.05 

Last date for Submission of Application 
Form: 31.01.05 

Written Exam Date: CAT to be held in 
November 2004 


Group Discussion Date: 
February/March 2005 
Interview Date : February/March 2005 


high degree of result orientation : 
_which 
| rewarding career. 


_ Business and industry today look for 
an entrepreneurial 
. comfortable 
| sensitized to the needs of society and | 
. environment over and above the 
_ traditional 
_ management. That is the outlook that | 
_Globsyn Business School nurtures | 
| through its very particular approach 
to management education. GBS, 
through the 
System, strives to create a new 
| generation of 
| business managers. 


| GBS strives to create a learning 
| environment 
_ consultancy and interactive seminar | 
| sessions like Learn & Intern and 
| Work & Teach. Learn & Intern is a 
_platform where 
| share their experiences and insights | 
| with aspiring managers on issues of 
. contemporary relevance. Work & | 
_ Teach is a platform where industry | 
_ places before the aspiring managers, | 
_ current problems and opportunities 
through which they get hands on 
. experience in devising solutions and | 
_ their implementation. 


GBS 
. participate in co-curricular and extra | 
_ curricular activities that help them to | 
| develop as holistic professionals. | 
| There is an elected student's body | 
. that coordinates all these activities | 
_ and also deliberates on improvement | 
and innovations in all aspects of | 
| student life. า 


Summer Placements: 


| | Total Number of Companies Visiting ( 
Our core philosophy is to ensure that the 0 54 

all knowledge, skills and attitudes อ VOMPUS: OF 
ea แง ไอ 0 10 Companies 
cutting edge realities of the corporate ICIC! Lombard 
cutting edge realities of the cor : 

E Mai TEE lata Motors 
minds, broaden perspective AMU| 
sharpen analytical insights with a า Hyundai 
TH OM SI (Oro Bank 
Sony 

| Standard Chartered 

| Hewlett Packard 

| Philips 4 


MUSAE Indian Oil Corporation 


with technology, | 


| Final Placements: 

| Total Number of Companies Visiting 
the Campus: 57 

! Highest Salary Offered: 3.5 Lakhs/pa 


tools and skills in 


| :24 

Finishing School | Average Salary eres 2.4 Lakhs/pa 
| Top 10 Companies: 

LEM ABN Amro 

| Nestle 

| ICICI Bank 

| Standard Chartered 

| Godrej 

research, | 

Amul 
Eveready 
| Ananda Bazar Patrika 


leaders | l 
| Reliance industries 


industry 


through 


industry 


| Dabur India Limited 


| Fees: 
| Total Fees : Rs. 2,90,000 


| Scholarships: 

| Merit Based Scholarships available to 

= Students to the tune of Rs. 1,00,000/- " 
and : 


students organize 


40 


o. 


It's the Brand that Matters 





| Admissions to 2005 Batch through CAT 2004* i 


O Globsyn Business School was created to address managerial needs for 21st century 
businesses. Its curriculum, pedagogy and faculty with rich blend of academic and 
industry experience is geared to develop a new generation of business managers who 
can take structured decisions in this ever changing market. 


O Governing Council consisting of luminaries like Mr. Arjun Malhotra, Chairman - 
Headstrong Corporation, USA, Mr. Pradeep Kar, Chairman, Microland, Mr. Pravin Gandhi, 
Director, Infinity Investments and Chairman, Schiller Healthcare, Mr. Bikram Dasgupta, 
Chairman and CEO, Globsyn Technologies to name a few. 


O Faculty with IIT-IIM backgrounds and having long standing academic and industry 
experience. 


O A strong Corporate Relationship Cell that creates placement opportunities for students. 
The 2004 batch of students have been placed in reputed corporates nationally. 57 
corporates visited the campus to recruit the 53 students that has resulted in many 
students getting multiple offers. Some of the companies that had visited the campus are 
ABN Amro, Nestle, ICICI Bank, Standard Chartered, Godrej, Amul, Eveready, Ananda Bazar 
Patrika, Reliance Industries, Dabur India Limited etc. 


Enquiries: (033) 2357 3610-14 and gbs@globsyn.co.in 


* Our Institute uses CAT for shortlisting students. IIMs have no role either in the selection process or in the conduct of the programme 


Application Forms available for Rs. 800/- from 20th July, 2004 onwards at 


IMS Centers across India ๑ Globsyn Business School Campus 





Forms can be downloaded from www.globsyn.com/gbs and sent with a DD of Rs. 850/-. Forms will 
also be couriered to applicants on receipt of a DD of Rs 850/-. All Demand Drafts should be drawn 
in favour of "Globsyn Technologies Limited” payable at Kolkata. 

GLOBSYN BUSINESS SCHOOL 


X1,11&12, Block- EP, Sector V, Salt Lake Electronics Complex, Kolkata - 700091. Ph: (033) 2357-3610-14 
www.globsyn.com/gbs 





globsyn technologies NW 




























General Info: 
We are the first HM in India 


Student Body: 


including part-time students: 680 


Academics: 

Name of the Director: 
Prof. Shekhar Chaudhuri 
Faculty Full-time: 70 
Faculty Part-time: 9 
Computer Terminal for 
students’ use : 100% 


Courses Offered: 

PG Diploma in Management 

PG Diploma in Computer Aided 
Management 

PG Diploma in Business Management 
(Part-time) 

Fellow Programme in Management 
(Doctoral) 


Admission Procedure: 
Written CAT, follow by GD & PI 


Dates & Deadlines: 

CAT is announced in August. 

The exam is held in November. 
GD & PI held in March-April. 
Offers are mailed out by early May. 


UMC cla 
the latest audio visual equipments. : 
_ The courses offered cover the entire | 
| spectrum of pedagogy techniques. - 
The core purpose is to stimulate | 
| curiosity. Students are encouraged to | 
_question and context every theory | 
| that they are exposed to. ; 


institute sponsored 
Community Action (INCA) promotes | 
. social awareness and management | 
_ skills that go far beyond exclusive — 
. concerns for the bottom line. : 





|B Schoóls Profiles 


| The mission of the Institute is to 
| develop innovative and ethical future 
ไอ ส แต่ ฮ่ เร capable of managing change 
| and transformation in a globally 
competitive environment and to 
| advance the theory and practice of 
|, management, 


. In training our students as aspiring 
eaders who can take on the world, 
we 
. responsive to the societal needs of a 
developing economy. This dual yet 
balanced focus sets us apart from 
_ other B-schools. 


are also conscious and 


rooms are equipped with 


activities 
that 


initiative 
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Summer Placements: 
| 100% 
| TOP FIVE COMPANIES: 


| Mc Kinsey 
| Lehman Brothers 


| Deutsch Bank 
๊ : Hindustan Lever Ltd 
| ICICI Bank 


! Final Placements: 

| Highest salary offered: 70,000 US $ 

| Average salary offered: Rs.7.05 Lakhs 
| Course Fees:(per Annum) Basis 
Approximately Rs. 1.23 Lakhs 
(Including Tuition and other Charges) 


In the summer, between 1st and 2nd | 
_year of the programme students are | 
_ required to go for on hands training | 
_in business and industries. Over and : 
above this, students are required in 
, quite a number of courses to. 
undertake project work and make | 
presentations on them. i 


IMC encourages a large variety of | 
extra-curricular 
. acknowledgement 
-activities create strong interpersonal | 
_ skills, team building abilities, and ส 
sensitive concern for others. The | 
for- 


in the 
such 











Over the past four decades, IIM 
Calcutta has blossomed into one of 
Asia's finest Business Schools. It is 


our vision to emerge as an 
International Centre of Excellence in 
all facets of Management Education, 
rooted in Indian ethos and societal 
values. 

Today, IIM Calcutta attracts the best 
talent in India - it is a veritable melting 
pot of academia, 


research. The best and brightest 


industry and 


young men and women enroll in its 
academic programmes. 








IIM - Calcutta 


Right from the moment you arrive on campus, to the 
moment we take leave, you are bound to be delighted, 
every moment of your stay at IIM Calcutta. Calcutta, 
the City of Joy, offers wonderful sights to see, and 
places to visit, all of them a short drive from campus 
The residential section of Tata Hall has 56 well- 
furnished air-conditioned single study bedrooms, and 
four suites, all with TV, phones and private baths. The 
PC Lounge at Tata Hall is equipped with the very latest 
personal computers networked and linked to the 
Internet over a 2 Mbps connection. Most of our 
Executive Education Programs are conducted within 
the premises of the Tata Hall. We have three separate 
conference venues equipped with audio-visual aids 
and multimedia. The computer room is Internet 
connected, with a 2Mbps link. IIM Calcutta is 
equipped with one of the finest information 
technology backbones in the country. A campus-wide 
network offers you remote logons to high-end servers 


that host bleeding edge software. 


P 0. Box 16757, Diamond Harbour Road, Joka, Calcutta, India 700027 
Tel : (91 33) 467-8300, 8301, 8302, 8304 
Fax : Director's Office: (91 33) 467 8307 Telex : 021-2501 
Cable:INMANAC E-mail : dean@iimcal.ernet.in 
Website : http://www.iimcal.ac.in 

















































General Info: 
Year of Establishment: 1984 


Student Body: 
Number of In-house Faculty: 63 


Number of Visiting Lecturers on Panel: 16 


Total number of students enrolled 
currently: 541 (PGP Il-223 + PGP | & 
PGP-ABM-300 + FPM 18) 


Entrance Examination Format: 
CAT 

Venues for Entrance examination: All 
over the country 

Director: Dr. Devi Singh 

Placement Chairman: Prof. R. 
Srinivasan 


Courses Offered: 

Post Graduate Programme in 
Management (PGP): 240 

Post Graduate Programme in Agri- 


Business Management (PGP-ABM): 20 


Fellow Programme in Management 
(FPM): Varies 


Admission Procedure: 
CAT, followed by Group Discussion 
and Personal Interview 


Dates and Deadlines: 

Issue of Application form: July 19, 2004 
Last date of submission of application 
form: September 10, 2004 

Written examination: November 21, 2004 
GD & Interviews: March/April 2004 
Courses Commence: July 1, 2005, 


| Research is 


| Values”; 
. “Centre for 
| Ventures", have been established to 
. undertake pioneering work in their | 
| respective areas. า 





B Schools Profiles 


From a modest beginning in 1984, : n 
Institute of Management, | summer training at an array of 
Lucknow (IIML) has now grown into a - 
school. The guiding philosophy of Name of top 10 recruiters last year 
create | 
knowledge, influence practice and | 
ป น น ล e MN adul HCL Technologies 
_imparting education, combined with | 
|: creation, 
_application of knowledge, are being | 
_ met in an integrated form, to create a 
| synergetic impact. : 
The institute's highly distinguished | 
| group of faculty members have been 
| instrumental in imparting world class 
education in all major areas of 
|! management with a focus on Indian oB! Caps 
as well as international business | 
_ environments. : 
_ The Post Graduate Programme (PGP) ๑ i 
ไป หา ก ร อ สา Final Placements: 
_ Agribusiness Management, offered 
| by the Institute subject the students 
-to an overall transformation, training : l 
WO MI E แห 1 อ ร ห ร Technologies Ltd. 
| better human beings. 
| Our doctoral level programme, the 
| Fellow Programme in Management | 
| (FPM), 
| education to scholars for pursuing 
| careers as teachers, researchers, 
| trainers, 
| management. 
| International Exchange Programme 
| aims at forging alliances with premier 
! เป อง ง ก่ น schools throughout the | 
world. 


Indian 
fully integrated global management 


the school being to 


dissemination 


provides high 


and 


business 


| Management Centre’; leadership - | 
| “Centre for Leadership in Human | 
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leaders, | 


and entrepreneurship - | 
Entrepreneurial | 





| Summer Placements: 


tudents of the school undergo their 
companies like: 


(2003) 
Infosys 


E Hindustan Lever Ltd. 


GE- capital 


CTS 


UTI Bank 


| PEPSI 
| ONIDA 


WIPRO 


| Names of top 10 recruiters this year 
| (2004) 


| WIPRO 

! Cognizant Technologies 
quality า State Bank of India 

| Pricewaterhouse Cooper 
| E HCL Technologies 
consultants in- 
; IBM 

| GE- Capital 

| UTI Bank 

: Digital Global Soft 


verage Salary Offered 


| Last Year- 6.18 lakh 


undertaken INTE ihis Year- 6.32 lakh 


strengthening the knowledge base, 
relevant to management practices for 
the corporate as well า 
| corporate sector. Metamorphosis: a | 
journal for ๊ 
| published biannually, is our official | 
_ organ which publishes breakthrough | 
ideas in the ever emerging and | 
| evolving processes of management. | 
| Consultancy services are provided to | 
various kinds of organizations, | 
. spread across different sectors of the | 
| economy, for solving their problems : 
and upgrading their management . 
_ practices. : 
| Special “Centres of. Excellence" in 
| the area of agriculture - “Agriculture | 


! Lowest Salary Offered 


: Last Year- 3.5 lakhs 
as non- 


This Year- 4 lakh 


fow 


@ CREATE KNOWLEDGE 
@ INFLUENCE PRACTICE 
@ |NTEGRATE GLOBALLY 


ตู 






A Aff ore than a qualification - a life changing experience. This is 
| a / | | our management education philosophy. One that you will 

¥ M experience first hand in our truly international approach to 
teaching, research, consulting & training initiatives through seamless 
industry integration, global resources and supported by state of the 
art infrastructure. Come to IIM Lucknow and share a great learning 
experience with people just like you. People who have decided to 
expand horizons and manage their own future. Discover how YOU can 
be part of IIM Lucknow 


| E. ES E. y 


í 
i E 
i m ฑ์ E! 






IIM Lucknow 


Mastering A world of Change 






IndianInstitute of Management 
Prabandh Nagar, Off. Sitapur Road, Lucknow - 226 013 (INDIA) 
Tel : (0522) 2734101 - 2734120: Fax: (0522) 2734025/2734026; www.iiml.ac.in 





B Schools Profiles 















































Summer Placements: 


Our constant endeavors: Attracting | Total No. of Cos. visiting the Campus j 
best students & faculty, engaging them : 200+ 
with superior corporate projects; | Top 10 Companies 
maximizing interactions with top FS 
management experts, enhancing IBA's | Exide Industries, DSP Merill Lynch 
unique Overseas Business Study | Zydus Cadilla, Franklin Templeton 
Missions, providing bi ta ซ่ | ONGC, Dr. Reddy's Lab, HLL, Tata Tea 
technology & ambience with ! 
| mentoring for excellence in Godrej Appliances, HDFC, Larsen & 
_academics, research, corporate re- ใน อ 6 ๐ 
. ไห ล เท เท ย & ร แป น ล ภา ร ษา boosting ae า 
_ curricular, sports socio-cultural F3 . 
_ activities AND excelling holistically in | Final Placements: 
ENNIUS Total No. of Cos. visiting the Campus 
| rich dividends. : - 400+ , 


Prof. P. Sudarshan (IIT-Madras, IIM-A) : Highest Salary Offered (Rs. Lakh P.A.) 
mY :3.75 (Companies abroad not 


ncluded) 


| Absorbing, interactive sessions of ; Average Salary Offered (Rs. Lakh P.A.) 
ไป ล ร 1280 
ซั เน น่ น น น โว ด 10 Companies 
of students’ prior preparation, | : 
| learning & development; curriculum | Ranbaxy, Redington India, DELL, 
En 9 ล 9 เศ ก ท 1 Allergan, 3 M, Reuters, Shaw Wallace, 
_ expanded with NEW 1 8 -E HCL Infinet, Perfetti 

_ evolved to anticipate the rapidly- Fayre ; 
| changing demands of Eli Lilly & Co. (I) Pvt. Ltd., Indiabulls, 


Global | 

Become OCCAEIM SC Ramms India 
increased accent on practical 

| projects, presentation, complex . Fees: 
_problem-solving AND leadership Bites 4 
; development skills, invited lectures, | Tuition Fees : Hs. 2,96,000/- | 

า workshops Ue EU Hostel Fees: Rs. 21.000/- Single 

typify IBA! | Occupancy per Academic Year 

Rs. 15,000/- Double Occupancy per 


: R d rts in Management & | Academic Year 

' Renowned experts in Management & | $ 

Technology conduct seminars, | Rs. 10,000/ Multiple Occupancy per 
RL Se Cw ui Academic Year 
- Development Programs AND special 
_ sessions. Corporate visits to. =- 
| campus are legion. Research leading | sonelarsmps: . . 

to new case studies & teaching | Chairman's Award : "Best Outgoing 
BUE Cat แน el Student" Numbers - 1 Rs. 15,000/- 


AND successful Corporate i i | | 
gener een nre rr. CEO'S Award : Best Outgoing Student ` 
| with cross-functional faculty & Ris Academics" Numbers -1 Hs.10,000/- 

| students' participation. น แร "Dr. Anil Agarwal memorial 

Mi inereoy iones: ; Scholarship" Numbers - 1 Hs. 25,000/- 


Merit cum Means Scholarship" 





General Info: 
Type of School : Autonomous 
Year of Establishment : 2001 


Student Body: 
Full Time Graduates: 180 


Academics: 

Name of CEO : Manish Jain 
Name of Dean: 

P. Sudarshan - IIT, HM-A 
Faculty Full Time (Nos.) 

Faculty Part Time (Nos.) 
Computer Terminals for 

Student's use: 150 


: 12 
: 50+ 


Courses Offered: 

Post Graduate Diploma in Business 
Management (PGDBM) 2 Year 

Full Time Residential Program with 
Specializations in: 

* IT & e-Biz * HRM 

* Finance * Marketing 

* International Business 

Students can opt for major /minor 
specialisation in second year 


Admissions Procedure: 

Written Test: XAT & ATMA, Also accepts 
CAT Score 

Followed by: Group Discussions and 
Personal Interviews at 21 Centers all 
over India 


Dates & Deadlines: 

Last date for issue of Application Form 
: March 20, 2005 

Last date for submission of Application 
Form: March 28, 2005 

Written Examination Date : As per 
announcements in Newspapers from 
testing bodies (CAT, ATMA, XAT) 
Group Discussion & Personal Interview 
Date: Month of April 2005 


| promote า 
_artisans, commingle with nature in a 
sylvan setting AND learn the Art of 
_ Living! 1 
IBA students excel consistantly in 
| inter B-School contests. : 





volunteer for community 


our rural 


handicrafts by 


แล ร น ล น อ ล ร น น ร ร ร น ต ล น นร 


46 


r | Numbers - 5 
- Outside the classroom & labs students | i 

apply & develop their professional. Dean's Award Who will benefit -1st 
. เ ท ล ท ล ย ู ๑ เท อ ท 1 skills by organizing & | 
: cond cand conferences, ' 0 
. ๑ social events, starting & developing E i; « ; 
_ clubs, assist in the management of IBA | CEO's Award" constituted by IBA, 
_ itself, 
' development เท 
. neighborhood, run marketing fests E 
village | 


i Each Trimester 


Rs. 10,000/- each 


year students Numbers - 2 Frequency - 
Rs. 4,000/- each 


! Who will benefit - lind year students 
| Numbers - 2 Frequency - Each 


Trimester Rs. 4,000/- each” 
"Corporate Scholarships” Numbers - 2 
Rs. 10,000/- each 








Integration of Art of Living program 
into the curriculum 


High degree of real world relevance in 
the curriculum 


Connected 24/7 with knowledge 
resources around the world 


Industry leaders as visiting faculty 
Over 200 corporates visited IBA last 
year for campus recruitment 


Lush 12-acre campus 


Overseas Business Study Mission 
(OBSM) for students 


n g iD 
US$ in s 3 
c a d e Y 





| * [International Business IB 





The mediocre teacher 


tells. 


The good teacher 


explain: 


The superior teacher 











e box 





IBA is managed by corporate profes T 
and Overseas. PX 
Their aspirations for IBA are to ร a top-ranked, research-driven, 
contemporary, independent and highly reliant management institution 
that grooms future leaders for tomorrow's corporate excellence. 

The overall training scheme, while thoroughly modern, also embraces 
traditional Indian value systems and corporate philosophy. 

As we are growing rapidly, there is a need to strengthen our team. 
Hence; we have the following openings 


als and academicians in India 








แน น อ อ อา: s m SPENT Ye m MA ma i ut P VE PAM I RS RI 


| You should be a Post Graduate / 


| Faculty Positions: . Code - : i Mag 
1: 0 ไ POL Phd. with relevant teaching / 

| _ research experience, 

| e Associate Professor PO2 | publications, corporate training 
.* Profesor ม 17003 and consulting experience, 
roe | Code excellent communication skills 
| * Marketing MK and using technology as a 


medium to deliver programs is a 
| pre-requisite, 


'* HRM/OB HR e ! 

| | Salary will be commensurate 

} . bd M + + P $ ^ p 

| Operations OP _ with qualification & experience 
|* Finance FM and will not be a constraint for 


© IT & E-Biz Management IT the right candidate. 


Please apply in strict confidence by courier / mail / email, with vour 
detailed Resume, mentioning the faculty and area code, along with a 
passport size photograph, before 15th August 2004, addressing it to the 
CEO at the below address: 


INDIAN BUSINESS ACADEMY 


Lakshmipura, Thataguni Post, Kanakapura Main Road, 
Bangalore 560 062. Tel: 28435 931 - 934. Fax: 28435935 
Email: ceo@ibainternational.org Website: www.ibainternational.org 











General Information: 
Recognised by AICTE, Government of 
India, Quality Accreditation by UGC- 
NAAC and AICTE 
No. 1 Rating on Governance Parameter 
by AIMA-Business Standard, even 
ahead of the IIMs 
Eco-friendly, Wireless Campus with 
connectivity for all 


Student Body: | 

At Bhubaneswar Campus:MBA: 240 
Master of Banking and Insurance: 60 
Ex-PGDM: 30 

At Bangalore Campus:MBA: 120 


Academics: 

Name of the Director: 

Prof. Biswajeet Pattanayak, PhD, D.Litt 
(Former Director, HBM Guwahati, 
Former Professor, HM Lucknow and 
Indore) 

Faculty Full-time: 38, drawn from HMs, 
liTs, premier b-schools of India and 
USA 

Faculty Part-time: 48 from premier 
institutes and corporate 

Computer Terminals for student use: 
Over 500 


Programmes on Offer: 
MBA 

Master of Banking and 
Management 

Executive PGDM 

Doctoral Programme in Management 
MDP 

In-Company Training 

Faculty Development Programmes 
Consulting 


Insurance 


| Group a 
| Personality development classes and 


| Labs 


The secrets of survival in the chaotic | 
world of today’s business are | 
adaptation, | 


good management education helps | Dates and Deadlines: 


OMT ie RUSE 1 ะ ะ ! เ December 2004 

We have designed our: 

benchmarking them with the very ; GD and Personal Interview: 
to create 
sensitive business : 
leaders who can take up the ' า 
the 
develop 
. management professionals who have 
the ability to serve 
cultures, organisations and sectors S 
Ron A Ce RUC Final Placement:: 
and the ambitious to translate their 
dreams into reality at IBAT - to 
. achieve career excellence. 


flexibility, innovation, 
agility and a passion for excellence. A 


oneself. 
management programmes, 
best in the world, 


environment 


and future 
organizations. 


challenges of 
We 





to develop conceptual 
and sharpen 


in the world. The air- 


classrooms are 


LCD projectors 


| Flexible system of specialisation 

_ Availability of all the latest subjects 
as per the needs of the Corporates to | 
. equip oneself with the fast changing | 
; world of business : 


es, Small field projects, 
on Business 


Management, 


the famous Lagaan 


Seminars, 


series by 


the 
Campus 


Etiquette, 
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National | 


Management, | 


interview | 


Selection: 
Through CAT, MAT, followed by GD and ( 
Personal Interview 


December 2004 


Summer Placement:: 
Total number of companies visiting 


s whe | campus: 84 
in diverse | 


| Total number of companies visiting 
| campus: 43 


Top ten companies: 
ACC 


Our students are facilitated by the ต ไฟ 


| Faculty 
-understanding 
_ analytical skills by the time-tested | 
methods as adopted by the best b- | 
_ schools 
conditioned 
_ equipped with all the modern audio- 
| visual equipments including high- | 
_ resolution 
-effortless presentations and learning. 


| Bayer India 
Elly Lilly 

| GTC Industries 
| HSBC 

| ICICI Bank 

| Iffco Tokio 

MIB ING Vysya 4d 
| Johnson & Johnson 


Nicholas Piramal 
Pantaloon Retail 


| Reliance Infocomm 
! Highest Salary Offered 


Rs 3.5 lakhs per annum 


| Average salary 


Hs 2.6 lakhs per annum 


| Course Fee (Per Annum): 
Etiquette, . Rs 1.5 lakhs 

| Entrepreneurship, Self-Management, | 

|Health and Stress 
| (including 
_ Workshop), Students Forums in the | 
| areas like Marketing, HR and Finance, | 
| Business Quizzing, Games like Stock | 
| Markets, Ad-Mad Show, Movie and 
_ Cultural Club. 

- National 
' Convention, Case-writing Workshop, 
| Lecture 
_ Professionals 

. Regular interaction with Senior level 
| corporate professionals in 


| Scholarships offered: 
| Scholarships to economically weaker 


students 


| Student Life: 


Marked by enthusiasm, discipline and 


rigour of highest order in all the 
Eminent activities - curricular, co-curricular or 
extra-curricular. 
| popular sports in the indoor stadium for 
| Students participation in editing of : recreation. Comfortable hostels with 24- 
. IBAT Journal of y 
| Panorama - the News Letter, Seminar | 
. Compendiums and Souvenirs. : 
| Pre-placement activities including | 
| Business 
| techniques, Personal Grooming, etc. | 


Provision of all the 


hour Internet connectivity. 


For the Fragile Times 


^ 


oh "fe 4 Institute of Business Administration and Training (IBAT) is a success story of institution 


building that has no parallel not only in academic world but even in corporate world. A 
constituent of an equally illustrious KIIT Deemed University, IBAT is growing at a rapid 
pace while under a great transformation under the charismatic leadership of 
Prof Biswajeet Pattanayak, former Professor of IIM Lucknow and Indore and former 
Director of IIBM Guwahati, and a management guru respected across the national bound- 
aries. With a proclaimed mission of bringing !IM-level management education to the 
deserving students, IBAT has benchmarked and adopted world-class course curricu- 
lum, pedagogy, systems and procedures without any compromise. Its emphasis on 
case-based teaching, sharpening of analytical, inter-personal, and leadership skills, environment-sensitivity and all the other 
qualities as needed by the corporates, has seen its graduates being lapped up by the who's who of the business world, both Indian 
as well as multinationals. Steered by Prof Pattanayak, popularly known as Lagaan Professor, the institute has eamed a name for 
itself among the aspiring students, academicians, management practitioners and corporate recruiters. 


IBAT Programmes 





+ Master of Business Administration (MBA) + Faculty Development Programmes 

๑ Master of Banking and Insurance Management + Management Development Programmes 
M Executive PGDM + In-Company Training Programmes 

+ Doctoral Programme in Management * Consulting 


IBAT Environment 





Faculty : 38 full-time faculty drawn from IIMs, IITs and premier b-schools in India and abroad 
Campus : Eco-friendly Wireless Campus with splendid architecture spread over 100 acres 
Class Rooms : Fully air-conditioned, equipped with all the ultra-modern audio-visual systems 
Library : Study-cum-research center, over 40, 750 titles on management and related subjects, 1741 CDs, 119 
journals. 
EBSCO Electronic Library: Online search, facilitated through EBSCO, is available to 
access research articles from over 4200 journals, which ม ซะ — 
could be accessed through wireless connectivity anywhere vedi. Sepang 4 
Governance, ahead of IIMs 
in the campus. 
| = Best faculty drawn from 
Audio Visual Lab : An Audio-Video unit with editing and processing facilities is ITs, IIMs and premier 
available. Live telecast of the games simulations and role- b-schools in India and aborad 
plays for use in the class rooms also feature in this lab. Track record of 10095 
Computer Lab : Over 500 computers for the use of students with latest Quality Placement 
software and round-the -clock Internet facility through Non-IIM Member of CAT 
1 mbps leased connection from STPI. 
Auditorium : A fully air-conditioned large Auditorium for conducting seminars and cultural events and Conference hall 
for conducting workshops and training programmes 
e-Institute : Web enabled Enterprise Resource Planning (ERP) package enables the Faculty and students to interact 


Management System over the Web. Parents can get any information about their wards and their progress from anywhere in the 
world through the Net. 


Hostel : Separate hostels for boys and girls with each room having PC with Internet connectivity and an ambience 
with professional living environment to help them become excellent executives. 

Canteen : Quality hygienic food at a reasonable price tariff. 

Transport : Own fleet of buses for the transport of students from the hostels to the Campus and back 

Guest House : The Institute has a guest house with fully equipped air-conditioned rooms having facility of Internet 


Institute of Business Administration and Training .; ` zə 
Business School of Kalinga Institute of Industrial Technology > "rre d 
Deemed University 


Bhubaneswar Campus: KIIT Campus l, Bhubaneswar 751 024, India 
Phone: +91-674-274 1998. 274 1389 Fax: +91-674-274 1465, 274 1747 www.ibat.ac.in info@ibat.ac.in 


Bangalore Campus: 621, NMH Complex, 80 Ft Road, Koramangala 4th Block, Bangalore - 560 034 





อ Schoois Profiles 


These are epoch-making times for | 
the education and research, training | 
and human resource development 
that must cater to the needs of a new 





General Info: 
Established by a Public Charitable Trust, 
the Institute of Business Management & 
Technology is a new-age institution 
driven by 5Cs - Convergence, 
Connectivity, Collaboration, Creativity 
and Communication - the driving forces 
of new economy. 


centre of excellence in creative 
education.The central concern here is 
to nurture creative contributors for 
creation, application and extension of 
knowledge for the benefit of the society. 


Academics: 

Dr. Anil Rawat - Director 

Vasantha Lakshmi - Programmes 
Coordinator 

Faculty: Full Time -10, Part Time-50 
Fully connected campus with 100 
Computer Terminals, with Wi-Fi 
connectivity and unlimited Internet usage. 


Courses Offered: 
1. AIMA PGDM - Flexi-Programme 
Post Graduate Diploma in Mgnt. 
2. MBA (Integrated 4 years; eligibility 
1042) 
Two years Full Time Programmes: 
1. MBA 
2. Dual Degree Programmes 
3. Masters Programme in: 
€ Business Management & 
Technology-MBM-Tech 
€ International Business -MPIB 
€ Business Management (Non-Profit 
Organization)-MBM-NGO 
€ Telecommunication Mgnt. -MPTM 
€ Tourism Administration -MPTA 
4. BBM - eligibility 10-2 


Admission Procedure: 
All candidates are required to take a 
written test followed by group 


The 
Research Centres to 
research in 
B Business 

Mi Technological developments: 

14. Centre for Research in Innovation 
Technology 


2. Centre 


3. Centre 


4. Centre 


the 
_ fundamentals quickly and acquire in- 
depth knowledge with the ease of 
| learning. . 
. The courseware consists of real time | 
| applications, studies and- 
_ exercises practically used in various 
_ industries in this era of information - 
_ technology. Extensive use is made of 
_ CBT & Internet Technologies. 


mind extension era. 


Technological advances are creating | 
| AIMET [All india Mgnt. Entrance Test] 


| ATMA [Aims Test For Mgnt.Admission] 


new intelligent space as the products 
and businesses become more 
knowledge intensive. 


. Therefore, education at the Institute | 
of Business 
| Technology is intended to facilitate - 
. unbounded exploration of ideas. In | 
_ order to facilitate this process we | 
draw upon various streams of 
_ thought and integrate these in the 
_ educational 
synergy of 
knowledge and 
: evolved a new pedagogical system to 
train new mind sets for 
_ businesses. - Dr. Anil Rawat, Director | 
The institute aspires to become a. m 


Management and 





process. With 
new 


tools we have 


institute has set 
conduct 

various 
Management 


&Management of 
(CRIMTECH) 
for 
e-Commerce (CRie-Com) 

for Research in 
international 
Strategy (CRIMSTRAT) 

for Operations 
Management, Information Systems 
& Applied Research (COMISAR) 


_ Current and on-going research: 

| a) Making of India's Silicon Plateau 
_ b) National Innovation System and 
_ Competitiveness 

. c) Theory of Technology 


| The Institute has evolved pedagogy | 


_ with a blend of theory and practical 
_ training. In addition to class room | 
_ lectures, 
supplemented by practical 
| studies, audio visual presentations, 
games, situational role plays, etc. 
_ The course materials are prepared by | 
a panel of experts from various IT 
_ organizations i 
institutions. The delivery tools are 
_ formatted in a manner so as to enable | 
the | 


the 


and leading 


students to grasp 


case 


50 


up four 
| b) Means scholarship. 
areas of 
and | 


Research ไจ 


Management E 


| participation, 


case 
| Placement & Career Service: 
The Institute has a dedicated career 


| also 


discussion and personal interview, test 


! of communication skills, etc. 


Candidates can take any one of the 


| following written tests: 
| AIMATS 


[All India 
Aptitude Testing Service] 


Management 


CAT [Common Admission Test] 


| CST (Competence in Software Technology} 


XAT [Xavier's Admission Test] 


| Fees: 

the | Tuition & other fees - Rs. 1,10,000 p.a. 
Xa จ จ Hostel Expenses 

| One Time Deposit: Rs. 12,000 


| Monthly charges: Rs. 3,250 all inclusive. 
new | 


Scholarships: 
a) Merit scholarships for topper in each 
term. 


c) Scholarship for North-Eastern 
students. 


| d) Scholarship for Girls. 


| Dates & Dead Lines: 

| The Institute accepts admission 
| applications throughout the year on 
| rolling basis. 


| [he dates for Group Discussion and 
| Personal Interview are intimated to the 
| candidates after short-listing from the 
| written tests. 


| Evaluation: 
| Evaluation of students’ performance is a 


continuous process. The focus of 
evaluation system is อ ท class 
presentations, quizzes, 


: WE assignments, examinations etc. 
teaching CS 


service cell. The aim of the Career 


| Services is to help all students explore 
| wide variety of options available and 


provide help to plan and effectively 


| implement the next career move. 
| The Institute takes the full responsibility - 


to arrange career placement for all 
successful candidates. The Institute 
provides additional skill 


| enhancement support to match the 


corporate requirements. 





DL 
เม่ 


"Deciding to study for an MBA 


is one of the most powerful choices you can make." 


Creative problem solving 
Logical reasoning 
Adaptability 
Adroitness 
Agility 
Efficacy 
Acumen 
Intuition 
Ingenuity 
Sensitivity 
Proficiency 
Enterprising 
Perseverance 
Steadfastness 
Deliverance 
Dedication 
Distinctive 
Congenial 
Equanimity 
Prudence 
"^ Equipoise 
Visionary 
Ideation 
Diligence 
Convivial 
Judicious 
Decisiveness 
Native wisdom 
Neural navigation 
Eloquence 
Resilience 
Techno-savvy 
Virtual teamwork 
Cognitive precision 
Innovative instinct 
Punctilious/ meticulous 
Perceptive / Perspicacious 
Imaginative profligacy 
Transactional transcendence 





crafting managers for global enterprises 








IN IBMT Institute of Business 
p Management & Technology 


#298, 100 ft. Ring Road, 4th Phase, 7th Block, Banashankari 3rd Stage, Bangalore - 560 085. INDIA 
Tel: +91-80-2679 1740, 2679 8528 Tele-Fax: +91-80-2679 0517 Email: ibmtedu@vsni.com 
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IBS Centers: 


Ahmedabad, Bangalore, Bhilai, 
Bhubaneswar, Chandigarh, Chennai, 
Dehradun, Gurgaon, Hyderabad, 


Indore, Jaipur, Kochi, Kolkata, Mumbai, 
Pune and Ranchi. 


General Info: 

Type of School: A Constituent of ICFAI 
University 

Year of Establishment: 1995 


Student Body: 

Number of students currently enrolled in 
the school: 4200 (First year and 
second year) 


Academics: 

Name of Director: Prof. S K Sharma 
Faculty Full Time (Nos): 378 

Faculty Part Time (Nos): 87 

Computer Terminals for 

Student use: 1425 

Courses Offered: MBA (Full Time) : 

2 Years 

Electives Finance, Accounting & 
Control, Marketing, Human Resource 
Management, IT & Systems,Operations 
Management, Insurance, Banking, 
Investments, International Business 
and Entrepreneurship. 


Admission Procedure: 

Students are selected on the basis of 
their performance in the IBS Admission 
Test (IBSAT), Micro-Presentation, 
Preliminary and Final Interviews. 
Admission Test is conducted at over 60 
Test centers all over India. 


Dates and Deadlines: 


Last date for issue of Application Form» 


(date/ month/ year): 11-Dec-2004 

Last date for submission of Application 
Form (date/ month/ year): 11-Dec-2004 
IBSAT Date (date/ month/ year):19- 
Dec-2004 


: bilateral 


| skill 
: Overall 
-through 
|. communication and team building 
_ workshops, and English labs. 

_Case-Method of Teaching is used | 
extensively as ล tool 
. ส ท ส | ห น ี อ ๐ อ | 
| abilities while giving the classroom | 
-the ‘real life experience’. 


received ist rank 
‘Networking and Innovation’, ‘Faculty | 
Strength’, Strength & | 
' Academic Investment. | 


by The Institute of 
Financial Analysts of India (India) in 


| Academic Collaborations 

_ Understanding the need for academic 
excellence IBS has put in place 
_ Academic : 
. leading international B-Schools like | 
. Syracuse 
Philadelphia University, USA, among 
others. This process is facilitating | 
exchange of students, | 
. faculty members and 
_ scholars, 
| research collaboration, sponsoring | 
. and conducting joint conferences, : 
_ seminars, 
: workshops etc. 

| Courseware & Case Development : 
. High quality courseware developed by | 
า bie enisi Ern เก faculty 
. members o is updated every year | 
_in tune with the changing business 2 ค ห น น 
. environment to keep course content at | 
BU cutting edge of knowledge. IBS is 
. an active member and among the top 
10 contributors of case studies to 
European Case Clearing House | 
ECCHY), . 
depository of management case | 
_ studies. Our faculty authored more | E Serve Intemational 
_ than 650 cases in the past one year, | 
-which are being widely used all over 
- the world including London Business | 
School, 


collaborations 


University, 


research 


academic material, 


training programs, 


UK & USA, a global 


soft skill 


and decision-making 


- Strong Brand Equity | 
IBS has been ranked 1st among | 
private B-Schools in the surveys | 
conducted by various independent : 
agencies. In earlier surveys it has | 


in areas 


‘Student 


52 


USA, 


| Interview Date: 2nd or 3rd week of 


ICFAl Business School established | 
Chartered | 
| | | summer Placements: 
the year 1995 is a constituent of ICFAI | 
University. IBS operates at 16 centers | 

through out India. 


February 


Total number of companies visiting the 


า campus: 750 
! Names of top 10 companies: 


Allianz Bajaj Insurance 


| Cadbury India 
| Cipla 


with Ba 


Lowe Lintas 
PWC 


| Pepsi 


Sony India 


| Standard Chartered Bank 
| Wipro 


| Final Placements: 
| Total number of companies visiting the 


campus: 425 


| Highest Salary Offered (Rs. Lakh per 


Average salary Offered (Rs. Lakh per 


| Annum): 3.34 lakhs per Annum 
| Names of top 10 companies: 


ADP Ltd 


| Dara Shaw 


ICICI Bank 
KPMG 


University of Cambridge, : Om Kotak Mahindra Insurance 


_ University of Oxford etc. This is made | 
_ possible by three of the affiliates of IBS 
' namely ICMR, IKC and CDC. 

. Experiential Learning 
IBS evolved Summer 
- Program to expose students to real 
life business situations where they 
spend about 4 months working with | 
; industry. | 
Students are exposed to a strong | 
building exercise for their | 


Power Finance Corporation 


! Satyam Computers 
| State Bank of India 
Internship CS 

| Scholarships: 

| a) Merit Scholarship up to Rs 2.00 lakhs 


for the Meritorious students. 


Personality Development - b) Special Scholarship up to Hs 1.00 


labs, - 


lakh for the needy students. 


|! Financial Aid: Approved for student 
! loans by SBI, Syndicate Bank, Andhra 
"NE ME Bank, Canara Bank, United Western 
! Bank and others. 


Learning for Leadership 





The opportunity before business schools today is to create o new cadre 
of management professionals who can understand the new dynamics of 
global business environment within a framework of business ethics and 





corporate governance. It is with this view the ICFAI Business School, 
a constituent of the ICFAI University, offers the two year full-time 
MBA Program with different areas of specialization. Within a short, 
IBS has grown to an impressive size and achieved wide-spreod recognition 
from industry, academic circles and professional bodies. In recent surveys 
of B-Schools, IBS has been ranked among the top B-Schools in India. 
IBS alumni, numbering over 5500, are currently pursuing fast-track careers 
with over 750 blue-chip organizations in India and abroad 


The MBA Program of IBS is designed to provide contemporary knowledge 
and skills, both functional and integrative, in the field of management 
with emphasis on leadership, entrepreneurship, ethics and governar 





ICFAI 


www .ibsincdia.org 








B Schools Profiles 








General Info: 
Type of School: Private, Recognized by 
AICTE, Accredited by NBA, granted 
MBA equivalence by Association of 
Indian Universities (AIU) 

Year of establishment: 1993 


Student Body: 

Full time Post Graduates: 240 
Full time Undergraduates: 240 
Total number of Students: 480 


Academics: 

Director: Mr. K Rajendran Nair 
Director GSM: Dr Irfan A. Rizvi 
Director UBS: Ms Sandhya Prakash 


Faculty Full Time: 62 

Part Time faculty: 15 

Computer Terminal for student 

Use: 150. Two dedicated lease line for 
Internet connectivity. 


Courses Offered: 

Post Graduate Diploma in Business 
Management (PGDBM) 

Post Graduate Diploma in Management 
(PGDM) 

MA in International Business, 
Marketing, Finance and Accounting 
BSc (Hons) Degree in Business and 
Management Studies, Accounting and 
Finance, Marketing 


Admission Procedure: 

Common Admission Test (CAT) 
conducated by IIMs followed by Group 
discussion and interviews for shortlisted 
candidates. Foreign residents may 
apply with GMAT scores. 


Dates and Deadlines: 

Date for issue of Application forms: 
Starting 01/09/2004 

Last date for submission of Application 
form: 15/01/2005 

Written examination date: Sunday, 
21/11/2004(CAT) 


HLM's Leadership forum 
eminent speakers from industry and _ 


. academia on regular basis. Each | 1. ABN Amro 


Ree meme ร พ ร ร 2 Arvind Mills 
industry interface with corporate 
| professionals 
| Students in respective areas. ILM | 
. faculty 
diverse academic and 
_ research, case study writing etc. MDP | 
. and customized training programmes | 
are organized for government and | 
_ private institutions. า 


Prof. B. Bhattacharya - 
. Professor & Dean IIFT 

_ Prof. ไร ท พ พละ Dayal - Founder Director | 
|. IIML, Prof. HMC, IIMA. Former Chief | 

| Scholarships: 


Honorary | Merit Scholarships to four students with 


_ Prof. i 
|! excellent eacademic performance in the 


. Professor and Former Head Institute | 
_ of Economic Growth 
_ Prof. Mirza S. Saiyadain - Former | 
faculty UMA & Consultant to. 
_ UNESCO, UNFPA | 
Prof. A.L. Nagar-Former Director- | 
of Economics and 

Professor of : 


| Delhi 
_ Distinguished 
M Econometrics and Statistics. : 
Dr. Barin Ganguly - Former member | 
Indian Forests Service, Specialist | 
(Forestry) in 
-commission on Agriculture า 
Prof. O.P Mathur - Former Director | 
. National Institute of Urban Affairs and 
. IDFC Chair in Urban Economics & | 
Finance at the National Institute of | 
. Public Finance & Policy | 


management education. 










ILM strives for holistic development - 
of its students through mental,social, : 
_ physical and spiritual development. - 
The curriculum is upgraded every | 
_year to cater to dynamic business | 
. environment. Focus is to develop the | 
students as ‘decision makers' and 
_imparting necessary skills through 
_ customized 
| pedagogy 


workshops. 


invites 


addressing 


continuously works 


Former 


_ Tech Advisor - United Nation, Former 
| Director IIPA 


Ashish Bose -~ 


School 


the 


54 


“Group Discussion 


IM oct 


E cu ou. oen 


The | 
: is case based evoke 
_ Critical and analytical thinking. 


on | 
industry | 


National E 


and Personal 


LEC SEC 6 9 STViews: February-March 2005 


carved its place in high quality | 
favorable f เร 
avorable faculty student ratio of 1:7 - | ‘citi 
and conscious efforts to get students | Tole number OE companies visiting 
from different backgrounds and 
faculty across diverse areas and 
experience ensures personalized | 
_interaction and diversity in campus. | 
The modern infrastructural facilities | 
_ and well equipped library makes the | 
| environment conducive to effective . 
| teaching-learning experience. : 


Summer Placement:: 


campus: 72 


! Top 10 companies 


Franklin Templeton Investment 
Godfrey Philips 

ICICI Bank 

Indian Airlines 

ITC India Limited 

Maruti Udyog Limited 

Pepsi 

PWC 

Standard Chartered 

0. The Hindustan Times 


| Final Placement: 

| Total number of companies visiting 
| campus: 56 

| Highest Salary offered: (per annum): 


3.75 lakh 


|! Average Salary: (per annum) 2 lakh 
| Top 10 companies 


| 3. e-value serve 


M 4. Elli Lily 


5. Hewitt 

6. Hughes Software 

7. Kuehne & Nagel 

8. Nestle India 

9. Philips India 
10.Standard Chartered 


| Fees: 
| Rs. 2,20,000 per annum 


| first year. 


| 


E 


A AUS jp 


UANWOMAN $ 





IILM was founded in year 1993 




















๑ |00% placement record, with IILM alumni placed at 
positions of repute with business organizations in India 


and abroad; 


* Centrally located campus with modern infrastructural 


and state of art learning facilities. 


* Continuous quality interface with industry through 
internships, live projects, workshops, seminars, 


lectures. 


๑ |ILM's Total Personality Development program includes, 
courses on Corporate Communication, Managing 
working relationships, emotional intelligence, team 


working, spiritual development etc. 


๑ |ILM faculty of sixty plus members (Faculty - Student 
Ratio: 1:7) regularly contributes to knowledge pool 


through research and consultancy in diverse fields. 
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Institute for Integrated Learning in Management 


3 Lodhi Institutional Area, New Delhi - 110 003. Tel : 24647820. Email: iiim@iilm.edu, website: www.iilm.edu 
















General Info: 
Type of School: Private 
Year of Establishment: 1973 


Student Body: 

Full-Time Graduates: 1552 (All India) 
Part-Time Graduates: None 

Total Graduates population: 1552 


Academics: 

Name of Dean: Arindam Chaudhuri 
Faculty Full-Time (Nos): 245 (All India) 
Faculty Part-Time (Nos):119 (All India) 
Computer Terminals for Student use: 
440 (All India) 


Courses Offered: 
MBA, BBA 


Admission Procedure: 
Written test, Group discussion, 
Personal interview 


Dates & Deadlines: 
30th April 


Student Life: 

Explicitly and implicitly, all the activities 
and outfits (clubs) at IIPM aim at 
nurturing managerial skills (soft and 
hard) and personal effectiveness that 
makes them successful in their future 
course of life. 

All the sixteen clubs (seven academic 
and nine non-academic) actively attract 
highly dynamic students and are 
fulfilling their own objectives. Finex 
(Finance Club); 4P's club (Marketing 
Club); Human Factor (HR Club); G-40 
(Systems Club); Rhetorix (Debates and 
Case Studies Club); E"2 (Economics & 
Entrepreneurship Club); CMC 
(Placements Cell; Torque (Sports 
Club); Alchemy (Cultural Affairs Club); 
Great Indian Dream Foundation (Social 
& Developmental Affairs Club); Stage 


B Schools Profiles 





inspiration : 
: consulting practices. A judicious mix | 
_ of Case studies, Projects, Simulation 
Exercises, Support Notes and an | TEE 
_ effective Evaluation system makes all | Name top 10 companies: 


_ this possible. 


-A staunch believer in 
_ Interface, PM's Career Management | 
Cell 
religiously makes possible many | "MERE 
Eae Ir NICE WEN E Total Number of companies visiting the 
at HPM 

seminars, 
. conclaves graced by distinguished | 
| and illustrious management gurus, | 
. economists and practitioners like Mr. 
_ Stephen Covey; Mr. David Ramsey | (Mumbai) 
. (O'Neil Software), Mr. Harish Bijoor — 
. (Harish Bijoor Consultants), Dr. Bibek 
. Debroy (RGICS). A minimum of three 
_ guest lectures takes place very week | 
-across all the campuses of HPM. | 
_ Research (more importantly, Applied | 


| Name top 10 Companies: 


| journals 
published by HPM. . HPM Indian 
Economy Review (Economics), 4P's - 
| (Marketing) , The Human Factor | 
_ (Human Resources), Need the Dough | 
. (Finance) Strategic innovators (Case 

Studies) and other periodicals are 
| receiving accolades from industry as | 
_ well as academia. Students are also | 
and mentored to 
_ contribute actively to all the In-house | 
and business journals of IPM and | 
- Planman Consulting outfits. : 


; encouraged 


IPM, over the years has created 
benchmarks in 
| mn EE education and 

research. As an academic institution x 
Renate Heminiscences 
managers. All our endeavors are | 
| many dimensions. 


| To 


the 


towards 
learning 


incessantly evolving 
methodologies 






















rudimentary and 


| Each and every class at IPM means | 
| unfolding of a new paradigm which is | 
-intellectually 
-constantly tinkering the thought 
- process, by a team of passionate and | 
- conversant 
_ exquisite pedagogical techniques. All | 
inputs draw their | 


and | Summer Placements: 


stimulating and 


faculty, along with 
the academic 


from industry 


(CMC) energetically and 


the 
and 


is discernible with 
conferences 


. Research) and Teaching has been 


BU idi MEME Price Waterhouse Coopers, Reliance 


_ reflected in the course ware, projects | 
literature | 


and other 
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| (Performing 
B (Adventure Club); SEED (Environment 
arena of 


that 
contributes immeasurably to the 
. learning curves of the student. 
. community and thereby instilling a 
thought process metamorphosing | . : 
into a vision, which goes much AAGMAN) find their place in non- 
_ beyond 
centered management practices of | 
_ profit, sales and share holders value 
เห ล ว ย เ ฑา 2 ส ม ิ อก. 


self 


| Coco-Cola, 


Arts Club); Recall 


Club); HEAL (Healthy Affairs Club); 


| CULT (Cultural Studies Club) and 


(Alumni Club) 
invigorates the HPM student's life in 


"Whole 
out of 


make 
Individuals" 


& Complete 
HPM students, 


| various peer group activities (AMAZE, 


academic activities. 


| Fees: 
! Tuition Fees (Rs. thousands): 4.5 Lakhs 
| Hostel Fees (Rs. thousands): 25000 


Scholarships: 


! Name of scholarship: Merit cum Means 


Financial Aid to Student: Upto 75% of 


| tuition fees. 


Total Number of companies visiting the 


| campus: 623(All India, Batch2003/05) 


Johnson & Johnson, 
Mercedes Benz, Karvy Consultants, 


ICICI Bank, Dabur, BPL, Asian Paints, 
Industry- | 


Pepsi Foods, IMRB 


! Final Placements: 


| campus: 234 (Only Delhi and Mumbai , 
| Batch 2002-2004) 


Highest Salary offered (Rs.Lakh per 


| Annum): 4.7 lakhs (Delhi); 7.28 lakhs 


| Average Salary Offered (Rs. Lakh Per 
| Annum): 3.40 lakhs 

! Total Number of companies visiting the 
‘campus: 159 (2003-2004) 


Infocom, Metlife india, IDBI Bank, 


| Berger Paints, India Bulls, Magma 
| Leasing, Way2Wealth, OM Kotak, 


Mahindra Life Insurance, Converge 


i Labs. 


At IIPM the MBA Degree that our students get is just incidental. They do ล course in Entrepreneurship which 
incorporates MBA + MA (Econ.) + Compulsory Marketing Specialization. 


— ; A 


T 


(Intellectually Superior * High EQ * Awesome Communication Skills) 


PMIPROVIDES 


More than 20% of IIPM graduates have intemational exposure through our exchange programmes. 
IIPM Alumni include the Managing Director of Fuji Xerox, HongKong, Executive Director Business Strategy & Dev., Oracle Corp., Singapore... 


ก 


E = 


For Campus Placements call Prof. Shouvick Dutta today at +91-9892261539 or Prof. Anirudh Sharma at +91-9810504255 
E-mail : info®iipm.edu; www.iipm.edu 
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WHAT WE TEACH TODAY OTHERS ADOPT TOMORROW 











General Info: 
Year of establishment: 2001 


Student Body: 

Number of students enrolled currently: 
MBA 37 (2nd Year) + 50 (1st Year); MS 
ไค ก ท ท ม ว 7 


Academics: 

Name of the Head: 

Prof. L. S. Ganesh 

Faculty Full-Time: 15 

Faculty Part-Time: 30 

Computer Terminals for Student use: 
100 (in the Department) + many 
(in the Institute's Computer Center) 


Courses Offered: 
MBA, M S, Ph D 


Admission Procedure: 

Entrance Examination: JMET 

Venues for Entrance Examination: 
All major cities in India 

Selection Method: Group Tasks 
+ Personal Interviews at IIT Madras 


Dates and Deadlines: 

JMET 2004: mid-December, 2004 
Announcement of Results: 
January, 2005 

Issue of Application Forms (Start Date): 
mid-January, 2005 

Submission of Applications (Closing 
Date): end-January, 2005 

Group Tasks + Personal Interview: mid- 
March, 2005 

(for exact dates await advts in national 
dailies) 

For further information on JMET 
2004 visit www.gate.iitm.ac.in 

For further information on 
MBAGIITM send 

e-mail to mba@iitm.ac.in 


mid- 


: The mos 


_ seminars. 


There 


B Schools Profiles 


exceeds supply. 
MBAGIIT MADRAS is an exemplary 


to our young 


mportant qualities our | 
_ students imbibe while studying at IIT | 
_ Madras are excellence and the will to E 
demonstrate this professional value 
_at work. The programme structure, | 
_ curriculum and pedagogy have been | 
carefully designed for enabling this. | 
. The culture in our classrooms is 
| ญา by a passion sg learning 
throu teamwork, enthusiasm in | l | 
_ desire to be the best. : 


|! B. Semester 















| Summer Placements: 
The {ITs are known for academic — แน "ก. 
excellence and their unique culture of | 
_ rigorous intellectual pursuits. [In the 
- world of business today, the demand 
for top quality management talent far IR 
p quay P this context, Highest Salary Offered: Rs.9.2 lakhs 
| Average Salary Offered: Rs.3.6 lakhs 
_new programme serving the cause of - 
top quality management education. | TR 
We welcome the support of all who ees: 
can add value 
| programme. 


| Final Placements: 
| Total Number of Companies: 30 


AOne time payment - Statutory (S) 


(Rs.1200/= Rupees One Thousand 
Two Hundred) and Non-Statutory 
(NS) (Rs.2750/ Rupees Two 
Thousand Seven Hundred and Fifty 
only). 

Fees - Statutory (S) 
(Rs.27000/= Rupees Twenty Seven 
Thousand only) and Non-Statutory 
(NS) (Rs.5600/= Rupees Five 
Thousand Six Hundred only) 


Rupees Five Thousand only) 


PS The data is a part of the Statutory 









reputed international 


policies, knowledge 


marketing, 


is no match for 
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and | 


direct | 
. experience. Just come over for "a 
; learning and living experience to last | 
| a lifetime". 1 


| Semester Fees. 


- The research work of our faculty and | 
' students have found place in the | 
most 
national! journals, conferences and | 
Practicing managers | 
prefer pursuing research in our 
_ Department in a variety of business- 
relevant areas such as : 
-modeling and analysis, HR systems | 
and 
เท ล ท ล ขอ เท อ ท 1, 
management, 
management, service quality, supply | 
_ chains, and virtual organizations. We 
-also have a steady stream of CEO's | 
and top class managers presenting | 
_ Seminars and talks. ! 


(a) Tuition: Rs.25,000/- (Rupees 
Twenty Five Thousand only) 
(b) Hostel: (only for Hostel |. 


inmates;Payable every semester) 


| (Statutory) Seat Rent: Rs.550/- (Rupees 


Pweg Five Hundred and Fifty only) 


(Non-Statutory) Establishment Charges: 


PEE Rs.2,300/- (Rs. Two Thousand Three 
manufacturing | 


project | Hundred only) 


Additionally, the hostel inmates will also 


| incur monthly mess bills. 


| Scholarships: 


Details are being worked out 





Uniquely structured, rigorous 


programme. 


* Distinctive and comprehensive 


curriculum. 


4% Renowned faculty 


- full-time and visiting. 


% State-of-the-art infrastructure 


and facilities. 


* Regular interaction with business 


and industry. 
* Enviable global alumni network. 


* Placement with top companies. 





to last a lifetime 





For information on 


MBA @ IIT Madras 
mail to mba@iitm.ac.in 
or visit: www.mba.iitm.ac.in (Quiet Excellence Demonstrated) 


` =- เศ ร ม 
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n 
_ infrastructure with a combination not : 
. only of a top class B School but also 
' as a Membership Body. It has various 
_ firsts to its credit like affiliations with | 
Thee ke Co Ce VE UTE DB! Bank 
_ Marketing Federation & the World 
; vba Association; hosting 31 
: World Marketing Congresses; faculty | . 

J 3 y Pepsico India Holding (P) Ltd. 
Ranbaxy 


| Reliance Infocomm. 


General info: 
Type of Institute: Recognised 
Year of Establishment: 1969 


Student Body: 

Full-Time Graduates: 400 
Part-Time Graduates: 122 

Total Graduates population: 522 


Academics: 

Name of Dean: Prof. Jagjit Singh 
Name of Principal: Prof. Gaganjit Singh 
Faculty Full-Time (Nos.): 21 

Faculty Part-Time (Nos.): 54 

Computer Terminals for 

Student use: 120+ 


Course Offered: 
MBA, PGDBM, MCA, EMBA, BBA, BCA 


Admission Procedure: 

CAT, MAT, ATMA, UGAT, IMMAT, 
followed by Group Discussion & 
Interview 


Dates & Deadlines: 

Last Date for issue of Application 
Form: (d/m/y): 21/07/2004 

Last Date for submission of 
Application Form (d/m/y): 24/07/2004 
Written Examination Date (d/m/y): 
26/07/2004 

Group Discussion Date (d/m/y): 
26/07/2004 

interview Date (d/m/y): 26/07/2004 


: The 

Qualification programmes give its | 
ล ล์ น น ล อ ใน ห ต Total number of companies visiting the 
perspective & Indian perspective | 
_ thanks to its association with Preston Campus 65 
University of USA & M.S. University | 
of Tamil Nadu. Throughout their 
course special lectures, seminars, 
| workshops, 
_organized which are addressed by 
eminent experts from all over the 
. world. The industry has endorsed our : 
| methodology by placing trust on our | Bank of America 
students as they have an edge over 


| the rest 


Brit: 


has one of the 


| from among academicians practicing | 
| managers, international experts & so- 
| on; commitment to spreading the | 
ฮู ๐ ร อ | of Marketing & Management | 
_as ล Scientific discipline. 


institute's unique 


industry visits 


| In every subject, students have to 
' carry out projects, research studies & 
. presentations. The Institute อ ท its | 
| part organizes mega events like 
_ World 
_ International 
meetings with International experts, 
_ Ambassadors & Diplomats & Senior : 
Government Officials & so on to 
| broaden the horizons of future 
_managers & IT Professionals. 


Marketing 
Conferences, 


Congresses, 
Tea 


funky Cafeteria, Seminar Rooms, | 
-Separate Hostel facilities for boys & | 
girls. Students from countries like — 
Russia, Germany, Maldives, Tunisia, | 
. Nepal, Ethiopia provide diversity. A 
| learning environment coupled with 


for 


60 


Triple Wl 
! Final Placements: 


are | 


recreation ensure | 
exciting & productive days at the | 
; Campus. า 






































Summer Placements: | 
best | Total Number of companies visiting the 
! campus: 82 

| Name top 10 companies: 


! ICICI Bank 


| LG Electronics 
| Maruti Udyog Ltd. 


| sansung India Ltd. 
| Standard Chartered Bank 
TATA Steel 


Highest Salary offered : Rs. 4.8 lakh per 


| annum 

| Average Salary Offered: Rs. 1.92 lakh 
| per annum 

| Name top 10 Companies 


| Bharti Telecom (Airtel) 

| Gillete India Ltd. 

| Galxo Smithkline 

| HCL Infosystems 

| ICICI 

| India Bulls 

| Reliance Infocomm. 

| Standard Chartered Bank 
| Whirlpool 


| Fees: 
| Ranging from: Rs. 50,000/- annum to 
| Rs. 1,00,000/- annum 


NUTS Campus has spacious a fully : Scholarships: 
equipped Lecture halls, Well stocked 
. Library, Computer fab with over 120 | 


' computers, latest software packages, - 


: Nil 





IMM) 


> , Institute of Marketing & Management 


B Building r 








Applications 


invited for 
Our Unique 








Contact Admissions Office 


Institute of Marketing & Management 

Marketing Tower, B-11, Qutab Institutional Area New Delhi - 110 016 
Phones: 26520892-6 26520900, 26534406 

Fax:91-11-26520897, 26520903 

E-mail: admission@immindia.com; info@immindia.com; 
immnd@nda.vsnl.net.in Website: www.immindia.com 
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ITM Bangalore 

Bannerghatta Road, Behind Meenakshi 
Temple, 

Hulimavu, Bangalore 560076 

Tel: (080)26580776 
bangalore Q itm.edu 

ITM Chennai 

No.10, Venkatkrishna Road 
Mandaveli, Chennai 600028 

Tel: (044)24935847 chennai Q itm.edu 
ITM Warangal 

Hunter Road, Opp. APRTC Tyre Unit 
Warangal 506001 

Tel: (0870) 2524138 
warangal Q itm.edu 

ITM Hyderabad 

2-1-569/109, Near Sankar Mutt X 
Roads 

Nalla Kunta, Hyderabdad 500 044 

Tel: (040) 55615623 itmhyd@msn.com 


General Info: 

The ITM Group of Institutes are 
members of a not-for-profit, charitable 
trust- the ITM Trust, established in 1991 


Student Body: 
Full-Time Graduates: 850 
Part-time Graduates: 150 
Total Population: 1000 


Academics: 

Prof. P.V. Ramana, Chairman- ITM Trust 
Prof. R.S. Maker, Director (Navi Mumbai) 
Wg. Cdr. A.H. Babu, Director (Bangalore) 
Dr. P.V. Raghavan, Director (Chennai) 
Dr. Dayakar Rao, Director (Warangal) 
Dr. Aswani Kumar, Director (Hyderabad) 
Full-time Faculty: 45 

Visiting Faculty: 62 

Technology: 

Fully wired campuses with LAN/Internet 
access to every desk. Student laptop 
program. 


Courses offered: 

PGDBA (AICTE approved) 
MS/MBA dual degree 

Master of International Business 


| academics, 
_ interaction, 
_ infrastructure; we have rallied under 
. a new banner, a campaign of growth 
and excellence called VISION 2010- 
. our race to become a Top 10 school : 
| ! performance, a Group Discussion and 


| Interview process, and test scores. ITM 
| accepts CAT and XAT scores among 
| others. Some programs require ล A 


skills, separate ITM entrance test. 


With over 35 
. Research papers 
published in 
_ research in ITM sets a fervent pace. . 
Research projects and Consultancy | 
_ efforts help ITM faculty to expose our 
students to the state of industry. In 
addition, 
workshops, discussion panels and 
-conferences bring senior managers 
and heads of 
. classrooms. 


| Between : 
| conducting research and finishing 


| importance at 
| Spiritual 
B tournaments 
_ challenges becoming an integral part 
_ of the ITM experience. 


: Merit-cum-Means scholarships which 
_ reduce the tuition cost by 25% - 100% | 
are offered to | 
financially disadvantaged back- 
grounds and excellent academic | 
eee Tuition Fees range between Rs.1.5-2.0 
| lacs/pa depending on program 

| Hostel Fees range between Rs.38,000- 


years ever 

successes in a variety of endeavors- 

placements, 
technology 


With a large portion of our faculty 
. coming from Industry, ITM pedagogy 
is a blend of theoretical 
innovative methods and industry | 
_ insight. 
_ Curriculum ensure that the skills & 
_knowledge imparted remains highly 
; relevant and industry focused. Case 
_ Analysis. 
_ Assignments and term projects are 
an integral part of each and every 
_ course. 


Annual reviews of the 


Industry Research 


books. 
and Articles 
2004, 


dosens of 


industry into our 


attending 


projects - our students manage to 
-organize and participate in scores of 
-events and clubs that reflect their | 
| interest in industry, community and - 
higher learning. In addition, physical 
; and emotional fitness is given its due - 
ITM, with Yoga, | 
sports | 
| Notable companies 


Self Discovery, 


and intellectual 


students 


classes, | 


E CMC 
! Essar 


from | 













MBA-Human Resources 


The ITM group of business schools | UAM ann vagis 
TEES T e g MBA-Retail Management 
in 2003-2004. With | 
industry : Admissions: 

and | 


Minimum eligibility for all programs is 


| 50% marks in a graduate degree from 
pany AIU 


recognized University. 
Selection is based on overall academic 


| Dates & Deadlines: 

! Application forms are available between 
| August and February for the PGDBA 
| program, and between December and 
| May for all other programs. 

| Application Deadlines: February 28 
E for PGDBA and May 31st for others 

_ Interview Calls are in March/April 
Academic & | 

EE Academic Infrastructure: 
ddl At al ITM campuses, a team of 
| experienced faculty (many of who are 
! PhDs) impart a highly relevant, industry 
seminars, - driven curriculum. Spacious class- 
‘rooms, labs and activity areas enable 
| serious academic, as do the large 
| libraries and online research databases. 
| High speed Internet access and email is 


standard issue, along with textbooks 
and courseware. 


! Placements: 


Over 200 companies visited | our ^ 
campuses last year, representing the 


! cream of Indian Industry. The highest 


salary offered was Rs. 9.25 lacs/pa with 
the average salary rising to Rs.3.4 lacs/pa 


| ABN Amro Bank ACC 
| Bajaj Group Bank of Punjab 
Blue Star Citi Financial 
CRISIL 


Godrej Sara Lee 
And many more ... 


| Fees: 


| Rs.49,000 per year including board. 
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ll 
itm is a place where you learn how to build a 


ladder to your success, using determination, 
dedication, discipline and attitude , , 


„Top 10, by 2010 


Arvind K. Gupta, class of 2003 


"22 P A A ๑ " A A ‘re $ 
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he best way to predict the future is to invent it- Alan Kay 


TM University is proud to announce the VISION 2010 campaign, 
urobjective of becoming a Top 10 B-school by the year 2010. 
he transformation has already begun, with sweeping 
nprovements in academic quality, governance, industry 
iteraction, technology and placements. 


Whats new in 2004 

or Finance majors : ITM University has launched India’s first 
ver live Dealing Room for training in equities, securities, Forex 

derivatives trading. Featuring real-time data-feed from BSE, 
ISE, NYSE & global exchanges, Bloomberg, Reuters, CNBC 
iews-feeds and real-time simulated trading terminals. Built 
weund this set-up is the revolutionary MBA in Financial 
Aarkets program, commencing in July 2004. 
New Technology : ITM has launched a dramatic IT migration 
roject, introducing Linux OS computing to all its campuses, in 
iddition to an all new website, email/messaging systems, an e- 
2arning platform for students, electronic courseware and 
nproved online research capabilities. 


Ranked #37 All India, B 
AIC น อ re; a é 


lf your ward is graduating in 2005, and is considering a 
management education. Consider ITM University. Our Vision 
2010 can be your Vision of Success! 


Programs at ITM University: 

m PG Diploma in Business Administration 
B Executive MBA programs 

m Master of International Business 

m MBA in Retail management & Marketing 
m MBAin Human Resource Management 
m MBA in Financial markets 

wu MS(IT)/MBA dual degree 


ITM UNIVERSITY 


25/26, Institutional Area, Secort - 4 
Kharghar, Navi Mumbai - 410 210 
“coum, Tel: 2758 0903/04 
Pate K email: admissions@itm.edu 
ITM UNIVERSITY website : itm.edu 
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| At JIMS, we strongly 
, quality of course curriculum. The 
; component and qualified faculty is 
_ keenly 
updating the syllabus in view the | 
industry requirements and market 2005 
needs. Our philosophy is to provide | 
an ideal learning environment where | Year): 
teachers take pride in shaping the | 
. overall personality of student just like : 
. Sculpture does. The time spent at 
_ JIMS is a lifetime investme 











































General info: 


Type of School: Private (approved by 


AICTE and NBA Accredited) 
*Private (approved by GGS IP 
University) 


Year of Establishment: 1993* Year 1997 


Student Body: 

Full Time Graduates: 180 

(90 per Batch) 

* Full Time Graduates: 120 
(60 Per Batch) 

Part Time Graduates: 180 

(60 Per Batch) 

Total Graduate Population: 630 
Academics: 

Name of the Principal: 
Prof.R.P. Maheshwari 

*Prof. A.K.Sengupta 

Faculty Full Time (Nos): 38 *23 
Faculty Part Time (Nos): 28 *18 
Computer Terminals: 240 *90 
Courses Offered: 

PGDBM Full Time 

PGDBM Part Time 

MCA 

BBA 

BCA 

*MBA 

*BBA 

*BCA 

Admission Procedure: 
PGDBM 

Written Entrance Exam-MAT 
Group Discussion 

Personal Interview 

*MBA 

*CET-GGS IPU 

“Group Discussion 

* Personal Interview 


Más conduct a 1 
and practice. The emphasis is on $ 
_ education rather mere studies, Case | CET-GGS IP 
| studies by corporate practitioners, 
. workshops and interactive mode of | 
discussion are our preferred styles. 
B maximum retention is achieved | 
_ by going through the grid of learning. | 
| Absorbing, reflecting and applying. 
Students and industry value the 
_ cutting edge provided by JIMS. 


competence 


JIMS supports the 
development of a student. in a 
typical programme, students are 
exposed to different assessment | 
. ใ อ ๐185, 
| programmes, seminars, conferences 
. and social welfare activities. 


, Resource 
exposes, them to learn the 


involved in constantly 


e blend of theory 


_ We, at JIMS, take pride by creating 
value in the areas of our core- 
organizing and 
_ participating in seminars research | 
creates knowledge and seminars. 
Research creates knowledge and- 
seminars help disseminating the | 
| same. 

| corporate 
academicians share their thoughts, 
. ideas and visions through our more | 
than 20 seminars in a year. The. 
_ synergy forum for knowledge sharing 
| is by joining hands with leading 
_ management associations, networks | 
; and business houses. 


Eminent speakers from 
world and leading 


leadership 


Management 


_ complexities of industry dynamics. 
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believe in 


holistic | 
| Sharp Business Systems 
| Brain Lab 





Dates and Deadlines: 
Last date for issue of application form: 


| (date/ month/ Year): 30th January, 2005 
| Last date for Submission of application 
form (date/ month/ Year): 15th March, 


Written Examination Date (date/ month/ 


As per the dates of Dec 2004 AIMA-MAT 


B Group discussion Date (date/ month/ 
| Year): 30th March, 2005 


nterview Date (date/ month/ Year): 30th 


| March, 2005 
| *MBA 


| “Group Discussion & Personal Interview 
| Summer Placements: 

Total Number of Companies Visiting the 
Campus: 59 

! Top 10 Companies: 

| Reliance Infocomm Ltd 

| Hughes Escorts Communications 


tandard Chartered Bank 
Britania Industries Ltd. 


| Moser Baer India Ltd. 
| Sahara Airlines Ltd. 


Ranbaxy Lab Ltd. ~ 


| Ogilvy & Mather 

| Maruti Udyog Limited 

| Wipro 

| Final Placements: 

| Total Number of Companies Visiting the 
| Campus: 51 

| Highest Salary Offered: 3.85 Lacs 

E Average Salary Offered: 2.24 Lacs 

B Top 10 Companies: 

| JK Tyres 


Ranbaxy 
TVS Electronics 


TUE Spice net 


| TCI 
! Nicolas Piramal 


RO NETT ©Value Serve 


| their various human skills. Students 
| active membership in corporate 


| Cipla 

centre : Fees: 

' Tuition Fees (Rs.): 1,00,000 p.a 

|" 50,000 p.a 

| Scholarship: 

| Scholarship are offered on merit cum 

|! means basis considering the past 

| academic record of the student and 

เล ท ท น ล | family income by Jagannath 
| Foundation. 


^ 









jums 


Trust in education comes from quality. 
At JIMS, we've harnessed it for over a decade. 









































Always expect the unexpected at JIMS. Breaking limits, 
surpassing expectations, setting new standards - after 
all, innovation in education is what makes JIMS a 
benchmark in quality education today. Developing 
knowledge based competence, leadership skills & a rich 
environment for nurturing professional excellence. 


JIMS, it’s where your aspirations come to life. 


Courses offered 

* PGDBM (Full/Part Time) 

* MBA (Full/Part Time)” 

* BBA 

* MCA 

* BCA 

* BCAM 

* BMC (Bachelor of Mass Communication) 


* BFD (Bachelor of Fashion Design) 













JIMS Rohini JIMS Kalkaji JIMS Vasant Kunj JIMS Jaipur 







JIMS has been ranked 22nd in the country for Industry Interface. 
(Source: Indian Management, Dec ‘03) 


[An ISO 9001 : 2000 Institution} 


JIMS Rohini JIMS Kalkaji JIMS Vasant Kunj JIMS Jaipur 


3, Institutional Area, Sector 5 MOR-Pocket 105, Kalkaji OCF, Pocket 9, Sector-B, City Office: C-84, Shivad House, 
Rohini, Delhi-110 085 (Opp. Nehru Place BusTerminal), Vasant Kunj, New Delhi-110 070 Prithvi Raj Road, C-Scheme, Jaipur-302001 
Tel. : 011-27042284, 27042296. | New Delhi-110 019 Tel.: 011-26134201-03 Tel: 0141-5111718/5101716 
Fax : 011-27054106 Tel. : 011-26442957-59, 26232914 Fax: 011-26137191 | E mail: jp@jimsindia.org 






E-mail : jims@vsnl.com Fax : 011-26220998 E-mail : jnims@vsni.com Website: www.jimsjp.org 
Website : www.jimsindia.org E-mail : jnims@vsni.com Website : www.jagannath.org 


' Only at JIMS Rohini Website : www.jagannath.org 


* Only at JIMS Katkaji 
















General Info: 

Type of School : AICTE approved 
Lucknow NBA Accredated 

Year of Establishment : 

Lucknow 1: 1995 

Noida : 2004 


Student Body: 
Lucknow: Full Time Graduates : 180 
Lucknow : Part -time Graduates : 60 
Total Graduation Population: 240 
Noida MBA: 60 
Noida BBA: 80 
140 
Academics: 
Name of Dean: Nil 
Name of Principal / Director : 
Dr. J. D. Singh 
Faculty Full-Time : 38 
Faculty Part-Time : 30 
Computer Terminals 
for student use : 180 Nos. 


Courses Offered: 

LUCKNOW : 2 year full-time & 3 year 
Part-time AICTE Approved 

PGDBA programme, 

NOIDA : MBA (AICTE approved), BBA 


Admissions: 

Lucknow : Through CAT Conducted by 
IMs, 

Noida : UPMCAT / CAT / MAT 


Dates and Deadlines: 

LUCKNOW : Last date for issue of 
Application Form : 20.11.2004, 

Last date for submission of Application 
form : 29.11.2004 

CAT Exam Date : 21.11.2004, 

Group Discussion & Interview : Feb / 
March 2005 

NOIDA : As per UP Technical 
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_ intervals. 
well laid-out emphasis on industry | 
interaction and organizes various — 
_MDPs/EDPs, 
' continuously upgrading the skills of 
. executives of various corporates. 

. The institute also invites practicing | 
interact with our- 
students. We are active members of | 
_ FICCI, CLL, NHRD, IIMA and Local | 
_ Management Associations. 


' executives to 


. The 
_ excellent facilities for students. The 
| campus is compact with sports, 
_ entertainment, catering facilities and | 
_ the state-of-the art hostels are within | 
-walking distances. Basketball courts, 
tennis courts, swimming pool and 


| sports-field 
ambience for healthy personality | 
| development. 


acquisition 


coupled 


edge. The learning 


the student 


The 


equipments. 
is on enabling and 


leadership — skills, 


|! International and National Seminars / - 
_ Conferences are organised at regular | 


The institute has a very | Fees: 


workshops for 


institute is equipped with 


provide the 
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MIU Summer Placements: 


totally air- | 


Our | 
|! campus : 30 
and work skills that employers Highest Salary Offered : 4.1 Lacs p.a. 
' demand. By providing professional 
_ training in global skills, we keep pace 
| with the rising demand for quality 
| education. The learning pedagogy | 
ROVE CCI ICICI Bank, 
competencies, 
. supplier / partner education like e- 
commerce through both classroom | 
_teaching and networked learning. | 
_ Live projects, field studies, syndicate 
sessions, workshops and industry 
_visits make the 
_ institute very practical. 


ideal | 


University and CAT / MAT July 12 


We have a culture that encourages [ea 


. knowledge | 
| knowledge sharing. State-of-the-art - 
-infrastructure 
experienced faculty and sectoral 
specialists contribute to our value | 
. added 
า ' odo at our institutes ensures | 
Bur 


WES BBA July 11, 2004 


Total number of Companies visiting the 


| campus : 28-30 

| potential is. Top: 10 Companies 
-unleashed to the maximum in order | 
to create sustainable competitive 
. advantage for them. 

|Our contemporary MBA program | 
curriculum excites, challenges and 
_ inspires students to think beyond the 
. obvious and be solution providers 
_ and not mere problem solvers. 


Eli Lily, 


i Om Kotak, 
! Videocon, 


Taj Group of Hotels, 


| Reliance, 

| HDFC, 

M. Bajaj Allianz, 
E ICICI, 


Our vision to is create and maintain a | 
_ stimulating, varied and supportive | 
_ environment. 
conditioned classrooms equipped | 
. with LCD Projectors, OHP and other | 
. audio-visual 
_ emphasis 

- encouraging students to gain the life | 


Final Placements: 
Total number of companies visiting the 


| Average Salary Offered :1.81 Lacs p.a. 
| Name of Top 10 Companies : 
| Alstom, 


| ICICI Prudential, 
| SBI life, 


Bajaj Allianz, 


0, 
learning at the Reliance, 
| HDFC Bank, 


HDFC, 


IFFCO Tokio, 
British Airways. 


Lucknow 


Tuition Fees (Rs.70,000.00 p.a.) 
| Hostel Fee (Rs.21,600.00 per year) 
! Noida : 


MBA (U.p. Tech. guidelines) 
BBA -(Rs. 60,000.00 p.a.) 


| Scholarships: 
| Name of Scholarship :Tuition Fee 


waiver of 90%, 75% and 50% are given 


! to meritorious students. 
! Financial Aid to Students : 
| students 


Meritorious P 


RA ONC 


Lucknow Noida 


website: www. jiml.ac.in , www.jimnoida.ac.in, e-mail:director@jimnoida.ac.in 
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@ Having established two outstanding educational institutions - Jaipuria School and Jaipuria Institute of Management boti 
located at Lucknow, the House of Jaipurias, led by Mr. Sharad Jaipuria, proudly announces the launch of JAIPURIA 
INSTITUTE OF MANAGEMENT, NOIDA. 


*» 
The full time faculty comprises of professionally qualified and experienced Doctorates, M.Techs, and foreign trained 
( experienced professionals drawn from the best of the sector and the academia Highly motivated, the fa 
Jaipuria's is known as competent mentors. 
D 


The teaching pedagogy at our campuses has a strong focus on real life business world as well as on learning by doing 


Continuous interface with the industry thru guest speakers, internships, live project studies, seminars /conference 
management festival besides lectures, case studies and live projects, are a routine part of the pedagogy adopted. Toj 
of-the-line infrastructure - modern computer labs, well stacked library and air-conditioned class rooms facilitate learning 


in a highly stimulating environment. 
The coveted NBA ACCREDITION, the 36th rank among the best b-schools of India survey by Outlook in 2003 and ar 
r envious placement record, that too in a short span of mere 8 years of the birth of JIM Lucknow vindicate: 


commitment to building up of a world class b-school. 


Couple of foreign collaborations with the reputed B-schools in the USA and UK at a fairly advanced stagi 
finalization involving faculty /student exchange and Joint research / seminars, and a bouquet of new courses in the 
services sector to be launched in the near future, the Noida campus of Jaipurias is poised to carve out a special 
to look for by the student community of India and the region and of course, the industry, for the performing professi 

๑ 
Committed to encouraging scholarship and growing talent, we offer handsome scholarships, fee awards / wa 


or full) and prizes to the top- of- the- line brilliant students throughout the program 
You are invited to visit our institutions, meet with the faculty and see the difference yourself 


Jaipuria Institute of Management 
...grooming professionals 
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General Information: 
Year of establishment 2002. Affiliated to 
Bharathiar University. Approved by 
AICTE, Nodal Centre of All India 
Management Association, Zonal Centre 
CFD of Anna University. ISO 9001 
Certified 


Student Body: 
Total number of students enrolled 
currently: 129 


Academics: 

Prof. S. Ganesan, Director. 

Dr. S. Krishnakumar, Placement 
Co-ordinator. 

In-house faculty: 08 

Visiting lecturers: 12 


PG Courses Offered: 

Master of Business Administration 

(2 Years) 

M.Phil. in Management (1 Year) 
Ph.D. in Management (3 Years) 
PGDM - Equivalent to MBA (2 Years) 
PGDITM - Approved by AICTE 

(2 Years) 

Professional Diploma in Finance 

(1 Year) 

Professional Diploma in Insurance 
Management (1 Year) 

Professional Diploma in HRD (1 Year) 
Professional Diploma in 

Marketing (1 Year) 


Admission Procedure: 

Candidates desirous of joining the JSB 
family have to necessarily appear for 
the Management Aptitude Test (MAT) 
conducted by AIMA. Admission will be 
based on merit order of the aggregate 
score obtained by the applicants in 
MAT, GD, and Interview. The score 
obtained by the applicant in CAT, XAT or 
ATMA is taken on par with MAT score. 
The wards of NRI and Foreign 
Nationals who wish to get admitted 





for 
. quarters 
| administrative ar ue iota PEE |! Name of the Scholarship: Jansons 
| is a crown in the residential block. - | 
The advisory Council of the JSB, Endowment Scholarship and other 
which is represented by industry, | 
academia, E 
consultants meets very often to | . : 
: 6. bei the Secitional Courses to | provided in getting education loan from 

. be delivered to the students in อ ล อ ท — : 
. semester. This way the JSB ensures | 
_ providing a value added management 
| programmes to its 
. Moreover the JSB has entered into 
| tie-ups with leading industrial and 
. educational organisations to offer 
relevant one year 
. Programmes on various functional 
aspects of management to the 
_ students during their second year of | 
| study. 


| JSB 
-industry 





Profiles 


strong 


The Jansons Industrial 


JSB has got all 


air-conditioned 
most 


The campus is fully 
men and women 


for faculty and 


and management 


These PG 


forefront of management 


life comprises 


interaction, 


_ lawns, Restaurant, Clubs & Culturals. — 
_ In short, one-stop centre for personal ; 
_ & professional development. 
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PG Diploma. 
| Ashok Leyland, Hindustan Coco Cola, 


! Johnson 


า Mudra 


extensive | i 
Mieke Consultancy, e-brahma Technologies, 
| exercises and contests, technology 
. savvy students and faculty, ATM, Pif . 
| Fitness Centres, Modern hostels, - Highest salary Offered: Rs.1.75 lacs pa 


spacious aesthetic buildings and 

















































| need not write Entrance Test. Their 


KE ล ผ่ ท ไร ร เอ ท wil 


| result of the ambition of Jansons 
| Foundation to provide the best 
| business education. 
advantage of 
_ support very essential for a business | 
. school. 
Group is the foundation rock on 
_which JSB is built. 
| the best of infrastructure and faculty. 
Right from the first year of its 
. operation, 
| required facilities providing students - 
| an unmatched learning environment. 
_A resourceful Library & Information | 
_Centre, a modern Computer Centre, | t Jul 
| Video Conferencing facility, Live ต ง น 
Corporate Databases, Online and 
Offline Journals, 
_ smart-classrooms, 
teaching aids, and above ail highly | 
_ qualified faculty are a few advantages - 
of JSB. 
residential and has modern hostels | 

learners, | : 

: Scholarships: 


be based on 


examinations (Under 


| Dates and Deadlines: 


(TT ME. Issue of application form: First week of 
| January 
! Last date for submission: Mid-March 


the | GD and Interview date: First week of 


Commencement of Course: First week 


i | Fees: 
Missi Tuition Fee is Rs.60,000 per semester. 


Hostel Fee is Rs. 26,000 per year for 


| lodging. 


Scholarships by Government 


! Financial Aid to Student: Assistance 


banks. 


ioni Summer Placements: 


5 Total number of companies visiting the 
| campus every year: 28 


Top 10 companies 


and Johnson, Leela 


Diploma | Kempensky, ICICI Bank, CITI Bank, 


| Programmes are designed in such a 
. way to empower the students Mh 
' attitude, skill, and knowledge. | am | 
_ sure that the JSB will continue ETE Templeton. 
-up to the expectations of all its stake- 
. holders - the Jansons Foundation, 
. Students, Parents, Industry, and the | 
Society at large. | am also very 
| confident that the vision of JSB to be 
in the 
| education worldwide will also be: 
_ achieved in a short period of time. 


Mahendra and Mahendra, Lowe Lintas, 
Communications, Franklin 


Highest Stipend: Rs. 8000 per month 


| Average Stipend: Rs. 5000 per month 


| Final Placements: 
| Top 10 recruiters 
! ICICI. Prudential Ltd,Tafe Access Ltd, 


TVS and Sons Ltd,Roots Industries 
Ltd, CITI Groups, Pepsi Co International 
Ltd, The Chennai Silks Ltd, Saga 


| Pure Chemicals. 


Average salary Offered:Rs.1.25 lacs pa 


the 4 
| academic marks scored by them in their 

' qualifyin 
JSB has the PASUMA 


industrial | Graduate Degree). 


2 
Jo^ On presents 


World - class 


MBA 
Programme 


Fully Residential 





Infinite Learning 


THE B SCHOOL 








Special Features : 























๑ Centrally air conditioned smart 
class rooms, library, & computer 
centre 


e 24 hours access to library, computer | 
centre, and Internet through leased 
line 


e Live corporate databases and online 
access to about 1100 international journals 
and back-volumes 


e Individual Laptop notebook Computers for 
all senior students 


e Liberaluse of guest faculty from industry 
e Experts'lectures through video conferencing 
e Seed Capital Fund for Finance Specialisation 
e Psychometric Laboratory for HR Specialisation 
๑ Opportunity for learning French, German & Italian 
à e Stress on total personality development 

a D. ๑ Closerapport with industry ensuring placements 

p v e Modern hostels for men and women students 
J e World class infrastructure with Gyms, Facilities for Indoor & 
Outdoor Games, Yoga & Meditation, and ATM 


For further information log on to : 
www.jsb.ac.in 


JANSONS SCHOOL OF BUSINESS 


Approved by AICTE & Affiliated to Bharathiar University 


KARUMATHAMPATTI, COIMBATORE - 641 659. 
© 0421-2336161 to 65 
- 0421-2334742. 
 admissions@jsb.ac.in 
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| 2 %- re ee 
UIMBATORE CITY OFFICE : Jansons India, Academy for Global Education, Damodhar Centre, 3rd Floor, Avinashi Road. Coimbator 
n : 0422 - 2217775, 2217776 Fax : 0422 - 221 


Jansons Tower, A.C.-10 Second Avenue, Anna Nagar. Chennai 40. Ph 


MUMBAI OFFICE Sri Bhalchandra Road. Hindu Colony. Dadar ( 





B Schools Profiles 












Highest Fees - Rs.24000 per annum 


Our goal is to reach our destination | Scholarships: | 

RCE NO Educational Trust Scholarship 

“ก M our | ห or Dr. P.N.Reddy Scholarship 

anagement, we constantly strive to | ; . 

produce well-rounded professionals เจ ต น ล น “ๆ ขด ร น 

endowed with abundant self- : FINANCIAL AID: Financially weak 

vid laid ihe nde | d ! students with excellent academic 
unimpeachable ethical standards. | , ; | 
|! The aim is to equip students with the - records are given financial assistence. 
values they need in order to meet the | 





























General Info: 
Type of School: Approved by AICTE, 


Edcil, Min. of HRD and affiliated to 


Bangalore University. 

Year of Establishment: 1993 

Student Body: (I & II MBA) 

Full time graduates: 180 

Academics: 

Dean & Director: Dr. P. N. Redgy. 
Principal: Prof. Jayaram .K 

Faculty Fulltime:22, Faculty Parttime: 40 
Computer terminals for 

Students Use: 120. 

Courses Offered: 

MBA with Specialization in Finance, 
Systems, Marketing, Human Resource 
Management. 

Admission Procedure: 

University Quota seats:Entrance 
Examination Conducted by Bangalore 
University. 

Management Quota seats: Through K- 
Mat, Group discussion/ Interview. 
Dates & Deadlines: 

As per KPPGCA, MAT and Bangalore 
University Schedules. 

Summer Placements: 

In an array of companies like, Pepsi, 
HDFC, Bajaj Allianz, Mico, HAL, Global 
Trust Bank Ltd. ICICI Prulife , TTK 
prestig , Volvo, WIPRO. 

Final Placements: 

Total number of Companies Visiting the 
Campus: 60. TOP 10 COMPANIES: 
CITI BANK, ICICI BANK, COKE, HLL, 
Standard Chartered Bank, UTI Bank 
Ltd, Bajaj Auto Ltd. (Finance), Reliance 
Infocom Ltd., WIPRO, HSBC. 

Highest Salary Offered: Rs.3.10 Lakhsp.a 
Average Salary offered:Rs.2.12 Lakhs p.a 
Fees: 

Tuition Fees - Rs.30000 per Semister. 


|. The student body at our i 
| very diverse spanning the entire | 
; globe. Erectus Dates & Deadlines: 
facilities after the students a secure | 
home environment. They are also E ว 
| given opportunities for cultural and : Summer Placements: 
_ intellectual development. A variety of | 
clubs like-HR club, editorial club, 
| recreational club--and wide-ranging | 
| sports 
| dynamic students to our institute | 
. every year. The College offers an 
, atmosphere of learning through an 
_inexaustive collection of learning E 
_material. The institute has library | 
| Highest SalaryOffered:Rs. 2.8 Lakhs P.A. 


| AV. Salary offered Rs. 1.30 Lakhs P.A. 


memberships at | 
| Council, IIM-B, แร ๐ , HE, BMA & CCL E 
which enables live interactive of the | 


. students 
_ professionals and 
-awareness emerging trends in their 
/ respective fields. The comfortable | 
. hostel facilities and variety of hobby | 
_ clubs 
_ interesting and attractive. 


challenges and demands of the- 


corporate sector. 


lectures, 


included for 


top priority to 


seminars and various 
involving the 


attract 


facilities 


ITNE British 


the 
further 


with 
their 


make the student life 


highly 
HARE Bank „Telco HSBC ,G.E. Countrywide., 


industry | 
| Tuition Fees - Rs. 30,000 per Sem 
! Hostel Fees - Rs. 26,000 per Annum. 


R K Institute of Management & 


i Computer Science 


Campus: No.13, Sy.No. 19 


| Ambalipura, Varthur Hobli, 


| At our institute, education is not. 
_ limited to the classroom alone. Inside _ 
the classroom, besides 
case study analyses and role-plays | 
| are 


Bangalore South Taluk, Karnataka 
Ph: 28439397; Fax: 080-28440097 


| E Mail : rketG rket.org. 


i | Web: www.rket.org. 
maximum | 


. development. Outside the classroom, | 
_ students are encouraged to conduct 
_ research, start new clubs and take up 
_for community service on their own 
_ initiative for holistic growth. 


General info: 


| Type of School: Private, Unaided, 
| affiliated to Bangalore University and 
J approved by AICTE, Edcil & Min. Of 
HRD 
Year of 


india. 
2000 


Government of 
Establishment: 


nce its inception ten years ago, we Student Body: (I & li MBA) 


have accorded 
- attracting and maintaining the best 
faculty. Our faculty is continuously 
- engaged in research especially at the 
| Center for Entrepreneurship and the — 
| Center for Organization Building, 
_ which have been recently set up. We | 
_ work with the best in the industry and | 
conduct 
| research projects 
. students. 


| Full time Graduates: 180 
| Academics: 
| Dean/Director: Dr. Gayathri .M 


Princiapl: Prof. Ramesh Kathri 


| Faculty full time:15; Faculty part time:12 
| Computer terminals for students use: 80 
| Course offered: 

! MBA with Specialization in 
| Systems, Marketing, Human Resource 


Finance, 


ül Admission Procedure: 
tute ts | 


Same as KKECS. 
Same as KKECS. 


Companies visiting the Campus: 40 


| Name top 10 Co's:Prudential ICICI, 


Standard Chartered Bank, ING Vysya 


| HDFC ,HLL ,UTI Reliance Industries. 
| Final Placements: 


Total number of Co's visiting Campus: 50 


Fees: 


Scholarships: 


| Names of Scholarship: 
! RK Educational Trust Scholarship. 
| Dr. P.N . Reddy Scholarship 


E Mr. Ramaiah 
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MASTER IN BUSINESS ADMINISTRATION น ร r 
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เซ j b fe wf 
MCA f 5 Affiliated to Bangalore University. Approved b: 


y AICTE & Ed-Cil, New [ 
Recognised by Government ¢ 
MASTER IN COMPUTER APPLICATION : 


of Karnataka 
V The first Private Institution to start MBA 
MSc / State-of-the-art Computer Lab with Internet fa 
m mede / Research laboratory for Life Science courses 


/ Separate hostel for Boys and Girls 
/ Well equipped library with more 12,000 books and 


national & ป อ ม แลน ต journals and magazines 
BBM Polis Acts in this Magazines I 
BACHELOR IN BUSINESS MANAGEMENT 


COMMUNICATIONS 


CM 
+. 


oa P/tch = pcr 


BACHELOR IN COMPUTER APPLICATION 





WINNER - NATIONAL EDUCATIONAL EXCELLENCE AWARD 
BSC Office: 90/1, 90/2, 5th Cross, Mahakavi K 
BIO TECHNOLOGY / COMPUTER SCIENCE / NURSING” 


Campus: Sy. No.3/2, Ambalipura(Bellandur Gate), V 
Tel: 28439387, 28441333, 56681848. 23445300. Fax: 2843 
Mobile: 98450 53353, 98451 54344. Email: kkecs 
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m 
IRK INSTITUTE OF MANAGEMENT MAROA- S 
J AND COMPUTER SCIENCE 
A 


Affiliated to Bangalore University. Approved by AICTE & Ed-Cil, New Delhi MET Te 
Recocnised by Government of Karnataka BIO TECHNOLOGY / BIO CHEMISTRY / MICROBIOLOGY 
/ Research laboratory with Hi-tech equipments 
/ State-of-the-art Computer Lab with Internet facility 


/ Banking facility within e campus _ SBM 
/ Separate hostel for Boys and Girls 


BACHELOR IN BUSINESS MANAGEMENT 
/ Well equipped library with national & international journals 
/ 10076 placement assistance by experts 

/ Committed and cordial faculty 


BCA 


BACHELOR IN COMPUTER APPLICATION 
/ Finance arranged for eligible candidates* 


nll ` i 
Polis / Ads in this Magazines 


จ ร ม - — 0g BSc 
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C BIO 
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Campus: Sy. No.3/2, Ambalipura(Bellandur Gate). Varthur Hob! ngalore 560 037 
Tel: 56681848, 28439387. 28441333, 23445300. Fax: 28439387. 


Mobile: 98450 53353, 98451 54344. Email: rket@kkecs.org www.rket.org 
Global Advertising 





- M 


5 YEARS" 































General Info: 
Type of Institute: Private, Recognized , 
Minority, Affiliated to Bangalore 
University and Approved by AICTE 
Year of Establishment : 2002 
Student Body: Full Time Graduates 60 
Total Graduate population 60 

Two Years : 120 


Academics: 

Principal :Fr. Josekutty P.D. 

Faculty Full Time: 12 

Visiting Faculty : 18 

Computer Terminals for Student use: 60 


Courses Offered: 

MBA Specialization : Human Resource 
Management , Marketing , Finance and 
IT & Systems 


Admissions Procedure: 
Written Test MAT (conducted by AIMA) 
Month of Admission : May 


Summer Placements & Projects: 
The Placement Office in the college helps 
students secure both summer and final 
placements with leading companies. The 
following are some of the companies who 
recruited our students for summer 
placement / projects: 

MHF 

Colgate Palmolive 

Coco-Cola 

Blue Dart 

IndoNissin 

Kotak Mahindra 

Centurion Bank 

Malayala Manorama 

BHEL 

HAL 

Indian Airlines 

Saint Gobian 

TVS ( Sundaram Industries Ltd. ) 
Apollo Tyres 

Le Meridien 


-achieved 
|. development of the 
_ social, physical and spiritual spheres | 
innovative education | 
_ methodology adopted by the college | 
assists the students in developing 
| independent thinking, a creative 
. outlook and a balanced point of view. . 


| of life. The 


-college 
_ conducive for rigorous training and : 
. learning programmes. 
a programme 
| judicious mix of classroom lectures, - 
| case 
_ assignments. 


๊ Formal 
_ supplemented with frequent guest ree 

‘lectures by experts from industrial - State-of-the-art laboratories upgraded 
| and academic fields. To give a more 


_ professional touch to the training 


| programme, | 
workshops and panel discussions 
. are arranged on various themes such | 


ayant 
an integral training of students, 


with relevant skills, 


through an 
intellectual, 


_ Housed in a spacious campus with a 
refreshing environment, beautiful | 
scenery and moderate climate, the 
Mehdi anak national and international seminars. In 
order to have practical exposure to the - 


| students of 


is organized as a 


and 


studies 


classroom sessions are 


frequent seminars, 


as stress management, yoga and 
_ meditation, contemporary issues in 
. business, implications of the Budget | 
with regard to business, 
. speaking, group xin ir human 
_relations and team-work, leadership | 

and managerial skills, presentation | meetings and conferences. 
| Skills, 
_ discussions, business manners and 
| etiquette, etc. 


interviews and 
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College of 
Management and Technology aims at : 
| | | | Financial Aid : For deserving students 
forming them into genuine persons | 
values and 
attitudes in such a way that they are 
anoe a develop a veri sensitive | 
to the changing world of international pR T 
|! business. Our training methodology - dimensional forum that facilitates all 
. aims to equip young minds with a 
| Hg outlook i put the challenges 
of tomorrow and at the same time | i . ' 
| ensure that they are guided by a set - programmes. 'Entrepreneurship Cell 
. of values and beliefs that reflect the | 
_Indian ethos. The managemen staff 
and the very atmosphere itself are | ; 
| geared to attain this goal. This is - managerial skills so that the budding 
all-round | 


corporate setup of 


| students by 


| instill 


The MBA 


: 8 int iat 

project | ercolleg ate 
ง 116 cma, Seminars 
through a series of academic and 
extracurricular activities including - 9" : 
: à : partic | 

_ seminars, presentations, role-plays, | panici paie à 
_ business games, business quizzes, | Management 


' debates etc. 


| modern venue 


| Scholarships: 
| Based on the performance of the 4 


student during the course. 


Student Life: 
'Management Association is a multi 


round personality development of the 
organizing various 


and 'Social Club' are instruments to 
/ nurture wide range of 


managers can fit themselves into the 
national and 
multinational organizations. The MBA 
Journal 'The Crest is an avenue to 


publish the innovative thinking and 
| literary works of the students. 


| Focus on Seminars and 
i Workshops: 


The faculty and students regularly 


| conduct research and present papers in 


Management, 
intracollegiate 
are 


and 


and workshops 


| conducted. Students are encouraged to 


Intercollegiate 
Fests conducted by 


| prestigious B- Schools. 


| Infrastructure: 
| Calm and serine atmosphere to study. 


| with the latest technology. 

| Extensive library with a vast collection 
' of books, magazines and journals. 

| The college provides high speed 
| Internet. connectivity, and extended 
| beyond college hours. 


หด A 800 seat auditorium provides a 


for holding large 


IE Separate hostel facilities are available 


| for boys and girls. 


" 


Y1 





BANGALORE - 560 077 
Managed by CMI Fathers 


Calm and Serene att 
to stud 
Experienced Facult 


Well-equipped Libre 
Computer Lab 


opecialised Trait 


Development 


Separate Hostels fo 


Girls 
E | 
" : i น ห พ "n -PO int Tni often 
QN BP sett + 6 น CNW l Frequent Indus 
o i TS R^ ne o f EI Lo onm Af a XR Interface 





For Details Contact 
The Principal 


K. Narayanapura, Kothanur P.O., Bangalore - 560 077, Karnataka, INDIA. 
Tel: 080-28465611, 28465353, 28465770 Fax: 080 -28445161 
e-mail: kristujayanticollege@vsni.com Website: www .kristujayanti.com 


Programmes for Personality 








General Info: 
Type of School: Private 
Year of Establisnment: 1979 


Student Body: 

Full-Time graduates: 120 
Part-Time graduates: 180 
Total graduate population: 300 


Academics: 

Director: Fr. Christie S.J 
Faculty (Full-Time): 14 
Faculty (Part-Time): 27 
Computer Terminals for 
student use: 100 


Courses Offered: 

PG Diploma in Management (Full-Time, 
2 years) with dual specialization in 
areas of Human Resources, Finance, 
Marketing, Information Systems and 
International Business 

PG Diploma is Business Management 
(Part-Time, 3 years) 


Executive Post-Graduate Diploma 
programs (Part-Time, 1 year) เท 
Finance, Marketing, International 


Business and Human Resources 
Development 


Admission Procedure: 
Entrance examination format: XAT 


Dates & Deadlines: 

Date of XAT: 1st Sunday in the month of 
January every year 

Last date for issue and receipt of 
application form: 28th Feb 2005. 
Group Discussion and Personal 
Interview date: Third week of March, 
2005 


. โ ป ม ส้ ' ร 5 ร emphasis on 
ว เล integrity and ethics in 
| management education has fructified | 
in not blue-chip | 
_ placements ever since its inception 
but also its alumnus playing pivotal | 
roles in key positions in a wide 
_ variety of organizations. 


a than 
individuals to 
_ professionally competent but also 
_ ethically conscious. 


Loyola 


และ”: 


Located in the sprawling campus of | 
scenic and idyllic Loyola College | 
environs, LIBA is one of the most - 
_ prestigious management institutes in 
India. It owes its existence to the | ioc 
long-term vision of the Society of | 
พ อ ล จ BPCL 
| Christian missionaries known as 
Jesuits, 
educational institutions worldwide. 


Jesus, an international 


who run thousands of 


"magis" or 


only 100% 


| LIBA has been producing efficient 
. management professionals for more | 
two decades by molding | 
! Highest salary offered: Rs. 8.00 lacs 


be not only 


institute of 


their 


professionals. 


Curriculum 


world; 


_ LIBA's emphasis on professionalism | 


entrenched in values and ethics is 
. also evident in it constituting the 
| prestigious "Mother Teresa Award for : 
| Best Corporate Citizen." 
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world-class : 
LIBA 





Summer Placements: 


Total Number of companies visiting the 1 


campus: 45 
Top 10 companies 


IBM 


| Godrej Sara Lee Limited 
| TISCO 

| HSBC bank 

| Standard Charted Bank 

| Philips 


Ernst & Young 


| Castrol 
: Pepsi 


| Final Placements: 
| Total number of companies visiting the 


campus: 60 


| Median salary: Rs. 3.75 lacs 


Top 10 companies 
IBM 


Business | IOC 


Administration (LIBA) had its origin 
ไท the year 1979, under the aegis of 
the Loyola College Society, Chennai. | 
_ It began with the three-year part time — 
course for working professionals | 
with the aim of assisting them to 
| develop 
_ enhance their managerial skills. From | 
_ the year 1995 onwards, responding to | 
the acute need for 
| management 
-began offering a two-year Full-Time - 
. PGDBM program. 


TCS 


: Sterlite industries limited 


Hyundai 
ABN Amro bank 


ti | HDFC bank 
competencies to | IDBI bank 


CavinKare 
Videocon 


|! Fees Structure: 
po | Full-Time: Rs. 1,57, 000 
_LIBA prepares its students in many 

is constantly | 
_ revitalized in line with ever changing | 
socio-economic, technological and 
| competitive 
_interlinkages with some of the finest | 
_b-schools in the US and Europe are 
leveraged into a vibrant student- 
| exchange program. 


Scholarships: 


| The Hindustan Chamber of Commerce 
เ 188 9 | 


Scholarship - for financially needy bright 


| students 
! LIBA's Silver Jubilee Scholarship in the 
E name of Fr. N. Casimir Raj, SJ 


Dugar Foundation - Financial aid for 


| bright and deserving student. 


Scholarship for deserving students from 


: LIBA's Endowment Fund. 


x 


= 


Loyola Institute of Business Administration (LIBA) is ranked 9 best amon: 
(BUSINESS TODAY - AC NEILSEN ORG MARG STUDY). LIBA today transforn 


into some of the finest management professionals, 


What makes LIBA unique and strong? 


\ solid foundation in management fundamentals. A wide spanning 

curriculum with electives like GIS, Neural Networks. Emotional Ini ligence, NLP Nev 
Development. A state-of-the-art computer lab with latest software tools, A well stocked libra: 
access to leading academic journals, data bases, corporate intormaton, research material 


Industry interactions through Consultancy and Management Development Pro 
LIBA's value-based business education emphasizing the ethical route tò c 


devel pment. 


The favourite of an ever expanding “who's-who” of blue-chip recruiters (1'CS. IBM. ABN 
Bank, Cavinkare, Blue Star. Ht PE MetLife, \ ideocon. \.F.Fe TOUSON, cre 
LIBA has firmly impressed its signature on business management edu 


LOYOLA INSTITUTE OF BUSINESS ADMINISTRATION [LIBA] 
LOYOLA COLLEGE, CHENNAI - 600 034 
Ph. 044 - 28175353 - 57 
Email : admissions@liba. edu 
Website : www.liba.edu 
Where the twain of innovation and values merge with excellence 
































































B Schools 


Admissions Procedure: 


* + age : k + Of * * 1 

At NMIMS (Deemed University), we - Eligibility: minimum 5096 in graduation 1 
มา น ห ศา ม ไม อ equivalent exam. 
eee แว ง 1 เน แร Written entrance test with necessary 
through innovation, academic rigor อ น อ ศี marks 
and focus on research and. 

PEL TEMERE Group Discussion and Personal 

ATE BE MECC MERECE Interview 

processes, which ensures the best 

learning environment. We believe in . 

PEE Y Pre ZY Dates & Deadlines: 

แจ เบ ME CE EU IGI ล AGAR Last date for issue of Application Form: 
increasing level of professionalism 50/11/03 
| . whatever we do through people. | 
General Info: ae 
Type of school (Private/Recognised): 


"Deemed to be University' 


| Last date for submission of Application 
From: 25/11/03 


' The environment in the classroom is - Written Examination Date: 01/02/04 


Year of Establishment:1981 | quite stimulating with the regular | Group Discussion Date & Interview 
ร OC SO แน ง Date: 28/02/04 to 28/03/04 
Student Body’: _ Faculty brings in the rich experience ๊ 
| in to classroom and students with | 
Full-Time Graduates: 240 . their diverse skills ensure that the า Summer Placements: 


Part-Time Graduates: 950 โน น U A แม Total Number of companies visiting the 
. focuses on case study method, 


0 population: 1190 project work, assignments, film | campus: 119 
Main Programmes based discussions. We use 
RCAC eE Final Placements: 


Total Number of companies visiting the 
campus: 94 
Highest Salary Offered (Rs. Lakh Per 


Academics: | the knowledge base of the students. 


Name of Vice Chancellor: 


Dr. (Mr.) N.M. Kondap p oo ท a Toden 
We encourage faculty and students © : 
Name of Dean (Faculty of Management ' 4 ๐ undertake research for the. Annum): 7.2 


Studies): Dr. (Mrs.) Aneeta Madhok ' Corporate Sector, Voluntary Service - Average Salary Offered (Rs. Lakh Per * 
Faculty Full-Time (Nos.): 43 organa and A ! Annum): 5.04 
| ES ; ้ อ อ ท ส ุ น อ ร ะ a unique research project | 
Faculty Part-Time (Nos.): 4 (Adjunct) โจ ณา ฑ์ ต ร ห ล ห ร . 
Computer Terminals for Student use: 90 ไร พ น DE Fees: 
า s 0 Paragoni. inni Tuition Fees for MBA (Full Time) 
i | - Senior Management Series, we - 
Course Offered: invite experts from the industry to (Rs. thousands): 126.15 | 
Full-Time Programmes: share their experiences with the Hostel Fees (Rs. thousands): 50 
1. Master of Business Administration ; ps the s pande า 
_ from the foreign university are invited _ ini 
(MBA) _to address during the seminars. | Scholarship: 
Duration : 2 years Financial Aid to Student 


2. Post Graduate Diploma in Business | (Rs. Thousands): 649.975 
Management (Family BGSIASSS) |. The Average NMite is the top of the า 
Duration: 2 years | creme-de-la-creme of the many. 

3. Post Graduate Diploma in : mue that aspire to - on pr ; 

; campus. Entering with a high level of | 

ทา น หอ แล intelligence, a sharp mind, and a 
(PGDPM) _ thirst for the best. Significant part of | 
Duration: 2 years | the learning is outside the classroom | 
: through co-curricular activities like | 

Ani PUES x | student contests, participation in - 

4. Master of Business Administration Inter B School Competition, and | 
(MBA) through various cells operating on | 


| campus. Campus environment LE 

! s | dynamic, versatile and euphoric and : 
Diploma, Specialized and Distance EEPTNITTREMECCTONMEM TOL Me 
Learning Programmes | emergence of the Best Leadership. | 


Duration: 3 Years 
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2 ชุ บ 06 opportunities... 


ส 


ร 


a ‘Transcending horizons 
mm^ —— 


zc o s c£ 





d 
A Stimulating environment, 
a focused and experienced faculty 
and a diverse student body... a winning combination 
that provides budding thought leader 
Welcome to NMIMS (Deemed University) 
* ————— icm - 


Shri Vile Parle Kelavani Mandal's 


= @  NARSEE MONJEE INSTITUTE OF MANAGEMENT STUDIES m o 
dm V. L. Mehta Road, Vile Parle (W), Mumbai - 400 056 Deemed L 


$ i | Tel.: +91-22-26134577 Fax: +91-22-26114512 
euan E-mail: nmims@nmims.edu « Visit us at: www.nmims.edu 
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NIILM University, established by promoters of NIILM CMS is a specialised Management University 


Specialized Management University, 
with diversified 7 focused specialist schools 





















NIILM School of Services 
Management (455 MJ 

NSSM offers unique Master's & Bachelor's degree 
ond Diploma programs in, among others 

e Healthcare Services 

e Hospitality and Tourism 

e Retailing 

๑ Telecom Services 

e Insurance & Risk Management 

๑ Banking & Financial Services. 


NIILM School of Business (NSB) 
NU offers MBA, BBA and Diploma programs that 
focus on this critical reality. Choose your major 
from either of these: 

๑ Accounting and Finance, 

e Marketing, 

e Human Resources 

e Operations Management 


NIILM School of Accounting and 
Finance (NSAF) 

NU offers Master's & Bachelor's degree and 
Diploma programs in: 

e Financial Accounting 

e International Finance 

๑ Treasury Management 

e Investment Management 

๑ Corporate Finance 

๑ Financial Engineering 




























NIILM School of Informatics & 
Management (NSIM) 

NU offers high quality Master's, Bachelor's and 
diploma Programs with focus on. 

๑ Bus Analytics, 

๑ Manufacturing Resource Planning 

๑ Decision Support Technologies, 

๑ ERP, CRM and SCM technologies 

๑ Business Database Managesinesment 


NIILM School of Global 
Management (NSGM) 
The University strategically concentrates on 
developing global managerial talent through it’s 
internationally benchmarked Master's, Bachelor's 
and diploma programs in: 

๑ International Management 

๑ Cross Cultural Management 

๑ Multinational Marketing 

๑ Trade Negotiations and Practices 

๑ Global Operations & Manufacturing (SC) 


NIILM School of Entrepreneurship 8 Management (NSEM) 
If you own a business or plan to have one in the near future, choose from any of our unique Master's & Bachelor's degree and Diploma programs in: 
๑ Family Business Management ๑ Small Enterprises Management e Venture Planning and Venture Financing 













NIILM School of Advertising and 
Communication (NSAC) 

The School for Media and Communication Studies 
offers innovatively packaged and designed 
Master’s & Bachelor’s degree and diploma 
programs in: 

๑ Media Research & Planning, 

๑ Corporate Communication and Public Relations 
๑ Web-Communication 

๑ Print, Radio, and TV Journalism. 



























NIILM UNIVERSITY a class apart 


e Seven focused specialist schools Contemporary curricula & pedagogy, strong 
faculty base € Strong Linkages with the industry € Rich Library Facilities 
e Excellent dassrooms, conferencing & cafeteria facilities € State-of-the-art 
Computer Lab with 24 x 7 internet € Meadows one of the finest residential 





campuses in the region for both boys & girls 


a I = 
B-11/61, MCIE, Delhi Mathura Road, New Delhi-110 044 Ph: 011-29894544, 29893859 
Mob: 011-32740935, 32740543, 33458581 www.niilmuniversity.org 











B Vision. Values. Vorsotility m 












Do you want to share experience of 


7th best all India B-School, NIILM 


NIILM-CMS, RANKED BY INTELLECTUAL CAPITAL, as per AIMA-BS Survey 





NIILM University, established by promoters of NIILM CMS is a specialised Management University 
NIILM-CMS Ranking 2003: 7th by Intellectual Capital 
Best B-Schools All India Survery. Listed in category A+ B-School 
20th by admissions & placements 
Admissions in NIILM CMS through CAT. A 
» 


KABA 


ELIGIBILITY: Graduation with 50% marks. DURATION: 2 years. ELIGIBILITY: Graduation with about 4 or more years experience in 
supervisory position. DURATION: 2 years class room +1 year project. 


| BBA+MBE E BA 
ELIGIBILITY: 70% marks in 10+2. DURATION: 4 years. ELIGIBILITY: 50% marks IN 10--2. DURATION: 3 Years.” 
*UGAT scores are applicable for admission to graduate courses. 


"E 6<- 
Specializing in: International Business, Marketing, Finance, Human Resources , Management 
and Information Technology & Systems Management 











SCHOOL OF BUSINESS 

^ SCHOOL OF ADVERTISING & COMMUNICATION For further details log on to: 
SCHOOL OF SERVICE MANAGEMENT —— Mc 
SCHOOL OF GLOBAL MANAGEMENT www.nitlmuniversitv.ort 


SCHOOL OF ENTREPRENEURSHIP & DEVELOPMENT 
SCHOOL OF INFORMATICS & MANAGEMENT 


B-11/61, MCIE, Delhi Mathura Road, New Delhi- 110 | 044 
Ph: 011 -29894544, 29893859 Mob: 011 -32740935, 32740543, 33458581 


CAMPUSES: DELHI | RAIPUR | MUMBAI | BANGALORE | KOCHI | PUNE | HYDERABAD 
Advt. 
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General Info: 

Established 1996 through a $3 million 
endowment by the Usha Foundation เท 
New Delhi, NIILM CMS operates with 
the vision, overarching mission and 
commitment to developing value-based 
leadership based on transparency, 
quality and continuous innovation. 
NIILM's flagship PGDBM program is 
accredited. by AICTE and is now 
recognized by AIU as equivalent to an 
MBA degree. 


Student Body: 

Full-time Students: 120 
Part-time students: 60 

Total Graduates Population: 180 


Academics: 

Director: Prof. S Neelamegham 
Program Head: Prof. Ajoy Ghosh 
Full-Time Faculty (nos): 25 

Part-time Faculty (nos): 06 

Computer Terminals for Student Use: 
180 Pentium 4 machines fed by a 24X7 
728 kbps internet. 

Programs Offered: Full-time AICTE 
approved PGDBM; executive MBA, 


Executives 


PGDBM Admissions Procedure: 
Screening and admissions through 
CAT; Final selection on the basis of GD, 
interviews and presentation. 


Dates and Deadlines: 

Last Date for Issue of Application 
Forms: November 15, 2004 

Last Date for submissions of Forms: 
November 30, 2004 


Written Examination date: December | 


2004. 
Interviews etc: February 7 - 15, 2005 


| architecture. We are attempting to 
_ develop the attitude and reflexes of | 
an extremely 
_ responsible 

| organization, give new meaning to its : 
_ stakeholder relationships and devise 
| new learning processes, products 
and systems and offer high quality 
| programs. | feel we as educationists 
| shoulder the maximum responsibility | 
. for appreciating and embracing the - 
_ paradigm shifts in the environment | 
. and help develop human capital for : 
. the 21st century world” 


BUR Classrooms are more like 
learning and 
-workshops that deploy practice-led . 
teaching 
promote team-playing. Most of the - 
. curricula is 


. learnt. 


NIILM CMS has a hectic annual 
calendar of seminars, conferences, 
. workshops, 

_ development 
' across functional boundaries and 
| economy sectors. We have accorded 
special attention to research and 
_ capacity building in Socio-economic : 
_and developmental areas in the last - 
_ two years. 


certificate and diploma programs for | 


_ For most programs, classes are held 
_ only five days a week. Saturdays are 
_ usually booked for special lectures | 
by visiting faculty and for various | 
-other academic and extra-curricular | 
_ activities of the Management Science | 
. Society. With its own small gym, table | 
tennis, 
| facilities and the independence to 
| nurture hobbies and talents, An | 
| academic year is studded with as 
_ many as eight major events. า 


Summer Placements: | 
NIILM CMS unceasing focus is on Total ee of Companies Visiting the 1 
remaining current; maintaining a high Campus: 32 
EAEE u 1 Name of the Top ten Companies: 
and transparent governance; forging ร 

strong and well-meaning outside | 
TED ME METLIFE INSURANCE, 

1 อ ล เท ไท ย อ ล ๕ 6 ๒ ๐ ท อ ล ท ห ส่ ล ห อ เห แอ 0 น ร 1 GRASIM 

and yet dynamic EIU RESULT MCANN 

GALLUP 


| PBC STIP 
| WIPRO 


sharp, alert, | 


and responsive 


| STANDARD CHARTERED 

| CITIFINANCIAL d 
DS GROUP 

CITIBANK 


Final Placements: 
| Total Number of Companies Visiting 


6.17 Lacs/annum 

ERE I Average Salary Offered: 

learning systems and : 0 ห | 
Name of the Top Ten Companies: 


open-architechture, HCL 


๐ 5๐ 5 ร 1 เ 5 
ensure the latest gets shared and NETWORK SOLUTIONS 4 


| SMART CHIP 

TANDARD CHARTERED 
| CITICORP 

| CITIFINANCIALS 

Mu ICICI BANK 


cutting | DABUR 


EDPs and 
programs 


| DS GROUP 


| Fees: 
| Tuition Fees: Rs 3.0 lakhs pa 
Hostel Fees: Hs 1.2 lakhs x 


| Scholarships: 

| A range of NIILM Merit Scholarships for 
| applicants scoring 90%ile and above in 
CAT 


Financial Aid: 
100% education loan possibilities from 
banks 


Volleyball and cricket | 
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NIILM's Unique T 


Admission จ ส ง ป อ ล ., A 
NIILM PGDBM Program... 


Bom in 1996, NIILM Center for Mont agement Studies is now ranked 
Center is and offers innovative mane agement framing, 
NIILM CMS is known for its and its fine blend of cutting-edge curriculum, skill-building pedagog 


ed d- ล | , 
of some the N NILA M PGDBM pro gram is fo SIONE 0 10 | wovide you an ¢ oucanion Mar reai 


Centre 
for 
Studies 


Shaping Leadership Through Values & Vision 


B-Il/66, M.C.I.E, Mathura Road Badarpur, New Delhi-110 044; Ph. : (Direct) 29891668, 29893859. 29891529/1539. 29804513/4514 
E-mail: admissions@niilm.com,; Website : www.niilm.com 





ln Schools Profiles 


Located in Powai, Mumbai- next to IIT | 
. Bombay-NITIE offers a unique blend : 
of technology and management 
schooling to its students that is 
| unmatched by any institution in India. - | 

! campus: 57 


Top 10 companies: 








































General Info: 
Type of School : Established by the 
Government of India with assistance of 
United National Development project 
(UNDP) through the International 
Labour Organization (ILO), NITIE is an 
autonomous body under the Ministry of 
HRD, Government of India. 

Year of Establishment :1963 


Student Body: 
Full Time Graduates: 335 
Part Time Graduates: - 


Academics: 

Name of Director: Prof Tapan P Bagchi 
Full Time Faculty: 45 

Part Time Faculty: 19 

Computer Terminals: 436 

Computers for Student use: 340 


Courses Offered: 

PG Diploma in Industrial Management 
PG Diploma in Industrial Engineering 
PG Diploma in Industrial Safety & 
Environmental Management 
Fellowship Program in Management 


Admission Procedure: 
Only first class graduate Engineers are 
eligible to apply for 


of Common Admission Test (CAT) 
conducted by IIM's. Those shortlisted 
are called for GD/PI at NITIE campus 
for final selection. Both CAT and NITIE 
forms have to be filled separately. 
Venue for CAT entrance exam. Major 
cities all over India. 


Dates & Deadlines: 

Issue of NITIE Application Forms: 
October 

Submission of NITIE Application Forms: 
December 

GD/ Interviews: March/April 

CAT forms available & schedule of 


NITIE. The B 
candidates are shortlisted on the basis | 


_ Management, 





This exclusive combination has been | 
| highly prized by recruiters - both | 
Indian and = multinationals- 
| regularly 
| through visits, extramural lectures, | 
| management projects, consultancies, : 
aC EUT Meum ee Technologies 
-events organized on and off campus. | 
|Our PG program is exceptionally 
| rigorous and cross functional. The | 
Merit of bens : : 
' pedagogy is evident by the excellent B® 
| placements obtained. by NITIE's : while 37 companies actually got the 
| postgraduates in the recent years. 
NITIE faculty are among the most. 
| innovative ones in 
. constantly 
. hands-on projects, 
micro enterprises, e-tools, modern 
|. communication 
| knowledge processing and ground 
| breaking business practices, all 
_ demanded by today's savvy customers. | 


who 
engage NITIE 


this consummate 


experimenting 


annual business 


| Statistics, Finance, Organizational : 
Behaviour, Six Sigma, Knowledge — 
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Lun HLL, 
MAE Palmolive Nestle, 


| make 
| infrastructure, fiction library and student 


dense 
= TRE 7 5 surrounding for rejuvenation. 
The 2-y E PG program is | 
_modularized, consisting of six 3- | AE 
| month classroom modules spanning | Scholarships: 
| 18 months, augmented by six months | 
| spent on industry internship. Seven : 
| management subjects are studied in — 
|. each module; coverage 
-Operations 
_ Technology 


includes | 
Management, IT, | 
| Management, | 
Quantitative Methods, Optimization, 


Communication, | 
| Marketing, Supply Chain design and | 
_the configuration and management of : 
Advanced Manufacturing Systems. | 
|The 100-minute class sessions are | 
highly interactive and conducted by | 
_ instructors in a collegial ambiance. : 
. Internship is done in organizations all | 
| over India, as well as some abroad. . 


Exam: As per the announcement by 
HMs. 


Summer Placements: 


| Total Number of companies visiting the 


P&G, Coca Cola, Colgate 
Citibank, Reckitt 


Benckiser, Lafarge, HP, Cognizant 


Financial Placements: 


! 83 companies enrolled for recruitment 


opportunity to recruit 


the countr า Top 10 companies: 
with Citibank, ICICI Bank,Accenture, TSMG 
launching of | 


P&G, CTS,Cypress,IBM, SAP Labs, 


ME Coca Cola, 
technologies, : 


| Highest Domestic Salary Offered: 


2 lakhs per annum 
verage Domestic Salary Offered: 


Sanco a AE 6.94 Lakhs per annum 


_ intellectual capital. While the faculty is 
เน แน น © 52, 880 per annum 
seminars for their extensive and path | i 
| breaking research work and projects, 
_NITIE's students win accolades and 
first spots at practically every B- 
. school event in India. To further - 
develop the acumen of the student, BM keep up with academics. Students 
management seminars like Disha, 
| Lakshya, Samiksha, Insertech are 
_ organised in addition to Prerana, a sui- : 
generis 
organized by the students, which 
| attracts large corporate and student 
_ participation from the finest B-Schools - 
. in the country. 


| Highest Foreign Salary Offered: 


| Student Life: 
| The student life is not iust a frantic pace 


use of excellent sports 


eee driven discussion forums after classes 
| for unwinding. The campus is located in 
[the lap of nature and its extremely 


! scenic surroundings of lakes, lawns and 


trees provides the idyllic 


Corporate Sponsorships. 


NITIE 


NATIONAL INSTITUTE OF INDUSTRIAL ENGG., Mumbai 
(Under Ministry of HRD, Govt. of India) 


A Premier Indian B-School providing Cross-Functional Expertise in 
SCM, Operations, Marketing, Finance, HR, Systems & IT along with 
Industrial Safety & Environmental Management. To the leaders of 
tomorrow, NITIE endeavours to provide the ideal mix of technology 
and management 











Academics 
ENGINEERING Industry Internships MANAGERS SAVY 
GRADUATES Industrial Projects IN TECHNOLOGY 
Extra curricular 















FELLOWSHIP 
CONSULTANCY 


PGDIE 
PGDIM 
PGDISEM 

Y |nternational Caliber 
Faculty 

” State of art Infrastructure 

Y Top ranking Placement 


Y Environment highly 
Conducive to Learning 


Y Rigorous Consultancy 
provided to industry and 
corporate 





Estd. in 1963 as a National Institute 
by Govt. Of India with assistance of 
UNDP & ILO. 







Y Nationally ranked among 
the top B - Schools 





Our Vision : To be the nation's 
preeminent Institution with a focus on 
echnology, management and systems 
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General Info: 
Year of Establishment: 1996 
Approved by AICTE 
Affiliated to University of Mumbai 


Academics: 

Director: Prof. Pyarelal Arya 

Full time Faculties: 22 

Computer Terminals: 100+ IBM PC's 


Courses Offered / intake: 

MMS - 120 

PGDBM - 60 

MMM, MFM and MHRDM - 60 each 


Admission Procedure: 

MMS: Through CET 

PGDBM: Through CET / CAT / ATMA / 
MAT / XAT / JMET 

MMM, MFM and MHRDM: Written test, 
GD and Personal Interview. 


The 
pedagogy with a balance of theory 
and practice. Classroom studies 
_ involve 
_ presentations and role play 


| social 
| assignments. The Institute conducts | 
_ seminars frequently with a view to | 
keep the students abreast with the 
_ latest events and happenings in the — 
_ corporate world. 


. home environment. 
. ล ท annual intra-institute event, is a 


_ grand event on the Institute's activity - Well furnished off-campus residential 


_ Over the last few years N L Dalmia 
_ Institute has evolved as a School of | 
_ Excellence in Management Education 
| and Research. The three things that 
_ make this Institute stand out are: 


‘Its single minded focus on 


Academics and Total Personality : 


| | Borosil (I) Ltd. 
-Its open culture which encourages | , 
NACE OR Cadbury India Ltd. 


! Castrol India Ltd. 

| Dominos Piazza Ltd. 
improving : Haribhakti Financial Ltd. 

| Godrej & Boyce Mfg. co. Ltd. 


development. 


among its faculty in addition, to 
trust and respect among its 
students. 

-Excellent and ever 
Infrastructure facilities. 


lectures, case 


| We encourage students to take up 
-research projects with Industry and 


ม น น น Novartis (1) Ltd. 


_Dalmiaites' enjoy an exciting and E 
Unmatched journey during the two E 
_ years which they spend on campus. 
| facilities offer the students a secure - 
"AAKARSHAN" | 


| Hostel Facilities: 


housing and 


. calendar. Overall life at N L Dalmia | 
-institute is one where the students | 
. not only shape their future but also 
เท ล พ อ friends, for life. 


84 


Institute strongly promotes | 
| HPCL 

studies, - ICICI Bank l 
! Indian Oil Corporation 


Summer Placements: 
Top Placements Partners: 


| ACC Ltd. 

| Aventis Pharma 

| Bajaj Auto Ltd. 

| Balsara Group of Companies 


Birla Global Finance Ltd. 


Grasim Industries Ltd. 
HDFC Bank 
HLL 


Indusind Bank Ltd. 
ITC Grand Maratha 


| Jet Airways Ltd. 
. Pantaloons Retail India Ltd. 


Percept Advertising 


| Rediffusion DY & R Ltd. 
| Reliance Industries 


TATA group Companies 
The Times of India 

UTI 

VSNL 


onpas, | Wockhardt Ltd. 
ส ต แส ต 7 ๐ ๐ Telefilms Ltd. 


facilities for boys and girls, are available 


| for outstation students. 
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Leading Humanity to 
Better Tomorro 


N. L. DALMIA INSTITUTE OF 
MANAGEMENT STUDIES AND RES 






















General Info: 





Year of Establishment: 1999 


Student Body: 
Full-time: 120 


Academics: 
Director of India Program: 
Nanda Rangan, PhD 


Faculty Full-time: 17 
Adjunct faculty: 14 
Computer terminals: 35 


Courses offered: 
MBA 


Admission Procedure: 
Minimum requirements 


1. 


College degree with overall 


percentage of 50 (Applicants waiting : 
for their final year results may also | 


apply) 


. GMAT/XAT/CAT/MAT/ATMA scores. | 
An applicant who has not taken any : 


of these tests will be required to take 
the test administered by the school. 


. Personal Interview 
. Application forms can be 


downloaded from the website or 
contact the admissions office. 


Dates and Deadline: 
Students are admitted twice a year, in 
July and December. 


Applications need to be submitted by: 
€ October 31, 2004 for admissions in 


December 2004. 


€ March 31, 2005 for admissions in 


July 2005. 


| Leadership in Action (LAP) series- 
this is a weekly speaker series : 

| conducted by top business | Scholarships: 

| executives. | Graduate Assistantships offered for 





Summer Placements: 


The Ohio MBA Program has been | เม 


| designed specifically for the - LG 
development of human capital in the Pepsi 
| Asian business environment. The 
- Ohio University College of Business | 
‘has highly skilled faculty with KPMO 
_ international exposure GULE Hyundai 


| Wipro Infotech 


experience. They appreciate the Whi 
mutual learning that takes place - wangan 


MEE A EEEE DSP Merr ill Lynch 

| are analyzed CI CI เ 2: GE Power 

_ cross-cultural learning environment. Fert 

The most effective way to teach | “9 ม 
ร PEE Cadbury India Ltd. 

| students in ล ท international : 

_ environment, แล่ Placements: 

- build effective interpersonal | 

| relationships with people from า Highest salary offered:Rs.3,36,000 p.a 
| different cultures. Accordingly, Our | Average salary offered:Rs. 1,92,000 p.a. 
_ students will be given the option to | 

do an international Joint Student | , 

Consulting Project at an overseas Top 10 Companies 

location. Citi Group 

in addition, students will have the | 

| ; IBM 

option of completing their final | | l 

Ree m CO Re PIE Colliers International 

_ University in the USA | Times of India 



























! HCL 
' SESS | Oracle 
Accredited by AACSB- | Metro Cash & Carry 
international wi 
18-month intensive program IPO 
Experienced Faculty USL ORG-Marg 
University | EE J P Morgan Chase 
Joint Student Consulting Project : 
in an overseas location : 
Opportunity to complete last : Fees: 
PE aCe Meu อ ล Tuition Fees: Rs. 5.25 lakh for the entire 


Unique — consultanc style | 
Applied Research Project y เถ เฉ ย เล ส ท, payable in three equal 


Tite อ ง installments. 

University : 

! Hostel Fees: Approximately Rs.3000- 
Rs.3500 per month depending on the 
! choice of meal and room type. 


deserving candidates. Graduate 
| | Assistants assist faculty in teaching and 
aru บ iTi MESSI CES research and earn up to Rs.1,00,000. 
and Gym“ : 

Corporate Karma Annual | 

management festival : 
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Ohio-Manipal 


Opening up global careers in business management 


MBA admissions now open for December 2004 


Ohio-Manipal School. Get the edge 


The collaboration between Ohio University and the 
Manipal Education Network provides comprehensive 
and high quality business management education. It 
lays the foundation for future managers to meet global 
business challenges. 


The 18-month course is accredited by AACSB- 
International and taught by faculty with global exposure. 


It provides students with the opportunity to learn 
global management practices and prepares them 
for positions in Indian as well as International 
companies. Project based learning is a unique feature 
ofthe program. 


Application forms need to be submitted by: 
๑ October 31, 2004 for admissions in December 2004 @ March 31, 2005 for admissions in July 2005 


Admission Hequirements 


Admissions are held in July and December each year. The 
admission is competitive and involves the following steps: 

1. A college degree with a minimum of 50 percent 
marks in aggregate (Applicants waiting for their final year 
results may also apply). 

2. GMAT/XAT/CAT/MAT/ATMA scores 

An applicant who has not taken any of these tests will be 
required to take the OMSB (Ohio-Manipal School of 
Business) test. Eligible applicants will be informed of the test 
date. 

3. Personal Interview 

This will cover professional and personal aspirations of 
the students. 


Please download the application form and program brochure from our website or contact our office. 








SUE Me. 
a HH 


; OHIO Ohio-Manipal School of Business 
o 


UNIVERSITY 
Cottege of Business 






Ohio-Manipal School of Business, Allalasandra, GKVK Post, Bangalore 560 065. 


Ph: +91-80-28563865, 28560186. Fax: +91-80-28563898 
E-mail: admissions@ohiomanipal.edu 
Website: www.ohiomanipal.edu 





INSPIRED BY UFE 
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B Schools Profiles 






General Info: 

Affiliated to Bangalore University and 
approved by AICTE 

Year of Establishment: 2002 


Student Body: 

Full-Time Graduates: 60 
Part-Time Graduates: None 
Total Graduate population: 60 


Academics: 

Name of Dean: Dr. M. J. Anil 

Name of Principal: Mrs. Vidyaa Shetty 
Faculty Full-Time (Nos): 08 

Faculty Part-Time (Nos): 05 

Computer Terminals for student use: 40 
with internet 


Courses Offered: 

Specialisation in Finance, Marketing 
and Human Resource, besides ail the 
reguiar subjects in a good management 
curriculum. 


Admission Procedure: 
Entrance test and interview 


The Various Constitutent 

Elements of The Institution Are: 

€ experts in all disciplines 

€ ว team put together which is on par 
with the best in the city 

€ wide range of value 
programmes 

e affording the best placement offers to 
our students 

@ extra curricular options 

@ focus on holistic education 


added 


Other Activities: 

Seminars, workshops, guest lectures 
and industrial visits add value to the 
MBA students. These value-added 
courses include — communication 
workshops, personality development 
and interpersonal skills. 


: The content of MBA 


_ advance. 
reinforced by surprise quizzes. The | 
-internal assessment is spread over 
. the whole semester. Quick feedback 
| on the performance in the spread-out | 
tests is given so as to facilitate the | 
. student's progressive learning. 





Students meet with their advisors 
each morning to set their academic 
expectations and organize for the 


day. 
- curriculum enhancement. 


namely the syllabus is mostly the | 
same everywhere. It is the process of 


delivering the content that makes the 
difference. Although 


: The MBA programme at Presidency 
. offers the best work environment 
' which will inspire anybody willing to | 
. make the most of the programme. | 
- Our focus is on building the best 
_ intellectual capital for the Presidency 
_ Business School and transferring it | 
Rot A RAL TE perspective and are geared to meet the 
. Our vision is to make Presidency 
| College an island of excellence in a 


promising future that 


_ tantalizingly close. 


. The Presidency campus sprawls over - 
. more than 70,000 sq. ft. of built up 
. space, a magnificent building housing 
. classrooms, labs, libraries and other | 
_ recreational facilities to students. The | 
| buildings were designed specifically 
. to meet the needs of the programs 
_ offered at College and the special 
. requirements of 
. college students. The vibrant interiors 
and exquisite finishing touches lend 
the college an ambience that is as 
delightful as inspiring. 


MIC PROG 
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environment 


| development, 
! human values. 


the Presidency : 


Foreword 


| of academic standards. Our distinctive 
the MBA character is to provide world class 
programme offered by the College | 
| follows the Bangalore University | 
_ syllabus, the difference lies in the 
| process of delivering the content and | 
that makes the difference in the. 
programme offered at Presidency. 
We the Presidency emphasize the 
: learning of 0 alongwith pis ๊ า individual potential for life and work. 
. appropriate attitude and application. | 
5 oe Vision Statement: 

| : ๒ i : In a caring and positive environment, 
| Every faculty member prepares a 
an CIC METTE น แน cmoower our students to recogni 
-available to all the students right on | p $i : : e ene 
| the first day of the course. This plan - optimize their full potential, to achieve 
- lays out the topic, pre-class material 
_ and the pedagogy for each session in 


The pre-class reading is | 
p 3 areas of physical, cultural and social 


education, while our concern is to 
provide high quality learning 
that is innovative, 
challenging and enterprising. All this is 


| accomplished by working in partnership 
' with students to develop their full and 


Presidency will provide education to 


| personal standards of excellence in 
fF academic work as well as in supportive 


inculcating civic and 


| Institution Profile: 

E Presidency group of institutions are 
B progressive, futuristic institutions and 
! are established as a network of schools 
land a college, doling out high quality 


education by employing innovative 


| methodologies to promote learning. 
| Students are groomed with a global 


| challenges of the 21st century. 
seema | Presidency 
| Bangalore, is the branch Institute of the 
| Presidency group of Institutions and was 


| founded in the year 2000 and is affiliated 


College, Kempapura, 


to the Bangalore University and approved 


| by the AICTE. The Management prides 
| itself in offering a plethora of courses in a 


span of just a few years alongside with a 


| range of facilities to students entering its 
| portals. Itis because of the determination 


and vision of the Management, which 


also dovetails with the needs of the 
! society, that the phenomenal growth of 
I these institutions has been possible. 
2 Presidency College today has created a 
: niche for itself in the arena of higher 
J education by imparting education with a 
| blend of values using modem techniques 
is. devoted ‘to | of communication and methodology to 
! suit the requirements of the present day 
| generation. 


8 Welcome to Presidency College, an 1 
education | 
academy that seeks to provide the best 


A. 








. * Avibrant campus with excellent infrastructure 
_» Tutelage by well-experienced faculty 
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» Visiting faculty from the industry 

» Extra courses and inputs to match industry expectations 
» Sophisticated computer labs with internet access 

> Regular study tours/outbound trips 

> Well-stocked library 

» Modern audio-visual instruction equipment 

» Focus on placement assistance for deserving students 

» Guidance for research studies and corporate projects 


» Exclusive hostels for male and female students 


Sap ah a 





Kempapura, Hebbal (Near Flyover), Bangalore-560 024 Ph: 080-23636173 / 175 
Fax: 23636174 Email: presirt@yahoo.com Website: www.presidencycollege.com 


Magnum Intergrafiks Pvt. Ltd 
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General Info: 
Started in Aug 
Management Education Trust. 


1999 by Punjab 
The 


_ witnessing 


radical 


| believe in Freedom to Evolve. Five : 
_ Years from now we see ourselves as | 
. ๐ ท อ of the top B-Schools of the 
globe, as national boundaries Summer Placement:: 


_ disappearing at an accelerated pace. 


| Industry Interaction: 


i "e | PCTE released books on "Business 1 
. Hardly a five-year-old institute we " RAE | i 
. have come a long way. Market is - Families of Ludhiana" covering 15 


change & | 


prominent industrial houses of Ludhiana 


เล ก ก ต ร แก ส ร จ อา ‘and "Business Groups in Punjab" 
: experiment with "are" covering 25 prestigious industrial 


houses operating in Punjab 


|! A few of the companies offering 
| summer Placements are : 


Glaxo Smithkline 


institute is situated in one of the ไต เน learning | Everready 
industrial hubs of India i.e. Ludhiana. | workshope ก ส ร by dé ated | Gujarat Ambuja 
PCTE is approved by AICTE, New Delhi stitit ร ร ห ร ICICI Bank 





ci ORE cw OD Uu de pa wo oe 


& affiliated to Punjab Technical แล LG Electronics 
University, Jalandhar. . Filed visits, face-to-face interaction " DCM Engineering 
with top executives, company TCS 
| projects and case studies based on C 
Student Body: real executive experience facilitate Appollo Fibres 
The institute started with a student base | CN NT malae cid | Vardhman 
of 100 plus in 1999. Presently it has a : xd 9 10. Hero 


student base of 700 plus and alumni 
base of 350 plus. 


Academics: 
Director: Dr. K.N.S.Kang 
In house Faculty: 24 


_ Skills. 


| First B-School of India to enter into | 
' Limca Book of Records for its unique | 
_ kind of mutual fund activity. : 


. Six Students from South Africa joined — 










| Final Placement:: 


PCTE records 100% placements for all 
the four pass out batches. A few of the 


| companies offering Final Placements 


are. 


Visiting Faculty: 12 | PCTE in 2003 aM Hughes Technologies 
; 2. Dr. Reddy's Lab 
Courses Offered & Intake: : MA ถา ต the tegen tate OY | 3. Eli Lilly 
MBA - 90 า | 4. Air India 
MCA - 60 . 6 Gold Medals out of 7 decided in the Hy CitiBank 
_ university since start of the college in - 
ค ด ด ต 1999. (University has 53 affiliated A Johnson & Johnson 
BCA - 120 _ colleges) 7 HLL 
: » 1 | 8. HFCL 
Admission Procedure for MBA: | university d A pup p ps [ 9: ICICI Bank 
Admission through State Level ไช ณ์ เน แพ 10. HERO Exports 


Entrance Test. 3396 seats reserved for 
management quota. New session 
begins in the m/o July every year and 
the entrance test is conducted in the 
month of June every year. 


1 22 affiliated colleges offering MBA). 


| Highest Salary Offered 


Delegation from Islamabad & Lahore | Rs. 2.5 Lakh per annum 


visited & participated in the Inter 
. 0 ๐ แอ ย อ cultural Festival of PCTE | 
| "Ehsaas-2004" 


Average Salary Offered 


| Rs. 1.56 Lakh per annum 


Fee for MBA Course: 





| Tuition Fee: - Rs. 59,325/- p.a.+ 
| Rs.4, 000/- (refundable security) 
| Hostel Fee: - Rs. 8,400/- p.a. 


Student Life: NEM e Limpopo Province of South 
the motto is | Africa 


"Freedom to evolve" | 
| @ City College, Birmingham, UK 


practiced in the life aiso. In this pursue, | | ! 
students are encouraged to organize พ ผล น ห น College of Business 
Administration & Economics, 


and participate in various activities | Lahore, Pakistan 
which includes academics, cultural, | 
sports, Real time investments as wellas | 
interface with corporate/executives and | 
placements. For this purpose, students า 
committees are constituted which | 
ensures effective implementation of all | 
above-mentioned activities. | 










PUNJAB COLLEGE OF 
Freedom to 


TECHNICAL EDUCATION 
LUDHIANA 






Evolve.... 















x 
Hero Exportanollo TyreSwiss Wine Q0 
Sun Pharmgeliance PetroBharti 7 : 
Hughes Thoma ICI Ban j 
ina Bank Placement 1 3 
5 Recory d 
| ว่ 
PCTE has Foreign Collaborations in South Africa, Pakistan & England 3 


liliated to PTU Jalandhar & Approved by AICTE & an ISO 9001-200 


EP Y Af ‘ertified Institute 
ow 
p C T F Baddowal, Ferozepur Road, Ludhiana-142 021 (Punjab) 
A Tel.: 0161-2805217-19, 5008410, Fax : 0161-2804495. M # 98144-66955 
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General Info: 
Type of School : Private 

Year of Establishment : 2002 

Mission Statement 

Attracting Talent - Respecting Both 
Merit and Need 

itis our fundamental belief that children 
who possess great talent in any sphere 
of life or those who through their 
dedication, sincerity and commitment, 
display a positive attitude towards 
contributing to societal values and 
needs will always have a place in Rai 
University irrespective of their ability to 


pay. 


Student Body: 

Full Time Graduates: 610 

Part Time Graduates: Nil 

Total Graduates Population: 610 


Academics: 

Name of Dean: T.S.Sai 
Faculty Full Time: 55 
Faculty Part Time: 4 
Computer Terminals for 
Students Use: 100 


Courses Offered: 
MBA 


Admissions Procedure: 

Students have to appear in an Entrance 
Examination and based on their 
performance in the examination, Group 
Discussion and Personal Interview, 
student is admitted in the program. 


; emphasizes 


: Society, - 
| among other things. 


future. 


the 


learning and key 


Rai Business School undertakes | . 
| research projects independently as | Campus: 40 
qct oem Highest Salary Offered: Rs. 2.40 Lacs 
_ other institutions of repute like Indian 
-institute of 
University of Central England. The | 
| primary research focus of the Rai- 
| Business School is on Small and 
| Medium Enterprises and the Internet | Aviva 
_ ล ท ส ์ its implications on Professionals, | 
Governance, | 


| Rankem 


Foreign Trade, 


Learning, 


| nis at pe cit “ is 
_ different. Higher education has never | 
| been and will never be purely about - Royal Sundaram 
. gaining a qualification. Apart from - 
enriching Knowledge and skill in a 
| chosen discipline learning is greatly 
. concerned with building a positive | 
_attitude and a set of values that the | 
student as a person and as a 
_ professional will need throughout his 
. or her life. 
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The : 
in Business | 


: Tuition Fees: 
| Annum 

| Hostel Fees 

| (Function of Type of Occupancy) 








| Summer Placements: 
! | | Total No. Of Companies Visiting the 1 
. Rai Business School has the power : | 
to transform your 
school's excellence 
_ Research fosters a unique learning | 
| experience equipping students with 
| dialectical enquiry. 


Campus : 250 plus 
Name Top 10 companies 
Mercedes Benz 


| ICICI 


| ไท keeping with the philosophy of- Phiips 
| student centric learning, the teaching | 
| methodology at Rai Business School | 
า importance of 
learning through direct experience, 
| which promotes the development of : Standard Chartered bank Á 
| independent 
_ transferable skills. 


Pepsi 
Nestle 
Samsung 


| HDFC Life Insurance 


| Final Placements: 


Total No. Of Companies Visiting the 


| per annum + incentives 


AME Average Salary Offered: Rs. 1.80 Lacs 


per annum + incentives 


|! Name Top 10 Companies 


Max New York 





India Bulls 
Way to Wealth 


| Reliance general insurance 


Chola Mandalam 


| Willett 
| Reliance Infocomm 


Fees: 


Rs. 205 thousand per 


: Rs.25,000/- per semester." 


| Scholarship: 

| Over 50% of the students admitted to 
Rai 
| scholarships based on both merit & 
! need. 


Business School receive 





Don't rush in blindly to join ล college 





First ask- Is the college/university that you are lining up to get 
admission in, actively helping you to get a great job? 


So how does Rai University help 
you to get and keep great jobs? 


Surveys show that the top HR Managers across the 
country have a high recall of "Rai University 
Brand" for its high quality education and practical 
skills. 


For the child's final selection style of education of 
Rai University through its programmes of 
personality development, communication skills, 
team spirit, course packs, innovative class room 
discussions are such that they bring out the 
qualities required to get and keep great jobs. 


Remember that quality education combined with 
overall development of a child does cost money 
but then Rai University as a missionary zeal does 
defray a large part of the cost by giving a liberal 
scholarships both on merit and need. We will not 
turn away any student who has the “Junoon to 
succeed”. Above all, the extra you pay now is 
more than reaped back through high paying 
quality jobs. 


So when you seek admission to a University or 
Institute "Think Twice". Take an informed 
decision- Your Child's Future is in Your Hands. 


Come, let us discuss further... 


Rated No.1 Best Private University in India & 
amongst the Top 10 Best Universities in India* 


eritorious CBSE / ICSE st 
12th Std. | Yo Waiver of 
90% above 100% 
80% above 75% 
70% above 50% 
65% above 25% 


You can walk-in and take your admission/ scholarship 
letter 


Pi 


" 
เค ร เค ร i - ts. tJ 
ALAS \ wet CA | - 


ส เท ม 
JAS- น] 
Ne 
i G 


6 ‘Unleashing | 
creativity of our yoi 


es BA in Marketing / Finance / International 


Business / IT / Insurance & Risk 


M เล ง A Management / Hospitality 


Integrated MBA - 4yrs. after 10+2 








Other Bachelors & Masters degree offered in: 


* Engineering & IT * Hospitality & Tourism 
* Biotechnology * Aviation 

* Media & Communication — * Healthcare 

* Film & Television * Insurance 

* Fashion * Design & Architecture 
* Fine Arts * Law and more.... 


Walk-in for Scholarship/ Admission Test & 
Personal Interview/ FREE Counselling 
any day between 8am to Spm 


if ` LE , RS เ : © : 11 E - 2" Pii » UNIVE n 5 | ] Y. 
EVOLVING THINKING MIND เป ท 


New Delhi Campus: A-41, MCIE, Mathura Road, New Delhi - 110044 
Mobile: (011) 33445643, 33453515, 33467725 Tel: 26991300 
email: delhi@raiuniversity.edu 


“by Just Careers Magazine 


Campuses at : Delhi Faridabad eDwarka «Noida *Gurgaon eMumbai «Pune eBangalore «Hyderabad eKolkata «Lucknow eAmethi «Dehradun ePathankot Vizag *Kochi eChennai «Bhopal «Raipur 






























































Dates & Deadlines: 


| Companies today are looking for: : 
| visionaries who can create the future Ek obtained from the College from 
, and then execute เฉ น แน น September to May. The cost of 
ร ฑ์ ร ล น น น แพ Registeration + Information Brochure 
| want to learn how to provide this kind - M 
aa a aag and Application Form is Rs. 400/- เท 
_ society, you have to come to (uia cash or Rs 450/- by DD favouring SIMS 
. place. Industry today wants change : BAD 
| agents with global outfit and hence d odas anne d l ; 
you need the ability and the skills to aS! Date to Submit Form: 15th April of 


_ think Globally. | each academic year. GD & PI will be 


General Info: า ' 8 พ ศั | conducted in second week of JUNE 
Private-unaided autonomous college, โห ไน โง น ไจ Lae) Yeed P | with RESULTS to be declared by 20th 


approved by AICTE, Min. of HRD, Govt. _ the market place and, as a CAURE June. Classes begins from 15th July. 
of India, New Delhi was established in the | ployer ee tia d rated olina | Venues for GD & PI: Cochin/ Kolkata / 
year 1996 and is member of AIMA, AIMS, Eii industry POET ier Gauhat / Delhi / Lucknow / Ranchi / 
FICCI & Cll and is priming to associate BUL me TTP T TE EE Bhubaneshwar / Patna / Jaipur / Jammu 
with U.K. & U.S.A. universities. : philosophy. | /Sri Nagar / Hyderabad / Bangalore / 
 eUNMMER IN) m Shillong / Trivandrum / Jamshedpur / 


Student Body & Courses Offered: 7 | Chennai 
340 Students. Annual Intake: “SIMS lays great emphasis on | 
PGDBM (F/T) : 60 | Summer Internship. Its strategically — Alumni Corporate 
BBA (F/T) : 120 -located CAMPUS, in one "Maui. Representation: 
rapidly growing industrial township | 
BCA (F/T) : 60 of GHAZIABAD (NCR), provides ICICI, HDFC, HFCL, AMEX, SCB. P&G. 
PGDBM ALUMNI : 418 _ students to learn and VER CADILLA. DABUR. CENTURY, JK 
(Seven Batches have passed out.) ป ก์ ซน ด น TYRES, ESSAR, AIR-TEL, HUGHES, 


| learnings. At SIMS, Top Corporate : 
‘Executives extends Corporate CL. CONVERGYS. DAKSH, 


Academics: Mentorship for Holistic Personality DENTSPLY, RELIANCE-INFOCOM, 
Director : Prof. Shefali Gautam grooming. BAJAJ-AUTO, TELCO, UTI BANK, 
H.O.D: Dr. G. Neeran | PEPSI, SAHARA, LUXOR, ELI-LILLY, 


Full-time Faculty: 17 : i | an eu AMUL, NICHOLASPIRAMAL, 
Visiting Faculty: 17 CUR ESCOTEL, 3M, KOTAK-MAHINDRA, 
| with analytical mind-set and 
Campus Corporate Visits: 28 า learnings _ and conducts COKE, M&M, UB, INDIAMART.COM, 
Computers (LAB) : 60 | comprehensive research MCI SIFFY.COM, HP, SATYAM-INFOCOM, 

| More than 100 cases are shared — 
New Courses Planned from 2005: | motivated to MAE ET R S TOKIO, TATA-AIG ING-VYASYA, 
BJMC (Journalism & Mass Comm.) ว ว สล ล ล ไพ BAJAJ-ALLIANZ, ESCORTS 


organize International Conferences 


B.Sc. (Bio-Tech.) _ and Management Seminars. 
PG Diplomas in (1 year Courses) | | 


insurance 


| Summer Placements 2004: 
| NTPC, CRYPTUS-HEALTH CARE, 


Logistics : Cryptus- Helathcare, ICICI, UB. El | ICICI GENSTETNER, BAJAJ 
Pharma-Selling | Lilly. HDFC. Convergys. WAGES ELECTRICALS, UB, GODREJ, INDIAN 
International Business : NO YN | OIL, HPCL, HALDIA, DS GROUP. 
Materials Management ' Kroener Solutions, HCL, PEE ANDREW-YULLE. TELCO, PEPSI, 


Advertising & Sales Promotion า Indiamart.com, Reliance, Nicholas- | BHILWARA, SAMTEL, DABUR, LG. 
_piramal, Samsung, Atlas | SONY, BPL, SEIL-HONDA, ESCORT. 
Admission Procedure: ELIN ELECTRONICS, SAHARA, 
All graduates are eligible to study in PG | MULTI-ROOTS LTD, RANBAXY, 
. Rs. 2.69 lacs - Tuition Fee, Course | 
programs. For UG courses, 10+2 | Materials & Books, Hostel Fee TISCO, AVIVA 
with minimum 50% marks are essential. โพ พ พ น ก โน 69 ซวย EE 
The admissions are made through ATMA น แร น ย 
à AIMA's MAT & U-GAT examinations ฟั น ค เท ร 
me Pentium P4 Personal Computer in > 
and provides DIRECT admission to One ค น ณ์ แร ไร ซน 


year P.G Diploma courses. | Hostel. า 
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Issue of Application Form: The form can kd 


A 


ICh 





SIMS has transformed raw graduates to Value-rich Global Corporate Personalities from 


| BENGAL / UTTAR PRADESH / JHARKHAND / BIHAR / ASSAM / MIZORAM / DELHI / RAJASTHAN 
MEGHALAYA / NAGALAND / ANDHRA PRADESH / ORISSA / MADHYA PRADESH / KERALA 
JAMMU & KASHMIR / HIMACHAL PRADESH / HARYANA / UTTRANCHAL / PUNJAB 


representing NATIONAL & TRANS-NATIONAL COMPANIES both in INDIA & ABROAD 
Amongst Best 100 B-Schools of India in Placement 2003-2004 as per HT Horizon, 2nd June, 2004 


| 
ALL INDIA RANKED PROGRAM MASS COMM / INSURANCE | 
(Approved by AICTE, Ministry of HRD, Govt. of India, New Delhi) | LOGISTICS / BANKING / MEDIA 












UAL 
PECIALIZATION AREAS 

PERATIONS / MARKETING 
NANCE / HRD / IT 








Jirect Admissions open for BBA, BCA, B.ED (Management Quota) 
(Affiliated to CCS University, Meerut, 2004) 


For more details write to CHAIRMAN-ADMISSIONS 


SHIVA INSTITUTE OF 
MANAGEMENT STUDIES 


== = - 364-365 Pandav Nagar Industrial Area, NH-24, Near Rezapur Railway Crossing, 
=== = =| Ghaziabad.- 201002 Tel: 0120-2702412 / 2703521 / 2702866 TeleFax : 0120-2700193 


E-mail: shivaims@sancharnet.in Website: www.shivaims.com 
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General Info: 


SIES College of Management Studies 
(SIESCOMS) is promoted by the South f 
Indian Education Society that runs a | 
number of educational institutions in 
Mumbai. Started in 1995, the institute 
the best 
infrastructure, ล well-equipped, fully 
computerized & air-conditioned library 
with contemporary titles, more than one 


can boast of one of 


hundred networked computer terminals, 
a vibrant student activity center, modern 


and spacious class / tutorial rooms 
equipped with all facilities, Yoga % 
Meditation center, a 225-seat capacity 
auditorium, open-space and green 
areas all around are some of the unique 
infrastructure the 


features of the 
institute has. Offering value-based 
quality education is the mission of the 
institute. 


Student Body: 

Around 500 (full-time graduates). 

The college is shortly commencing its 
first part-time course (executive MBA) 
for working executives. 


Academics: 

Name of Director: Dr A K Sen Gupta 
Faculty (core): 23 

Faculty (visiting): 45 

Computer Terminals for 

Student Use: 110 


Courses Offered: 

Master in Management Studies (MMS): 
affiliated to the University of Mumbai. 
Post-Graduate Diploma in Business 
Administration (PGDBA): 

Master in Computer Application (MCA): 


Executive Post-Graduate Diploma in | 


Business Management (EPGDBM): 


tities 


-also 





B Schools Profiles 


interactive and 


_ SIESCOMS is involved in a number of 
_ both open public as well as company 
_ specific corporate training programs. 
| Some of the clients for whom training - 
. programs have been organized in the | 
| recent past are SIEMENS, WNS (A 
. Wing 
_ BASF India Ltd., CRISIL, Tracmail, : 
Glenmark 
: among ก The ไป แล ก ห set-up 
. Research Cell is involved in a number | EN 
of sponsored as well as self-initiated | Top 10 companies: CRISIL, Essar, 
| research projects. Some research เลื ย ต HDFC, HDFC Bank, IDBI 
| include | 
| "Developing rating framework for 
. corporate governance", 
exchange derivatives", "Analysis of | 
employee satisfaction” (for a large : 
. corporate), Competency Mapping” 
(for a MNC), etc. The institute has — 
undertaken a. 
| sponsored research project funded | 
by Indian Institute of Bankers on : 
“WTO & Its impact on Financial | 
|. Services". 


of British Airways), M & M, 


Pharmaceutical 


undertaken 


recently 


| There are 14 student committees for : 
_ various purposes in the institute. One | 
| of the main initiatives of the students - 
this year has been to start on a 
_ voluntary basis the teaching learning | 
_ of “German Language”. ' 
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? Process of 


Admission Procedure: 


| BM MMS: - 50% through Central Allotment 
| Though SIESCOMS is hardly nine i 

| years in existence, ithas come a long 
_ way and been accepted as one of the | 
_better-managed, progressive and 
_ innovative business schools in the 
country. Efforts are always on lo 
_constantly improve through global © 
| benchmarking and experimenting 
_ with new ideas to improve processes. 
_ The college aims to emerge as one of | 
| the best B-schools in the country: 
| vibrant, innovative and creating one : 
of the best talented and socially 
_ responsive leaders in the country. 


the government of 
Maharashtra. 50 percent seats are 


| reserved for linguistic minority (mother 
| tongue South Indian languages). 


PGDBA & PGDPM: - The admission 


| process is through an index compiled 
í based on past academic records, 
| performance in group discussion / 


personal interviews, work experience, 


| and performance in all India tests like 
! CAT, MAT, ATMA, and so on. 


|The focus at SIESCOMS | is on | Dates and Deadlines: 


| learning and not on teaching. The : 
: objective is to make the classroom- 
discussions as 
| interesting as possible. The other 
| objective has been to develop the | 
` leadership traits through a structured | 
_intervention known as “Leadership | 
| Trait Development Program.” 


MMS: - May / June every year. 


| PGDBA / PGDPM: - February / March. 
| MCA: - May / June. 
| EPGDBM : - May. 


| Summer Placements: 
| Total number of companies 


participated: 100 (approx.) 


Top 10 companies: Cadbury, Deutche 
|! Bank, E-serve, ICICI Prudential, Kotak 
| Mahindra Bank, Mahindra & Mahindra, 
| Novartis, 


Reliance, Siemens, 


Pharmaceuticals. 


| Final Placements: 
EARE Total number of companies 


| participated: 90 (approx.) 


Bank, Ranbaxy, Shoppers' Stop, Sun 


N iul Pharma, TCS. 
Foreign | 


Sun € 


UM 


€ 





SIES College of Management Studies 
Sri Chandrasekarendra Vidyapuram, Plot-1E, Sector-V 
Nerul, Navi Mumbai - 400 706 
Tel.: 2770 8376/77 Fax: 2770 8379 


tnnt tege Mi Tee menn rae NA rr reo e iere rn bem rre od rra tata 





share your educational experience with SIES College of Management Studies 
(SIESCOMS), Navi Mumbai where educational journey means something different 
from others. 


| Unique features / initiatives include: 


” Focuson learning and not on teaching | 
| 





> Outstanding academic ambience with large pool of core faculty 


VY’ 
x 
ต 


One of the few B-Schools with structured intervention “Leadership Trait 


, ” Ownership of students in all institute activities 
ป Development Program" to develop softer skills 


> First B-School in the Western India to get ISO 9001:2000 certification for 
quality management education 





uM RR 


eA i, 


> One of the few business schools to offer a foreign language as an elective 


แต ล 0 000 0 le lat Peta fr 





First private B-School in the country to start an exclusive vertical MBA program 
for pharmaceutical industry 


One of the few business schools where business process re-engineering is 
continuous 


ส ห นอน ee ee IA ttd 


” First B-school to offer elective in non-management subjects like "Journalism", 
"Social Enterprise Management", "Indian Culture & Heritage" 


— PE 


[27 


bm 


” Total computerization of the learning processes 


Outcome: - 


> Considered one of the better managed and progressive business schools in the 
country despite being hardly less than ten years of existence 


» Ranked among Top-50 business schools as per all major surveys in 2003: 
Outlook, Business India and Business World 


ง > Strong corporate patronage both in terms of academic partnership and successful 
placement track record 


เม ต น น น 5 nann เน ศั ห ก ก ร ณ ฑา ท พ พ พ ข ก ๓ ล ย ล ก แล ล ล ล ก 46 


Journey continues and many more initiatives are on anvil | 


โฉ น 0 th nl raa 
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PATES 


Type: Public Charitable Trust 
Founder - Chairman & President: 
Prof. Dr. S.B. Chordiya 
Established: 1998 


Student Body: 
Full time: 600 
Part time: 400 


Academics: 

Director: Prof. Dr. S B Chordiya 
Total Faculty: 67 

Full time: 27 (7 - Ph.D., 15 - from 
Industry, 5 - Academicians) 
Visiting: 40 (12 - Ph.D., 22 - from 
Industry, 6 - Academicians) 


Courses Offered: 

Masters Degree in Computer 
Management 

Masters Degree in Marketing 
Management 

Masters Degree in Personnel 
Management 

PG Dip. in Computer Applications 
(PGDCA) 2 years 

PG Dip. in Business Management 
(PGDBM)' 2 years 

Corporate MBA of International 
Standards with dual specialization - 
2 years full time 


Admission Procedure: 

Entrance Test followed by GD. & P.I. 
CAT/ATMA/ MAT/XAT/CET/Institute' s 
Entrance Exam (SET) scores are 
accepted 


| programmes 


All the 


environment designed to mould 
. students into leaders of tomorrow | 
with the state of art facilities and | 


- faculty members. 
. Suryadatta provides knowledgeable, . 
disciplined, motivated and well- 


| every drop of their effort meets their 
. quest for success. 


Simulation of Business environment : 
_- through Management games to 
. develop 
| participation, making the learning | 
| purposeful and effective. 
Teamwork 
| group projects and are encouraged 
_to work together, study together and 
- present 
. Through this they experience the 
_ challenges associated with the group : 
_ dynamics 
. communication. 
- Role playing - 
_used to involve participants fully and | 
experience the dynamics of practical : 
' management situations. 

' Foreign languages - like French and 
German are taught to students to 
help them prepare for international 
. business. 

| Seminars are organized from time to 
| time for students to encourage | 
prospective professionals to be 
adept in seeking and acquiring | 
knowledge rather than having it 
_ imparted in the classrooms only. 


. The institute organizes year round 
| seminars and research assignments : 
-are carried out by the students under | 
_ the guidance of the faculty members | 
_to help them appreciate the real world 
. business issues. 


| The co-curricular activities involve | 
| round the year seminars, industry | 


debates, paper presentations, etc. : 








TOR | Dates & Deadlines: 

Suryadatta offers under one roof า Foe ue ue อ อ USD 1 
TP YM PT MI ETE Issue of Application form: 
เด ร ite MC Metta 1st July 2004 
professional skill | development 2004 
and exposure to ee 

industry for effective utilization of ไพ date for submission : 
Gee Be SISTERE oem, 20th July 2004 15th September 
which are the most valuable asset for - 2004 


making a successful career. NE ' 
Tie Written Examination : 


institutes under 
STATI LU elm จ จ ล 22nd July 2004 20th September 
inspiring | 2004 


challenging, and 
Group Discussion : 


25th & 26th 
B July 2004 
| Interview : 
25th & 26th 
| July 2004 


1st September 


21st to 29th 
highly experienced and dedicated September 2004 
21st to 29th 
September 2004 

| Last Date of Registration : 

า ไส ฮ ไฮ ไ สล ร ไว 20f July 2004 30th September 
Commencement of Courses : 

27th January 2004 


groomed students who believe that 


< 2nd August 2004 


involvement and | 


| Top Ten Recruiters in 2003-2004: 
WN CN Bajaj Tempo Lid, Kinetic, Godrej, 
Reliance Infocomm, ICICI, TELCO, 





name Coca Cola, Satyam, L & T, Bharat < 


| Forge, Standard Chartered Bank, OM 


themselves as 


interpersonal | Kotak Mahindra, Zenith Computers, 
| Jubilant Orgonosis, Tata Telecom, Sah 

| Petroleum, OTIS Elevators, Kanbey, 

Parle, Pepsi, HDFC Bank, etc. 

|! Average Domestic Salary(Annual) 


Rs. 3.0 lacs 


and 


another technique 


| Highest Domestic Salary (Annual) 

|: Ris. 6.0 lacs 

| Median Foreign Salary (Annual) 

‘Rs. 5.0 lacs ` 
Highest Foreign Salary (Annual) 

“Rs. 10.0 lacs 


| Hostel Facilities: 

Boys and girls have separate hostel 
| facilities, with the residential blocks 
located in the close vicinity of the 
campus at reasonable rates. The 
| institute has also made arrangements 
NEN with various professional bodies and 
| sports organizations for its students to 

É avail of various types of indoor and ^ 

| outdoor games facilities. 


visits, guest lectures, "Ci Scholarships: 

DEDI MEUM CUE The institute provides ‘Swami 
study tour abroad, presentations, P 
management games, case studies, © Vivekanand Scholarship’ to the 


meritorious / deserving candidates. 
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Suryadatta Students 
Scaling greater heights 
of Success in 


restigious Organisation 


SURYADATTA - Ranked as an “A” Category, top 25-B School in India 
by the AIMA - Business Standard - Indian Management Journal in Dec.03. 
and Industrial Interface - Rank 19 ı Intellectual Capital - Rank 24 


PUNE UNIVERSITY ADMISSION NOTICE FOR A.Y. 2004-05 


Pune University PG Courses Institute's Exclusive Corporate MBA 








of International Standard & Dual Specialisation 
Master Degree in Computer Management (MBA-IT) 


e Master Degree in Marketing Management (MBA-MKTC.) ๑ MBA in Mar keting + International Business 
๑ Master Degree in Personnel Management (MBA-HRM)  ® MBA in Marketing + Mass Communication 
๑ Master Degree in Management Science (MMS) ๑ MBA in Marketing + IT (Systems) / Finance 
๑ Master in Communication & Journalism — (MCI) ๑ MBA in Marketing + Hotel Management 
๑ PG Diploma in Business Management (PGDBM) ๑ MBA in Mar keting + Travel & Tourism . 
๑ PG Diploma in Computer Application (PGDCA) ๑ MBA in Marketing + Bio-Informatics / Bio-tech. 
๑ PG Diploma in Foreign Trade (PGDFT) e MBA in Marketing + Agricultural Business 
๑ PG Diploma in International Business (PGDIB) ๑ MBA in HRM + IT / Entreprenurship Devplopment 
fe PGDiplomain Marketing Management (PGDMM) ๑ MBA in International Business + IT (Systems) 
๑ PGDiplomain Travel & Tourism* (PGDTT) ๑ MBA in Finance + IT ( Systems) 
e PGDiplomain Pharm. Business Mgmt.* (PGDPBM) ๑ MBA in Materials (Logistics) + IT ( Systems) 
* MSBTE Approved Courses HIGHLIGHTS OF CORPORATE MBA: @ 36 intensive subjects 


SURYADATTA UNIQUENESS: eideal Learning Environment against 24 in regular MBA € Hands on industry exposure via 8 
@ Centralized location in Pune city € Dedicated & Experienced faculty projects against 1 project in regular MBA € Intensive industry 


e Commendable placement record e State oí the Art. infrastructure interaction € Weekly Seminars /Guest Lectures @ Frequent 
@ Fully networked computer labs @ Well stocked digital Library 


® 3000 Hours or Learning € 1000 Hours of Learnig Labs @ 20 Industrial Industrial visits Yoga & Meditation Sessions @ Foreign Language 
Visits & 2 Projects e 360 Hours of Calm @ Frequent Seminars & @Assured Winter & Summer Project @ Bluechip placements 
Workshops & Presentations @Separate Girls & Boys Hostels € Study Tour Abroad @ Management Commando Training 
DUAL QUALIFICATION PROGRAMME: Students admitted to any one of the above Masters Degree courses of the Pune Universitv ca 
simultaneously enroll for any one of the PG Diploma Courses of the Pune University / Exclusive Institute's orporate MBA and thus enrich their resume 
concurrently. This option will save your considerable time and money (Worldclass degree from Pune University & Worldclass education at Survadatt 


* MAJOR SUMMER AND FINAL RECRUITERS: Suryadatta students have been placed in blue chip national and transnational corporates like 
IBM, IPCL, Kanbay, Kinetic, L&T, MBT, Satyam , Bajaj Auto, Berger Paints, JK Tyres, Indian Oil, HPCL, SKF, Widia, Mahindra, Telco, Zenith. 
Bajaj Tempo, Siemens, Telco, Thermax, Wipro, Britannia, Coca Cola, Reliance Industries, Saint Gobain, Hindustan Lever, ICICI. Telco et 

* ADMISSION PROCEDURE: Graduates/Final Year Students having valid CAT/MAT/ATMA/CET/XAT score can directly appear for the G.D. & 
Personal Interview. The admission form and the prospectus is available at the institute on payment of Rs. 600/- by DD drawn in favour of 
‘Suryadatta Education Foundation’ payable at Pune. Last date for admission is 30th July, 2004 (Admissions are on first come first serve basis 

* DIRECT ADMISSION : Students having more than 60% marks in graduation examination OR more than 60% marks in any one of the above 
Entrance Tests are eligible for direct admission. The admission form and the prospectus is available at the institute on payment of Rs. 600/- by 
DD drawn in favour of "Suryadatta Education Foundation" payable at Pune. For career guidance contact Prof. Sanjay Chordiya on 
09422083909. Formore details contact Ms.Kiran on (020)24330400. (Batch-I for Science & Engg. Graduates & Batch-lI for other graduates 


` Suryadatta Education Foundation's 
7 ~s OB 
> | J | . P j 
| , GROUP OF INSTITUTES | 
$ K7 [Afiliated to Pune University (Approved by UGC) & Recognised by Government of Maharashtra ] <A ILES Z 
ษั ย SP , l 2— ud 4 
Kodara 6 Institute Campus : 2074, Sadashiv Peth, Vijayanagar Colony, Behind S.P. College, Pune-30, Maharashtra 


Tel. nos : 091-020-2433 0425, 2433 0435, 2433 0400, 2566 2881 Fax no. : 020-2566 2882 
World Class Education 


Enables Sustainable Development E-mail : suryadatta@vsni.net & suryadatta@wminet.net Website : www.suryadatta.org B-School of 


International Repute 


๒ 











































General Info: 

SCMHRD, a part of the Symbiosis 

family was established เท 1993 and has 

risen to become one of the premier 

management institutes in the country. It 

has the following centres of excellence: 

1 Symbiosis Centre for HR Excellence 

2.Symbiosis Centre for Sales & 
Marketing Excellence 

3. Symbiosis Centre for IT & Systems 
Excellence 

4. Symbiosis Centre for Manufacturing 
Excellence 

5. Symbiosis Centre for Excellence in 
Finance 

6. Symbiosis Centre 
Business Management 

7. Symbiosis Centre for Research in 
Leadership & Learning 

Pune facilities shall cater to all the 

courses except for specializations in 

Manufacturing and Family Business 

Management, which are available at the 

Nashik campus. 

Vasudhaiva Kutumbakam' - the whole 

world is but one family is the pivotal point. 

The process of transformation churns 

out leaders in the true sense. 

Student Body: 

Number of students currently enrolled 

for PGDM program: 267 

Academics: 

Director: Prof. K. S. Subramanian 

Full Time Faculty: 12 

Visiting Faculty: 180 

Computer Terminals: 150 

Library: Over 18,700 books 


for Family 


confidence, 
knowledge. We inculcate a sense of | 
influenced by o^ 
| Coke 


L&T 


: belongingness, 
_ learning and sharing that transcends 
' conventional management. We try 
_ and place tomorrow's perspective on - 





Leadership” this should be your 


organized and large group 


approach of 


sharing through 


modelling, 


| SCMHRDians experience a vibrant, 
charged and creative environment. 
|Our grooming process focuses on- 
intellectual, | 
analytical, physical and emotional 
- intelligence to give the right impetus 
to the leaders of tomorrow, so that 
they are prepared to shoulder the — sector.) 
_ responsibilities at the workplace with 


which comes from. Logistics & Shipping 


the synthesis of 


ca holistic platform. 
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Courses Offered: 


, aia ior] 1 | PGDM (Dual Specialization) 
-in case, you are looking for launching | 
your professional career with the | Seer 5 


| twin objective of | Finance Management 


“Learning & E 
| HR Management 
ล น แร ห น ล ล อ ล IT & Systems Management 
last opportunity, which we get as i 
WN NRC CC Manufacturing & Supply Chain 
B 
| interactive learning. We promise to- 
make the most of it. We insist on real - ณะ i 
Teer por" Admission Procedure: 
-problem solving platforms. Maturity | 
ไท Issues Management is as a result | 
of our 
tranquility of the mind. We not only | 
| give you the functional spread but 


| also ensure you understand the 


| Management 


Family Business Management 


| Admissions are based on merit 


developin | resulting from the screening test at —— 
MB around 30 centres all over India. This is x 


followed by Group Discussions and 
: |! Personal 
management of the entire process, 
because at the end of the day, as a 
result of your widened perspective, 
. you shall be the one who has made | 
- the difference. 


interviews. Order of merit 
defines the selection of candidates. 


! Dates and Deadlines : 

|! Last date for receipt of completed 
| application form: November15 

| All India Written Test: December 7 


Group Discussion & Personal Interview: 


| ard week of January to 2nd week of 


| SCMHRD has deliberate plans to 
โอ ว แบ me 121 แน Course Commences: June 2 
| realize this exposes our depth and | l 
. อ น ะ commitment to excel in 
| various field of our sd Annee 
` Every member of the faculty commits | 
25% of his / her time to research | ก 
_ process. The assignment is based on | We have had companies from the 
: knowledge 
-perspective development and lateral 
| thinking. The domain of hypothesis - 
| development, 
| solving and futuristic thinking will : 
add value to the students for. 
_ knowledge and value creation. 


Feburary. 


TwE Placements: 


| Total number of companies that visited 


| following group and sectors: 
| TATA Group 

problem | Aditya Birla Group 

i Infrastructure Group 

| Pharmaceutical Companies 

| Automotive Group of Companies 


! Engineering Companies 


Cement Companies 


| International Banks 
| Nationalized Banks 
| Multinational Companies 


Chemical Industries 


| Consultancy Organizations 
iT Sector (both Major and IT services 


| Entertainment Sector 


| Highest salary offered: Rs. 11.5 lacs pa 
| Average salary offered: Rs. 4.2 lacs pa 
| Fees for PGDM program: 
! Rs. 1,66,000 per year 
| (Please Visit our 
| website: www.scmhrd.edu for further 

| information). 





Leadership. Entrepreneurship. 






‘Change Leaders’ 





In the fast paced, ever-changing world of business, where t 


dominate the workplace, innovations are becoming a day-to-day affa 
this global phenomenon of change. our trainees 
} ‘change leaders’. And not mere observers 


A focused, holistic management education helps them transforn 
successful leaders and entrepreneurs. At the same time it helps 
excellence for leadership and learning 


The Symbiosis Centre for Management and Human Resource Di 

a part of the Symbiosis family-India's Premier Educational Instit 
1993 with a focus on creating a cadre of inspiring, competent and | 
with the courage and conviction of righteous action 


SCMHRD offers Two Year Full Time Post Graduate Diol 
In Management - PGDM 





" > - 
* Sales & Marketing Management * Finance Management * HR Management 
* IT & Systems Management * Manufacturing & Supply Chain Management 
t uo je = T "» di 
* Family Business Management ht a Sati aie 
Excellent Corporate Acceptance 
* Intel Corp. ° Infosys . Wipro * HCL lechnolog ese [IC Lt ๑ M 
Piramal * Perfetti Van Melle * Reliance Energy(BSES) * IOCL * HP 
* McKinsey Knowledge Centre * Dal 


Symbiosis Centre for Management and 
Human Resource aris (SCMHRD) 


(An ISO 9001:2000 Qualit y Systems Certified ^ 





| ร ร 0 ง preen | 


Pune Campus: Infotech Campus, Plot No. P-15, Rajiv Gandhi Infotech Park, H 
Pune- 411 057 * Tel: (020) 22934304 / 5 * TeleFax: (020) 22934306 * e-mail: 
Nashik Campus: Plot No. A -23, Shravan Sector, Behind Hotel Taj, CIDCO, Nas! 
* Tel: (0253) 2379960 * Telefax: (0253) 2379959 * e-mail: scmhrd nsk@india 





General Info: 
Type of School (Private / Recognized) - 
Constituent 
Educational Centre, Deemed University 
Year of Establishment: 1978 


Student Body: 

Full Time Graduates: 160 Jr. + 160 Sr. 
Part Time Graduates: 350 

Total Graduates population: 

700 approx. 


Academics: 

Name of the Director 
Prof. Arun Mudbidri 
Faculty Full Time: 13 
Associate Faculty: 4 


Admissions Procedure: 
Entrance exam 
Discussion, Personal 
Individual Presentation 


Interview & 


Dates & Deadlines: 

Last date for issue of Application Form 
20th November 2004 

Last date for submission of Application 
Form 30th November 2004 

Written Examination Date 

2nd January 2005 

Group Discussion and Personal 
Interview dates: 

MBA (Dual) 8th, 9th & 10th Feb. 2005 
MBA (CM) 11th & 12th Feb. 2005 


| unique 


_ their 
of Symbiosis International 


_ Drawer 


_ Programme’ : 
relationship even after your final- 
_ placement, appraising you with what | 
| to expect in a job. i 



















| This mother-child relationship is one | 
_ of the most endearing aspects of our | 
| over 25 years of service to the 
| student community. We have a 
initiation 
programme for the entrant prior to | 
_ him/her joining the 2-year curriculum. | 
| Even after the final semester, our. 
- students are further prepared for 
responsibilities as - 
_ corporate executive. In fact, we have | 
_initiated a new venture, the Top 
recognizes the - 
. achievements of our alumni. The | 
student, thus, always has a strong 
bond with SIBM, no matter where life 
_ takes him. 


two-month 


new 


which 


| SIBM puts precepts into practice and - 
| offers a host of new services for : 
| corporates: : 


| The Knowledge depository service is | 
| the information bank that has all the | 
| latest business knowledge base that | 
| one requires. : 


| The Market Research Cell addresses — 
| all marketing worries and offers | 
researched guidance 
_ strategies. 

followed by Group f 
| Management 


_A Specially designed Management : Fees: 
Programme for the BPO industry ด ด 
ไท Tuition Fees Rs. 90,000 p.a. 


. ambitions of BPO personnel. 


_ The highlight of your student years is 
. the in-house mentorship programme. 
| Under the programme, an industry | 
_ professional interacts with you and E 
initiates you into the real, practical | 
| world. 


| The 'Young Managers Development - 


continues 
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เท further | 


Development | 
| Programmes with the best and highly | 
updated programmes 
| company's human resources. 


refresh a —C 
| 12) 


this : 





= 4 ๐ - ๑ ๓ ๒ ๓ ๐ 0 - 


) 





Summer Placements: 


_ We at SIBM take pride in the unique, : Total Number of companies visiting the 
lifelong relationship we share with COEMPUS 60 


| our students. | Name of the top 10 companies 


RBI 

Coigate Palmolive 
Emerson Electric 
Gillette 

Britannia 
American Express 
GSK 

Wipro 

Accenture 

Castrol 


| Final Placements: 
! Total Number of companies visiting the 
|! campus 92 


Highest Salary Offered 8.5 lakhs p.a. 
Average Salary Offered 4.75 p.a. 
Name of the top 10 companies 


11) 


Morgan Stanley 
ITC 

GSK 

Accenture 

HLL 

infosys 

Wipro 

Asian Paints 
Nestle 

Aditya Birla Group 
Dabur 

Godrej industries 


! Hostel Fees (including mess charges 


Rs. 40,400 p.a. 


| Scholarships: 
|! Name of the scholarship nil 


Financial Aid to student nil 


| 





M. 





For achievers destined to occupy the corner office, the climb begins with our grey matter 
MBA programmes. For over 25 glorious years SIBM has been the launch pad Behind SIBM's undisputed sway in the world of management education 

for management graduates aspiring for brilliance in the corporate an excellent course content, the upper crust of highly dedicated faculty and 
firmament. Every subsequent batch has consistently produced corporate facilities which compare with the best in the world. A unique educatio: 
captains with an illustrious track record. Giving SIBM an enviable model balancing unwavering career focus with holistic self development 


reputation of becoming the nation's acknowledged nursery of corporate Agate way for ambitious minds to walk tall through the corporate arena 


* Ranked 6th by Business Today (Oct. 03 issue) * Rated amongst the “Top 10' by Business World, 'B - school’ issue | เท พ | 2003 
* Economic Times (December 2002) * Business Baron (December 2002) (Recruiters' perception) 


SIBM - over 25 years of nurturing illustrious management careers. 


Prof. Arun Mudbidri. Director NIRM 





Symbiosis Institute of Business Management (SIBM) 


(Constituent of Symbiosis International Educational Centre (SIEC), Deemed University) 
Senapati Bapat Road, Pune-411 004, India * Tel: +91-20-25654626 * Fax: --91-20-25659499 © sibm(a vsnl.com 
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|! Admission Procedure: 
Duly filled in application to 
At TASMAC, we integrate sound | Bole 0 PE ioi ม 
theoretical knowledge of business : submitted along with academic records, 
situations with MEIC GC two passport size photographs and an 
ล น แน ม น application fee of Rs. 5000. If accepted, 
integration offers the most advanced - : 
business education possible, where เท อ student will get the formal acceptance 
the needs and aspirations of the |! package consisting of an Offer Letter, 
SU UE Fee Sheet, Acceptance Offer Form. 


harnessed to the fullest. Graduates | | ! 
from the institute are equipped to Accommodation Details and Meet and 


face the challenges of the workplace | Greet Form. The Acceptance Form 
with a high degree of confidence. ‘should be filled in and returned to 


TASMAC at the earliest. The fee has to 
| be paid through a demand draft in favour 


D is As a student-focussed business | 
: school, TASMAC has a Student of TASMAC, Pune on the first day of the 
Service Manager looking into all | programmes at the time of registration 
reasonable demands of the students, | 
ว ล น ง จ Dates and Deadlines: 
: staff member allotted to each ; 
Sree rem ETE The academic year at TASMAC 
si REA EC NECER consists of three semesters of 15 weeks 
General Info: RU cach with the final examination being 


Ss. ddition, in-session - | 
Established in 1990, TASMAC is the | English, "LU accounting concepts. | held in the last week of each semester 


first management institute in India to ซี โห แล บ แม | February intake : Last date of receipt of 
obtain the prestigious ISO 9001:2000 | “00 ee Ce applications - Jan 15 
certification. It is also the first and only ต ม | | June intake : Last date of receipt of 
institute outside UK/Europe to be Ai applications - May 15 
accredited by the British Accreditation | pon its simple but effective August intake : Last date of receipt of 
Council for Further independent and โล พา ร ห โร applications - Sep 15 


Higher Education (BAC) - adopted a blend of a variety of modes | 
SOMO) MSC Ee Placements: 
workshops and case studies. 


Student Body: qot Erg ASVAC assists students in securing 
MBA - 300 students RO EM EM e eC good placements. The following 
BA (Hons) - 75 students เต น น น ล อ น ล อ แซ companies, among others have agreed 
_ employed. A 21-point managerial skill | s 
MSc - 20 students ' development programme, "Pathways - to visit the campus 
BNET แร ล 22 0 Biria Sunlife 


Academics: _ formulated. | BNP Paribas 
Dean : Mr. Sameer Dua R r BPL Mobile 
Principal : Mr. Ajoy Nair 3 B i Dynamic Logistics 
Faculty Full-Time : 18 BLU MIC cuu M OL Ernst & young 


-to-date classrooms, a well-stocked E 
Faculty Part -Time : 52 ‘library, audio-video facilities, Forbes Marshall Ltd. 
ไซ แน น Greaves India Ltd. 
Courses Offered: แน นั ศ์ น น น น น Hindustan Lever Ltd 


: - the British Library with access and all | 
TASMAC has been validated by ไฟ videos, CD's, database HDFC 


University of Wales, UK, to offer MBA (ats ICIC Prudential 

Duration : one year full time | Kotak Mahindra 

Specializations : Finance, Marketing, | Kumar Builders 

Human Resource Management and | Le Meridien Hotel 

Information Management | OTIS Elevator Company 

BA (Hons) in Business Administration | SKF Bearings 

Duration : Three academic sessions | TATA Honeywell 

(6 semesters of 4 months each) + | Zensar Technologies 

6 months project study. | Fees: 

| MBA & MSc : Sterling pounds 3000 or 
: equivalent in Indian rupees 

BA (Hons) : Sterling pounds 4950 or 
| equivalent in Indian rupees 
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Now in Pune & Bangalore, get globally recognised British Management Degrees validated by 


UNIVERSITY OF WALES, U.K. 


MBA & BA(Hons) in Business Administration Degree Programmes 


Accreditation Council for Independent Further and Higher Education (BAC), UK, India's first ISO 9001:2000 
certified management institute and one of India's leading autonomous business schools, offers MBA and 
BA (Hons) in Business Administration validated Degree Programmes of University of Wales, UK at its state-of- 
the-art campuses. University of Wales is the 2nd largest University & one of the 4 federal Universities in UK. 


E TASMAC, the first and the only institute outside UK and Europe to be accredited and recognized by British 





Programme Highlights / Advantages at a glance - 
MBA (ONE YEAR) e Opportunity to get an Internationally recognised British 
MASTER OF BUSINESS ADMINISTRATION Management Degree right here in India e The students are 
Specialisations : Finance, Marketing, registered with, and the degree is awarded by University of 
Human Resource Management and Wales, the second largest University & one of the 4 federal 
} Information Management. Universities in UK ๑ Programmes are intensive in nature and 
hence of shorter duration. Students can enter employment 
ahead of others and start earning sooner ๑ Programmes 
MBA (TWO YEAR - PART TIME) include core training in transferable skills ๑ British Degrees are 
MASTER OF BUSINESS ADMINISTRATION valued and respected worldwide e Transfer possible between 
Specialisations : Finance, Marketing, Pune & Bangalore campuses e Students undergo a unique 
Human Resource Management and managerial skills development programme ‘Pathways to 
Information Management. Success’ without any extra cost e Fees much lower compared 


to similar programmes in UK. In addition, students save on 
travel, accommodation & other expenses 


BA (HONS) IN BUSINESS ADMINISTRATION  piacement Support. 


Specialisations : Finance, Marketing, TASMAC has received an overwhelming response from the 


Management & Information Management. industry and assists students in getting good placements. Past 
” Duration : 3 Academic sessions (6 semesters of students have been well placed in reputed companies with 


4 months each + 6 months project study) good salaries. 


Complete prospectus/application form available for Rs. 500/- by DD/MO/IPO. For free details contact - 


TIAISIMAIC] 


TRAINING & ADVANCED STUDIES 
IN MANAGEMENT AND COMMUNICATIONS LTD 


CORPORATE OFFICE AND PUNE CAMPUS : TASMAC House, Plot No. 14, TASMAC Road, Viman Nagar 
Pune - 411 014 (India). Tel. : «91 (0)20 4003871/4003872/26632456/26632893, Fax : «91 (0)20 4001431 
BANGALORE CAMPUS : TASMAC House, 7/6, Bull Temple Road, Basavangudi, Bangalore - 560 004 
ง Tel. : +91 (0)80 26606942, E-Mail : tasmacbir@eth.net 
BRANCH OFFICES : 
Mumbai : Tel. : +91 (0)22 23516430/23513656. Hyderabad : Tel. : +91 (0)40 55662724 / 5 
Kolkata : Tel. : «91 (0)33 30924780/30924781, Fax : +91 (0)33 24861507 
Guwahati : Tel. : «91 (0)361 2608061, Ahmedabad : Tel. : +91 (0)79 27911327 


E-mail : wales@tasmac.ac.in Website : www.tasmac.ac.in/wales 


— 
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We have been regularly acclaimed as - 
| the fastest growing Management. 
institute in India, based on our- 
- formidable reputation earned for our | 
| pragmatic approach to management | 
; education. 

| Welingkar has over the past years 
| been working steadily in the area of 
MCI ET 
. faculty, 
_ Global 
_ infrastructure is at par with some of | 
| the best B-schools in the world. 
We believe in integrating sound - 
. theoretical knowledge with practical 
experience. The institute seeks to 
_ develop the knowledge, wisdom and - 
. imagination of its students through. 
. various - 
. Foundation 
_Workshops, Outbound Programs), | 
_ the Mentoring Process etc. 

Singapore based EE “0 


AND RESEARC 


General Info: 
Welingkar Institute of Management 
made its beginnings in 1977 and has 
been regularly acclaimed as the fastest 
growing Management Institute in India. 
Adjudged the "Best Management 
Institute of the year 2004" by BMA - 
Bombay Management Association, 
Ranked 8th in the South Asia by "Asia 
Inc’, a leading 
business new and view magazine. 
Among the few B-Schools in India, to be 
accredited by the National Board of 
Accreditation (NBA). 


Student Body: 

Full time Graduates: 510 

Part time Graduates: 1044 
Total graduate Population: 1554 


Academics: 

Director: Prof Dr Uday Salunkhe 
Core Faculty: 38 

Visiting Faculty: 110 

Computer terminals for 

student use: 270 


Courses Offered: 

Full time: 

2 years programs: 

Post Graduate Diploma in Business 
Management (PGDBM) 

Post Graduate Program in E-Business 
(PGPe-biz) 

Masters in Management Studies 
(MMS) 

Part time: 

3 years programs: 

Masters in Marketing Management 
(MMM) 

Masters in Financial Management 
(MFM) 

Masters in Human Hesource 
Management (MHRDM) 

Masters in Information Management 
(MIM) 


. 0 ไล ร ร เอ อ ท รา ร ธ show different colors. 
_ While sometimes it depicts a gurukul | 
where a learned faculty is sharing 
. some new concepts, at other time it 
_ reflects a boardroom where students 
5 tt 
1 า อ aes CS nS Bharat Petroleum Corporation Ltd. 
classroom is 
preparatory ground for men and 
women gearing themselves up to_ 
participate in the global business | 
t. | campus: 250 


from 
| Mumbai weather. 

| in. between lectures, students can 
_ usually be found at the brainstorm 
room & the cafeteria, unless they are | 
| browsing books in the library or | 
ร ม เกี ็ ท ย the Internet at the Computer 
_ Lab. You can also find them in the 
_ Nirvana (ie., Yoga and Meditation 
| Center) or playing pool or rock. 
. climbing at the Recreation Center. ง | 

























Outreach - 
international 
Internships 


etc. Our 


like, the 
(Theatre 


innovations 
Week 


therefore 


like a 


Admission Procedure: 
É The eligibility and selection criteria for Y 
each of the above program is unique 
land is mentioned in our website - 
i www.welingkar.org. The admission 
| process for the 2 year PGDBM / 
| PGPeBiz 


International - September of each year for the next 
Programs, | 
| our website for more details. 


program starts around 


academic year. We advise students visit 


| Summer Placements: 
| Total number of companies visiting the 
| campus: 130 


Top 10 companies: 


| Coca Cola 

! Glaxo Smithkline Beecham 

| Deloitte Touche Tohmatsu 

= ABB 

| Tata Chemicals 

| Nicholas Piramal 

| Titan 

| Finolex 

| Hindustan Petroleum Corporation Ltd 


| Final Placements: 


Total number of companies visiting the 


| Highest Salary Offered: Rs. 6 lakhs p.a 


. Some of the seminars conducted this | 
_ year include - 
: M P 
Chain Management -Dr Sam Dzaver, | l 
Tere bm Comes Deloitte Touche Tohmatsu 
_ of Management, Brussels 

_ Finance Convention - Mrs K J Udeshi 
_- Dy Governor, RBI 

Some of 
_ conducted this year include - 

_ Ranjan Kapur, CEO, O&M Asia Pacific 


Seminar on Supply 


the guest 


_ Harsha Bhogale : 
| Baskhar Chatterjee, Head of Retail, 


| Raymond Ltd., Mumbai. 
| Shishir Joshi, Chief of Bureau, Aaj Tak 


the round-the-year 
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Average Salary Offered: Rs. 3.75 lakhs 


| p.a. 
| Top 11 companies: 


| Deloitte Consulting Offshore 

| Technology Group 

PNIS CIC! Bank 

| Bharti Televentures 

. iflex Solutions 

| Mphasis 

| Cap Gemini Ernst & Young 

| Tata Consultancy Services 

i oa E. Nicholas Piramal 

| The lectures generally last for about -: oer 

RCO OCR CCIE VOFC Bank 

| never physical as air -conditioned | 

| classrooms bring welcome relief 

stuffy | 
| The fee structure for each of the above 


| program is unique and is mentioned in | 
! our website - www.welingkar.org. The ^ 


Fees: 


institute provides guidance for availing 


| student loans. 
! Note: Hostel charges are separate from 
| the tuition fees. 
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General Info: 
Type of School: Recognised by All 
India Council for Technical Education 
Year of Establishment: 1955 


Student Body: 

Full time Graduates: 

Part-time Graduates: 

Total Graduates population : 440 


Academics: 

Name of the Director: 

Dr. Fr. B. Ekaa. S.J. 

Faculty Full time (Nos.) : 25 

Faculty Part time (Nos.) : 10 
Computer- terminals for student use: 82 


Courses offered: 

MBA Personnel Management 
MBA Information Management 
MBA Rural Management 


Admission Procedure 

(in order of selection): 

MAT, XAT, Group Discussion and 
Personal Interview 


Dates & Deadlines: 

Written Examination Date: XAT on 
1st Sunday of January 2005 or MAT on 
ist Sunday of December 2004. and 
ist Sunday of February 2005. 
Candidate can appear for one, two or all 
three examination the best score 
considered. 


๐ 0. & Interview: 
March - April 2005 


B Schools Profiles 


Summer Placements: 
๊ campus: 404 


สั ต Top 10 companies: 
producing | ABB 
: WITH A 
DIFFERENCE and our primary BHEL 
_ objective is "Putting the last First". Castrol 

CORO aru mcm cous DHL Worldwide 

Kur uM E 2 E ESPN Star Sports 

_ Academic Programmes. | Foundation for Ecological Security 
IBM 

Hindalco 


า ! | | Telco 
. The approach and methods that are UNDP 


adopted constitute a complete 
| paradigm. It is a mutually supporting - 

pattern of concepts, analysis, | Placements: 

SOT CECI ICU UEM Highest Salary offered: 

TINI Tr EUER Cd Rs. 2.60 Lakhs p.a. 

_ knowledge of research principles and ”: Average Salary offered: 

_ techniques CUT lenius nc. 1.80 Lakhs p.a. 

other interpersonal skills and- 

_ developed for them to be confident Course fee: (Per Annum Basis) 


lead in the challenging business - . 
|! environment. | Average Rupees Ninety Eight 


| thousand only 


: | Scholarship Offered: 
Class room teachings are essential : 
_ but far from complete. Therefore, the | 
students are required to undergo 
_ field training where they can identify | 
_themselves with the villagers and 
_learn to deal with rural folks, can see | 
the village and analyse as the- 
. villagers do. The institution give - 
| great deal of importance to field - 
. experience and field works. : 


the course students are | 
in concrete community | 


During 
_ engaged 


_ work projects on a regular basis and E 


attend a rural camp. Special 
| importance is given to the | 
| development of a harmonious | 
personality and inculcation of value - 
and attitude which create social ; 
awareness thereby enabling the- 
students to deal with the human 
problems of today's industrial world 
_ ไท a mature and professional manner. | 


108 


| Total number of companies visiting the 4 
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Awarded the 
Best institute 
ห อ ส ล น ์ โล ม 
Professionals with a Difference „ro 
Congress for 


! the year 
MBA in Personnel Management 2003 
MBA in Rural Management 

MBA in Information Management 


' All India level Written Examination (MAT) 
Also through XAT (XLRI Admission Test) 
Group Discussion and personal Interview 


Well stocked library containing more than 32,000 Books. journals, Encyclopaedia & Magazines 
Computer Lab with more than 60 Terminals connected through LAN, Internet & Printers 
Modern Teaching Aids including LCD: Multimedia Projector, Laptop, OHP & Sound System 
Auditorium, conference & Seminar Rooms for conducting Seminar, Cultural & other Activities 
Staff Quarters and separate hostels for Boys & Girls 

Play ground & Common Rooms 

Cafetaria for faculty Members, students & Guests of the institute 

Approved by AICTE Affiliation from Ranchi University in awaited by March 2003 

Details will be published in National Newspapers in the month of September 2003. 


For Further Details Contact: 

Dr. Fr. B. Ekka.S.J. (Director) 

Post Box No.7, Parulia Road, Ranchi, Jharkhand - 834 001 
Tel.: 0651-2200873, Fax: 0651 - 2315381, 2312482 


Email: rch_xisspb7 @sancharnet.in; Website: http://www.xiss-ranchi.org 
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General Info: 


Type of Schoo! (Private/Recognized) : 
Recognized by AICTE, Govt. of India. 


National Education Policy document 
lists XLRI as an institution imparting 
higher education. 

Year of Establishment :1949 


Student Body: 

Full-Time Graduates 

Business Management -150 per year 
PMIR-65 per year 

General Management Programme-50 
Fellow Programme -10 

Part Time Graduates 

Exec -PGP-60 

Satellite Based Certificate 
Programme-350 


Academics: 

Name of Director : 

Fr N Casimir Raj, S.J. 

Name of Dean :Dr P Venugopal 
Faculty Full-Time (Nos.) : 39 
Faculty Part-Time (Nos.) : 27 
Computer Terminals for 
Student use : 572 


Courses Offered: 

Full Time Residential Programmes : 
Personnel Management and 
Industrial Relations 
Business Management 


Fellow Programme in Management 


One Year General Management 
Programme 
Part Time Programme For Executives 
Executive PG Programme (3 years) 
Satellite Based PG Certifiacate 
Programme (One year) 
Management Development 
Programmes 
XLRI offers about 70 short duration 
programmes for Managers 


. deeper 
_ constructs and the concepts . ; 
Faculty members are accessible to | 
students outside the class and- 
devote time to facilitate learning. | 


Conceptual clari 


methodology to enhance these skills. 


This teaching process is supported | 
_by dedicated faculty drawn from 
different fields. The faculty find the 
. environment at XLRI conducive to 

| build a long term relationship with | 
BU institute. 


_ Case analysis,role plays,lectures and | 
| discussions are the primary vehicles : 
of learning 
| class.Professors lead discussions | 
urging students to exercise their | 
analytical skills and stretch their | 
imaginations to come out with 
| creative 
. problems.Simulated : 
laboratory exercises are used to 
_ enact real life situations. 


used 


|. Students work in groups on projects า 
_in dffrent courses which enhances 


Tee MU Howit! Associates 


with 


The cultural society 


inside the 


B Accenture, 
| Palmolive, Reckitt Benckiser, 
- Cognizant 
| TCS, Pw C,JP Morgan Chase, Standard 
| Chartetred,Citibank,ICICI . 








Admissions Procedure: 


Mee Candidates have to appear for XAT 
y, analytical skills | PM Mon | 
and good interpersonal relationship : (XL RI Admissions Test) which is held in 
are important for a manager to 
become successful. XLRI IEEE candidates have 
emphasized these dimensions and | 
has built its curriculum and teaching persona 


| process starts in the month of August. 


the month of January. Short listed 


to appear for a 
interview. The admission 


| Dates and Deadlines: 

| Last date for issue of Application Form 
1 (date/month/year): 30/11/04 

| Last date for submission of Application 


Form : 30/11/04 
Written Examination Date : 09/01/05 
Interview Date: March-April 2005 


! Summer Placements: 


Total Number of companies visiting the 
campus :64 


ต Name top 10 Companies: 
solutions to im P E 


TIME. Citibank. 


HSBC 


: Standard Chartered Bank 


Price Waterhouse Coopers 


| Mercer 


Hindustan Levers 
P&G 


| Tata Administrative Services 
| Accenture 

: | Ernst & Young 

| Student life at XL is ล mix of frenetic | 

| activity and high levels of rigour : 
punctuated 
; relaxation. | 
| organizes a gamut of activities viz. Eee T 
_debates, plays and socials on the | เง 
campus. Besides there are a few 
interest groups like Public Speaking | 
Club, Film Club and Theatre Circle | à 
-and many other clubs where students — E dun 
| get a chance to pursue their: 7.1(Rs Lakh Per Annum) 
| interests. These activities contribute - 
to the quality of student life in the 
| campus. 


wenn reese Final Placements: 


| Total Number of companies visiting the 


| Highest Salary Offered : 


8.69 (Rs Lakh Per Annum) 


Name top 10 companies: 
HLL, ITC, Colgate 
IBM, 


Technologies Solutions, 


| Fees: 
| Programme Fees: Hs1.40 lakh p.a. 
| Hostel Fees: Hs.9,500/- p.a. 


| Scholarships: 

| Scholarships are available on the basis 

| of need and / or performance. There are 

B16 scholarships for 
| excellence. 


academic 


“ว ฉั า ฝน ไช ชา หา an k 
3 Me cum Rame = cmm - Au 


31, a premier management institute of the country where excellence and integrity are hallmarks 
-nning over more than 50 years. It has shaped the minds and careers of several thousands of 
แท ย men and women and has transformed them into world class professionals 

At XLRI excellent education is imparted by competent faculty who blend research with industrial 
2erience in an environment of learning and commitment. 


wogrammes offered on full time residential basis: 
A two-year Postgraduate Programme in Personnel Management and Industrial 
Relations (PM & IR) 
A two-year Postgraduate Programme in Business Management (BM) 
A Fellow Programme in Management (FPM) 
One-year General Management Programme ( Company sponsored candidates are 
preferred) 


^?rogrammes for Working Executives: 


A three-year Executive Postgraduate Programme (Exec-PGP) at XLRI and Dubai 
A Satellite based Postgraduate Certificate Programme in Business Management 
offered in 39 cities 
A Satellite based Postgraduate Certificate Programme in Human Resources 
Management offered in 39 cities 
yO get admission candidates have to appear for XAT-2005 (XLRI Admission Test) 
scheduled to be held on January 09, 2005. The process of applying for XAT-2005 
Starts from August 1, 2004 through November 30, 2004 at www. xiri.edu 


XLRI Jamshedpur, School of Management , Circuit House Area (East), Post Box 222 
Jamshedpur 831 001 India. Ph: +91-657-2225506, Fax: 2227814 www.xlri.edu 
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CENTRAL 
MADHYA PRADESH 

AVOHESH PRATAP SINGH UNIVERSIT 

DEPARTMENT OF BUSINESS ADMIN BATION, REWA. 486 003 


] BARKATULLAH UNIVERSITY. 

| COROINSIIEUTE OF MANAGEMENT STUDIES. 
HOSHANGABAD ROAD. BHOPAL - 482 028 

| BHARTIYA VILYA MANDIR COLLEGE OF MANAGEMENT, YAMUNA 
NAGAR. DAHPAN COLONY THATPUR. GWALIOR . 11 


BHILAL UGG HEUTE OF TECHNOLOGY 
BHILAI HOUSE DURG - 491 003, M P 


CRESUENT INSIILUTE OF MANAGEMEN! 
244, ZONE U, MAHARANA PRATAP NAGAR BHOPAL 462 O11 


DEVI ARILYA VISHVAVIDALYA 
INTERNATIONAL INSTITUTE OF PROF STUDIES 
RON. TAGORE MARG INDORE - 452 001! (M E 


DEVI AHILYA VISHVAVIDYALAYA, INSTITUTE OF MANAGEMENT 
* STUDIES 
TAKSHASHILA CAMPUS, KHANDWA ROAD. INDORE (M Pj 


JA, ห 5 GALA UNIVERSITY 
FACULTY OF MANAGEMEN! STUDIES 
DEPARTMENT OF BUSINESS MANAGEMENT, SAGAM - 470 003 



































EXTOL INSTITUTE OF MANAGEMENT 
ATOL CENTRE OF EXCELLENCE 
HEAR LILY CINEMA. BHOPAL. 462 908 








URU GHASIDAS UNIVERSITY. 
oe Sr ล 7 จ reise: 


, PARK oe GSTS. OAE 452 003 
NSHIOGIEGOQF PAG ae EM ION & RESEARCH 
zi SC - 482 O10. ME 


S ACADEMY- THE SCHOCL OF MANAGEMENT 
GUKMAKHEDI. RAJENDRA NAGAR, A. B. ROAD. INDORE - 3. 


GLAMIA KARIMIA COLLEGE, 
pANYOGITA GUNG INDORE - 452 G01 


UNA JI UNIVERSITY, 
CHOOL OF STUDIES IN COMMERCE & MGT. GWALIOR - 474 ou 


HATMA GANDHI CHIBAKOOT GRAMODAYA 
ST SATNA, CHITRAKOOT - 485 331. NAYAGAON, MP 


RULANA AZAD COLLEGE OF TECHNOLOGY 
N AUTONOMOUS REGIONAL ENGG CO LLEGE) 
OPAL ABE 007 MADHYA PRADESH 


E AHTS & COMMERCE INSTITUTE OF MANAGEMENT 
LIOH - 474 GOS 


NECA INSTITUTE OF PROFESSIONAL STUDIES 
IALAXI NAGAR OPP. BOMBAY HOSPITAL, 
S ROAD. INDORE 


SHIGE INSTITUTE OF MANAGEMENT 

p JAWAHARLAL NEHRU LAW COLLEGE 

KJ MANDSAUR ROAD. MANDSAUR - 458 60). 
HYA PRADESH 


SS UGE INSTITUTE OF MANAGEMENT. 
MAMIK VIKAS COLONY. GANDHI ROAD, GWALIOR -ara HR 


SHIGE INSTITUTE OF MANAGEMENT & RESEARCH 
PPRESS COMPLEX, PRABHAT KIRAN BUILDING 
AXIDMBAY ROAD INDORE - 482 008 (MPY 


S. SHUKLA UNIVERSITY, 
TUTE OF BUSINESS MANAGEMENT. LAW BUILDING, HAPUR 
10. 


| GANDHI VOCATION EDUCATION 4 TAG. 
HLFARISAR URVA GATE. GWALIOR - 474 012 


P DURGAVATI VISHVAVIDALAYA 
$ Y INSTITUTE OF MANAGEMENT. 
AR JABALPUR . 482 001 


NAY INSTITUTE OF MANAGEMENT 
NG 71 GAMASIA AGAR, 

WAS ROAD. 

E. 452 009 


เน น น น น อ 000 ere rr aA ค - 


ะ 2 SOLLEGE OF MATERIAL MANAGEMENT. 
ห ม O 50X NO. 3. JABALPUH. MADHYA PRADESH 





VILYASAGAR INSTITUTE OF MANAGEMENT 
BARKHEDA PATHAN) BHOPAL, MADHYA PRADESH 





VIRB AM UNIVERSI 
ONOINSTITUTE DE " MAN ASE MAEM 
UJJAIN » 456 040 


VNS INSTITUTE OF MANAGEMENT 
145. M P, NAGAR. ZONE IL BHOPAL (M. Pi 


XAVIER INSTITUTE OF GEV. ACTION & STUDIES 
SMEH BADAN CAMPUS sag BOUTRz CIVIL LINES. 
P B. NO. S JABAL SUR 457 O01 

GUJARAT 

AES. POST GHADUATE INSTITUTE OF 
BUBINE SS MANAGEMENT, UNIVERSITY ROAG 
AHMEDABAD - 380 008, GUJARAT 


B K SCHOOL OF BUSINESS MANAGEMENT. 
GUJARAT UNIVERSITY, NAVARANGPURA. AHMEDABAD . ü 


D D. INSTITUTE OF TECHNOLOGY 

DEPARTMENT OF STUDIES. P. B. NO 37 

COLLEGE ROAD, NADIAD - 387 O01 

JEPTARTMENT OF BUSINESS & INDUSTRIAL M ANAGENMENT, 
SOUTH GUJARAT UNIVERSITY. UNIVERSITY CAMPI URS. 
UDHANA MAGDALLA ROAD. P. B. NO 49. SURAT 





GEPT. OF BUSINESS MANAGEMENT, BHAVNAGAR 
NEW CAMPUS GOUPO SHANKAR LAME ROAD. 


BHAVNAGAR - 364 Gog 









DEPARTMENT OF BUSINESS MANAGEMENT 
UNIVERSITY CAMPUS KALAWAD ROAD. RAJKOT 360 QU 





(3. H. PATELE G NS 0 OF BUSINESS 
MANAGEMENT SARDAR PATEL UNIVERSIT 
VALLABH VIDY ju. 388 120 


unk AT LAW SOCIETY'S GL S. INSTITUTE 
USINESS wanes MENT. 

SH . SHAH LAW COLLEGE BUILDING 
ELLISBRIDGE, AHMEDABAD 6 (GUJARAT) 


E F 4 





GUJARAT VID'TAPITH. 


INDIAN INSTITUTE OF MANAGEMENT. 
VASTRAPUA AHMEDABAD - 380 015 


INSTITUTE OF MANAGEMENT 
C/O HARIA SCHOOL BUILDING, 
INDIRA GANDHI MARG, JAM NAGAR . 361 O05. GUJAMAT 


INSTITUTE OF RURAL MANAGEMENT, 
POST BOX NO - 60, ANAND - 388 901 


JUNAGADH JUNIOR CHAMBER EDUCATION TRUST'S 

ผุ พ VEKARIA INSTITUTE OF BUSINESS MANAGEMENT 
STUDIES, COMM, COLLEGE 

BILKA ROAD. JUNAGADH - 382 001. GUJARAT 


M. S. PATEL INSTITUTE OF MANAGEMENT ร 
ค M. S. M. S. UNIVERSITY OF BARODA 
OPP UNIVERSITY MAIN OFFICE, 
FATEHGUNJ VADODARA - 396 aug 


MEHASANA DISTRICT EDU FOUNDATIONS 

V. M. PATEL INSTITUTE GF MANAGEMENT 
VIGYA BHAVAN. AND FLOOR, SECURE CAMPUS 
NR. NAGALPUS ROAD NEGHYMA 

GIST. MEHSANA - 384 O02 NORTH GUJARAT 


MUJRA INSTITUTE OF COMMUNICATION 
SHELA AHMEDABAD - 380 058 


NARMAOA EDUCATION & SCIENCE RESEARCH SOCIETY S 
NARMADA COLLEGE OF ANI SEMEN IE 
ED GNFC LTD. NAGAR. BHARUCH . 392 (15. 


NATIONAL INSTITUTE OF CO-OPERATIVE MANAGEMENT 
AMUSEMENT PARK, KOSA-GANMDHI NAGAR. 
HIGHWAY, NEAR INDIRODA CIRCLE, GANDE NAGAR 


NIHMA EDUCATION & RESEARCH FOUNDATIONS NAMA 
INSTITUTE OF MANAGEMENT, 
SARKHEJ, GANDHINAGAR HIGHWAY, 


CHARODI POST. OGANJ, 
AHMEDABAD - B2 424 
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MARANGARURA, 


C/O BHRR M SHARMA 





ROTARY FOI 


VAPI. MAMTA DAD, Vä 








SABRVAJAMHIN EDU SONDIE TY S 
SABVAJANIK SCHCOCH, CH 
¥ T พ อ บ หั ค ง CAMPUS 


NEAR LAL BUNGALCAY ATHWA LINES HSY SURAT 





SEPVA V KELVA 


INSTITUTE OF MAN 





BARVA VIDHALAYA CAMELUS 


LANDHINAGAR 








แส ก น ต ภิ รั บา ง A SSOIDE PRG. ha gh 031 OY 
SSE VANTH UAL i 33 D SEN SINE Ss MANAGEMENT 





NORTH 5 0 
UNIVERSITY PRGA P. B NG zt 


OISTT MEHSANA, GUJARAT 








RRAN INSTITUTE OF MANAGEMENT 
ล 790] 










met Hore MANA 


UST 





EAST 














nner 


ASIAN WORKERS 


BAST 


bee ea F GHA SEN 2 Ti PI 


BHUBANESWAR INSTITUTE 
INFORMATION 
GEETANJALI & 





QPABMCY & MANA 
UTKAL UNIVERSHT 


* 


MAHATA 12i RGA D. CUT 


LA 
CUT TACK - PAS 
MANAGER 







wo Mat 


VGANMARA, BHUBANESWAR . 751 Gur. 






TE OF BUSINESS ADMINISTRATION & 
TRAINING PLOT NON 
NAYAPALLI BHUBANES 








CCOUPERATIVE MANAGEMEN 
HTOVHLMAYAPALIL BHUBANE out apy FRY 





INSTITUTE OF MANAGEMENT & INFORMATION SHO HME 
Ho, SATYANAGAS BHUBANESWAR . 51 op 


INSTITUTE OF MANAGEMENT 


GYAN VIHAR, PLOT NO 1107 PAS QUAPUM 





BHUBANESWAR. 751 DIO 


NSTITUTE OF PROF STUDIES & RES 





PLALIOHANI COL. 





QP ENGIMEEBING & 





t NANDABEANN ROAD 








B Schools Directory 


SAMBAI PUR UNIVERSITY 
PG DEPTT OF BUS. ADMN. UNIVERSITY CAMPUS. 
JYOT! VIHAR BUILDING SAMBALPUFR- 768019 


UTKAL UNIVERSITY. 
DEPT, OF BUSINESS ADMINISTRATION. 
VANI VIHAR, BHUBANESWAR «751 Q04 


XAVIER INSTITUTE OF MANAGEMENT 
BHUBANESWAR - 751 013 


WEST BENGAL 
BENGAL ENGINEERING COLLEGE(OEEMED UNIV) SHIBPORE 
HOWRAH - 711 103, W.B 


BHARTIYA VIDYA BHAVAN INSTT OF MNGT SC BLOCK FA 
SECTOR iti, SALT LAKE CITY. CALCUTTA 700 O91 


CALCUTTA UNIVERSITYDEPARTMENT OF 
BUSINESS MANAGEMENT, COLLEGE STREET 
CALCUTTA - 700 G7 294 


EASTERN INST FOR INTEGRATED LEARNING IN Mist 
6. WATERLOO STREET, 2ND FLOOR. CALCUTTA - 709 O69 


INDIAN INSTITUTE OF MANAGEMENT, 
JOKA DIAMOND HARBOUR ROAD CALCUTTA - 700 U2? 


INDIAN INSTITUTE OF SOCIAL WELFARE & BUSINESS 
MANAGEMENT MANAGEMENT HOUSE. 
COLLEGE SQUARE WEST, CALCUTTA: 700 073 


INSTITUTE OF BUS. MGT A RES.6/1 SWINHOE STREET 
CALCUTTA - 700 019. 


INSTITUTE OF BUSINESS MANAGEMENT, (NCE) 
NATIONAL COUNCIL OF EDUCATION. 
BENGALJADAVPUR UNIVERSITY. CALCUTTA - 700 O73 


INSTITUTE OF ENGINEERING & MANAGEMENT, 
120. S.D. F. BUILDING, 
SALT LAKE ELECTRONCS COMPLEX. CALCUTTA ร น บ Oui 


INSTITUTE OF MODERN MANAGEMENT. 
3-A, LONDON STREET, IST FLOOR. CALCUTTA - 700 G17 


INTERNATIONAL INSTITUTE OF MGT SCS 
BF-37.SALT LAKE CITY, SEC-tCALCUTTA 


NATIONAL INSTITUTE OF MANAGEMNE TBLILOUNG 
NO TTTALIPORE, COL-27. POST BOX . 16710. 
CALCUTTA, WEST BENGAL 


NATIONAL INSTITUTE OF PERSONNEL MGT 
A5, JHOWTALA ROAD GST FLOOR! PB NO 10275. 
CALCUTTA - 700 018 


NISSAN COLLEGE OF MANAGEMENT & SCIENCE 


PODDAR VIHAR, MONDALGLIALLIVIP ROAD CALCUTTA  /o0ü52 


WEST BENGAL 


THE UNIVERSITY OF BURDWAN 
DEPARTMENT OF BUSINESS, MANAGEMENT GOLABAG. 
BURDWAN - 713 104 


UNIVERSITY OF KALYANI, 
DEPARTMENT OF BUSINESS ADMINISTRATION 
CALCUTTA - 741 235 


ASSAM 
ASSAM INSTITUTE OF MANAGEMENT NAVAGIRI 
ROAD. CHANDMARI, GAUMATI - 781 บ 0399 


DEPARTMENT OF BUSINESS ADNHINISTRATIONASSAM 
UNIVERSITYSILCHAR 788 015 

DIBRUGARH UNIVERSITY.DEPARTMENT OF BUSINESS 
ADMINISTRATION, DIBRUGARH - 785 00494, 


GAUHATI UNIVERSITYDEPARTMENT OF BUSINESS 
ADMINISTRATIONGOPINATH BARDOLOAL NAGAR. 
GUWAHATI - 781 O14, 


NORTH EASTERN REGIONAL INST. OF MGT PARUKUTTY 
BHAWAN NABIN NAGAR, OPP DOORDARSHANZOO ROAD. 
GAUHAT! - 781 O24 


TEZPUR UNIVERSITY SCHOOL OF 
MANAGEMENT SCIENCE. PO. BOX 72, TEZPUR - 784 001 
SONITPUR DISTT. 


MANIPUR 

MANIPUR UNIVERSITY MANIPUR INST 
OF MANAGEMENT STUDIES, 
CANCHIPUHR IMPHAL - 795 00%. 


iei as sm 


NORTH 

UTTAR PRADESH & UTTARANCHAL 
SPO GAIN IOS TITUITE OF COMM ERCE 
BUSINESS MANAGEMENT AND ECONOMIC 
KHANDAR: A IMA 


ALIGARH MiBLIM umivkRSITY 


EF Gb BUSUNE ib ADMINIS HALIB  ALBoAHBH 


INS 1 HIG 13+' v 
CHAT HAR LINES ป ป ล ใน ห ป ร ALLAMABDAL: 


GOHUUL UN 3 hik Aii SETULHE S 
WAG AQ Wie 1 855 3: เอ 


เว RA 1 ล ล 


UEPAM MED) JF cusivikSt AUMINIO FHA > > ง 0 ็ 0 


Sm GURU RAM RANST ป MANAWIE MEN 
เซ NALAR 3 8001 จ 30 


OM RAM ไห น ป ร ย แหล่ น ก ห ป ล UND VERBI Y 
DER) Ot Bisnis MANAGEMENT & ENE 
AVADH dhie ER Y ง DUX NTF FAIZABAU 


เพ ร 1 เก บ 1 ม Gb ห ลน บ บ LIVELY & MANALE ME I 


Bir MiLERIQNE ไห อ ๒ ท น 1 Uriel HUAL URINAL UHAZIABAL 


iNSitiUit ob MANAGEMEN | Sbik 
Kho RAVI ล อ ง ห GHAZIABAL 


GRADUATE น ห ร น น อ บ ib BUSINESS ADMIN 





OPP ALI ย อ พ ผง พ ๒ nets HAJ NAGAR ห ย NGS UMADLABAD 


GUPUKUL Kabah VinnvibiY&AYA 
ARILAR 


UR GHS เพ ร ง แ บ่ บ 1 ย OF MANAGEMENI © RESEARCH 
JAY 0 


เพ ร ร ง แบ ร อ Or PHOLUCTIVIEY A MANAGEMEN! 
1 AZAUNAGAR RALYANPUM NEAR RANPLIB, UNIVERSITY 


G I RUAL RANPUR 


DEPARTMENT OF BUSINESS ADMINIS THATION 
UNIVERSITY OF LUCKNOW | ป ป พ ล ห 


INDIAN iiS TITU TE OP MANAGEMEN PHAMANDH NAGA UPP 


SUAPUR ROAD LUCKNOW 


DEPARTMENT OF TOURISM & ELEMENTARY 


HCTELIE RING, BIRLA COLLEGE COMPLEX. 
HN BS GARMWAL UNIVERSILY SHINAGAH GARHWAL UP 


LBS INSTilulE OF MANAGEMENT & DEV ร ขา ม เท อ 5 
PLEDE VIKAS NAGAR RUBS? BUAL CUCKINOV 


NATIONAL INSTITUTE OF ENVIRONMENT & 
MANAGEMENT 

ENVIRONMENT HOUSE ALKAPURI (OPP JANAI PUHAN 
COLONY) NEAR GAYATHI SHAKTI PERTH 

KRUASE ROAD LULCRNUDOVV 


INST UTE OF PRODUCTIVITY & MANAGEMEN! 
RESOURCE mOUSE FOCRE! G 
PA: LAVPURAM PHASE. MEERUIT 


CENTRE FOR MANAGEMENT & DEVELOPMENT 
DÉELHPLEMEEBLUI ROAD, MODINAGAR LIS) GHAZIABAL 


DEPARTMENT OF HUSINESS ALIVINISTRATION 
KUMAUN UMIVE Rit y NAQIIEAL 


iSHAN INSITE Ob MANAGEMENT EDUCATIGN 
MP NO s GREATER NUJA LASI GHAZIABAL) 


เฉ ง ง ai OP MANAGEMENT AND 
TECHNOLOGY 1/7 THE MALL MEERUT CANET MEERUI 


MOGHING E UIE OF MANAGEMENT EXCELLENCE 
CH CRAB AN Sh UNIVERSITY. MbeHul 


JAIPURIA INS hivik OF MANAGEMENT 

SETHM R JAR URIA SUHUL VINEE E KHAND GOMTI NAGAR 
LUCK NOY 

INSTITUTE OF COOPERATION & CORPORATE 


2V467, RING ROAD INDIRA NAGAR. GUCRINOYV 
INTERNATIONAL INST FOR SPECIAL EUL., 
NEAR RUKBAK PIAC SPOT MOHAMMADPUR KHATHI,. 


LUCKNÜOVW 


SCHOOL OF MANAGEMENT SCIENCES, 
S-8/108. D-2.. OIG COLONY VARANASI 


Source: All india Council For Technical Education 


114 


NICE MANAGEMENT COLLEGE, 
ZORA, SAKET, UNIVERSITY ROAD. MEERUT 


MAHARISHI SHIKSHAN SANSTHAS 
MAHARISHI INSTITUTE OF MANAGEMENT, 
MAHARISHI NAGAR, DADRI ROAD NOIDA 


INSTOUTE OF PRODUCTIVITY & MANAGEMENT, 
GOMH NAGAR. VIKAS KHAND LUCKNOW 


AMEI Y BUSINESS SCHOOL, 
RITNAND BALVED EDUCATION FOUNDATION 
SEC OR 4a, POST BOX - 503. NOIDA 


ACADEMY OF MANAGEMENT STUDIES 
D A V (PG) COLLEGE. DEHRADUN 


DEPARTMENT OF BUSINESS ADMINISTRATION, 
BUNDELKHAND UNIVERSITY, KANPUR ROAD, JHANSI 


SCHOOL OF MANAGEMENT STUDIES 
BANARAS HINDU UNIVERSITY, VARANASI 


MMT INSTITUTE OF TECHNOLOGY & MANAGEMENT, 
GI BROAD. (DELHI GHAZIABAD ROAD! NEAR HINDON RIVER, 
OFP INDIRA PRIYADARSHINI PARK, GHAZIABAD 


ADVANCE INSTITUTE OF MANAGEMENT, 
HATS, NEHRU NAGAR, GHAZIABAD 


BDS INSTITUTE OF MANAGEMENT, 
OPP MEDICAL COLLEGE. SECTOR-8 JAGRATI VIHAR. MEERUT 


INSTITUTE OF MANAGEMENT, COMMERCE & 
VOCATIONAL EDUCATION, NEAR PARTAPUR THANA, 
PARTARUA, MEERUT 


LUCRNONW UNIVERSITY. 
CUCRNOW 


DEPARTMENT OF BUSINESS MANAGEMENT 
PURVANCHAL UNIVERSITY. JAUNPLIH 


SRAL RAM MURTI SMARAK COLLEGE OF ENGG & 
GHANGORA-GRHANGORIL BAREILLY 


INSTITUTE OF ENVIRONMENT & MANAGEMENT, 


ENVIRONMENT HOUSE, ALKAPURI, (OPP. JANKIPURAM) KURS, | 


ROAD. NEAR GAYATRI SHAKTI PERTH., LUCKNOW 


LAL BAHADUR SHASTRI INSTITUTE OF MANAGEMENT 
K 5H RAMPUR GARDENS, BAREILLY 


INSTITUTE OF MANAGEMENT EDUCATION 
11/183 RAJENDRA NAGAR, SAHIBABAD 


INSTITUTE FOR MANAGEMENT STUDIES, 
จ า ห KM STONE DELHI- ROORKEE ROAD. ROORKEE 


INSTITUTE OF TECHNOLOGY & SCIENCE, 


GOODWILL BUILDING, G T ROAD. MOHAN NAGAR, GHAZIAB 


DEPARTMENT GF BUSINESS ADMINISTRATION, 
HAG GARHWAL UNIVERSITY. SRINAGAR 


INSTITUTE OF PROFESSIONAL EXCELLENCE & MANAG. 
AAG, SOUTH SIDE OF G T ROAD. 
NF-24, GHAZIABAD 


INTEGRATED ACADEMY OF MANAGEMENT & TECHNOLOGY 
ส ว 23, RAJ NAGAR, GHAZIABAD 


INSTO UTE OF BUSINESS MANAGEMENT, 

227 WES) END ROAD, MEERUT CANTT MEERUT 
HAKSHPAL BAHADUR MANAGEMENT INSTITUTE, 
HARROW SCHOOL (SR. SECONDARY) 

RANMPUR GARDEN, BAREILLY 


DEWAN INSTITUTE OF MANAGEMENT STUDIES, 
2290. WES TEND ROAD, MEERUT 


SHIVA INSTITUTE OF MANAGEMENT STUDIES, 
KK-04, KAVI NAGAR, GHAZIABAD 


INSTITUTE OF INFORMATICS & MANAGEMENT SCIENCE, 


ANUYOGIPURAM, BEYOND MEDICAL COLLEGE, GARH ROAD, 


MEERUT 


MASTER SCHOOL OP MANAGEMENT. 
FOIT? SHASTRI NAGAR, MEERUT 


INSTITUTE OF MANAGEMENT TECHNOLOGY, 
POST BOX NO. 337, RAJ NAGAR, GHAZIABAD 










n 











ก INSTITUTE OF BUSINESS MANAGEMENT. 
. KANPUR UNIVERSITY, KANPUR - 208 024. 


E.M. G KASHI VIDYAPITH'S INSTITUTE OF 
"MANAGEMENT STUDIES 
| MAHATMA GANDHI KASHI VIDYAPITH CAMPUS, VARANASI 


, BLS INSTITUTE OF MANAGEMENT 
l PER, LONI ROAD MOHAN NAGAR. GHAZIABAD 


UNIQUE INSTITUTE OF MANAGEMENT 
NEAR RAJ CHOPLA , MODINAGAR, GHAZIABAD 


HINDUSTAM INST. OF MANAGEMENT & COMPUTER 
AGRA MATHURA ROAD, FARAH. MATHURA 


SHIVDAN SINGH INSTITUTE OF TECHNOLOGY AND 
MANAGEMENT | IGLAS, ALIGARH 


ห ต D. COLLEGE OF MANAGEMENT STUDIES 
BHOPA ROAD. MUZAFFARNAGAR 





INSTITUTE OF MANAGEMENT STUDIES 
-POST BOX NO. 21, 21, NEW CANTT ROAD. 
HATHIBARKLA, DEHRADUN 


UNITED INSTITUTE OF MANAGEMENT, 
53. LEADER ROAD, ALLAHABAD 











LAL BAHADUR SHASTRI INSTITUTE OF MANAG R DEPT 
GAURABAGH (NEAR GURAMBA POLICE STATION) 
KURSI ROAD, LUCKNOW 


S. R. M. INSTITUTE OF MANAGEMENT & TECHNOLOGY 
DELH-MEERUT ROAD, MODINAGAR GHAZIABAD DISTRICT 


" 186, Ci M LL INES, OPP " p o. BAREILLY 


INSTITUTE OF FOREIGN TRADE & MANAGEMENT 
HINDU COLLEGE CAMPUS, MORADABAD 


GYAN INSTITUTE OF MANAGEMENT & TECHNOLOGY 
ALIGANS LUCKNOW 


FACULTY OF MANAGEMENT 
HUNJHUNWALA DEGREE COLLEGE. 
ÜWARAKAPURI, POST-DABHA SIMAR, FAIZABAD 


"DEPARTMENT OF MANAGEMENT 
UNIVERSITY OF ROORKEE, ROORKEE 


1 D. BINANI INSTITUTE OF MANAGEMENT STUDIES 
WZAPUR - 221 001, 


E! 


















AL NAGAR, BHIMTAL, NAINITAL 


lll. ACADEMY OF MANAGEMENT 
E: ROAD. IDEAL COLLEGE CAMPUS, DEHRADUN 


NSTITUTE OF MANAGEMENT & TECHNOLOGY, 
BPHASE-I GREATER NOIDA, GAUTAM BUDDHA NAGAR 





i. OF MANAGEMENT & COMPUTER SCIENCE. 
INSTITUTE OF TECHNOLOGY. 
"UTIONAL AREA, SURAJPUBKASNA ROAD 
ER NOIDA - 201 306, U. P. 


CAL EDUCATION & RESEARCH INSTITUTE 
GRADDATE COLLEGE, GAZIPUR 


TUTE OF MANAGEMENT STUDIES 
, SECTOR - 8, NOIDA 





$AVANAND ACADEMY OF MANAGEMENT STUDIES 
OCK-N, GOVIND NAGAR, KANPUR 







IR, VIRENDRA SWARUP INST. OF MGT STUDIES 
S35-A, BLOCK H-2, KIDWAI NAGAR , KANPUR 


INSTITUTE OF ENGINEERING & 
SITAPUR ROAD. LUCKNOW 

. MOTILAL NEHRU INSTITUTE OF 

^ RESEARCH & BUSINESS ADMINISTRATION 

^o (MONIRBA), UNIVERSITY OF ALLAHABAD. 
CHATHAM LINES CAMPUS. ALLAHABAD, 


TECHNOLOGY 






T! LAL RASTOGI SCHOOL OF MGT. FOR WOMEN 
CKNOW, UNIVERSITY OF LUCKNOW 





AJA BALWANT SINGH COLLEGE, 
ZULTY OF POST-GRADUATE DEG IN BUS. ADMN 
SHANDARI ROAD, AGRA 





BAL INDIA INSTITUTE OF MANAGEMENT & TECHNOLOGY 
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RARU RANARASINAS NATIONAL เบ ย REE 
OF TECHNOLOGY & MANAGEMENT. 
55 PURANA OWA RARU BANARASIDAGS ก TAPAS fPIC RCA 


RAJARSHE SCHOCH OF MANAGEMENT & T อ เมา OGY 
UDMA! PRATAP COLD EGE CAMPUS VAR AR AS: 


OMKARANANDA INSTITUTE OF MANAGEMENT 4 TECHNCH Oye 


MUNI KI RETI TEHER GARHWAL. 


(3 L A INSTITUTE OP TECHNOLOGY X MAN ATSE RAR AIT 
MATHURA DELHI RY PASS ROAD RAAT ar oA 


ABSAFIPALTISISTITECTE: OF MANAGE BENT A 
COMPLITER. APPLICATION NAINITAL RQA MALDAN 


INSTITUTE OF MANAGEMENT & PEGEA 
ATH MILE STONE DETLHE MEERUT ROAD ry SAL 


COLLEGE OF AGRI BUSINESS MANAGEMENT 
G B PANT UNIVERSITY OF AGRICULTURAL R TECHNOLOGY 


PANTNA(GARLILUDHAM SINGH MATAR 


DEPARTMENT OF COMMERCE 


DEEN DAYAL UPADHYAY GORAKHPUR ย แห บ ห เร ชะ OMARHE H3 


SHERWOOD INSTITUTE OF MANAGEMENT 
SECTOR.28 INDIRA NAGAR LUCKNOW 


COLLEGE OF MANAGEMENT STUDIES 
12/481, MO-RORERTIGAN. KANPUR 


MORTH WEST 

HARYANA 

AMITY BUSINESS SCHOOL. 

AMITY EDUCATION VALLEY. 
PAMCHGAON GURGAON HARYANA 


ANUPAMA INSTITUTE OF MANAGEMENT. 
LAXMI BAZAR COME EY MADAN PU 805 ล 0 
GURGAON . 122 ant 


CCS HARYANA AGRICULTURE UNIVERSITY 
DEPARTMENT OF BUSINESS MANAGEMENT 
COLLEGE OF AGRICULTURE, HISAR . 125 on. MARY ARIS 


D A V INSTITLITE Of MANAGEMENT 
STUDIES, D A.V CENTENARY COLLEGE, 
พ พ ร MOT NEARE ร ! HOSPITAL. ต ล ณ ก ล ส ล เท 


GUBLE แค ก อ 5 ค น ป ค ล LINIVERSITY, 
HISAR . 125 501 HARYANA 


GURU NANAK WHALSA INSTITUTE NE 
TECHNOLOGY & MANAGEMENT ฉา เท ท ย ร PTERI 
YAMUNA NAGAR O335 001 HARYANA 


GURU GOBIND SINGH INSTITUTE oF TECHNION Cy SY X 
MANAGEMENT STUDIES 
jIPERM 1 YAMTINIAGAD . 135 001 


พ เพ ด น INSTITUTE OF MANAGEMENT 
SONEPAT t41 001 


INSTITUTE OF MANAGEMENT & TECHNO Pv 
SUBHADRA ESTATE SECTOR. 25 
SAMAYPUR RO BALLABRGATH, HARYANA 


RM AGARWAL INSTITLITE OF MANAGERENT 
RK GUPTA MARG CHARKH ท ศก) HABYANA 


KLIGORSHETIRA UNIVER SiTy 


DEPT OF MANAGEMENT. KLILICGHE TRA. 152 110 


MAHARAJA ARASEN INSTITCITIE OF MAN ASE MENT STERE & 


RESEARCH 
AGRASEM CHORAK. JAGADHIAL. 135 503. HABVANA 
ARTE ENT Dis? BOHTAE 


MAHARISHI DAYANAND UNIVERSITY INSTITUTE OE 
MANAGEMENT STUDIES & RESEARCH BORTAK 124 (4 


MANAGEMENT DEVELOPMENT INSTITUTE 
MANDEVIN ENCL MEW CEL bi JAIPLIG 


HIGHWAY (NO 8), PO BOX.60 GURGAON 129 06i 


MOHTA CENTRE FOR MANAGEMENT STLIHES 
TOC COMPLEX. PLOTNO ส SECTOR . 10. FARIDABAD 


SHRI ฝ JAIN INSTITUTE OF MANAGEMENT & 


JAIN « ก M BOAD, AMBALA CITY. 134 602 
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CHAZ IAM AT 





SR 


ก ร บ ม บ ฯ 6 OF MANI 





TEDHNGLOGICAL INSTI 


POST BOX ND X. BHRLA COLE £. NY. de *) on ES 0 เกา 





TLAK RAJ CHADHA INSTITUTE OF MARAGEMENT & 





TECHNOLOGY, YAMUNANAGAR - 135 001 HARYANA, 


JAMMU & KASHMIR 

RSE INSTITUTE OF MANAGERMENT SPUD 
PISS TEE ES HEAD MART Epes oar AAAI T 
CALAURA CASE TANT. 181 204 
UNSTITUTE OF MANAGEMENT SCIENCES 

HEHARI CHUNG! B C. ROAD, JAMAL TAY 180 O01 


KASHMIR LUNIWVERSITY 
DEPARTMENT OF MANAGEMENT. ป ร น 
SPEHNAGAR . 190 508 


BRIVADARSHIAN INSTITUTE OF MANAS 
PIM, 128. PACCA DANGA JAMBU TAWN 





NIVEBRSITY OF JAMMALL 
DEPARTMENT OF MANAGEMENT STUER, 


BAHU WALI RAKH NEW CAMPUS JAMMU . 14 





NEW DELHI 
APEEJAY SCHOO OF MARKET NES 


ur d 


584,  TLGHLARABAD INSTITUTE AL AREA NEW DELHI. HO cen 


SIA PACIFIC INSTITUTE OF MANAGEMENT. 
TEHLA MADANPLHT KHADAR, OPE POCRKETE | 
NEW DELHI- TID O44 





SARITA VIHAR, 


AV INSTITUTE OF MANAGEMENT & RESEAE 
4-4. PASCHIM VIHAR, ROHTAK ROAD, NEW TELNI- 116 063. 


แฟ FRR EY LOLS 








INTERNATIONAL MANAGEMENT INSTITUTE 
TAB a AREA 


RT NEW GELHE 110 016 








f INSTITUTE OF MGT & TECHNOLOGY 
$ TTAR BLIL DINI 
ty, PUSHPA VIMAR NEW DELH 110 017 


CENTRE POR MANAGEMENT EDUCATION. (AMMA ALI 








MANAGEMENT 0 TON ie 
LODH ROAD, MEW 


BE, 





Ein. UEHARA ii HEN 





FORE SCHOOL OF MANAGEMENT, 
BOTE, OUTAS INS TION AREA, 
SAHEED HT SINGH MARG NEW DELHI THO DH. 











GRTUNE INSTITUTE DE INTERNATIONA 
ก หล ร PABA BLAWASAN, ผา BO 


NERY DEL). £10 651 








ก บ ล น NANAK INSTITLITE OF MANAGEMENT 
GURU HARKISHAN PUBLIC SOHOOX, 

POLAD NO. 75, GHP^S COMPE, 
PUNJABLRAGH, NEW DELHI 110 028 


HAMDARD INSTITUTE OF MANAGEMENT STUDIES. TRAINING 
RESEARCH HAMDARD NAGARLNEW DELHI - 110 087 


INDRAPRASTHA INS iT E aor GENES 
BLOTS NOS 32 & 335, SECTOR XHL ROBIK L RELE O DD OA 


INDIBAPRASTHA เช ง่ เณ ต อ ร 
EAGHMERE GATE DELNE. TIS 508 


HS TITLITE OE me 







MANAGEMENT ว ย ร - 116 903 
INTERNATIONAL MANAGEMENT CENTRE, 
B.48, SOUTH EXTENSION - L NEW DELHI- t0 049. 






INTHAN INSTITUTE OF FINANCE, 
PIS ST BON Baas ASHE ฝัน VIR AR. net BH. TIO EE 





PIDIAN INSTITUTE OF POREN TRADE, 
BOY, INSTITUTIONAL AREA SOUTH OF TIFT 
NEW DELHI. 110 016 








INSTITUTE OF MARKE A & MANAGEMEN 
EIAN SINGH PARE ร 
SLLIAN SINGH. NEW DELI 4p 





i 


s 









INSTITUTE OF MANAGEMENT SCIENCE & 
PRODUCTIVITY RESEARCH (MSPR) 
GERD, JHANDEWALAN EXTENSION, NEW DELHI- 55. 


INSTITUTE FOR INTEGRATED LEARNING IN MANAGEMENT, LODI 
INSTITUTIONAL AREA, 
FAI SCHOOL COMPLEX, NEW DELHI- 110 903 


JAGAN INSTITUTE OF MANAGEMENT STUDIES. 
C-1.0. WEST ENCLAVE. PITAM PURA. DELHI- 30 034 


JAMIA MILIA BSLAMIA UNIVERSITY, 
FACULTY OF ENGINEERING & TECHNOLOGY 
JAMIA NAGAR, NEW DELHI - 110 025 


LAL BAHADUR SHASTRI INSTITUTE OF MANAGEMENT 
SHASTRI SADAN., SECTOR - 3, SHRI VENKETASWARA MANIA 
MARG R.K PURAM, NEW DELHI- 116 022 


MANAGEMENT EDUCATION & RESEARCH INSTITUTE 

CIO TRIVEN! EDUCATIONAL & SOCIAL WELFARE SOCIETY, 
RAMAKRISHNA SCHOOL, M-BLOCK 

VIKASPURI, NEW DELHI - 110 618 


NLD. YMCA INSTITUTE OF MANAGEMENT, 
JAL SINGH ROAD, NEW DELHI - 110 601 


NEW DELHI INSTITUTE OF MANAGEMENT 
61. TUGHLAKABAD INSTITUTIONAL AREA NEW DELHI 


NORTHERN INSTITUTE FOR INTEGRATED LEARNING IN 
MANAGEMENT (NULM), 

112, SHER SHAH SURI MARG. BADARPUR, 

NEW DELHI - 110 044. 


RUKMINI DEVI INSTITUTE OF MANAGEMENT STUDIES. 
CD BLOCK, PITAM PURA, DELHI. 110 034. 


SBi SRINGERI SHARDA INSTITUTE OF MANAGEMENT, 
SHANKARA VIDYA KENDRA, PASCHIMI MARG 
VASANT VIHAR, NEW DELHI- 110 057. 


SARDAR PATEL COLLEGE OF COMMUNICATION AND 
MANAGEMENT, DELHI KENDRA. BHARTIYA VIDYA BHAVAN. 
แหล ธา บ ค ล ล GANDHI MARG, NEW DELHI - 10 001 


TECHNIA INSTITUTE OF ADVANCED STUDIES, 
TEMP-F-19/t4, SECTOR-8, ROHINI DELHI. 110 085 


TIMES SCHOOL OF MARKETING, 
CHO TIMES CENTRE FOR MEDIA STUDIES, 
10. DARYAGAN.J, NEW DELHI - 110 002. 


VISION SCHOOL OF MANAGEMENT, 
A491, MAHIPALPUR EXTENSION, NEW DELHI. 37. 


PUNJAB 

APEEJAY COLLEGE OF FINE ARTS, 

NEW JAWAHAR NAGAR, MAHAVIR MARG, 
JALANDHAR - 144 OTI. PUNJAB. 


BHA GURDAS COLLEGE OF ENGINEERING & TECHNOLOGY, 
DHURI ROAD. SANGRUR PUNJAB 


CENTRE FOR MANAGEMENT TRAINING & RESEARCH 
£-44, PHASE VHE INDUSTRIAL AREA 
& A. S. NAGAR (MOHALI - 160 059 


CHAN JYOTI INSTITUTE OF MANAGEMENT & TECHNOLOGY 
VILLAGE MABHA, TEH. RAJPURA, DIST. PATIALA 


GUJRANWALA GURU NANAK INSTITUTE OF MANAGEMENT & 
TECHNOLOGY LUDHIANA 141 O01, PUNJAB 


GURL NANAK DEY UNIVERSITY, 
DEPARTMENT OF BUSINESS & COMMERCE, 
AMRITSAR - t43 005 


JAMNA DEVI INSTITUTE OF MANAGEMENT, 
VILL. SANGLIDHON, TEH MUKTSAR, PUNJAB. 


LALA LAJPAT RAI MEMORIAL MANAGEMENT INSTITUTE. 
DHUDIKE, MOGA. 


MALOUT INSTITUTE OF MAMAGEMENT & INFORMATION 
TECHNOLOGY (MIMIT) 
NEW GRAIN MARKET, MALOUT DISTT. MUKTSAR, PUNJAB 


MATA GUJRI COLLEGE 
PATEHQGARH SAHIB - 140 412 


PUNJAB COLLEGE OF TECHNICAL EDUCATION, 
OPP ท ส ห CAMP, BADDOWAL, 
FEROZPUR ROAD, LUDHIANA, PUNJAB. 
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PUNJAB INSTITUTE OF MANAGEMENT & TECHNOLOGY, 
MAND GOBINDGARH. GORINDGARH - 147 301 PLINJAB. 


PUNJAB AGRICULTURAL UNIVERSITY 
DEPARTMENT OF BUSINESS MANAGEMENT 
LUDHIANA t41 Q4 


PUNJABI UNIVERSITY, 
DEPARTMENT OF BUSINESS MANAGEMENT, PADALA- Z 


RAJASTHAN 

APEX INSTITUTE OF MANAGEMENT 

LAL KOTHI SCHEME , OPPOSITE NEW ASSEMBLY BUILDING, 
TONK ROAD. JAIPUR » 302 015 


BABA MUNGIPA INSTITUTE OF MANAGEMENT & TECHNOLOGY 
PILAM! 233 037. RAJASTHAN 


BVS WOMEN'S INSTITUTE FOR STUDIES IN DEY. ORI 
MANAGEMENT 
P OQ BANA&STHALI, VIDYAPITH - 304 022 


DEEPSHIKA COLLEGE OF TECHNICAL EDUCATION, 
NEAR PEETAL FACTORY CIRCLE 
OPP TAMB PETAOL PUMP JAIPUR «302 DIB. 


INDIAN INSTITUTE OF MANAGEMENT SCIENCE 
106, TANK ROAD, NEAR RALWAY BRIDGE, 
JAIPUR - 302 MR 


INDIAN INSTITUTE OF HEALTH MANAGEMENT RESARCH 
1. PRABHU DAYAL MARG, SANGANER AIRPORT, 
JAIPUR - 302 G14 


INDIAN INTERNATIONAL SCHOOL OF MANAGEMENT 
SECTOR . 12. MAHAVEER MARG MANSAROVAR, 
JAIPUR - 302 O20 


RAJASTHAN VIDYAPEETH, 
DEEMED UNIVERSITY CAMPUS, PRATAP NAGAR 


INDIAN INSTITUTE OF RURAL MANAGEMENT, 
8.7. KALYAN PATH, NEAR POLICE MEMORIAL, 
JAIPUR - 302 005. 


INSTITUTE OF MANAGEMENT STUDIES, 
FACULTY OF MANAGEMENT, 

S Rou & GAMPLURIA, JAIN COLLEGE 

JAL NABAIN VYAS NAGAR, BIKANER - 334003 


IN VYAS UNIVERSITY DEPARTMENT OF 
BUSINESS MANAGEMENT, JODHPUR - 342 007 


JAIPUR INSTITUTE FOR INTEGRATED LEARNING IN 
MANAGEMERTT 

แผ ก FLOOR, MUNDRA BHAWAN (ABOVE UTI BANK), 3. AJMER 
ROAD, JAIPUR . 302 001. 


M KIM INDIAN INSTITUTE OF MANAGEMENT 
5/07, BHAWAN! SINGH LANE, BHAWAN! SINGH ROAD 
JAIPUR - 302 001 


MANAGEMENT & COMMERCE INSTITUTE OF GLOBAL SYNERGY 
LOHAGAL. SAMYUKTA NAGAR SCHEME, AJMER « 305 004 


MAHARISHI ARVIND INSTITUTE OF SCIENCE & MANAGEMENT 
AMBA BARI CIRCLE, AMBA BARI, JAIPUR . 302 012 


MAHARISHI DAYANAND SARASWATI LINIVERISIT 
SCHOOL QF MANAGEMENT STUDIES. AJMER - 305 001 


MALVIYA REGIONAL ENGINEERING COLLEGE 
SCHOOL OF MANAGEMENT STUDIES, JAIPUR-302 017 


MODY COLLEGE OF ENGINEERING & TECHNOLOGY 
LAXMANGAREH, FHST SHIKAR, 
BAJASTHAN - 332 211, RAJASTHAN 


MOHAN LAL บ พ พ ล บ ห ล UNIVERSITY, 
บ ท ล เช บ ส «213 001 


OM KOTHARLINGTETUTE OF MANAGEMENT 
A-1. SPECIAL EL Pi A, 
JHALAWAR ROAD. KOTA - 324 DOS 


PACIFIC INSTITUTE OF MANAGEMENT, 
31-8, NEW FATEHPURA, UDAIPUR - 313 201 
RAJASTHAN 


RA PODAR INSTITUTE OF MANAGEMENT 
FACULTY OF MANAGEMENT STUDIES 
UNIVERSITY OF RAJASTHAN J M MARG 
JAIPUR - 302 O04 
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SHR ATAM VALLABH JAIN KANYA 
MAHAVIDYALAYA, 

SAUDAMA NAGAR MORE, HANUMANGARH ROAD, 
SRIGANGA NAGAR . 395 001, RAJASGTHAN 


GUBODH INSTITUTE OF MANAGEMENT & CAREER STUDIES, 
RAMBAGH CIRCLE, TONK ROAD JAIPUR - 302 015 


THE INSTITUTE OF CERTIFIED MANAGEMENT 
ACCOUNTANTS OF INDIA 

D- $87, BHRIGU MARO, BANI PARK, 

KANTICHANDRA ROAD, JAIPUR - 302 018. RAJASTHAN | 


HIMACHAL PRADESH 

HIMACHAL PRADESH UNIVERSITY, 
DEPT. OF MANAGEMENT STUDIES. 
SUMMER HILLS, SHIMLA - 171 005 


SOUTH 

PONDICHERRY 
PONDICHERRY UNIVERSITY, 
SCHOOL OF MANAGEMENT, 
PONDICHERRY - 605 014. 


TAMIL NADU 

A. M. JAIN INSTITUTE OF MANAGEMENT, 
NO. 2, GOVINDASWAMY STREET, 
MINAMBAKKAM, MADRAS - 600 114 


AMRITA INSTITUTE OF MANAGEMENT 
ETTIMADAI P. O., VIA MADUKARAI, 
COIMBATORE - &41 105. 


AARUPADA! VIDU INST. OF MANAGEMENT STUDIES 
34, LANDONS ROAD. KILPAUK, MADRAS - 800 010 


ADAIKALA MATHA COLLEGE VALLAM, 
THANJAVUR - 613403 


ADHIPARASAKTHI ENGINEERING COLLEGE, 
CHENGA MANAGEMENT DISTRICT, MELMARVATHUR - 603 301 


ADHIYAMAAN COLLEGE OF ENGINEERING 
DR M.G ส NAGAR, HOSUR - 635 109, TAMIL NADU 


ALGAPPA UNIVERSITY. 
DEPARTMENT OF MANAGEMENT STUDIES, 
ALAGAPPAPURAM, KARAIKUDI - 623 904 


ANNA UNIVERSITY, 
SARDAR PATEL BOAD.GUINDY. MADRAS . 600 025 


ANNAMALAI UNIVERSITY, 

MRECTORATE OF DISTANCE EDUCATION 
DEPARTMENT OF BUSINESS ADMINISTRATION, 
ANNAMALAI NAGAR - 608 002 


ARULMIGHL KALASLINGAM 
COLLEGE GF ENGINEERING, KRISHNANKOIL - 626 190 


ARULMIGU MEENAKSHI AMMAN COLLEGE, 
VADAMAVANDAL (NEAR KANCHUPURAM) 
NAMANCH iP 0 ) - 604 410, TAMH, NADU 


ASAN MEMORIAL COLLEGE OF ARTS & SCIENCE, 
VELACHERY - TAMBARAM ROAD, 
JALADAMPET, CHENNAI. 601 302 


VINAGSHLINGAM INSTITUTE OF พ SCIENCE & 
HIGHER EDUCATION FOR WOMEN 
(DEEMED UNIVERSITY), COIMBATORE 


BHARATH INSTITUTE OF SCIENCE & TECHNOLOGY 
173. AGHARAMA ROAD, SALAIYUR. MADRAS « 860 07^ 


BHABATHIDASAN INSTITUTE OF MANAGEMENT 
(SCHOOL OF EXCELLENCE OF 

RHARATHIDASAN UNIVERSITY), POST BOX NO 12 
BHEL COMPLEX, TIRLICHIRAPPAL! 620 014 


BHARTHIDASAN UNIVERSITY, 
SCHOOL OF PHSTANCE EDUCATION, 
TIRUCHIBAPPALI 620 024, TAMU NADU 


CBM COLLEGE, 
“SAKETHAPUIRG KOVAIPLIDUR. COIMBATORE 647 042 


CMS COLLEGE OF SCIENCE & COMMERCE 
CHINNAVEDAMPATTY, 
COIMBATOBE - 641 064 


SHANMUGA ILLAM, 1001, CROSS CUT ROAD, 
GANDHIPURAM, COIMBATORE - 641 012 











[3 








HERAN INSTITUTE OF MANAGEMENT STUDIES, 


, CHERAN NAGAR. KANGAYAM . 638 701 


PERIYAR DISTRICT 


CRESCENT ENGINEERING COLLEGE, 


1 GST ROAD, VANDALUR, MADRAS - 600 048 


{ D. D. GOVERDHAN DASS VAISHNAV COLLEGE, 
445. PARIYAR E VR. HIGH ROAD. ARUMBAKKAM 


MADRAS - 600 166 


DEPARTMENT OF MANAGEMENT STUDIES. 
MANOMANIAM SUNDARNAR UNIVERSITY 
THIRUNELVELI- 627 012. MANOMANIAM SUND 


DR. GR DAMODARAN INSTITUTE OF MANAGEMENT 
CIVH AERODROME POST, AVANASH! ROAD, 
COIMBATORE - 641 014 


OB. MGR ENGINEERING COLLEGE 


MADURAVOYAL PERIYAR E V. A HIGH ROAD, MADRAS . 602 102 


FATIMA COLLEGE, 
DEPT OF MANAGEMENT STUDIES, 


FATIMA COLLEGE CAMPUS, MARY LAND. MADURAI - 825 018 


E.GS PILLAY ENGINEERING COLLEGE. 
NAGAPATNAM, TAMIL NADU - 601 O01 


BHARATHL : Sai เด กา รา CHENNAŁ . 600 oga 


GRG SCHOOL OF MANAGEMENT STUDIES, 
FOR WOMEN, PEELAMEDU. COIMBATORE . 641 004 


GURUVAYURAPPAN INSTITUTE OF MANAGEMENT, 
514-H, SATHY ROAD. GANAPATHY, COIMBATORE 


HINDUSTAN COLLEGE OF ENGINEERING. 
P B. NO. 01 OLD MAHABALIPURAM ROAD. 
KELAMBAKKAM, PODUR - 603 103 


INSTITUTE FOR TECHNOLOGY & MANAGEMENT 
ล น ร ค ร เล พ CULTURAL CENTRE, 27. 
KASTURI RANGA ROAD, MADRAS 


INSTITUTE OF FINANCIAL MANAGEMENT & RESEARCH 
P BONO 3330, 30 KOTHARI ROAD, 
NUNGAMBAKKAM MADRAS - 600 034 


INSTITUTE OF SOCIAL SCIENCE & RESEARCH 
GREENWOODS 
JABBERPET VELLORE . 632 006. 


JJ COLLEGE OF ENGINEERING, ANMAPETTAL, 
POOL ANGLH ATHUPPATTI P O), 
TIRUCHIRAPPALLI - 620 009 


J J COLLEGE OF ARTS & SCIENCE. 
4 ป NAGAR . SIVAPURAM, NAMANASAMLIDRAM - 622 404 


JAMAL MOHAMED COLLEGE, 
KHAIA NAGAR, RACECOURSE ROAD. 
TIRUCHIRAPALLI - 620 020 


JAYA ENGINEERING COLLEGE, 
TIRUNINRALVR . 602 024. TAMIL NADL 


K.1 N COLLEGE OF ENGINEERING, 
KONTHAGA! P. O. POTTAPALAYAM . 623 611 


S. RANGASAMY COLLEGE OF ARTS & SCIENCE, 
THOKKAVADI, TIRUCHENGOODE . 637 209 
TAMH, NADL 


K 5 RANGASAMY COLLEGE OF TECHNOLOGY, 
THOKKAVADI, 
TIRUCHENGODE - 637 209 


KARPAGAM ARTS & SCIENCE COLLEGE, 
314A LR COLONY, SIDCO, COIMBATORE . 641 021 


KONGU ARTS & SCIENCE COLLEGE, 
NANJANAPURAM ERODE - 638 107. TAMIL NADU 


KARUNYA INSTITUTE OF TECHNOLOGY, 
KARLINVA NAGAR COIMBATORE - B41 114 


KONGU ENGINEERING COLLEGE, 


THOPPUPALAYAM ERODE . aa 052 


9. R. WINDING DRIVER. CHIMASAMY STREET 
DHARMAPURI ERODE - 636 701 
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LOYOLA INSTITUTE OF BUSINESS ADMINISTRATION 
LOYOLA COLLEGE, STERLING ROAD NUNGAMBARKMHAR. 
MADRAS . 600 034 


MAHARAJA ENGINEERING COLLEGE. 
AVINASH), COIMBATORE - 847 054. 


MEPCO SCHLENK ENGINEERING COLLEGE. 
SIVAKASI, AMATHUR POST - 628 005, TAMIL NADU 


MOP VAISHNAV COLLEGE FOR WOMEN, 
MO. 20. IV LANE, NUNGAMBAKKAM HIGH ROAD. 
MADRAS - 600 034 


MADURAILKAMRAJ UNTVERSITY 
DEPARTMENT OF MANAGEMENT STUDIES, 
PALKALA! NAGAR, MADURAI - 625 021 


MAHARAJA COLLEGE FOR WOMEN, 
PB NO. 17. PERUNDURAI - 638 652. TAMIL NADU 


MOHAMMAD SATHAK COLLEGE OF ARTS & SCIENCES 
SHOLINGANALL UR, MADRAS . 806 094 


MOHAMMAD SATHAK ENGINEERING COLLEG 
KILAKARAI - 623 806. DIST. un IHR 


NOM ร S, V. NADAR COLLEGE, 
NAGAMALAIL MADURAI. 625 0198 


NESAMONY MEMORIAL CHRISTIAN COLLEGE, 
MARTHANDAM - 629 165, KANYAKUMAR! DISTRICT 
TAMIL NADU 


NATIONAL INSTITUTE OF HUMAN RESOURCE DEVELOPMENT. 
NO. 7. DUMING LANE OFF. 151, SANTHOME HIGH ROAD. 
MADRAS . 600 004. 


NEHRU COLLEGE OF MANAGEMENT, 
451-D. NEHRU COLLEGE CAMPUS. 


PALGHAT MAIN ROAD, KUNIAMUTHUR, COIMBATORE . &41 098. 


NEW COLLEGE INSTITUTE OF MANAGEMENT, 
ASSOCIATION GARDENS 87. PETER'S ROAD 
ROYAPTHAH, MADRAS - 600 014. 


NOORUL ISLAM COLLEGE OF ENGINEERING 
POST BOX NO. 1 THUICKALAY. 


F K B. ARTS COLLEGE FOR WOMEN. 
PERIYAR ROAD. GOBICHETTIPALAYAM - 638 478 
PERIYAR DISTRICT 


PANIMALAR INSTITUTE OF MANAGEMENT 

STUDIES & COMPUTER SCIENCE, 

23. RAILWAY COLONY ท STREET, NELSON MANICAKAM BROAD 
CHENNAI - 860 029. 


PARKS COLLEGE. 
CHINNAKKARAI, TIRUPLIR - 841 605. COIMBATORE DISTRICT 


PEE GEE COLLEGE OF ARTS & SCIENCE, 
SOW D.C. STREET, DHARMAPURI-636 701 TAMIL NADU 


PRIYADARSHINI ENGINEERING COLLEGE. 
BHARAT NAGAR. CHETTIYAPPANLUT, 
VANIYAMBADI - 635 751 


PSG COLLEGE OF TECHNOLOGY 
PEELAMEDAU, COIMBATORE - 641 004 


PSGRK COLLEGE FOR WOMEN 
DEPARTMENTS OF MANAGEMENT STUDIES 
PEELAMEDU. COIMBATORE - 641 004 


PSNA COLLEGE OF ENGINEERING & TECHNOLOGY 
MUTHANAMPATTY (PO), DINDIGUL - 624 622 
[ANNA DISTRICT) 


L. INSTITUTE OF MANAGEMENT STUDIES. 
TVR NAGAR. MADLIRAI . 625 022 
TAML NAD 


R. V. S. INSTITUTE OF MANAGEMENT STUDIES & RESEARCH 
C/O R. V. S. COLLEGE OF ARTS & SCIENCE 

K. V. K. THATTAM, TRICHY ROAD, 

SULUR - 641 402, COIMBATORE DISTRICT 


RAJA COLLEGE OF ENGINEERING & TECHNOLOGY. 
S. V. RAJA NAGAR. VEE RAPANJAN. 
MADURA! - 625 920. 


RAYS COLLEGE OF ENGINEERING. 
RVS NAGAR, DINDIGUL - 624 O04 
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HEGIONAL ENGINEE HA COLLEG 
DEPARTMENT OF MANAGEMENT en PL UDIES 
TIRUCHIRAPALLI- Son O15 





SANK AR A Tap EN STi FU iTE AE MAR FACE RAR RST EME E SNC: GE 
SARAVANAPATTI COINBATORE - 





OS. TAME NADU 


Si WE T COLLEG 
DONWVRIVAMK AM CHE ENA BALRSOTIDOS TAMIL NASI 


S N. A SONS COLLEGE 
SAR COLLEGE ROAD. COIMBATORE . i41 006. TAMIL NADU 


E 


S.H M COLLEGE OF ARTS & SCIENCE, 
S FR. M. NAGAR KATTANKULATHUR, 
KANCHEEPURAM DISTRICT - 800 O88 TAMIL MADHI 


SOS KOTHARI ACADEMY FOR WOMEN 
SEK HOUSE - (7. VENKATAPATTI STREETKH PALK 


SENGUNTHAR INSTITUTE OF MANAGEMENT STUDIES. 
NEIKKARAPATTI, KUPPANDAPAL AYAM iO e 
VIA RUMAPFLAMANGALASC, TIRUCHEN! GODE - ? 205 


SHANMUGHA COLLEGE OF ENGINEETING 
TIRUMALAISAMLIDPLAM, THANJAVUR - 613 402. TAMIL NAR 


~ 








SHAIMATI INDIA GAMDHI COLLEGE FOR WOMEN. 


TRUC HIRAPALLI . 620 GOB TAMIL Ny 





SONA COLLEGE OF TECHNOLOGY. 
SONA NAGAR, THIAGARAJAR POLYTECHNIC ROAD. 
SURAMANGALAM POST . SALEM - 636 006 


SH! PUSHPAM COLLEGE OF TECHNOLO 
AOV V M SRE PUSHPAM COLLEGE 
(AUTONOMOUS? POONDI, THANJAVUR DISTRICT - &13 805 


oY EDUCATION, 


SRi SAIRAM ENGINEERING COLLEGE, 
POONTHANDALAM DHARKAST, 
WEST TAMBARASS MADRAS . BOO 44 


SRICHANDHESERHAREINDRA SARASWATHI VISA 
MAHAVIDYALA DEPARTMENT OF MOT STLIDIES 
MED UNIVERSITY. ENATHLUR. 

S3, SRI JAYENDORA SARASWATHI STARE 
MACHIPUPIAM . 631 asp 





ST. MARY'S SCHOOL CF MANAGEMENT ว 
OLD MAMALLAPURAM SUAD MA DRAS- » BERD G 








SATHYABHAMA ENGINEERING COLLEG 
Bi ATH 0 A Ot SRICHO Hu. Se MGT & my 1 Yun "Y 
CLD MARALL AE JRAM BOARD, MADRAX 





SHOBHA SCHOOL OF MANAGCMENT, 

ALAMBA VILLAGE, KANGEYAM TALUK, 

PERIYAR CHS) T, SOURASHTRA COLLEGE, 

DEPT OF MANAGEMENT STUDIES © 
MADURA! BIR OO« 









SREE AMAN INSTITUTE OF MANAGEMENT & RESEARCH 
V THAIRPPALAYAM (PO CHITTODE hà 





A 


SRENEHRU M v. COLLEGE OF ARTS & SCIENCE 
SHEL GL BAFRIA NAGAR 
MALUMACHAMPATTL COIMBATORE - Bar oe! 


SH SANKARA SCHOOL OF MANAGEMENT COMPUTER SCIENCE 
NO อ MURUGAVEL NAGAR. LIC COLONY TRICHY . 690 024 





SRE SIVASL as MARIYA NADAR SOHODOL OE 
MANAGEMENT AND COMPUTER APPLICAT "NS 
KALAVAKKAM, CHENQGALPATTLU TALUK, 
KANÜOBHIPLIGAM DEVTRICT - 63 110 


| SAIRHAM ENGINEERING COLLEGE, 
POON THANDAL AM DHARKEKAGT, WEST TANMIIAIRAM. 
MADRAS - 600 fad, TAMIL MADU MAMAS 





rh 


SRIRAM ENGINEERING COLLEGE, 
5 T ROAD, VAMDALUR, MADRAS . 6 








SRIRAM INSTITUTE OF MANAOGEMEN 
18. EVENING BAZAAR ROAD MADRAS . 606 








ST JOSEPH COLLEGE OF ENG 
JEPPIAAR NAGAR OLD MAMALLA 
MADRAS . 500 O06 


UR AM ROAN 








ST. PETER'S INSTITUTE OF MANAGEMENT, 
AVADI, CHENGAI (T. N), DR. M. G R. DISTRICT 


THANTHA! HANS ROEVER COLLEGE, 
ELAMBALUR POST, PERAMBALUR TK, 
THIRUVALLUVAR DISTRICT - 621 212 


THIAGARAJAR SCHOOL OF MANAGEMENT 
PAMBAN SWAMI NAGAR THIBUPPRANKUNDRAN, 
MADURAI- 625 005, TAMIL NADU 


THE ETHIRAJ COLLEGE FOR WOMEN, 
ETHIRAJ SALAI MADRAS - 600 105. 


TAMIL NADU AGRICULTURAL UNIVERSITY 
COIMBATORE - 641 003 


TAMIL NADU COLLEGE OF ENGINEERING 
KAMMATHAMPATTI, COIMBATORE - 638 659 


THANGAVELU COLLEGE OF SCIENCE & MANAGEMENT 
ATTUR TK, SEKKADIPATTI, SALEM DISTRICT 


THE AMERICAN COLLEGE, 
DEPARTMENT OF MANAGEMENT STUDIES, 
ALAGARKOIL ROAD. MADURAI - 625 002. 


THE INDIAN ENGINEERING COLLEGE, 
RAJA NAGAR, TIRUNELVELI. 
VADAKANGULAM - 627 115, KOTLABOMMAN DISTRICT 


UNIVERSITY OF MADRAS 
DEPARTMENT OF MANAGEMENT STUDIES, 
CHEPAUK, MADRAS - 600 005. 


V. L. B. JANAKIAMMAL COLLEGE OF ENGINEERING & 
TECHNOLOGY 
KOVAIPUDUR POST, COIMBATORE - 641 042. TAMIL NADU. 


V. M. KIRUPANANDA VARIYAR, 
ENGINEERING COLLEGE 
44-A, SECOND, AGRAHARAM , SALEM - 636 001 


VALLIAMMAL COLLEGE, 
E-8. ANNA NAGAR EAST. CHENNAI - 600 102 


VEL TECH, 
42, AVAD-ALAMATHI ROAD, VELLANUR, CHENNAI - 600 062 


VEL'S COLLEGE OF SCIENCE, 
OLD PALLAVARAM, CHENNAI - 600 043. 


VEL SRI RANGA SANKU COLLEGE 
42, ALLAMATHI ROAD, AVADI, CHENNAI - 600 062 
UNIVERSITY OF MADRAS 


VGP SCHOOL OF MANAGEMENT, 
INJAMBAKKAM, MADRAS - 600 041 


VYSYA INSTITUTE OF MANAGEMENT STUDIES, 
RAMAKRISHNAPURAM, AYODYAPATTINAM (คอ) SALEM - 636 103 


VELLAMAL COLLEGE OF MANAGEMENT 
AND COMPUTER STUDIES 
VELLAMAL GARDENS.. T. S. KRISHAN NAGAR, MADRAS - 600 060 


VELLORE ENGINEERING COLLEGE, 
VELLORE - 632 007 


SOUTH-WEST 

KARNATAKA 

VIRUDHUNAGAR HINDU NADAR'S SENTHIKUMARA 
NADAR COLLEGE. 

VIRUDHUNAGAR - 626 001, KARNATKA 


ACHARYA INSTITUTE OF MANAGEMENT & SCIENCE 
i STAGE, | CROSS, 
PEENYA. BANGALORE, KARNATAKA 


ALLIANCE BUSINESS ACADEMY 

20TH CROSS, 7TH MAIN, PUSHPA LAYOUT, 
N, 8. PALYA (BTM-Ii STAGE) 

BANGALORE - 560 076 


ADMINISTRATIVE MGT COLLEGE 
AMC BUILDING, 30TH CROSS, 

6TH MAIN, 4TH BLOCK, JAYANAGAR, 
BANGALORE - 560 011. 


AL-AMEEN ARTS, SCIENCE & COM. COLLEGE 
HOSUR ROAD, BANGALORE - 580 027 


8. L. D, E. ASSOCIATION'S A. S. PATIL 
COLLEGE OF COMMERCE, BIJAPUR-585 103 
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BAPUJI INSTITUTE OF ENGINEERING & TECHNOLOGY 
SHABANUR ROAD. DAVANGERE - 577 G04 KARNATAKA 


BESANT WOMEN'S COLLEGE, 
BESANT VIDYA KENDRA, MANGALORE - 375 008 


BHARTIYA VIDYA BHAVAN' S HARILAL 

BHAGWATI COLLEGE OF COMMERCE AND MANAGEMENT 
RACE COURSE ROAD, METROPOLITAN CITY 
BANGALORE - 560 001 


BMS COLLEGE OF ENGINEERING 
POST BOX NO. 1908, BULL TEMPLE ROAD BANGALORE - 550 019 


BANGALORE UNIVERSITY, 
PG DEPTT OF MANAGEMENT, 
JNANA BHARATHI, BANGALORE - 560 056 


C. M. R. COLLEGE OF MANAGEMENT STUDIES 
NO. 2079, 2ND CROSS, 3RD BLOCK, 
HENNUR BANASWADI LAYOUT, BANGALORE - 560 084 


C. N, K REDDY COLLEGE OF BUSINESS MANAGEMENT 
NO. 193, DOUBLE ROAD, INDIRANAGAR, H STAGE, 
BANGALORE - 560 038 


CHRIST COLLEGE. 
HOSUR ROAD, BANGALORE - 560 029 


DAYANANDA COLLEGE OF SCIENCE 
ARTS & COMMERCE. BANGALORE, KARNATAKA 


DEPARTMENT OF STUDIES IN BUSINESS ADMINISTRATION, 
KUVEMPU UNIVERSITY, P, G CENTRE, TOLAHUNASE, 
DAVANGERE DISTRICT, KARNATAKA 


DODDAPPA APPA INSTITUTE FOR 
MASTER FOR BUSINESS ADMINISTRATION, 
GULBARGA - 585 103 


EAST WEST COLLEGE OF MANAGEMENT 
$1948/49, BTH MAIN, 'E' BLOCK, 
I} STAGE.RJAJAJINAGAR, BANGALORE - 560 010 


GARDEN CITY COLLEGE OF SCIENCE & MGT. STUDIES, 
18TH K. M. OLD MADRAS ROAD, 
VIRGO NAGAR, BANGALORE - 560 049. 


GOVT. RC INSTITUTE OF BUSINESS MANAGEMENT 
HND FLOOR, S. T. P. ELECTRONICS BLOCK, 
SESHADRI ROAD, BANGALORE - 560 001. 


GULBARGA UNIVERSITY, 
POST GRADUATE CENTRE, GANDHI NAGAR, BELLARY-583 103 


INDIAN INSTITUTE OF MANAGEMENT, 
BANNERGHATTA ROAD, BANGALORE - 560 076 


INSTITUTE FOR TECHNOLOGY & MANAGEMENT, 
BHS FIRST GRADE COLLEGE, 
IV BLOCK, JAYANAGAR, BANGALORE - 560 011 


INSTITUTE OF FIN. & INTERNATIONAL MANAGEMENT 
2461, CROSS, 2ND STAGE, BANASHANKARI, 
BANGALORE - 560 O60. 


INTECH INSTITUTE OF BUSINESS MANAGEMENT 
860, 24TH MAIN, 38TH CROSS, 
ATH T BLOCK JAYANAGAR, BANGALORE - 560 641. 


JAWAHARLAL NEHRU NATIONAL 
COLLEGE OF ENGA, P. B. NO. 128 NAVILE, 
SHIMOGA - 577 201. KARNATAKA. 


K L. E. SOCIETY'S Jj. G. COLLEGE OF COMMERCE. 
VIDYANAGAR, HUBLI - 580 021 


KARNATAKA LAW SOCIETY'S INSTITUTE 

OF MANAGEMENT EDUCATION & RESEARCH, 

POST BOX NO. 504, “SAFALYA” PLOT NO. 427, BHAGYA NAGAR 
2ND CROSS, TILAKWADI E, 

BELGAUM - 590 006 


KURUNJI VENKATRAMANA GOWDA 
COLLEGE OF ENG, 
SULLIA - 574 327 


KARNATAKA KAVERI INSTITUTE 

OF MANAGEMENT NO - 90/1, 90/2, 

STH CROSS, MALLESWARAM CIRCLE, BANGALORE - 560 003 
KARNATAKA UNIVERSITY, 

KAUSALI INSTITUTE OF MANAGEMENT STUDIES, 

DHARWAD - 580 003 
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M. S. RAMAIAH INSTITUTE OF MANAGEMENT 
ADMINISTRATION AND RESEARCH, 

M, S. RAMAIH ROAD, M. S. E. L T. POST. 
BANGALORE - 560 054. 


MAHE INSTITUTE OF MANAGEMENT 
UNIVERSITY CAMPUS, MADHAV NAGAR 
MANIPAL. KARNATKA 


MANIPAL INSTITUTE OF TECHNOLOGY 
MANIPAL-576 119, UDUPI DISTRICT, KARNATAKA 


MVJ COLLEGE OF ENGINEERING 


(NEAR WHITE FIELD) KADUGODI POST, BANGALORE - 560 067 


MANGALORE UNIVERSITY 

DEPARTMENT OF BUSINESS ADMINISTRATION, 
MANGALAGANGOTHRI, UNIVERSITY CAMPUS. 
MANGALORE - 574 199 


MT. CARMEL INSTITUTE OF MANAGEMENT, 
58, PALACE ROAD, BANGALORE - 560 G52 


NMAM INSTITUTE OF TECHNOLOGY, 
NITTE - 574110, DIST. K., KARNATAKA 


P E. ร INSTITUTE OF TECHNOLOGY, 
100 FEET RING ROAD, BSK เท STAGE, BANGALORE 


REDDYJANA SANGHA FIRST GRADE COLLEGE, 
C. A. SITE NO. 1, 3HD BLOCK, KORAMANGLA, 
BANGALORE - 560 034 


REGIONAL INSTITUTE OF COOPERATIVE MANAGEMENT 
87. PADMANBHENAGAR, BENASHANKARI H STAGE, 
BANGALORE - 560 070 


RURAL ENGINEERING COLLEGE, 
BHALKI DISTRICT, BIDAR - 585 328 KARNATAKA 


SAMBHRAM ACADEMY OF MANAGEMENT STUDIES, 
AMBA BHAVAN! TEMPLE ROAD, JYOTHI NAGAR, 
VIDYARANYAPURA POST, BANGALORE NORTH 


EDM INSTITUTE OF MANAGEMENT DEV. 
DIST. KANNADA, JUIRE - &74 240 


SHRI B. V. V. SANGHA INSTITUTE OF MANAGEMENT, 
C/O BASAVEHSWAR COMMERCE COLLEGE, 


B. V. V. SANGHA'S CAMPUS, BAGALKOT, KARNATAKA - 587 102. 


SIDDAGANGA INSTITUTE OF TECHNOLOGY, 
TUMKUR - 572 103, KARNATAKA 


SIVANANDA SARMA MEMORIAL R. V. COLLEGE, 
IST PHASE, 24TH MAIN, J. P. NAGAR, 
BANGALORE - 560 078 


SRI JAGADGUHU CHANDHASHEKARA- NATHA SWAMLH 
INSTITUTE OF MANAGEMENT STUDIES 

P. B. NO. 20, B. B. ROAD CHICKBALLAPEER - 562101, 
KOLAR DISTRICT, KARNATAKA 


SRI JAYACHAMARAJENDRA COLLEGE OF ENGINEERING 
MYSORE - 570 006, KAHNATAKA 


SRI SIDDHARTHA INSTITUTE OF MANAGEMENT STUDIES, 
SSIT CAMPUS, MARALUR, TUMKUR - 572 105 
KARNATAKA 


SRINIVAS COLLEGE OF P. G MANAGEMENT STUDIES, 
PANDESHWAR, MANGALORE - 575 001 


ST. JOSEPH COLLEGE OF BUSINESS ADMN 
NO. 163, BRIGADE ROAD. BANGALORE - 560 028 


SURANA COLLEGE, 
NO. 16, SOUTH END ROAD, BASAVANGUDI, 
BANGALORE - 560 004 


T. A, PAL MANAGEMENT INSTITUTE, 
MANIPAL - 576 119 


T. JOHN COLLEGE, 
88/1, KAMMANAHALLI.GOTTIGERE POST, 
BANNERGHATTA ROAD. BANGALORE - 560 083 


T. T.L. COLLEGE OF BUSINESS MANAGEMENT 
NO. 2899/2, 1ST MAIN. SARASWATHIPURAM. 
MYSORE - 570 009 


TRANSFORMATIONAL INSTITUTE OF MANAGEMENT 
EXCELLENCE 
A. J. TOWERS BALMATTA, MANGALORE - 575 002 







THE OXFORD COLLEGE OF SCIENCE, 
. & SITE NO, 401 PHASE, 
BANGALORE - 560 078 


IVERSIT Y OF MYSORE, 

DEPT. OF STUDIES IN MGT. SCIENCE, 
CRAWFORD HALI L, MANASAGANGOTRI, 
MYSORE - 570 608 


V. V. SANGHA'S VIJAYANAGARA INSTITUTE OF MANAGEMENT, 
GIO VIJAYANAGAR ENGINEERING COLLEGE. 
CANTT, BELLARY - 583 104, KARNATAKA 


VIVEKANANDA DEGREE COLLEGE OF ARTS, COMMERCE & 
SCIENCE 

NO. 23-46, 12TH MAIN ROAD, | BLOCK, BAJAJI NAGAR, 
BANGALORE -560 010 


XAVIER INSTITUTE OF MANAGEMENT & ENTERPRISES 
MISSION ROAD.UNITED MISSION COLLEGE CAMPUS, 
BANGALORE - 560 034 


du 


KERALA 

COCHIN UNIVERSITY, 

(UNIVERSITY OF SCIENCE TECHNOLOGY) 
SCHOOL OF MANAGEMENT STUDIES. 
COCHIN - 612 022 


KERALA UNIVERSITY, 
TRIVANDRUM - 695 034 










































MAHATMA GANDHI UNIVERSITY SCHOOL OF MANAGEMENT & 
"BUSINESS STUDIES, 

RAJOURI COLLEGE OF SOCIAL SCIENCE, RAJAGIRI 

P. อ KALAMASSARY - 683 104 


| > PMA MANAGEMENT FOUNDATION 
MANAGEMENT HOUSE, OFF NH - 47, MARUTHARODE, 
COIMBATORE ROAD, PALAKKAD - 678 907. 


_ BAJAGIRI INSTITUTE OF MANAGEMENT 
|. DEPT. OF BUSINESS ADMINISTRATION. 
RAJAGIRI P. O., ALAMASSABY. 

ERALA . 883 104 


ST. BERCHAMANS INSTITUTE OF MANAGEMENT 
HANGANACHERRY. KERALA - 686 101 


SCHOOL OF COMMUNICATION & MANAGEMENT STUDIES. 
MANAGEMENT HOUSE, 5. KALAMASSARY, 
COCHIN - 832 033 


THANAGAL KUNJU MUSALIAR COLLEGE OF ENGINEERING 
| QUILON - 691 005 DISTRIT KOLLAM. KEBALA 


! UNIVERSITY OF CALICUT. 
DEPARTMENT OF COMM. & MANAGEMENT 
STUDIES, TENHIPALAM. CALICUT - 673 635 


| UNIVERSITY OF KERALA, COLLEGE OF ENGINEERING 
X. P. O. THIRUVANTHAPURAM - 695 016. 


MAHARASHTRA 
A, E. M. T'S RAJIV GANDHI TECH, COLLEGE 
OLD AUSA ROAD, LATUR 


" AHMEDNAGAR J M, V, P. SAMAJ'S HKCCSM INSTITUTEOE MGT. 
& RESEARCH & RURAL DEVELOPMENT. 


|| AMRUTVAHINI SHIKSHAN VIKAS SANSTHA'S 

| AMRUTVAHINI INSTITUTE OF MANAGEMENT & 

| BUSINESS ADMINISTRATION, 

R POST SANGAMNER, DIST. : AHMEDNAGAR - 422 608. 


| ANEKANT EDU, SOCIETY INSTITUTE OF MGT DEV 
CB RESEARCH, TULJARAM CHATURCHAND 

- COLLEGE CAMPUS, 

|. P. B. NO. 51, BARAMATI 

» DIST, PUNE - 413 102 


ANJUMAN K. ISLAM'S POONA INSTITUTE OF MGT. SCIENCE 
HENTREPUENEURSHIP. 
| OONACOLLEGE CAMPUS, CAMP. PUNE - 411 001. 


ANJUMAN-L-ISLAM'S INSTITUTE OF MANAGEMENT 
TUDIES, 

DRUDDIN TYABJI MARG,OFF. 92, 

D. N. ROAD, FORT, MUMBAI - 400 001 


NURADHA ENGINEERING COLLEGE, 


URADHA NAGAR,SAKEGAON ROAD, 
HIKHLE DIST. BULDANA) - 443 201 


mE 


F LAL TAKE ROAD BEHIND LAW COLLEGE, AHMEDNAGAR - 4 14001. 
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AUDYOGIK S. M'S INSTITUTE OF BUSINESS MANAGEMENTS 
RES. PLOT NO. P-90, 

MIDC, BLOCK 'C' PIMPRI INDUSTRIAL AREA. 

KISHOR PUMPS RD. CHINCHWAD, 

PUNE-411 019. 


B. V. INSTITUTE OF MANAGEMENT & RRL. DEV. ADM. 
RAJAWADA CHOWK, SANGLI - 418 416. 


B. V. INSTITUTE OF MANAGEMENT 
BIJAPUR ROAD, SOLAPUR - 413 004. 


B. V. INSTITUTE OF MANAGEMENT, 
KADAMWADI, KOLHAPUR - 416 002 


B. V. INSTITUTE OF MANAGEMENT & ENTS. DEY 
BHARTIYA VIDYAPEETH EDU. COMPLEX, 
ERANDAWANE, PUNE - 411 O38 


B, V. INSTITUTE OF MANAGEMENT STUDIES & RESEARCH. 
SECTOR-8. C. 8. TOPP. KONKAN BHAVAN, 
NEW BOMBAY - 400 614. DIST. : THANE. 


BHARATI VIDYAPEETH'S, YASHWANTRAO MOHITE 
INST. OF MANAGEMENT, 

MÁLKAPUR, 

P. B. NO. 20, KARAD - 415 110. 


BHARTIYA VIDYA BHAVAN'S S. P. JAIN 
INSTITUTE OF MANAGEMENT. 
MUNSHI NAGAR, DADABHAI ROAD. 
ANDHERI (WEST) 


BHASKAR P. H. EDU. SOCIETY S INSTITUTE OF 
MANAGEMENT STUDIES & CAREER DEV RESEAR CH, 
C.S. R D. CAMPUS. STATION SOAD, 

AHMEDNAGAR - 414 001. 


C. P. BERAR EDUCATION SOCIETY'S 
ARTS & COMMERCE COLLEGE, TULSIBAG. 
NAGPUR - 440 O02. 


CENTRAL INSTITUTE OF ROAD TRANSPORT 
BHUSARI PUNE - 411 026 


CHETANA'S FL K INSTITUTE OF MANAG & AESEARC 
SURVEY NO. 341, BANDRA (Ej, 
BOMBAY - 400 051 


CHH. SHAHU CE 
RESEARCH, 
UNIVERSITY ROAD, KOLHAPUR - 418 004 


NTRAL INSTITUTE OF BUS. Fou & 


CHINTAMANI ACADEMY OF MANAGEMENT STUDIES 
CHINTAMAN! NAGAR SELL-KATE, DIST. WARDHA, 


D. A. V. V. COLLEGE OF COMMERCE & INSTITUTE OF 
MANAGEMENT DEVELOPMENT & RESEARCH, 
SOLAPUR - 413 002, 


DATA SYSTEM RESEARCH FOUNDATION 
NALIN CHAMBERS, HND FLOOR, 
173 DHULE PATIL ROAD. PUNE - 411 001 


DECCAN EDU, S. DES'S CHINTAMANR 
ท WILLINGDON COLLEGE, 
SANGLI - 418 418 


COLLEGE OF COMM. 


DEPARTMENT OF BUSINESS MANAGEMENT 
NAGPUR UNIVERSITY, RAVINDRA NATH TAGORE MARG, NAGPLIS 
- 440 GG 


DEPARTMENT OF COMMERCE & MANAGEMENT 
POONA UNIVERSITY, GANESHKHIND, PUNE - 411 007 


DEPARTMENT OF MANAGEMENT STUDIES 
NORTH MAHARASHTRA UNIVERSITY, 

F B. ND. 80. NEAR NHG, ITI HOSTEL. 
UMAVINAGAR, JALGAON - 425 001. 


DEPARTMENT OF BUSINESS ADMN. & MANAGEMENT 
AMRAVATI UNIVERSITY, TAPOWAN ROAD. 
AMPAVAT! - 444 802 


DEPT. OF COMMERCE, DR. BABA SAHEB AMBEDKAR 
MARATHWADA UNIVERSITY, 

AURANGABAD - 431 O04 

DESHBAKT RATNAPPA KUMBHAR COLLEGE OF 
COMM.. DEPARTMENT OF MANAGEMENT, 

AZAD CHOWK, KOHLAPUR - 416 DOZ 


DR. AMBEDKAR COLLEGE, 
DUKSHA BHOOMi, NAGPUR - 440 010 
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DR. BABA SAHIB AMD, TECHNOLOGY | 
ATP Q LONERE, TAL. | MANGAON, 
DIST RAGAD - 402 103. 


REVERSUS 





DR. D. Y PATIL brs OF BUSINESS MANAGEMENT 
PAR EY PLINE . iU 

DH. V. POFOLNDATION CENTRE EC OP MANAGEMENT 
RES & DEVELOPMENT. 

NEAR PATRAKARNAGAR OFF SENAPATI BAPAT MARC. 
MONE - AT1 G18 


FR CONCEICAG P 
NAVI MUMBA! D 


3ODRIGUES INSTITUTE OF MGT STUDIES 


DSTT THANE MURBMBAL MAHARASHTRA 


GE S, NATWARLAL MANIKL AL DALAL 
MAHAVIDYALAYA OF ARTS AP 4D COMMERCE: 
GONDIA . day &tà 


G E. S, M. PATEL COLLEGE OF ART & COMM. 
BHANDARA. 441906 


GORHALE EDUCATION SOCIETY'S | ท GYTECO 
INST. OF MANAGEMENT STUDIES X RESEARCH 
NASHIK - deo 005 


GOVINDRAM 5 
WARDHA 


COLLEGE OF COMM & ECONOMIC 


GOVINDRAN SEKSARA COLLEGE OF COMM & EDO 
CIVIL LINES, AMRAVATI ROAD, NAGPUR . AD OT 


GOVT. COLLEGE OF ENGINEERING DEPARTMENT OF 
MANAGEMENT STUDIES, STATION ROAD. « 
AURANGABAD - A3: 005 






OS MANUS 


BHIRACHANO N. COLLEGE OF CX COMMERCE 
INST. OF MANAGEMENT STOS, X RESEABC d 
BALIVES, WIT CAMPUS, ASHOK CHEME, SO APUR «4 13 002 











LE OS MANAGEMENT COLLEGE & RE SERRGH 
MUMBAL PLOT NO. MO MARS BANDRA, 





PY, BHBEE AAA 
HECLAMATION BANDRA (E) MUMBA! - 





INDIAN INSTITUTE OF COST x MANAGEMENT STDS ร 
891 CHIPLUNKABR ROAD ERANG VANE 
PUNE . dtt 004 


0 0 INSTITUTE OF MATERIAL MANAGEMEN 
5. KALIANDAS UDYOG BHAVAN, 
Z น BAZAR LANE, PRABHADEVI BOMBAY . 200 (eh 


INSTITUTE OF MANAGEMENT STUDIES 

3. N. D. T WOMEN UNIVERSITY, 8TH FLOOR 

PATKAR HALL BUILOING ง NATHIBAITHACKERSAY PO i 
MUMBAI - 406 020 





INSTITUTE OF SCIENCE POONAS INSTITUTE C 
0 MANAGEMENT & RESEARC E 
DYA NAGAI, PARVATI DARSHAN PUNE «41: 09. 


INSTITUTE OF TECHNOLOGY & MANAGEMENT 
ATH FLOOR, Sb ES COLL OC COR MBAR TIE 
% g 50 พ ผ ะ 25 BUILDING. PLC CT NO 7172 
SION-MATUNGA ESTATE 





JAMNALAL BAJAJ INSTITUTE OF MANAGEMENT STUDIES 
DADABHAL NAQRA HOUSE 164, 


BUCHLAY RECLAMATION ROAD NO. S, 
BOMBAY - 400 O20 





K E. S. SOCIETY S INST. OF MANAGEMENT a RES 
M J. COLLEGE CAMPUS JALGAON - 425 cx: 


X. 4, SOMAIYA INSTITUTE OF MANAGERS tyT STUDIES & 
ESEARCH, VIDYANAGAT 
um (EAST) BOMBAY . 40% O77 


PON EDUCATION SOCIAL, COLLEGE OF ENGINE ERPUNO & 

COLYTECHNIC DEPARTMENT OC MANAGEMENT STUDIES 
BAJABAMNAG IAR, POST SAKHARALC TAL WALWA IBLAMPUR. 
DIST. SANGLI. 415 41a. 





KAVIKULGURU INSTITUTE OF TECHNOLOGY & SC ROME. 
พ % NAGAR, RAMTEK - 441 108. DIST 
MAHARASHTRA. 


CORGGEPLUBR. 


KITS INSTITUTE OF MANAGEMENT EDHI BERE ARE H 
TUBDB, GOKUL SHIRGAGAL 
KOMHLAPUR . 415 234 





LALA LAJPAT AL COLLEGE OF C ade & TER 
LALA LAJPAT RA! MARG, MAHALAXMI i 
BOMBAY - QUE) CENA. 


C 3 
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LOKMANYA TILAK JANKALYAN SHIKSHAN 

LOKMANYA TILAK INSTITUTE OF MANAGEMENT STUDIES & 
RESEARCH, CENTRAL BUILDING LAXMI NAGAR. 
NAGPUR-440 022. 


M. A, E. E RS, MIT SCHOOL OF MANAGEMENT 
&. NO. 124, EX-SERVICEMEN COLONY, 
PAUD ROAD, PO-KOTHRUD, PUNE - 411 038 


M.E.S S INSTITUTE OF MANAGEMENT & CAREER COURSES 
MIC, 

GARWARE COLLEGE OF COMMERCE CAMPUS. 

NEW EDU. BUILDING, 30. KAAVE ROAD. 

PUNE - 411 004 


M. E, T. INSTITUTE OF MANAGEMENT, 
GEN. ARUN KUMAR VAIDYA CHOWK, 
BANDRA RECLAMATION, BANDRA (WEST). 
BOMBAY - 460 050. 


M. G M. INSTITUTE OF MANAGEMENT 
N-6, GIOCO, AURANGABAD - 431 003 


M. G M. INSTITUTE OF MANAGEMENT STUDIES 
PHASE . it, SECTOR-8, NERUL. 

NEW BOMBAY - 400 706. 

DIST. : THANE. 


MJ $. MANDALS INSTITUTE OF MANAGEMENT 
SOCIAL SCIENCE & RESEARCH. 

1165. SADASHIV PETH, TILAK ROAD 

PUNE - 411 030 


MAHARASHTRA COSMOPOLITAN EDUCATION SOCIETY, ALLANA 
INSTITUTE OF MANAGEMENT SCIENCE, 

2390.B, K. B. HIDAYATULAH FD. AZAM CAMPUS. CAMP, 

PUNE - 444 Q01. 


MAHARSHI KARVE 5. S. SANSTHAS INSTITUTE 
OF MAMAGEMENT & RESEARCH FOR WOMEN, 
KARVENANAGAR, PUNE - 411 052. 


MAHATMA EDUCATION SOCIETYINSTITUTE OF MANAGEMENT 
STUDIES & RESEARCH 

PLOT NO. 10, SEC. 16 NEW PANVEL, 

NAVI MUMBAI, DISTT. RAIGAD. 


MARATHA MANDIR BABASAHEB GAWBE INSTITUTE OF 
MANAGEMENT STUDIES 

MARATHA MANDIR ANNEXURE, DR. A, B. NAIK ROAD, 
MUMBAI (C), MUMBAL (M. Sj 


MARATHA P. V. SAMAJ MAHATMA GANDHI 
INSTITUTE OF MANAGEMENT, 
BANGAPUR ROAD, IPANCHVATO, NASHIK - 400 032 


MARATHWADA M. MANDALS INSTITUTE OF 
MANAGEMENT EDUCATION RESEARCH & TRAINING. 

. 821/A, DECCAN GYMKHANA, NEAR GOKHALE INSTITUTE. 
PURE - 411 O04, 


MODERN EDUCATION SOC. NEVILLE WADIA INSTITUTE OF 
MANAGEMENT STUDIES & RESEARCH, 

19, PRIN, V.K,JOAG PATH. 

PUNE - 411 001. 


MAULANA AZAD EDUCATIONAL TRUST INSTITUTE OF MGT., 
MAULANA AZAD EDUCATIONAL CAMPUS, 
RAUZA BAGH, AURANGABAD. MAHARASHTRA 


N. D. M. V. P. SAMAJ'S, INSTITUTE OF MANAGEMENT 
& RURAL DEVELOPMENT, 
SATANA, TAL. BAGLAN, DIST. NASHIK - 423 301. 


N. D. M. V. P. S'S INSTITUTE OF MANAGEMENT 

& COMPUTER SCIENCE 

C/O. ARTS SCIENCE & COMM. COLLEGE 

PIMPALGAON, BASWANT, TAL.: NIPHAD, NASHIK - 422 209. 


N. D. M, V. P. S. INSTITUTE OF MANAGEMENT. 
RESEARCH & TECHNOLOGY 
M. V. P. CAMPUS, GANGAPUR ROAD, NASHIK - 422 002 


N. L. DALMIA INSTITUTE OF MANAGEMENT STUDIES RESEARCH 
SRISHTI, SECTOR), P. O- MIRA, 
DIST. THANE - 401 104 


N, Y, S. S'S INSTITUTE OF MANAGEMENT STUDIES, 
SECTOR-3, CIDCO COLONY, AIROLI, 
NEW BOMBAY - 400 708. DIST. : THANE 


NUV.S.S. INSTITUTE OF MANAGEMENT, 
ATRE LAYOUT, BEHIND TATYA TOPE HALL. 
NAGPUR - 440 022 
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NATIONAL CENTRE FOR RURAL DEVELOPMENT 
PG INSTITUTE OF DEVELOPMENT STUDIES, 
DP. KORKE'S BUNGALOW. 253, SHIVAJI NAGAR, 
NAGPUR - 440 010. 


NATIONAL INSTITUTE OF INDUSTRIAL ENGINEERING 
(NITIE) VIHAR LAKE, BOMBAY - 400 O87 

NAVJEEVAN INSTITUTE OF MANAGEMENT 

SHIV SHAKTI NAGAR.CIDCO, 4TH SCHEME, 

NASHIK - 422 909 


PAD. D. V. V. PATIL FOUNDATION INSTITUTE OF 
BUSINESS MANAGEMENT & RURAL DEVELOPMENT, 
MBA CENTRE. P. อ MIDC, VILADHGAT, AHMEDNAGAR 


POONA D. E. AS MAHATMA PHULE INSTITUTE OF 
MANAGEMENT STOS & RESEARCH, 

ANNASAHEB NAGAR COLLEGE CAMPUS, 
HADAPSAR. 

PUNE -411 028 


PRAVARA INSTITUTE OF RESEARCH E 

DUCATION IN NATURE & SOCIAL SCIENCE 

INSTITUTE OF BUSINESS MANAGEMENT & ADMINISTRATION, 
AP LONE SRIRAMPUR, 

DIST. : AHMED NAGAR- 413 735 


PROGRASSIVE EDUCATION SOC S INSTITUTE OF 
MANAGEMENT & CAREER DEVELOPMENT. 
SECTOR - 21, YAMUNAGAR, NIGA, 

PUNE-411 044, (MAHARASHTRA) 


ห น PA'S COLLEGE OF PROFESSIONAL STUDIES, 
OPP, DISTRICT COLLEGE OFFICE 
DIST LATUR - 413 531. 


RASHTRIYA G P. SAMITIS ห ล ง ล ส อ SHAHU 
INSTITUTE OF MANAGEMENT, 

SWAMI BUILDING, SEVEN HILLS. SHIVAJE NAGAR. 
JALNA ROAD, AURANGABAD - 431 005. 


BAYAT INSTITUTE OF MANAGEMENT & RÉSEARCH FOR RURAL 
DEVELOPMENT. 

SHRIRAMPUR, DIST.. AHMEDNAGAR. 

MAHARASHTRA -413 709 


HAYAT S. ร DHANANJAY RAO GADGIL COLLEGE OF 
COMMERCIAL DEPARTMENT OF BUSINESS EDUCATION & 
RESEARCH. 

SATARA - 415 O04. 


RIZVI COLLEGE OF MANAGEMENT STUDIES, 
RIZVI HOUSE, RIZVI COMPLEX CARTER ROAD 
BANGRA (WEST), BOMBAY - 400 056 


SIE S COLLEGE OF MANAGEMENT STUDIES, 
PLOT NO. t-E, SECTOR - 5, NERUL 
NAVI MUMBAI T 400 708. 

| DIST. : THANE. 


S P. MANDALS PRIN. N. G N. INSTITUTE OF CAREER 
DEV.& RES. 

536, SHANIWAR PATH, APPA BALWANT CHOWK 

ว ห ห PRABHAT TALKIES, 

PUNE - 417 030 


S. P. MANDALS PRIN. LNW INSTITUTE OF MANAGEMENT 
DEVELOPMENT & RESEARCH, 

195, SIONIE) KOLIWADA RUIA COL HOSTEL 

CAMPUS. BOMBAY - 400 022. 


8. 8$. P. MANDALS MANIKCHAND D. INSTITUTE 
OF MANAGEMENT & RURAL TECHNOLOGY, 
CHOC. T. BORA COLLEGE CAMPUS, SHIRPUR. 
DIST. : PUNE - 411 210. 


SARVODAYA $. MANDAL'S SARDAR PATEL 

MAHAVIDYALAYA, DEPARTMENT OP MANAGEMENT STUDIES & 
RESEARCH, GANJ WARD, 

CHANDRAPUR - 442 402. 


SHIKSHAN PRASARAK MANDAL S DEPARTMENT OF 
MANAGEMENT STUDIES. 

NABIRA MAHAVIDYALAYA, 

CAMPUS, KATOL. 

DIST. NAGPUR - dat 302 


SHIVAJI UNIVERSITY 

VIDYANAGAR. —. 

KOLHAPUR - 416 004 

SHIVNAGAR V. P. MANDALS, INSTITUTE OF MANAGT, 
AT POST MALEGAON, TAL-BARAMATI, 

DIST PUNE 413 115. 


Source: Alt india Council For Technical Education 
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SHAIL GHANAKYA EDUCATION SOCIAL INDIHA INSTITUT t OF 
MANAGEMENT, 4, GANESHKHIND ROAD. 
SHIVAGINAGAR, PUNE - 411 G05 


SHA SANT G M. $ 5 SSGM COLLEGE OF ENGINEERING 
DEPARTMENT OF BUSINESS 

ADMINISTRATION & RESEARCH 

SHEAGAON - 444 203, DIST BULOHANA 


SHRI SHIVAJALEDU. SOC S DHANWATE NATIONAL 
OEPARTMENT OF MANAGEMENT STUDIES & RESEARCH 
CONGRESS NAGAR, 

NAGPUR - 440 012 


NARSEE MONJEE เจ ธร แบ 18 OF MANAGEMEN! 
ง V. P D. SCHEME. VILE PARLE (W) BOMBAY . 400 บ ว อ 


SINGAD INSTITUTE OF MANAGEMENI 
๐ 5 NO. 44/1. VADEGAON, BUDRUK 
SINHGAD ROAD, 

PUNE - 411 O41 


SRINIVASAN EDUCATION FON'S. INTERNATIONAL 
INSTITUTE OF ADVANCE MARRE PING. 

1 MATINLU! SITLADEVE ROAD MAHIM (WEST! 
BOMBAY - 400 016. 


31 VINCENT COLLEGE OF COMMERCIAL 
2004, ST VINCENT STREET. 
PUNE - 411 001 


GYDNEHM INSTITUTE OF MANAGEMENT STUDIES & 
RESEARCH & ENTERPRISES EDUCATION. 
BROAD CHURCHGATE. BOMBAY - 400 O20. 


SYMBOSIS INSTITUTE OF MANAGEMENT 
SENAPAT! BAPAT ROAD. 
PUNE - 411 004 


V E. S. INSTITUTE OF MANAGEMENT & RESEARCH. 
SINDHI SOCIETY, CHEMBAR. 
BOMBAY - 400 O71 


ง PLINSTITUTE OF MANAGEMENT STUDIES & RESEARCH 
P. BOX NO. 31, KISHAN CHOWK. HIGH SCHOOL ROAD 
MIRAJ - 416 410, 

DIST SANGLI. 


VAIKUNT MEHTA NATIONAL INSTITUTE OF 


CO-OPERATIVE MANAGEMENT. 


UNIVERSITY ROAD, 
PUNE-411 007 


VIDHARBHA INSTITUTE OF BUSINESS MANAGEMENT 
&2 MOUJE KOULKHED. 

MANGRULPIR ROAD. 

AKOLA - 444 DOT. 


VIDYA BHART: INSTITUTE OF BUSINESS ADMINISTRATION & 
MANAGEMENT RESEARCH, 

C. K, NAIDU MARG CAMP 

AMRAVATI- 444 602 


VIDYA P. MANDALS M. G, BEDAKAR COLLEGE 

OF COMMERCE. DEPARTMENT OF MANAGEMENT STUDIES, 
CHENDAN! BUNDER ROAD. 

THANE - 400 601. 


VIDYA PRASARAK MANDALS INSTITUTE OF MANAGEMENT 
AMOUAKCHAND MAHAVIDYALAYA 
YAVATMAL - 445 001 


VIDYA S. P MANDAL, CENTRAL INSTITUTE OF 
MANAGEMENT RESEARCH & DEVELOPMENT 
PLOT NO. 80, PAWANBHOOMI LAYOUT. 

80. MALWADA WARDHA AD.. NAGPUR - 440 025 


VPSM'S INSTITUTE OF BUSINESS MANAGEMENT 
DEVELOPMENT & RESEARCH, 
NAGPUR 


VYWS COLLEGE OF ENGINEERING 
ANJANGAON. BARI ROAD. 
BADNERA - 444 701 


XAVIER INSTITUTE OF MANAGEMENT, 
ST. XAVIER COLLEGE CAMPUS, 
MAHAPALIKA MARG, DHOBITALAO, 
BOMBAY - 400 067. 


YUGANTAR EDUCATION SOCIAL, TRIPUDE COLLEGE OF SOCIAL 
WORK DEPARTMENT OF MANAGEMENT STUDIES & HESEARC? 
CIVIL LINES, SADAR. 

NAGPUR - 440 001 
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Respond through the Power of 
NIILM Programs 


And prepare yourself forembracing the future; FoR expanding your abilities. And for bolstering your power to make g 
difference in a world exploding with opportunities. 


And tharsWhere tan do its bit for you. Tie Center s smartly designed Management Programs help you learn the 
latest in management and business. And is state-of-the-art infrastructure high academic standards, cutting-edge 
curriculum uncompromising learmer-centricily- Gnd deeper-reaching corporate linkages always ensure that you get the very 
best. 


- 1 Ey 
Attributes that have slotted among India’s frontrunning business schools in the las! 


pa few years. 


Centre 
for 
5 Studies 


แน แ . 1 Through Values & Vision 


Some | NIILM Offerings... 


Vaal i 


OS BE AVAILA 
#” » 


B-I/66 MCLE. Mathura Road, Badarpur, New Delhi-10 044. Ph. (Direct) 29891668. 2989 
" E-mail. admissions@niilm.com: Website : www niiln 





You're not just another guy. 
This is not just another bike. 


Introducing the Graptor from LML. 





"LML" 











Caged in steel, the 150cc LML Graptor is pure adrenaline-inspired engineering to go 
where your dreams are taking you. TEE JU 
A PL ER TA. 
150 ๐ ๐ ,13.5 bh EST^ Te o Va P cn 
AMAZING microprocessor Extruded Steel 7/ we 49500  .— / ES TE 
PICK-UP controlled Technology a “show oom 
GAMMA-9 engine Frame Kms/litre* Delhi THE POWER TO BE YOU. 
2-Year/30,000 Km Warranty | Fully upgraded automated dealer service workshops. | | www.Imlindia.com 
1g conditions. Price 


*Under Standard Test Condition including 130 Kg payload & a constant speed of 40 kmph Mileage delivery may vary depending upon individual riding habits and specific ridir 
ENTERP 


may vary according tocities/state 


